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Have these valves in your stock for the early replacement jobs 


For either one-pipe or two-pipe steam, hot water, residential or industrial heating—Hoffman 
assures you the correct Vent Valve for each specific requirement. Radiator Valves all feacure the 
hinged drainage tongue. For the hard-to-balance radiators, the Hoffman line includes adjust- 
able-port valves, available for vacuum and non-vacuum systems. It is not too early to order 
adequate stocks of main and radiator vent valves for modernizing jobs. Call your wholesaler. 


HOFFMAN SPECIALTY MFG. CORP. 1001 York Street, Indianapolis 7, Indiana 


Mokers of Vo raps, Hot Woter He m 4 Condensation Pumps Sold by Leading Wholesalers of Heating d Plumbing Equipment 
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nows the time to install 





‘*FROST-PROOF” CLOSETS 


Now’s the time to sell and install VOGEL ‘“Frost-Proof” 
Closets to insure worry-free operation during cold winter VOGEL PATENTED [I 
months. Farm and rural homes and buildings, service stations, ee 
garages, warehouses, mill and factory operators don’t want to 
go through another winter where low temperatures cause dis- 
comfort, inconvenience, costly repairs and replacements to 
closets. So here’s your opportunity to prove to them they can 
be sure with VOGEL “Frost-Proof” Closets because NOT 
ONE HAS EVER FROZEN. 


It’s easy to sell and install VOGEL Closets to rural and subur- 
ban areas, because the tremendous advantage and convenience 
of VOGEL “Frost-Proof” Closets makes sense and saves dollars. 


“FROST-PROOF” HYDRANTS 


For free-running water where and when you want it, there’s 
nothing like a VOGEL “Frost-Proof” Hydrant. It provides 
complete fire protection for farms, garages, service stations, 
parks, greenhouses, industries, etc., where running water must 
be available at all times. The dig selling point for VOGEL 
“Frost-Proof” Hydrants is that NOT ONEHASEVER FROZEN. 
Of course, VOGEL Hydrants have other excellent qualities— ! 
made of the finest materials, precisely engineered to give you | 
lasting trouble-free operation. 








Users like the VOGEL 
Hydrant because it 
nevtr foolsthem. When 
they see the handle in 
an upright position 
they know the water is 







Why don’t you go after this huge profitable market in suburban 
and rural areas. VOGEL gives you this EXTRA advantage 
which makes selling easier and installations more profitable. 





surely shut off. Any 
hydrant that does not 
positively shut off will 
waste water in Summer, 
and is sure to freeze 
in Winter. 












Hard hitting selling aids are available to help you get the vast 
hydrant installation business. 
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Hydrants and Outfits are also furnished 


without Ball Check Waste VOGEL 
H YORANT 





DEPENDABLE—ECONOMICAL — PROFITABLE 


JOSEPH A. VOGEL CO., WILMINGTON 99, DEL. 
Sold only through wholesalers of Plumbing Supplies 
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. | Hase in Handling 
a Speed mn Installing 


You save time... save labor... cut costs when you 
install Weisway guaranteed Cabinet Showers. Engineered 











and precision-built to go together quickly. One-piece 
receptor and pressure tight wall joints make a completely 
rattle-proof and leakproof job. Weisway walls are 
Bonderized, galvanized steel with two separately baked-on 





coats of enamel. Receptor of vitreous porcelain enamel 
over heavy gauge enameling iron, has no-slip floor — 
safe, comfortable, sanitary and positively non-absorbent. 




















il Director 


Engineering . . . 
5, Til., U.S.A. Weisway installations assure permanent customer satis- 
D each. Ee faction—avoid costly call-backs—protect your profits. 
ago. Tilinois, Always install Weisways and be safe. Order from your jobber. 
). Additional 
t 1953, by 
mber udit 
HENRY WEIS MANUFACTURING CO., INC. 
904 WEISWAY BLDG., ELKHART, INDIANA 
@ | 
. President CLSWA | 
President | 
1 Manager GUARANTEED | 


CABINET SHOWERS 
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One Man Easily Handles the Vitreous Porcelain Receptor 


au, F. C. 
_ P. Hag- 
Craige, 


Ave., 16; 
E. 42nd 
Citizens 
address, f vi : i 

a, Calif.; Weisway Vitreceptor, 2 leakproof vitreous From stockroom to the job one man easily handles the Weisway 

) Phelps — shower receptor with integral flash- receptor. To install just place it over drain and make connection. 

Se No reinforcement or special treatment of building floor—no 


messy mastic. A quick, leakproof job every time! 














WEISWAY, the Mark of Quality in Cabinet Showers | 




















They carried 
big boilers through 
little doorways 


-+. and we still do 


Ulysses S. Grant was President of the 
United States. The War Between the 
States had ushered in a new era. 
People —and ideas — were on the move. 

One of these ideas was hot water and 
steam heating, pioneered since 1859 
by H. B. Smith & Company. Rapid 
strides had been made in the im - 
ment of its sectional cast iron er, 
and in piping, valves and radiators. 
And many business leaders were hav- 
ing their homes remodeled to enjoy 
this new form of central heating. 

H. B. Smith & Company was jack- 
of-all-trades in this work. Its em- 
ployees designed, estimated, sold and 
installed heating systems from Washing- 
ton, D. C. to Portland, Maine. For 
there were few heating engineers and 
no heating contractors. In fact, many 


OUR YEAR OF GREATEST PROGRESS 


DOMESTIC ENGINEERING 








aR ee eed 


— 


2 neaemennett «RE 





A CENTURY IN ‘53 










September, 1953 













The Smith-Mills ‘100” takes 
up no more space than a large 
wardrobe trunk. It provides 
fast heat (hot water or steam) 
and the luxury of ample hot 
water... either built-in tank 
type or “tankless” heater. 
Comes with flush jacket or with 
jacket extension to conceal oil 
burner. 





*MORE ADAPTABLE 
*BETTER LOOKING 


* LOWER COST 


... the H. B. Smith-Mills “100” is ideal for 
the Average Home Installation 


Now ... more than ever before, the Smith-Mills ‘100’ Boiler- 
Burner Unit is the answer to the heating and hot water require- 
ments of the average home. The record of the “100” since its 
introduction has been one of top efficiency and low maintenance 
cost. Always a prime favorite among heating contractors, archi- 
tects and builders, the boiler’s latest improvements make it adapta- 
ble for practically every home of average or“‘average-plus” size. 
All of the outstanding, time-tested features of the unit have been 
retained — with important improvements: 
Increased Hot Water Capacity —- A line of tankless heaters with capacities 
up to four gallons of hot water per minute! The largest tankless heater 
available in a unit this size. 


Improved Appearance — Attractive jacket in new Centennial ““Hammertone” 
Blue enhances the appearance of the entire unit. 


Lower Cost — The “100” boiler-burner unit provides a top - quality installa- 
tion where building budgets are modest. 


Now, more than ever before you can specify the Smith-Mills “100” Boiler- 
Burner for B/G boiler performance in a residential unit. 


H.B. 
CAST IRON BOILERS 


EASIEST TO INSTALL © EASIEST TO SERVICE © EASIEST TO EXPAND 
THE H. B. SMITH CO., INC., WESTFIELD, MASSACHUSETTS 
Established 1853 
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2821 Brooklyn Avenue, Detroit 1, Michigan 
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... in size, shape and beauty 
... New DURATUB 











Fixed 
... the perfect companion 


to automatic washer 
and dryer combinations 
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Modern pastel green 
fiberglas tub will not chip, 
crack, stain or mar. It’s 





easy to clean, too. 











\ 








Every woman is proud to 
see a DURATUB beside her new, 
modern automatic washer and dryer. 
DURATUB’S gleaming white, baked enamel 
cabinet matches other laundry appliances 
perfectly. Size and shape, too, make 
DURATUB a true member of the A special feature is the 


modern home laundry family. (i | ° 
for use with 


automatic washers. This 14 inch triple 
duty drain @ Serves as an overflow 
and stopper @ Keeps lovely hands 
out of soapy water ® Eliminates 
need for double tubs . . . keep 
DURATUB in use while 
emptying washer. 

























— 
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DURATUB is sold only through rec lers and distributors. 
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erfect Berformance! 


Adjustable ball joint, aims water where wanted 


Fixed serrations, a tingling spray in a cone of water 





Adjustable serrations, a needle spray to a full flow is 
within a 
Spray! 
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Behind this master plan for comfort... 





PACIFIC BOILERS with 
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JET-ACTION circulation! 


Baltimore’s Broadview (drawing 
shown above), with 465 apartments 
and four penthouses, is unequaled 
for luxury and convenience. Ten- 
ants are provided with catering serv- 
ices, public dining rooms, private 
garages, special entertainment suites, 
efficiency apartments for week-end 
guests. 

To supply luxury heating com- 
fort plus top economy, Broadview 
planners* chose Pacific Boilers with 
Jet-action Circulation: 


Go 


Designec 
Constructed 
and Stamped in 
Accordance with 
ASME Code 





Because of the special design of 
Pacific Circulating Connections 
which join water leg and heating 
tubes, hot water and steam from the 
water leg are given a jet-like in- 
crease in speed. This high-speed 
stream is trained directly on the 
heating tubes. Insulating steam 
bubbles on the tubes are swept into 
motion, kept in motion. 

The result of this continuous 
turbulence is maximum heat trans- 
fer. Broadview owners get immedi- 


DIVISION aciffcc STATES 


SENERAL OFFICES DETR 
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RADIATOR ORP 


y 


September, 1953 


ate response when changes in build- 
ing temperature are desired, more 
efficient use of fuel. 


Why not take a tip from Broad- 
view planners and see how Jet- 
action Circulation can benefit your 
installations? Your local Pacific rep- 
resentative is ready with complete 
information on Pacific Boilers for 
every use. Call him today! 
“Architects: Palmer, Fisher, Williams & Nes; 
Mechanical Engineers: |x & penp': 


General Contractor: John . b> 
Mechanical Contractors: H. E. "Grok Co., Inc. 
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Hau... far the first time l, MAID-O'-MIST 
ADAPTER UNITS 


for converting standard tees 
into BALANCING VALVES 


making up your own balancing valves. They are 
designed for the job of balancing hot water 
heating systems, .,easy to install...and priced 
much lower than square head cocks or other 
types of shut-off valves. These Adapter Units 
are quickly soldered or sweat fitted into regular 
copper or bronze tees, or threaded into cast iron 
tees. Can be inserted in side outlet or run of tee 
of the same pipe size to complete either a 
Straightway or angle balancing valve. Simple 


balancing adjustment requires only a screw- 





Phontom view above shows a No. 74 
one-inch Adapter Unit inserted in a copper 


tee re ly for bolancin oss butterfly 


act 3. < 
is adjustable fo compensate for any differ- 
ence in the height of the fee sleeve. 





driver, Precision made of brass and monel 


metals with packed stem construction. 


FULL FREE FLOW OF WATER THROUGH THE TEE 


Since there is no inside reduction of pipe diameter, there 
is no water restriction except for the balancing required. 


No. 14 
for copper ond 


bronze tees. 
Nominal pipe sizes 


44”, V4", 4", 1" This advantage plus low cost permits the use of additional 


balancing in a hot water system without preliminary plan- 
ning. The line drawings shown below illustrate positions 








ae Bagh on various heating systems where. additional balancing 
oF tae can be used to advantage. Maid-O’-Mist Adapter Units 
Ae , 4 
are available in the sizes shown at left. 
PeALANcING BALANCING 
VALVE UNIT ao? OO eT ae VALVE UNIT 
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BALANCING VALVE UNIT BALANCING —— 


VALVE UNIT 








For radiant header For baseboard radiators For convector radiators 


Prices and details from your jobber, or write direct to 


For return header 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS HEATING SPECIALTIES 


MAID-O’ MIST, Inc. 


3217 NORTH PULASKI ROAD CHICAGO Gi, ILL. 


MAID-O-MISTinc 


HEATING SPECIALTIES 








Maid-O’- Mist offers you a low cost unit for 












“As I was leaving, I stopped to chat | 


| 


briefly with the housewife.” 


The Sale | Never Forgot — 


By A. J. McGutre 


Stephan Plumbing Co. 
Los Angeles, Calif. 


Since I’m Irtsu, I like to roll 
a little humor into a capsule and 
pass it on to customers. Most 
of them get a big kick out of the | 
stuff—although even I will admit | 
some are a little corny. Humor | 
can get a man out of a lot of 
tight spots, all right, but it isn’t 
often that it means dollars and 
cents. Yet that’s how the sale | 
I’ll never forget began for me— | 
with a joke. 

Last month I was called out to 
repair a balky sink in a Los An- 
geles home. It was an easy job 
and I had the trouble corrected 
in a matter of minutes. 

As I was leaving I stopped to 
chat briefly with the housewife. 
She thanked me for coming and | 
said she supposed a small job | 
like hers must be an awful 
bother. 

“Not at all,” I said with a 
pleasant smile, and then added | 
jokingly, “Just send me three | 
more good customers.” 

To my surprise, she answered, | 
“By golly, I'll send you some | 
customers. It wouldn’t be right | 
if I didn’t.” 

We both laughed and I packed | 
up my tools and left, wondering | 
if she had taken me seriously | 

(Please turn to top of page 16) 





Bim OURSELVES 


Old Buddies 

Seems that members of the 
plumbing industry really travel in 
the right circles. 

Tom Blazina, a plumbing fore- 
man for Crane Co. in its Chicago 
plant, turns out to be an old buddy 
of President Eisenhower. Tom was 
sergeant major of Eisenhower’s 
outfit when the President was a 
second lieutenant dogging Pancho 
Villa and his crew on the Mexican 


| border in 1916. 


They’ve kept in touch with each 
other through the years and only 
last month Blazina and his family 


| enjoyed a get-together with the 


President at the White House. 


N. J. Assn. Is Formed 

Jack Franchesi has been named 
president of a master plumbers as- 
sociation recently formed in Vine- 


| land, N. J. Other officers include 


Dominic Cascio, vice president; 
Ralph Heritage, secretary and Al- 
bert Moir, treasurer. The group is 
sponsoring projects to revise the 
present Vineland plumbing code. 


_ Bureau Meets in October 


The annual meeting of the 
Plumbing and Heating Industries 


| Bureau will be held at the Palmer 
| House in Chicago on Thursday 
| afternoon, October 8. 


Officers of the Bureau are Earl 
E. Brown, president; Arnold H. 


| Goelz, vice president, George O. 
| Toepfer, treasurer and Norman J. 
| Radder, secretary. 


Another Eisenhower in the News 
Last month another Eisenhower 


hit the headlines when it was an- 
nounced that Ike’s brother Earl 
had taken an interest in a plumb- 


ing, heating and air conditioning 


12 


firm being formed in Chicago. 

The key figure in the new com- 
pany will be Frank Bellis, a plumb- 
ing and heating contractor for 33 
years. Eisenhower and _ several 
other businessmen will be princi- 
ples in the new company which 
plans to specialize in big job con- 
tracting. 


Make Ours Hot Water 

Are the luxurious baths Ameri- 
can women take the most luxurious 
in the history of the world? 

No, says Hearst columnist Pete 
Howe in his Sunday supplement 
column, “Here’s Howe.” In Napo- 
leon’s day in France women—and 
men, too—tried a wide variety of 
things for a luxurious bath. The 
most popular ingredients besides 


(IX 


champagne—and water, of course— 
were crushed strawberries and 
cream, and milk and honey. 

One man—Beau Brummell, the 
famed English dandy—took one of 
the most luxurious baths on rec- 
ord (see above) when he added 
the yolks of 100 eggs to the water! 


Heads ASHVE Research 
Clark M. Humphreys has as- 
sumed duties as acting director of 
research for the American Society 
of Heating and Ventilating Engi- 
(Please turn to top of page 16) 
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long-wearing 
cup washer 


plunger 
plunger bore 


plunger bore 
clearing pin 


heavy-duty 
encased seat washer 
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Why you should know about this ballcock : 


This new ballicock is typical of the extra quality 
you get in Eljer Fixtures and Fittings. It was de- 
signed and perfected to operate quietly and effi- 
ciently under extremes of high or low pressure. . . 
and it does just that . . . in assuring trouble-free 
performance. No other ballcock has so many de- 
sirable features. 

Snap-action shutoff provides instantaneous clos- 
ing without water hammer . . . assures longer seat 
life . . . maintains constant water level, even after 
years of service. 

Extra quality is built into all Eljer Fixtures and 
Fittings. That’s why it’s good business to install 
Eljer. You don’t lose time and profits handling 
complaints. You add to the good reputation of 
your business. 

For complete information, see your Eljer Dis- 
tributor or write Eljer Co., Box 192, Ford City, Pa. 








HERE’S HOW IT WORKS... 





slotted stem for 
adjusting quietness 


oversize packing 





leather washer 


of ; stainless steel 
screen 


i eee 





Snap-Action Shutoff—Water passing upward through 
plunger bore, as float rises, builds up pressure above cup 
washer. This creates an overbalance of downward force 
that snaps the plunger shut at correct water level setting. 


Integral Stop and Volume Control Permits... 


A. Positive and easy adjustment for quiet oper- 
ation under high pressure. 

B. Complete shutoff for repair without disturbing 
main water supply. 
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ind the wall 


% POINT ONE 


The NEW and IMPROVED DE- 
SIGN of Sterling's Diverters per- 
mits all replacements to be 
made from The front, without 
ever touching the wall! So... 


. if at some later date, it 
is ever necessary, the Bonnet 
Stem and Seat can be removed 
‘and replaced. 


. . all you would need for 
the job is a wrench and a few 
minutes. When you compare 
this easy-way with having to 
break into the wall (with a 
good chance of cracking a tile) 
you are sure to appreciate this 
new design! 


September, 19; 





%POINT TWO 


BRASS NIPPLES (not galv!) are 
soldered and then tested with 
air, under water, for perma- 
nency. When they pass this test, 
they’re RIGHT! 


% POINT THREE 


PAPER SHIELDS, supplied, are to 
be slipped on stem before plas- 
tering to form a cavity in the 
wall. This makes Bonnet always 
accessible. 


%* POINT FOUR 


NEOPRENE WASHERS—with a life 
expectancy of 15 years are used 
—another example of how 
Sterling builds QUALITY into all 
products. 


Sold Through Wholesalers only 


STERLING FAUCET CO. 


Established 1907 


MORGANTOWN, WEST 


VIRGINIA 





BRADFORD Presenting 


AND y, 


Herniyloania . y ; 


iIGAS AND ELECTRIC WATER HEATERS 






Pennsylvania Range now offers 
you VITRAGLAS, the greatest im- 
provement in GLASS LINED Water 
Heaters —the tank that withstands 
temperatures from boiling to 
freezing and will not rust because 


ciass MEVER rusts: 


Now you get all the Bradford and 
Pennsylvania famous construction 
features that assure a lifetime of 
economical, trouble-free operation 
—plus sparkling, crystal-clear hot 
water ALWAYS. And you'll find 
sales as outstanding as operating 
performance. 

Looking for new business? Scoop 
the market! Feature Bradford or 
Pennsylvdnia VITRAGLAS Water 
Heaters, the finest GLASS LINED 
Water Heaters that money can 
buy. Gas and Electric models in 
all popular sizes. For information 
mail the coupon or write now. 








PENNSYLVANIA RANGE BOILER CO., Dept. D-9, 

24th & Elisworth Sts., 

Philadelphia 46, Pa. 

Please send me full details of /Ztaglas Water Heaters: 
GAS (ELECTRIC (— 





Name a a a call 
CE a ae LO ee ee Ue 


Zone___ State 





RANGE BOILER Cé¢ 


PHILADELPHIA 46, P 











The Sale | Never Forgot 
(Continued from page 12) 
and, certainly, not expecting her 
to follow through. 
During the next two weeks 
things start happening. That lady 


became a_ veritable house-to- 
house, friend-to-friend canvas- 
ser, and the people she sent my 
way kept our office telephone 
buzzing. 

The very next day she called 
and gave me the address of a 
friend whose water heater had 
sprung a leak. I went out there, 
sold her a new heater for $130, 
installed price, and also a water 
closet for another $78. Since I 
earn a commission for sales like 
these, they meant money in my 
pocket. 

Another day passed and more 
calls came in. One of these came 
from a neighbor of my balky- 
sink-customer. Her shower re- 
ceptors were rusted. I sold her 
two new ones, a 42 by 20 in. lava- 
tory and a flush valve for the 
water closet—a bill that totaled 
$250. 


My Joke Paid Dividends 

By now, my little “joke” was 
paying big dividends. But calls 
kept coming in. 

A lady across the street from 
my original contact reported her 
water service wasn’t working. I 
called on her and sold a new cop- 
per service line for $90. Next, 
the original customer phoned and 
wanted two new shower recep- 
tors installed. 


$50 Reward for Jest 

Altogether, that weak attempt 
at humor brought in six or seven 
customers during the next two 
weeks . . . a total merchandise 
and labor bill of nearly $1000. On 
most of it, I collected my regu- 
lar five percent commission and 
sometimes more, or $50 reward 
for a bit of jest. There are prob- 
ably half a dozen comedians, at 
least, who do better, but I doubt 
if any single gag ever paid as 
big a dividend. 





Between Ourselves 





(Continued from page 12) 


neers. Humphreys served eight 
years as senior engineer. He also 
worked on such projects as the 
human calorimeter and construc- 
tion of the environment and odor 
testing rooms. 

Humphreys formerly was associ- 
ated with the office of the state 
architect and engineer for Ohio, 
and with the faculty of Carnegie 
Institute. He was a member of the 
ASHVE council in 1936-1938 and 
was chairman of the Guide Publi- 
cation committee in 1942. 


Just Rolling Along! 

When the 100,000th Winkler oil 
burner rolled off the assembly line 
this summer at Lebanon, Ind., three 
executives attached the serial num- 
ber and put the unit through a 
series of firing tests. Carl J. Wink- 





Three executives of U. S. Machine 
Div., Stewart-Warner Corp. are shown 
as they put the 100,000th Winkler oil 
burner to roll off thé assembly line 
through a series of firing tests. Left to 
right are Carl J. Winkler, general 
manager, Herman E. Winkler, assist- 
ant general manager and Claude A. 
Potts, general sales manager. 


ler, general manager of U. S. Ma- 
chine Div., Stewart-Warner Cor- 
poration; Herman E. Winkler, as- 
sistant general manager, and 
Claude A. Potts, general sales man- 
ager, were the officials doing the 
honors (see photo). 

The unit was a low pressure oil 
burner and was subsequently in- 
cluded in a shipment consigned to 
a Rochester, N. Y., firm, one of 
more than 1500 Winkler franchised 
dealers. 


Air Conditioned Palace 
Emperor Hirohito’s living quar- 
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ters in the Japanese Imperial 
Palace in Tokyo are to be air con- 
ditioned by the most modern 
American system, according to 
word from the Carrier Corporation. 

A year-round, duct type system 
will heat the emperor’s 17 room 
quarters in winter and provide a 
constant flow of cooled, filtered and 
dehumidified air in summer. 

Carrier also installed the air con- 
ditioning system in Tokyo’s famed 
Imperial Hotel last year just across 
the street from the palace. 


Bon Voyage! 

Michael Gray, 22-year-old son of 
Elisha Gray II, president of Whirl- 
pool Corporation, St. Joseph, Mich., 
will be half of a two-man crew 
that will pilot the 2234-ft star class 
sailboat “Whirlpool” in the Inter- 
national Star boat championships 
at Naples, Sept. 1-7. Young Gray, 
a senior at Wabash College, will 
team up with another student and 
home town friend, 21 - year - old 
Lyon Day, a senior at Lake Forest 
College (Ill.) and sailing veteran 
of 10 years. 

Both crewmen left New York 

(Please turn to top of page 18) 


Lyon Day (left) and Michael Gray are 
shown with their star class sailboat, 
“Whirlpool,” which they'll sail in the 
International Star boat championships 
at Naples, Italy this month. Gray is 
the son of Whirlpool Corporation 
president Elisha Gray. 
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The “‘Laundray” by RICHMOND 
gleaming vitreous glaze “Perma-Gloss 
* 40” x 23”, two compartments, 
raised shelf back—B-584 

Integral overflow and cast tron 

twin waste connection 

Brass plugs and rubber stoppers. 
Also available in single 
compartment--B-570. 20” x 22” 
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Laundray ms 





Check your RICHMOND wholesaler today. 








RICHMOND 


Richmond Radiator Co. 
Affiliate of Reynolds Metals Co. 





NOW—a new, modern laundry tray to replace old concrete or soapstone 
tubs that are still around—fill a real need in the new home, or ‘the 
laundry where the old tubs have long since disappeared. 


Recent surveys show that a laundry tray is needed badly in the home 
laundry, particularly for handling the sheer stockings, lingerie and fine. 
woolens, which are seldom entrusted to the automatic washer and must 
otherwise be laundered in the sink or lavatory. The RICHMOND 
“Laundray” is the answer—a beautiful tray in vitreous glaze “Perma- 
Gloss” that any housewife will be proud to have installed in her home. 





r i 

Box 111, Metuchen, New Jersey 
Please send me more information and literature on the new 
Richmond Laundray. No obligation, of course. 


MAME .ccsccccccccccncvcccervcrscceresscereseceesescorseeseseess . 


We are () plumbing wholesalers (1) plumbing contractors 
(CO building contractors. 











Between Ourselves 


(Continued from page 16) 
by plane on August 15 for London 
and a quick tour of the continent 
before reporting to take over their 
boat in Naples. The “Whirlpool,” 
which may face up to 129 similar 
entries in the Italian regatta, trav- 
eled more appropriately by the 
Italian liner Andrea-Endora. 


Sell ‘em All Year! 

Fedders-Quigan Corp., this 
month launches an intensified na- 
tional program to demonstrate 
that room air conditioners can be 
sold on a year-round basis. 

A full page ad in a national mag- 
azine and a series of large-space 
insertions in newspapers in key 


markets coast-to-coast spearhead | 


the campaign. The company is cur- 
rently supplying distributors and 
dealers with a complete package of 
sales promotion aids, such as mail- 
ing pieces, window streamers and 
dealer cooperative advertising. 
Robert E. Cassatt, sales man- 
ager for the company’s Refrigera- 
tion Appliances Division, told 
Domestic ENGINEERING: “The off- 
season will not, of course, produce 
the movement of merchandise 
which occurs during the hot weath- 
er, so we plan to show dealers that 
there are considerable sales oppor- 
tunities for them during the Christ- 
mas and early Spring selling per- 
iods, and we plan to supply them 
with selling tools to develop sales 
campaigns during these seasons. 
“There were many sales made 


during the last quarter of 1952.” 


Wilbur Jackson, assistant vice presi- 
dent of Robertshaw-Grayson Controls 
Company, frames the _  1,000,000th 
Model “B” thermostat to be produced 
by that company. Ceremonies mark- 
ing the occasion took place at the 
company’s Lynwood, Calif. plant. 





LIKES REMODELING ISSUES 

Hollywood, Calif—We have en- 
joyed your coverage of the subject 
of remodeling very much. I 
thought your remodeling issue, and 
each issue since were especially 
well done. 

We should like to ask your per- 
mission to quote some of the re- 
modeling statistics on kitchens and 
bathrooms from your survey in an 
issue of the “Daily Reminder,” a 
publication of the Pomona Tile 
Manufacturing Company. 

E. K. SEWELL 





HEATING THE OUTDOORS 

Paterson, N. J.—We read with 
great interest your article in the 
August issue of Domestic Enc1- 
NEERING on the heating of outdoor 
theaters. 

We are interested in work of this 
type and have one question to ask, 
and that is in reference to the heat- 
ing unit and nozzle which attach to 
the speaker post. Can you tell us 
whether this is a production item 
or whether it is custom built? 

Herman H. Braun 





Rochester, Minn.—In reading 
your August issue I came across 
the article “It’s Busy Now .. . but 
What About Next Winter.” I 
thought it very interesting and 
would like to have a few questions 
answered. 

Is there an outdoor theater 
heated with a system similar to 
the one you describe anywhere in 
the country at the present time? 
Is the heating unit which attaches 
to the speaker post being manu- 
factured? What type of boiler did 
the writer have in mind for this 
system? Are reprints of this arti- 
cle available? 

Bernarp Kirckor 
| @ Heating outdoor theaters is in the 
| “idea” stage and no system similar to 
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the one described is in actual opera- 
tion at the present time. The heating 
unit which attaches to the speaker 
post is not a manufactured item and 
would have to be custom built, at 
least for the time being. 

The boiler would be of the “pack- 
aged” type, 100 hp, 20-30 lbs pressure 
(although the system would not have 
to operate at that pressure except in 
extremely cold weather) and burn No. 
6 fuel oil. Reprints of the article are 
available.—Ed, 


WANTS SALES TRAINING 

Corpus Christi, Tex.—Will you 
please advise me of the availability 
of sales training courses for the 
plumbing and heating retailer? 

I am specifically interested in a 
course of training for journeymen 
and an outside sales crew. 

R. R. Mitam 
@ Many manufacturers and whole- 
salers offer sales training courses from 
time to time. These schools also offer 
training in servici the equipment 
and point out the sales features of the 
products. Sales manuals, visual train- 
ing aids and other helpful pamphlets 
are also available. Our suggestion is 
that Reader Milam consult with his 


wholesaler for specific information on 
the lines he carries.—Ed. 


WATER HEATER CORROSION 
New York City—Sometime ago 
you ran an article on “Water 
Heater Corrosion, Its Cause and 
Cure.” I would like very much to 
obtain copies of this article if they 
are still available. 
Mitton Gornon 


© The article appeared in Domestic 


Engineering in June, 1952. Tear sheets 
Ta being forwarded to Mr. Gordon.— 
Ed. 


ASSISTANCE NEEDED 

Belleville, Kan—We would like 
your assistance in obtaining a new 
method of bookkeeping for our 
company. 

Ours is a small merchandising 
operation featuring appliances as 
well as plumbing and heating. We 


(Please turn to top of page 23) 
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THE BEST ALWAYS COST LESS 












IN ALL COLORS 
of leading fixture 
manufacturers 


SEATS WITH COVERS 
For Regular Bowl 


No. 440 — Closed Front 
No. 460 — Open Front 


J 
A) 


y 


For true economy, recommend EXCELLO 
—a moderately priced quality seat and cover 
of plastics molded solid all the way 
through. Tough, resilient and waterproof, 
its lustrous alkyd resin finish comes 


in all colors of leading fixture manufacturers. 


* 
Es 
i 
£ 


Cc. F. CHURCH MEG. CO., HOLYOKE, MASS. 
Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 





ome and industry: AMERICAN-STAMDARD * AMERICAN BLOWER + CHURCH SEATS & WALL TILE + DETROIT CONTROLS - KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AUR COMDITIONE 








_ . ‘ftsureis 
satisfying 
to sella 


DEPENDABLE 
water heater” 





=] 


merion 
Atamatic GAS 


WATER HEATERS 


are dependable to sell because they're 
made so well! Both Merion Gas Water 
Heaters and the equally dependable John 
Wood Electric Water Heaters are made 
and warranted by a company known for 
“Quality Products since 1867’°'— the 


JOHN Woopb COMPANY 





















W. are proud to be a member of the Rice Leaders of the 
World Association. Membership is “by invitation” and includes 
only manufacturers who measure to the Qualifications for 
Membership: 


QUALIFICATIONS FOR MEMBERSHIP: 





HONOR A recognized reputation for fair and honorable business dealings. 
QUALITY An honest produvct, of quality truthfully represented. [ i 
STRENGTH A responsible and substantial financial standing. 


SERVICE A recognized reputation for conducting business in prompt and efficient 
manner. 


HE 


}) 


7 cr WATTS PLUMBING PRODUCTS 


Ry SJnvitation A lem ber 


WATTS HEATING PRODUCTS 











Temp. & Pres. Relief Valves Boiler Water Level Controls 









Pressure Relief Valves Boiler Water Feeders 











Low Water Cut-Offs 


Pressure Reducing Valves 





Water Tempering Valves A.S.M.E. Safety Relief Valves 


Vacuum Relief Valves Co wwilies Feedwater Pres. Regulators 
k / > me ? *- we 


Siphon Vacuum Breakers RICE LEADERS Dual Unit Boiler Controls } 
OF THE WORLD 
: AS SOCIATION 
Represents HK ugtr St anding Wu 
( ’ Name Lroduct Le licy 


| WATTS 


REGULATOR: COMPANY 


LAW RE WEE. OAS SACH ESE ETT S 
= MANUFACTURERS OF AUTOMATIC TEMPERATURE ano PRESSURE REGULATING SAFETY DEVICES a 
I The most Complete Line of Its Kind in the Wold 
| 







| 



































Letters 





(Continued from page 18) 
operate two trucks and employ one 
full-time journeyman and addi- 
tional help as needed. Can you 
suggest a system that will be suit- 
able for our business? 


L. W. Howe 


e There are several simplified and 
“packaged” accounting systems avail- 
able for small and medium sized 
plumbing and heating operations. One 
such system was described and illus- 
trated in Domestic Engineering (Sept. 
1950) and others will appear in future 
issues. Details of simplified systems 
7, being forwarded to Reader Howe. 


A HOT IDEA! 


Detroit—With fall approaching, 
many of your readers will again 
begin checking heating systems for 
their customers to make sure they 
will give satisfactory and efficient 
service during the cold weather 
months. 

To assist contractor-dealers in 
this important service, our associa- 
tion is offering a four-page illus- 
trated bulletin entitled “The Care 
and Maintenance of Steam and Hot 
Water Unit Heaters.” Designated 
Bulletin 12, the booklet is available 
to contractors without charge. 


L. O. Monroe 
secretary 
Industrial Unit Heater Assn. 


e@ Copies of Bulletin 12 can be ob- 
tained by writing to the association 
at 2159 Guardian Bldg., Detroit 12, 
Mich.—Ed. 


INTO THE LION’S DEN 

Omaha—Ever wonder how Dan- 
iel felt when he stepped into the 
Lion’s Den? Well, we feel a little 
like that now, but... 

Believe me . . . we’ve got a good 
idea. 

Our new series of cartoon adver- 
tisements is being offered to plumb- 
ing and heating contractors on a 
13-week trial basis. We guarantee 
to show them more results than 
they’ve ever had for any 13-week 
campaign—or our material costs 
them nothing. 

This is, as far as I can tell, the 
first time in the history of adver- 
tising, that any advertising firm has 
said to a client, “We guarantee you 
results from this advertising or it 
costs you nothing.” 

We are sending you this infor- 
mation since we know that in this 
industry Domestic ENGINEERING 
readers are the most merchandis- 
ing minded. 

We think we will see a lot of 
happy contractors 13 weeks hence! 


Joun E. Ents 


Allen & Reynolds Advertising 
Service, Inc. 


® Many contractors have used the 
Allen & Reynolds cartoon-type adver- 
tisements with considerable success. 
Readers desiring further information 
can write the company at 602 W.O.W. 
Building, Omaha 2, Neb. Advertising 
minded readers will also be interested 
in Domestic Engineering’s Remodeling 
Sales Kit as a means for building their 
modernization business.—Ed, 





COOLING REQUIREMENTS 


Philadelphia — Having read the 
article on cooling requirements in 
your July issue, I am very much 
interested in obtaining further de- 
tails. 

I am convinced that the future of 
heating and air conditioning for the 
home are very much tied together. 


H. GoLpstTEIn 


College Point, N. Y—After read- 
ing through your July issue, I 
would like very much to have ad- 
ditional information about the “24 
Hour Method for Calculating Cool- 
ing Requirements in Residences.” 


Witi1amM K. MuSCHLER 





Columbus, Ohio.—yYour article 
on calculating cooling loads was 
most interesting. We appreciate of 
this type of article and wish to add 
that they are timely in their need. 

CHARLES CHESSER 
Integrity Supply Inc. 


Roxbury,Mass.—I thought the 
article on cooling requirments for 
homes was very timely as well as 
interesting and would appreciate 
your sending me any further de- 
tails available on this subject. 

ALBERT LEVITT 


e Further details on the “24-Hour 
Method” are on the way to the above 
readers and to the host of others who 
wrote us about this article—Ed. 
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Heating specialties are described 
by Taco in a new 16-page catalog. 
Photos and cutaway drawings show 
the construction of Taco circula- 
tors, venturi fittings, flow checks, 
valves, air scoops and _ heaters. 
Performance charts and rating 
data are included as aids in the 
proper selection of products. 





Issued by: Taco Heaters, Inc., 
137 South St., Providence 3, R. I. 
0909 
Pumps and water systems are il- 
lustrated in a 66-page catalog pub- 
lished by Decatur Pump. The cat- 
alog gives basic information on the 
selection and requirements of wa- 
ter systems and correlates the in- 
formation with water systems 
available. Illustrations and speci- 
fications on super-turbine shallow 
and deep well systems, sump 
pumps and industrial pumps are 

presented. . 






We. heme 


Issued by: Decatur Pump Co., 
2750 Nelson Park Rd., Decatur 70, 
Ill. 

(Please turn to top of page 26) 
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Suds-Miser ... greatest economy feature in 
automatics. It saves hot water and soap OF de- 
tergent on every washday. 
Seven Rinses .. . chase all dirt away. It’s the 
most thorough rinsing known and gets clothes 
sparkling clean. 
Agiflow Action ... is agitator washing at its 
best. It gently loosens and removes every spec 
of dirt to leave clothes “clinic-clean”. 
Fully Automatic . .. fills with water at correct 
temperature to proper level, washes, rinses, 
damp dry spins and shuts off automatically. 
Giant Capacity ... family-size, 8-lb. load. 
Three-Temperature Selector ... gives 
choice of hot, medium and warm water. 
Portability ...provides Hegll-away” washing if 
space is unavailable for permanent installation. 





‘Compact Size .-- occupies a floor space of 

only 24%” wide by 24%” deep. it’s the one and 
only automatic for people having small space. 
Flexibility . . . repeat or omit any part of the 
washing cycle — wash as you wish. 
Partial Loads ...can be washed economically 
with any amount of water to suit size of load. 
Beauty ..- gleaming, white Lifecoat finish pre- 
vents rust — never discolors with age. 


5-Year Warranty .-- on operating mecha- 
nism, the sealed-in transmission. 
Lowest-Priced .. _ fully-automatic Deluxe 
Washer . - - available for immediate delivery. 
Get the full i 
from your distributo 

dealer, then join up - 


September, 195 


September, 
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In The Kitchens Business 


"Republic Steel Kitchens 


Planned, built and pre-sold by one of the World’s Leading Steel Companies 

























Big volume! 


margins! 





fey) profit 
High unit sales! 

Growing market! 
Repeat sales, too! 


No trade-in losses! 


ces! 


Sells other applian 


No frequent model 


changes! 


A few short months ago, Republic broke the news that 
“the new day has dawned for modern kitchen merchan- 
disers” and Republic Steel Kitchens were introduced. The 
only “Ore To Store’ program in the kitchens business 
was presented to dealers. That’s still the year’s biggest 
appliance news! 





Because Republic’s exclusive “Ore To Store” policy means 
billion dollar backing all the way. It means close control 
by one single responsible producer through every step of 
manufacture and sales. 


Republic Steel Kitchens sales policies are not bound to 
out-moded, old-fashioned trade practices. The Republic 
sales viewpoint is fresh, vigorous, dealer-minded! 











Yet, seventy years of manufacturing experience are behind 
the new Republic Steel Kitchens line. Republic’s Berger 
Manufacturing Division pioneered the development of 
steel kitchens. The handsome styling and superb construc- 
tion Republic Steel Kitchens dealers sell today are prod- 
ucts of that experience. 


Here’s your opportunity to associate with this known 
and respected big name in the big-volume, high-profit 
kitchens business . . . selling the world’s most modern 
kitchens. Send coupon today—or ask your distributor 
—for complete details. Berger Manufacturing Division, 
Republic Steel Corporation, 1018 Belden Avenue, 
Canton 5, Ohio. 








Republic Stee! Kitchens 


Sales Department 
1018 Belden Avenue, Canton 5, Ohio 


Please send details about the new line and new sales program. 


Title 





Name 





Firm 
Address. 
City. 








Zone State 


0 Dealer 








OD Distributor 





Good Reading 
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Ion exchangers are described by 
Permutit in a new 12-page bulle- 
tin. The bulletin details a general 
history of ion exchange engineer- 
ing, gives data on the proper se- 
lection of ion exchangers and lists 
general applications in the treat- 
ment of water. The bulletin also 
discusses special problems asso- 
ciated with the treatment of 
wastes. 

Issued by: The Permutit Co., 330 
W. 42nd St., New York 36. 

o° 0° 

Tube fittings and tubing tools 
are illustrated in a 28-page cata- 
log issued by Imperial Brass. 
Heavy-duty tube benders, gear- 
type tube benders and a slide mea- 
sure cutter for large size tubing 
are described. Flaring tools, air 
nozzles and vises are included in 
the tool product section. 

Issued by: The Imperial Brass 
Mfg. Co., 1200 W. Harrison St., 
Chicago 7. 

0°09 

Sales presentations for auto- 
matic washers are contained in a 
pocket-sized training booklet is- 
sued by Whirlpool. The booklet 





presents “sales clinching” demon- 
stration talks of three, 10 and 30- 
minute durations. Each talk coin- 
cides with the operation of the 
automatic washer installed in the 
dealer’s showroom. 

Issued by: Whirlpool Corp., No. 
State St., St. Joseph, Mich. 

40°09 

Water systems for heavy duty 
uses are described in a new dealer 
handout folder issued by The F. E. 
Myers & Bro. Co. Three self-oiling 

(Please turn to top of page 28) 
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Are Low-Wage Employees Profitable? 


WHILE MOST PLUMBING AND HEATING CONTRACTORS have learned 
from experience the folly of buying and selling inferior mer- 
chandise, a few still cling to the idea that they can employ 
cheap store and office help to sell quality products. 

Actually, cheap store and office employees can be, and often 
are, as unacceptable to customers as cheap merchandise. Both 
represent inadequate substitutes for the real thing. 

In theory, an excellent case, profit-wise, can be made for 
hiring low-salaried inside employees. It is all too easy to as- 
sume that any savings in payroll represents a profit bonus 
added to other net earnings. Unfortunately, it rarely works 
out that way in actual practice. The sales that slip through the 
fingers of under-paid and fumbling employees, the errors they 
make, the ill-will they create, more than offset the wage savings. 

A recent survey revealed some interesting facts in respect 
to wages paid, sales per employee and net profits. The data 
compiled from this study was divided into three categories ac- 
cording to sales: a low third, an intermediate third and the 
highest third. The lowest third had the lowest average sales 
per employee and, percentage-wise, the highest wage cost— 
even though wages were depressed. The intermediate third 
racked up glmost 50 percent more sales per employee, with 
wages per employee increased only 14 percent over the wage 
for the lowest third. Net profit was about 35 percent greater. 

The highest third averaged more than double the lowest 
third, 123.5 percent to be exact, with a wage increase of 70 
percent. Net profits rose 69.1 percent over the lowest third. 


Wage Increases Are Not the Answer to Lagging Sales 

It is not suggested, of course, that a wage increase offers 
any solution to lagging sales and declining profits. What is sug- 
gested, is the paying of higher wages to superior employees 
and the abandonment of the philosophy that low-wage em- 
ployees, as such, represent any prospect for bigger volume and 
higher profits. 

It is more important now than any time in recent years to 
develop a sales force—even if only a combination office man 
and salesman—genuinely trained to sell. And that means start- 
ing with employees capable of receiving training and suffi- 
ciently intelligent to respond and act on that training. 

The results will pay off in higher earnings to the sales- 
men—and greater profits for the contractor-dealer. 
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What's in it for you? 


Read what jobbers and plumbers 
want that Ideal tubular goods have: 


Good products at a fair price .. 
That's what jobbers and plumbers 
want when they buy tubular 
goods. 


To keep quality beyond question, 
to keep prices competitive, Ideal 
manufactures the products it sells. 


TUBULAR 
STREET. 


NINTH 


From start to packaged prod- 
uct, every Ideal unit is produced 
in our own plant. The results? 
Tubular goods noted for ease of 
installaticn, dependable perform- 
ance, lasting quality. 


Next time you buy basket strain 
ers —and other tubular goods - 
specify Ideal! 


B ROO 


K L Y N 


IDEAL STRAINERS 
fit all sinks 


CORPORATION 


ae: Bs. 9G, 











Good Reading 
(Continued from page 26) 


pumps are presented. Two pumps 


are for shallow wells of 25 ft and | 


under with capacities of 340 and 
4,000 gph of water. The third pump 


is for extreme well depths. The | 


folder also illustrates the firm’s 
line of water conditioners, power 
sprayers, and hand sprayers. 

Issued by: The F. E. Myers & 
Bro. Co., Ashland, Ohio. 


oo 96 
Heating coils for steam and hot 


water applications are described by 
Young Radiator in a 36-page cat- 
alog. The catalog lists three types 
of coils featuring tubes of seam- 
less red brass with fins of alumin- 


um. Information on banking coils | 


where more than two coils are re- 
quired also is provided. Photo- 
graphs show contruction features 
and piping diagrams illustrate con- 
nections for various types. 

Issued by: Young Radiator Co., 
709 S. Marquette St., Racine, Wis. 


oOo 8 


Flue pipe for the venting of do- 
mestic gas-burning appliances is 
described by American Metal 
Products in a 38-page catalog. The 


7 


Septic Tank Trouble 


To the Editor: 

We are troubled with steel septic 
tanks floating out of the ground 
when we have prolonged rains. 

Normally, ground water stands 
within 4 feet of the surface so tanks 
are kept as near grade as possible. 
This area is quite level, with the 
result that there is very little run- 
off of surface water. The soil is 
porous and as soon as it is satu- 
rated with rains, the septic tanks 
become buoyant and float out of 


| the ground. 


pipe described is made of aluminum | 
and is double-walled for fast draft | 


action and minimum 
from combustible materials. Photos 
show how the pipe may be assem- 


clearance | 


bled quickly because of the snap- | 


lock design of section ends. Ells, | 


tees and other accessories also are 
described. 

Issued by: American Metal Prod- 
ucts Co., Inc., 2911 Compton Ave., 


Los Angeles 11. 
0° 9° 


A small cooling tower for com- 


How can installations be made 
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Fig. 1: A cross-section of the vertical 
type steel septic tank frequently used 


| shows how a high inlet and outlet loca- 


mercial and residential air condi- 


tioning systems is described by 
Marlo Coil in a four-page bulletin. 
The bulletin illustrates the major 


parts of the unit, covers perform- 


ance characteristics and includes a | 
data and dimension table. Tower | 


sizes range from two to 16 tons | 


and feature outdoor and indoor de- 
sign. 


Manchester Ave., St. Louis 10. 
oo 96 


Issued by: Marlo Coil Co., 6135 | 


An oil heating unit with a 99,000 


Btu gross output for residences 

with minimum heating loads and 

for domestic water demands is 
(Please turn to top of page 149) 


tion keeps air space to a minimum. This 
helps eliminate buoyant properties. 
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that will not cause this trouble? 


Miss. P.N. 


To the Reader: 

While flotation of steel septic 
tanks has not been reported fre- 
quently in recent years, the use 
of tanks with low outlets could 
cause this condition to occur. 

Most steel tanks have high inlets 
and outlets since this increases the 
fluid capacity of the tanks and 
minimizes the chances of tanks be- 
ing floated out of the ground due 
to high sub-surface water or rains. 

If examination of the tanks dis- 
closes that they have low outlets 
and keep them only partially filled 
with water (see Fig. 2), thus in- 
creasing their buoyancy, this could 
be remedied by lowering the tanks 
and re-connecting as shown in 
Fig. 3. 

If the inlet is submerged when 
the tank is lowered, a vent should 
be taken from the side of the septic 
tank near the top to prevent air 
binding. 

Since small-capacity cylindrical 
septic tanks have a high percent- 
age of air space in comparison with 
larger, horizontal steel tanks, it 

(Please turn to top of page 31) 





NEW VENT 
FOR GASES 





























Fig. 2: A cross-section of the same 
type of tank as shown in Fig. 1 with 
a low inlet and outlet. Buoyancy is in- 
creased because the tank is kept only 
partially filled. 
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Fig. 3: The water level in a septic tank 
with a low inlet and outlet can be con- 
trolled by lowering the tank to the 
point where only 4 or 5 in. air space 
remains at the top. 
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How to win friends 
and MAKE MONEY 


Send for Publication 272 





gt ie a you have snapped the last front panel into 
place and have trimmed out with accessories, 

your installation of Nesbitt Baseboard Radiation 

is complete and you have accomplished four things: 
First, you have had as much fun as a kid putting 
together the fitted parts of a prefabricated toy. 
Second, with the least possible exertion and in 

record time you have provided a high capacity system 
of perimeter convector-radiation along exposed walls. 
Third, you have assured the full-zone comfort and 
contemporary beauty that makes customers friends. 
And fourth, you have made a quick profit. 





MADE BY JOHN J, NESBITT, INC., PHILADELPHIA 36, PA. « 
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NESBitT 


Base board Radiation 


All leading makes of BASEBOARD have omething- 
but something is not enough when NESBITT gives you cocrything / 


SOLD EXCLUSIVELY THROUGH PLUMBING AND HEATING WHOLESALERS 





End Cap 















Wall Section 





Mpes 


Inside Corner 











Outside Corner 





Joint Trim 





Support Bracket 


Where other manufacturers of “baseboard” 
left off, Nesbitt began to make a really 
effective space heater with four square 

feet of radiation per lineal foot of 
corrugated fin element—adequate for 
one-wall performance in most rooms— 





and housed in a beautiful slim enclosure. 
Nesbitt tooled a large factory area to 
produce this product at the lowest cost 

in standard nominal lengths of four, six 
and eight feet—with every labor-saving 
provision and needed accessory—for you! 
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5900 TRUMBULL AVE. + DETROIT 8, MICHIGAN 


AUTOMATIC CONTROLS for REFRIGERATION 


Seung home and unduatry 
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Comes 


the biggest sales booster to hit - 
the hot water heating field in years! 


Weatherbrain indoor-outdoor control regulates room 
temperature all winter long without ever a manual adjustment. 


Now you can cash in on big, new profits in the hot water heating field 
with DETROIT’s amazing Weatherbrain Control. 

That’s because Weatherbrain indoor-outdoor control offers heating com- 
fort never before possible in forced hot water heating systems—constantly 
uniform and completely automatic. Once installed, the user never makes a 
manual adjustment of any kind. The Weatherbrain Control’s outdoor 
bulb senses changes in outside temperature and responds instantly by 
supplying the exact amount of heat to keep room temperature right where 
it should be! And because it is entirely mechanical in operation with no 
expensive, complicated electronic gadgets to go wrong, Weatherbrain 
Control is less costly and more easily installed than any other control 
of its type. See your DEtroIT wholesaler or write for Bulletin No. 254. 








ESTABLISHED AS DETROIT |UBRICATOR (OMPANY IN 1877 


witeots CORPORATION 





AIR CONDITIONING 


TRANSPORTATION HOME APPLIANCES 








CHECK THESE FEATURES 


@ Varies the water temperature 
delivered to panels or radiation 
in exact accordance with the de- 
mands of the weather. 


@ All mechanical; no delicate mech- 
anisms, electronic tubes or relays. 


@ Well adapted to zone systems 
because of its simplicity and 
reasonable cost, and where the 
electrical boiler resetting type 
control will not work. 


@ Gradual changes in water tem- 
perature in the system minimize 
the undesirable effects of thermal 
expansion and contraction. 


@ Very valuable where more than 
one type of radiation is used. 








Division of American Radiator & Standard Sanitary Corporation 
Representatives in Principal Cities © Canadian Representatives ia Montreal, Terente, Wineipeg—Rallway & Engineering Specialties, Ltd. 


DOMESTIC HEATING + AVIATION 
INDUSTRIAL USES 
AMERICAN STANDARD » AMERICAN BLOWER» CHURCH SEATS & WALL TILE» DETROIT CONTROLS » KEWANEE BOILERS + ROSS EXCHANGERS 
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Questions and Answers 





(Continued from page 28) 
might be advisable to use horizontal 
tanks in areas where tanks must be 
kept near the surface and where 
flooding by surface water occurs 
frequently. 


Cleaning Copper Coils 


To the Editor: 

I have a job using a 30-gallon 
hot water tank with a copper coil 
side-arm gas heater. The coil was 
replaced two years ago and has 
since become lined with scale. When 
the heater is operating, the coils 
create a rumbling sound as the 
steam forms and escapes into the 
tank. 

Kindly let me know how to use 
muriatic acid to dissolve the scale 
formation. Is the acid used full 
strength or diluted? How long is 
it kept in the coils before it is 
flushed out? 

Illinois. M.V. 


To the Reader: 

The rumbling sound may not be 
due to a clogged coil. If the flow 
of hot water in the circulating line 
is restricted by lime deposits or 
scale in the pipe from heater to 
tank, the same steaming and bump- 
ing might also occur. 

On examination of the coil, if it 
is found to be limed almost solid, 
the labor of cleaning it may equal 
the cost of a new copper replace- 
ment coil. The use of any strong 
acid can be dangerous and cause 
damage to persons, clothes and 
property far in excess of the pos- 
sible savings through salvage of a 
clogged coil. 

To dissolve deposits of lime scale 
from inside a copper coil, close the 
bottom connection of the coil with 
a brass plug and stand the coil 
in a crock if one is available. Fill 
the coil ‘with acid solution and let 
it stand. Inspect in 2 or 3 hours. 
Do not let acid remain in the coil 
longer than necessary. 

When scale is thoroughly loos- 
ened, pour out the acid, flush well 
with water and shake out all dis- 
lodged scale. Repeat this operation 


if necessary. 


A solution of muriatic acid and 
water in equal parts would be pre- 
ferable for a first experiment. Later, 
full strength muriatic acid can be 
used if essential. 

(Caution: Since combining many 
acids with water might cause ex- 
plosions, always add acid to water. 
Never pour water into acid.) 

Formation of excessive scale in- 
dicates use of an extremely high 
burner temperature. The precipita- 
tion of lime deposits is accelerated 
by raising the temperature of the 
water unnecessarily high. Although 


turning the burner flame lower | 
will reduce the recovery rate of the | 


heater and require longer opera- 
tion, it will also reduce the amount 
of lime that is precipitated from 
the water. 

Residents in cities that have 
“hard water” supplies from lime- 
stone strata should use water soft- 
ening equipment, particularly on 


hot water lines, since water treat- | 


ment is the most satisfactory solu- 


‘ tion to hot water scaling problems. 


Summer Service for 
Heating Plants 


To the Editor: 

There are different opinions in 
our shop about whether a gas pilot 
light should or should not be kept 
burning in a furnace during the 
summer months. I maintain that 
moisture is a product of gas com- 
bustion and to a certain degree 
will cause rust. Others contend 
that heat of the pilot light will 


dry out the air and prevent rust. | 


Who is right? 
Missouri. 


To the Reader: 


M. M. 


It is correct that moisture is 


a product of combusion but the 
question here is whether in sum- 


mer weather the heat from a gas | 
pilot flame will keep the interior | 





Youngstown Kitchens is provid- 
ing a new food waste disposer dis- 
play piece for floor, counter or win- 
dow use. The disposer is mounted 
on a platform on the wire stand 





and a sales message is carried 

above it. The display is 36 in. high, 

and needs only 9% by 12 in. of 
floor space. 


Ea 
a. 
HO00 WASTE 
DISPOSER 
ATT 





Available from: Youngstown 
Kitchen Div., Mullins Mfg. Corp., 
Warren, Ohio. 

9° 9 

Mueller Furnace is providing a 
decal nameplate for dealers to 
leave onrinstalled furnaces, to di- 
rect customers to an authorized 
service representative when the 
need arises. The heat resistant de- 
cal carries the Mueller trade mark 
as well as the name‘and address of 
the dealer. 





MUELLER FURNACE 





of a gas-fired cast iron or steel | 


furnace chamber free of moisture 


or if it will simply contribute more 


moisture to combine with metal 


parts to form ferrous oxide or | 


common rust, 
The amount of water vapor pres- 
(Please turn to center of page 249) 
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Available from: L. J. Mueller 
Furnace Co., 2005 W. Oklahoma 
| Ave., Milwaukee 15. 

o9° 4 
| The “Handy” tube bender of 
| Holsclaw Bros. for tubing and pipe 
(Please turn to top of page 198) 
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NOW! Buy Your Boiler in Ong 
Take Your Choice Between th 


THE NEW 14 WOW! The new improved Crane 
WOW Boiler is furnished with Oil Burner, 
Thermostat, Limit Control, Stack Switch, pre- 
cast Combustion Chamber, Insulated Jacket, 
and combination Temperature and Altitude 
Gauge. The sections are shipped assembled. 
All other components come in clearly marked 
packages. 
Buy the package-way—and SAVE! 


Both the WOW and the POW packages 
contain these three controls 


Protectorelay shuts 
down burner in case 
of ignition failure. 





Immersion Aqua- 
stat, open contact 
type, is a highly accu- 
rateline voltage temp- 
erature control. 


Thermostat provides 
accurate, reliable, 
manually-set temp- 
erature control for 
whole system. 
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conomy-Friced Package... 
4 WOW and the New 14 POW! 







THE NEW 14 POW!* Crane is the first in the field 
with a completely packaged cast-iron boiler . . . the 
14 POW! With this boiler you get everything! 

Standard equipment includes Oil Burner, 
Thermostat, Limit Control, Stack Switch, pre-cast 
Combustion Chamber, Insulated Jacket, and com- 
bination Temperature and Altitude Gauge. . . plus 
Circulating Pump, Relay, Relief Valve and Draft 
Regulator. 

The POW gives you everything you need for a 
small home forced hot water heating system, in one 
economy-priced package. There’s no fussing and 
figuring ... no delays waiting for parts to arrive 
from several sources. Order a 14-4 or 14-5 POW, 
and your worries are over! 

In addition to saving money by buying the package- 
way, you get 5 big new improvements with both the 
WOW and the POW. 


1 New firebox baffle increases gas travel and heat 
radiation 


2 New "X”’ type upper flue baffle radiates extra heat 
by adding more surface 


3 New light-weight combustion chamber heats up 
quickly, providing a cleaner flame 


4 New muffle-chamber mounting plate promotes 
smoother, quieter burner ignition and cut-off 


5 New, smaller Kleen-Heet” oil burner can be 
adjusted at low oil rates with better results. 

Buy the Crane Package-Way ... save time .. . in- 

crease your profits. For completeness and per- 

formance, Crane has the line to line-up with. See 

your Crane Branch or Wholesaler for further 

details. 


* Packaged, Oil-Fired, Water Boiler 








In addition to the three WOW controls 
shown on the opposite page the follow- 
ing four accessories are included with 


the Crane 14 POW boiler. 





Circulating pump improves gravity hot water 
systems, is quiet and dependable. Overload 
circuit breaker eliminates possibility of motor 
burn-out caused by dead stall or overheating. 
Capacity up to 10 gallons per minute against 
a 7'2-foot head. 





A.S.M.E.Coderelief Relay controls line 
valve protects voltage load from 
against excessive sensitive low voltage 
pressure in system. thermostat. 





Draft regulator ruggedly constructed with 
rocker type gate and pivot action insures free, 
sensitive gate movement indefinitely. Off-center 
gate mountings provide large effective area 
for action of draft pressure fluctuations. 








CRANE CO. 


General Offices: 836 South Michigan Ave., Chicago 5 


VALVES... FITTINGS ... PIPE... PLUMBING AND HEATING 
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» NEWS 


OF THE MONTH 


N.J. Group Elects Officers 

The 23rd annual convention of 
the New Jersey State League of 
Master Plumbers recently elected 
Charles Theobald as president and 
James Falcone as first vice presi- 
dent. Howard F. O’Dell was named 
as second vice president and Emil 
Sharry as third vice president. 
Ralph S. Nargi will be secretary 
with Charles Koster as financial 
secretary and Morris Stein as 
treasurer. 


Bryant Maps Sales Plans 

Sales and advertising plans for 
three recently introduced products 
of the Bryant Division of Affiliated 
Gas Equipment, Inc., were re- 
vealed at a sales conference of 
Bryant branch managers in Cleve- 
land. Products which will be pro- 
moted through newspapers, con- 
sumer magazines and trade journ- 
als include the Command-Aire 
Twins, combination heating and 
air conditioning equipment, the 
Bryant automatic oil fired furnace 
and the “Crystalglas” heater. 


Whirlpool Contest Nears End 

Distributors of Whirlpool laun- 
dry appliances are competing for 
$15,000 in cash prizes in a “World 
Series” sales contest sponsored by 
the company. The competition will 
end Sept. 12. The distributors are 
divided into three sales leagues and 
compete against companies in their 
own league. Winners in each league 
will be determined by the percent- 
age of sales quotas attained. 


Penn to Sponsor Show 

Penn Controls, Inc., Goshen, 
Ind., has announced a new series 
of educational shows designed for 
heating and refrigeration engin- 
eers and servicemen. The show 
will open in Indianapolis, Ind., on 
Sept. 14. It will feature demonstra- 


tions of construction, installation 
and servicing of automatic con- 
trols. Presentation of the shows in 
various cities will be arranged by 
Penn jobbers. The appearance also 
will feature installation discus- 
sions after each show. 


ASHVE Chapter Meets 

The Western New York chapter 
of the American Society of Heat- 
ing and Ventilating Engineers re- 
cently held its annual summer 
meeting and golf party. Prizes 
were awarded at a dinner for 
members and guests after the out- 
ing at the Cherry Hill Country 
Club, Canada. 


Servel Campaign Continues 

Servel Inc., Evansville, Ind., 
has begun the fourth phase of its 
campaign to promote the sale of its 
gas and electric refrigerators. The 
promotion features the company’s 
“Proof of Superiority” campaign, 
which permits installation of an 
automatic Ice-Maker or any 1953 
Servel refrigerator model in the 
home for a 10-day “proof” period, 
on deposit of a one dollar fee. 


New Jersey Firm Moves 

Atlantic Pipebending & Fabri- 
cating Corp., formerly of Edgewa- 
ter, N.J., has moved its offices to 
Route 17 near Moonachie Ave., 
Wood-Ridge, N. J. 


Students Visit Bell & Gossett 

Manufacturing facilities of the 
Bell & Gossett Co., Morton Grove, 
Ill., were inspected recently by 20 
apprentice steamfitters. The stu- 
dents from the Wisconsin schools 
of vocational and adult education 
made the tour as part of their 500- 
hour vocational program. The stu- 
dents are assigned for five years to 
joint local apprentice steamfitter 
committees, which act as advisers 
to the state’s vocational schools. 


NWAHACA Retains Engineer 

Lorin G. Miller, former dean of 
engineering at Michigan State Col- 
lege, has been retained as technical 
coordinator of the National Warm 
Air Heating and Air Conditioning 
Assn. The employment of Miller 
was announced following the re- 
cent semi-annual meeting of the 
association at the Edgewater Beach 
Hotel in Chicago. 


Student Aid Program Begins 
The current shortage of engi- 
neering graduates has prompted 
National Radiator to undertake a 
plan that will assist high school 
graduates who want to become en- 
gineers. National Radiator will pay 
all tuition, equipment, and living 
expenses for selected students who 
do not have scholarship help and 
cannot afford a college education. 
The company has selected two 
June graduates from the Johns- 
(Please turn to top of page 37) 
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A new oil burner assembly line at the Wayne Home Equipment 


Co., Inc., Ft. Wayne, Ind., is designed to turn out 400 units a day. 
Production of high and low pressure models of Wayne conversion 
and original equipment is provided by the new line. A 700 per- 
cent increase in demand now can be met, company officials state. 
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Home magazines today are filled 
with stories about the new excite- 
ment about kitchens... fast turn- 
ing into the most important room 
in the house! Editorial space is 
devoted to headline stories about 
new decor, new planning, new 
living kitchens. And that’s where 
American Kitchens uses this great 
interest and publicity to cash in 
.. for you! 


NEW EDITORIAL-FORMAT BOOKLET 
To take advantage of this nation- 
wide trend, American Kitchens 
has produced a new booklet in 
typical magazine format with color 





AMERICAN KITCHENS DIVISION 


YOU THE ADVANTAGE OF $1,000,000 WORTH OF FREE PUBLIC! 





pictures and helpful information 
about decorating and kitchen 
planning. 


National advertising will pro- 
mote this 24 page folder, “New 
Designs for Living Kitchens,”’ and 
the inquiries will be sent directly 
to the dealers to give them a list 

of “red-hot” “‘ready-to-buy’’ pros- 
pects to work from. 


Yes—now is the time to dis- 
play, promote, locally advertise 
American Kitchens. Now is the 
time to get yourself a bigger share 
of the multi-million dollar steel 
kitchen business with American! 


(AYCO)  cONNERSVILLE. INDIANA 


New kitchens 


that work for you 
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CABINETS OF STEEL 
FOR LASTING APPEAL! 
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American Kitchens Division, Dept. DE-9 
AVCO Manufacturing Corp., Connersville, Indiana 


Iam interested i in an American Kitchens franchise 
if one is available in my area. Please have my 
nearest distributor contact me. 


————— 
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met 
Sera 
; me for a 
At a recent conference of air conditioning comt 
, : beca' 
experts the concensus was that introduction comy 
of air in such a manner as to blanket the a 
outside wall had proved the most satisfactory, sdpara 
onst! 
draft-free method of not only heating but also Mur 
cooling. And that is exactly what the two Bush 
H&C DIFFUSAIRES do! Either of them will Be 
completely blanket the wall of an average _— 
aw 
H&C No. 40 is the most practical sidewall diffuses 00M . . . which means that either of them Bolit 
on the market. Provides 180° spread of air to 4 : y : . pani 
Ce in erie ed arom, Acs exception ~—_will provide this primary essential of draft-free Char 
balancing the system at the register face. : ; : factu 
heating or cooling at one-fifth to one-eighth dite 
, -of the cost involved with the more expensive ag 
continuous baseboard type diffusers with their ie 
ic 
lesser coverage and greater duct-outlet M: 
. stall 
requirements. For top-notch results and the roe 
kind of economy that really counts, use H&C oe 
inee 
DIFFUSAIRES. See your H&C Jobber or write ria 
ident 
for complete descriptive and engineering data. ond 
Reev 





No. 411 is definitely superior to other diffusers in . 
this class. It bas opposed louvers for undistorted Dwi; 


airflow, regardless of volume ; quick, positive volume 
control for balancing at the face; curved diffusion 
vanes for ideal air pattern; foot-operated, trouble- 
free valve control. 
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PRODUCT OF THE WORLD'S LARGEST and MOST PROGRESSIVE PRODUCERS OF REGISTERS and GRILLES 

















News 





(Continued from page 34) 


town, Pa., area to begin the pro- 
gram. The students will work in 
the National Radiator research 
laboratory during the summer 
months, and are expected to be 
offered a position with National 
Radiator upon graduation. 

Students selected must have a 
high scholastic record, a favorable 
extra-curricular activity report and 
be unable to finance their engi- 
neering education in any other 
way. 


Joint Sales Meeting Held 
By Murray Corp., Eljer 

Sales personnel of the Murray 
Corp. of America and the Eljer Co. 
met for a two-day conference in 
Scranton recently to map strategy 
for an expanded sales activity. The 
combined meeting was arranged 
because of a merger of the two 
companies. More than 75 persons 
attended the sessions at the Mur- 
ray plant. The agenda included 
plant tours, sales discussions, dem- 
onstrations and conferences with 
Murray and Eljer executives. 


Bush Buys Heat-X-Changer 

Bush Mfg. Co., West Hartford, 
Conn., has purchased the Heat-X- 
Changer Corp.. Brewster, N.Y., as 
a wholly-owned subsidiary. Cecil 
Boling, now president of both com- 
panies, founded the Heat-X- 
Changer firm. The company manu- 
factures liquid coolers, heat ex- 
changers, condensers, intercoolers, 
aftercoolers and other heat trans- 
fer products. 


Mich. Auxiliary Installs 

Mrs. Leo Davis has been in- 
stalled as president of the Women’s 
Auxiliary, Michigan chapter, 
American Society of Sanitary En- 
gineering. Other officers include 
Mrs. F. P. McGinty, first vice pres- 
ident; Mrs. Thomas Nichols, sec- 
ond vice president; Mrs. Robert 
Reeves, recording secretary; Mrs. 
Dwight Brogan, treasurer and Mrs. 
Walter Hafke, corresponding sec- 
retary. 


A-P Controls Expands Lab 
The A-P Controls Corp., Mil- 
waukee, Wis., has announced com- 
pletion of expanded engineering 
laboratory facilities for use in test- 


ing automatic control devices man- 
ufactured by the firm. According 


to A. L. Topp, A-P’s director of 
engineering, 70 persons are now 
engaged in engineering research at 
the plant. He said time is divided 
equally between development of 
new products and improvement of 
existing items. 


seven-month quota is the basis for 
competition in G-E’s Diamond An- 
niversary Sweepstakes campaign, 
which awards expense-paid trips to 
prize winners. 

Highlight of the record day was 
a contest between two of the six 
distributor groups. A team cap- 
tained by J. F. McBride, manager 
of major appliance marketing, 





C. S. Davis, Jr., president of Hydraline Products, Borg-Warner Corp., 
Kalamazoo, Mich., discusses year around air conditioning before 
a sales group at a recent sales meeting in Kalamazoo. The meeting 
featured talks on optional control systems, typical layouts and proper 
piping of the Hydraline heating and cooling unit. 


G-E Sets Sales Record 

A one-day record for sales of 
General Electric major appliances 
was set by G-E distributors re- 
cently when sales totaled 2% per- 
cent of the sales quota for the first 
seven months of the year. The 


edged out a group piloted by H. A. 
Warren, manager of major appli- 
ance distribution. McBride’s team 
reached four percent of the quota 
and Warren’s team made 3} per- 
cent of it. 

(Please turn to top of page 167) 





Names in the News 





W. G. Wright 
Dunham Co. 


Charles Kates 
Union Malleable 


C. A. Dunham Co., Chicago—J. E. 
Dempsey as a member of the board 
of directors and W. G. Wright as ex- 
ecutive assistant to the president. 


Union Malleable Mfg. Co., Ashland, 
Ohio—Charles Kates as president and 
general manager, C. H. Willis as vice 
president and assistant general man- 
ager, Homer Sipe as treasurer and 
comptroller, R. L. Fasig as director of 
purchases and D. E. Gilman as vice 
president and assistant general mana- 
ger of the Ashland Malleable and 


Iron Co. 
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H. W. Fritz 
Quijada Tool 


A. M. Dean 


Detroit Brass 


Detroit Brass and Malleable Co., 


Detroit—A. M. Dean as assistant sales 
manager and R. H. Brink as Chicago 


district manager. 


Quijada Tool Div., Gaines-Collins, 
Los Angeles—H. W. Fritz as Midwest 
sales manager. 


Universal Major Elec Appliances, 
Inc., Lima, Ohio—C, D. Clawson and 
L. T. Norville as directors. 


The Heil Co., Milwaukee—Charles 


Kahl, Jr., as sales representative in 


(Please turn to top of page 114) 
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Hit the Plumbing Fixture JACKPO 
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GERBER Guild of Plumbing Specialists 
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2nd bathroom: 
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Millions of home owners are in the market for 
a second bathroom. You can get the lion’s share 
of this tremendous market with the hottest, 
high-powered promotion in the 
Lenser Bess tee & =<=\ plumbing industry—THE GERBER 

i ee ee : meer ih oa ne GUILD OF PLUMBING SPECIALISTS! 



















none srecer.enrecee® tp" It blasts away with big, booming Gerber 
rayne FOURS, * = ae en’s ational ads—with action-packed self-selling brass 
er —" in House & es. 2nd pottery displays and plumbing fixtures 
Over 11,000,000 ee ok "seat Housekeeping magezin backed by the nationally known 
Book OF BUILDIN Good Housekeeping Seal of Approval. 


oe ease The Gerber Guild decal on your door identifies 
Se ee ; you with the prestige and selling appeal of the 
Smet: > enema” Gerber Guild and Good Housekeeping Seal. See 
ean nos re _— your jobber or send us your name immediately 
pear asd ni so we can rush you your complete 
an alaaatie Gerber Guild promotion pack. Do it today! 












GERBER PLUMBING FIXTURES, DEPT. DE-9 
232 N. Clark Street, Chicago 1, lilineis 


(0) YES, you can cut me in on BIG PROFITS with the Gerber 
Guild. Rush me the full story. 


MAIL THIS TODAY ——> Nome Title 


aon *” a 


© Guaranteed by 





























i Fixtures | oo" 
{ EMPIRE STATE seni epee oe specie oui 









SIX GREAT FACTORIES: Delphi, indiene © Kekeme, indiane © West Delphi, indians City Zone State. 
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As soon as you finish reading this sentence, turn back and 
take another look at the cartoon on the front cover. 

Something to think about, isn't it? 

It emphasizes the seriousness of the present situation on 
prices which threatens to become chaotic in some segments of 





CAMPAIGN FOR this industry—unless something is done about it. 
FAIR PRICES Something is being done about it and a lot more can be 





MOVES AHEAD donee To learn all the details, read the feature "Campaign 
for Fair Prices Moves Ahead," beginning on page 79. 
It_ could mean some ready cash in the form of a $100.00 
prize Domestic Engineering is offering for the best caption 
Submitted for the "hanging" cartoon, as well as long range 
benefits for all who participate. 
RK 


Sales for wholesalers of plumbing and heating supplies 
rose ten percent during June, according to the Bureau of 
SALES AND CensuSe 
INVENTORIES End-of-month inventories showed a four percent increase 
over a comparable 1952 period. Dollarwise, the wholesalers 
valued inventories at $31,024,000. 
KK 


Business so far this summer is way out front when compared 
with any previous figures for the hot weather months. 

Qutpouring of goods and services in the second quarter 
was at a record annual rate of $372 billion, $27 billion 
above a comparable 1952 period, says the Department of Com- 
merce. And, the report adds, industrial activity has “con- 
tinued at high levels into the third quarter." 

Additional optimistic data listed by the department: Manu- 
facturers' sales in June topped $26 billion for the third 
straight month for a record quarter; employment in July 
totaled 63.1 million, with only 2.4 percent of the labor 








BUSINESS force looking for work; personal income continued to rise in 
CONTINUES the third quarter. 
AT BRISK PACE A glance at some earning figures for the first half of 


1953 reveal some of the reasons for the optimistic outlook: 
Perfection Stove Company reports that its profits in- 
creased 47.7 percent during the first half of the year. 
Admiral Corporation listed net earnings of $4,762,152—a 
whopping 89 percent increase over last year. 
Minneapolis-Honeywell showed substantial gains over last 
year—net profit was $4,901,651 on sales of $102,609,574 
against a 1952 profit figure of $5,025,855 for the same 
eriod. 
f Westinghouse Electric had sales of $780,489,000, the high- 
est in any Six months in the company's history. 
Philco Corporation reported a new six month's record with 
sales running 44 percent ahead of 1952. 
eK 


The Korean truce has had little or no effect on business 
activity, as we predicted last month. Crawford H. Greenewalt, 
president of DuPont, summed up the situation regarding Korea 

EQUAL TO as follows: 

THE TASK "Prophets who predict a business depression because of 
peace in Korea do Americans a disservice when they assume 

that business is unequal to the task of peace. I think they 

do a disservice equal to the charge that it is unequal to 
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SECRETS OF A 
PROJECT PLUMBER 


CONSTRUCTION 
FIGURE REVISED 
UPWARD 


THE 
GOLDEN ERA 


NATIONAL 
SALES TAX 
PROPOSED 


TESTS PROVE 
QUALITY STORY 


the task of war. The record would indicate that it is fully 
equal to both. Business isn't afraid of peace. 

"The surest way I know to start a depression is to predict 
ourselves into one," Mr. Greenewalt declared. 

Like other businessmen, Mr. Greenewalt expects adjustments 
and some soft spots here and there, but is optimistic over 


the long term outlook. 
* %& 


Chicago contractor John Higgins tells how prefabricating 
pipe assemblies and the use of power tools enable him to 
cut costs and time on the job. Higgins is currently finish- 
ing a 1,500 home project, the latest in a long list of 
profitable project jobs. 
You can read all about it in the feature on page 104. 
** 


Despite government cutbacks and costlier money for both 
public and private works, construction finished the first 
half of the year at such a pace that federal experts are 
ready to increase their 1953 estimates from $33% to $54% 








billion. 

Commercial construction was 43.2 percent ahead of last 
year. Private industrial building, which government offi- 
cials had expected to shrink 27 percent, was off only 0.8 
percent from 1952's level. 

New housing starts, totaling 96,000 in July, reflected a 
7 percent drop from the June level, according to Bureau of 
Labor Statistics. The figure reflects an anticipated seasonal 
drop. 

Preliminary eStimates for 1954 could possibly show a 10 
percent smaller total than this year and still be nearly 
equal to 1952's record construction figure. 

e444 

The golden era of housing construction is underway, Says a 
panel of NAHB technical experts. 

They point to the numerous advancements made in virtually 
every part of the homes: Kitchens are scientifically planned 
to save time and effort through practical arrangement of 
built-in efficiency cabinets and equipment. Refrigerators, 
stoves and food waste disposers of the type now installed 
were uncommon in 1933. 

Bathrooms, too are more practical with compact fixtures, 
half baths to avoid the traffic problem; glamour with colored 
fixtures has been added. Shower popularity gives most bath- 


rooms dual-type bathing facilities. 
Year round air conditioning is now coming into its own and 


bids fair to exceed even the most optimistic predictions. 
Contractors in the plumbing and heating industry will, of 
course, be playing a prominent role in this "golden era" of 


home building. 








Ree 

The House Ways and Means Committee wound up many weeks of 
hearings on the total tax revision program scheduled to be 
on the legislative calendar for action during the second 
session of the 83rd Congress. 

Among proposals made by different groups was one calling 
for enactment of a national sales tax and a reduction in 
income taxes. 

The sales tax could be levied either at manufacturers’ or 
retailers' levels on articles of wide use but not of first 
necessity. 

However, the tax is a long way off, might even meet up 
with a good deal of opposition. 

eee 

Faucet manufacturer tests on the average kitchen faucet 

point to a total of 900,000 operations approximating 45 


years of service in the typical home! 
The tests indicate the extent to which manufacturers of 


plumbing fittings go to provide maximum service and quality 
in their products. 


40 


Keptember, 


We 




















ct 


ts 


vi 


Keptember, 1953 DOMESTIC ENGINEERING 4l 


bpd M New Yo -A FUTURE OF FAULTLESS SERVICE 


One of the more impressive units 













in the revitalization of New York’s East Side — 
and a recent COYNE & DELANY installation — 
is this huge Nurses School and Residence, adjoining 
famed Bellevue Hospital. Answering a long felt need, 
the school nicely complements the activities 
of the hospital proper, just as the selection 
of COYNE & DELANY diaphragm type FLUSH VALVES 
for this new building complements the 
DELANY VALVES installed in the existing hospital 


years ago —valves still unmatched in performance. 











BELLEVUE HOSPITAL 

NURSES SCHOOL & RESIDENCE 

New York City 

CITY OF N.Y., DEPT. OF PUBLIC WORKS 
FRED A. ZURMUHLEN, Comm. 

ALFRED HOPKINS & ASSOC, 

architects 

JAROS, BAUM & BOLLES 

mechanical engineers 

FAR PLUMBING CO., INC. 

plumbing contractor 

WEBSTER PLUMBING SUPPLY, INC. 
wholesale distributor 

AMERICAN RADIATOR & STANDARD SANITARY 
plumbing fixtures manufacturers 





Under trying water conditi invaluable feature of all DELANY 
VALVES is the protected eet py boner bypass shown at left, In this 
trouble-susceptible area in all flush valves, the use of monel precludes DB) cL L A N ¥ 


corrosion. Further real protection of the minute orifice against clogging 
by sand and debris is afforded by a fine mesh monel screen. It is sluiced 
clean with every flush, limiting the need for periodic dismantling and 
cleansing. Yd) : 


ovne & DELANY CO. * 834 KENT AVE. * BROOKLYN, NEW YORK V A L V FE S 
IN CANADA: THE JAMES ROBERTSON CO., LTD. 
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There are no small ports to clog . . . no floats to stick, 


: bi ie ' Nev 
leak or collapse . . . no diaphram to snap or pop. It’s inconspicuous aes 
and can be used on all steam radiators, convectors and mains. pit 
Can be installed in any position but upside down and it fan 

‘ On ¢ 

can be manually vented whenever desired. [ S 
5 Du: 

tait 

hot 
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TACO HEATERS, Incorporated 137 South St., Providence 3, R. |. 
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"Easy to mount on floor, wall 
or ceiling” 





“Uses hot and cold running water” 


NEW DUNHAM CABINET HEATS, COOLS, VENTILATES 
TO SUIT INDIVIDUAL ROOM REQUIREMENTS 


DOMESTIC ENGINEERING 





VARI-TEMP 








New Dunham “Vari-Temp” Cabinets now put year 
‘round air conditioned comfort within reach of 
every budget...and within easy reach of every 
room occupant. For “Vari-Temp,” with twin blower 
fans, heats, cools, ventilates, filters and dehumidifies 
on an individual room basis. 

Since there’s no need for central system duct work, 
Dunham “Vari-Temp” costs less to install and main- 
tain. A single riser, connected to the unit, supplies 
hot water for heating—chilled water for cooling. 





VARI-TEMP CABINETS 


RADIATION ¢ UNIT HEATERS ° PUMPS © SPECIALTIES 


C. A. DUNHAM COMPANY ¢ CHICAGO « TORONTO * LONDON 


Units are also available for heating with steam coil, 
or heating and ventilating with non-freeze steam coil. 
In addition, these handsome, compact cabinets 
save space. One “Vari-Temp” delivers the same 
amount of heat as five radiators equal to it in size! 
For further information about space-saving, 
money-saving, room-controlled Dunham “‘Vari- 
Temp” Cabinets... clip and mail the coupon. 


c. A. DUNHAM COMPANY 
Dept. DE-9, 400 W. Madison Street 
Chicago 6, Illinois 


Please send your “Vari-Temp”’ Literature. 


Name 


Company 
Address 











City Zone 


State. : —- 
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“YARDLEY 
a 
BALTIMORE 18, MD. 
Ted G. Barto 
2301 N. Charles St. 
BUFFALO 3, NEW YORK 
Chester Bess Company 
458 Ellicott Square Building 
(WA, 2803) 
CHICAGO 26, ILLINOIS 
R. S. Stephens 
7720 N. Sheridan Rd. 
(AMbassador 2-1725) 
CLEVELAND 15, OHIO 


958 Hanna Bidg. 
(PRospect 1-2320) 

DALLAS 2, TEXAS 
Stanley D. Bowles & Co. 
1910 S. Lamar St. 
(iMperial 1319) 


DOMESTIC ENGINEERING 


YARDLE 





The Mussun Equipment Co. 


DAYTONA BEACH, FLORIDA 


John E. Cook 


1601 North Grandview 


(Phone 3-1955) 


DENVER, COLORADO 
George M. Estep & Assoc. 
410 Merchandise Mart 

1863 Wazee Street 


(TAbor 0765) 


DETROIT, MICHIGAN 


Roy A. Smith 


218 Lexington Bidg. 
2470 W. Grand Bivd. 


(TRinity 5-5721) 


HUNTINGTON PARK, CALIF, 
Nelson & Field, inc. 
3480 E. Randolph St. 


(LOgan 8-3193) 


jonally 


A reputation for quality grows fast. That’s why ClearStream 
Pipe has won leadership quickly from coast to coast. To main- 
tain its good name Yardley carefully selects its distributors— 
backs ClearStream with regular space in leading farm maga- 
zines and trade papers, supplemented with newspaper, radio 
and point of sale advertising. 


Nat 


FACTORY SALES 


NEW YORK 6, N. Y. 


Frank Ames 
92 Liberty St. 


(BArclay 7-7264) 
OMAHA, NEBRASKA 


E. N. Tipton 


5615 Florence Bivd. 
(KEnwood 3948, Res.) 
PHILADELPHIA, PENNA, 
J. W. Worthington 

105 Forest Ave. 
Narberth, Penna. 
(Phone 8-2932) 

PORTLAND 9, OREGON 
Fred E. Becker & Assoc. 
1132 N. W. Glisan St. 
(BRoadway 2643) 


Ask any of these representatives about Yardley ClearStream Garden Hose and special extrusions 
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Serviced ” 


There’s an experienced Yardley representa- 
tive near you to help sell and service Yardley 
ClearStream Pipe. 


REPRESENTATIVES | 


$T. LOUIS 19, MO. 
W. T. Leonard 
10 N. Old Orchard Ave. 
(REpublic 1932) 

ST. PAUL 4, MINNESOTA 
Granse Corporation 
1954 University Ave. 
(NEstor 1889) 


SUNBURY, OHIO 
R. J. Larson & Assoc. 
28 N. Vernon St. 

(Phone 163) 

WHEELING, W. VIRGINIA 
James G. Squibb 
Hawley Bidg. 

(Phone 1625) 

EXPORT SALES 
F. & J. Meyer 
115 Broad St. 

New York 4, New York 
(Cable Address: Parataxis) 


YARDLEY PLASTICS COMPANY 


142 Parsons Avenue, Columbus 15, Ohio—In Canada: DAYMOND CO., LTD., Chatham, On 
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Up—Up—UP go sales of this all-purpose water system 
... for shallow wells... for deep wells. Here’s why: 


Fig. 4963 


@ Vertical Construction permits 
over-the-well or offset installations. 


@ Requires Only Minimum Floor 


® Special Pak prevents leakage 


around shaft. 
® Quickly Convertible without 


Space. 
@ Quiet Operation. 











PUMPS AND WATER SYSTEMS *™_. 


special tools. 
® Balanced Control Valves: 


Write for free, 16-page, illustrated Bulletin No. 4960. 


OTA THE DEMING COMPANY 
513 Broadway °* Salem, Ohio 


THE BUY-WORD FOR 
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Save hours on the job withne\ 
Trane Baseboardvot 





e 
1, Remove assembly from package! Basic Baseboard 2. Mount back plate in one piece! No leveling. Mount) ~ fitting. | 
Convector unit comes assembled in one package! Just ing holes are factory drilled (on 114" centers). Fit- cut. Bac 
slip it out. No parts sorting. Cuts handling time \. and-tube element hangs freely within the cabinet and con 


Installation instructions in carton. ...1is factory installed. 


THE NEWEST ADDITION TO THE NATION'S No.1 LINE OF MODERN RADIATION... 
7 





You can save labor and shave costs with this 


beautiful new TRANE!5as 


The Trane Comps 








MANUFACTURING ENGINEERS OF AIR CONDITIONING, HEATING AND VENTILATING EQUIPMENT 
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hine 
rdconvectors! Here's how... 





4, Snap on front, joiners, corners! No special tools, 
no sheet metal screws. Snap-on joiners, end pieces, 
corners cover all metal edges. Even the damper 
snaps in. Helps cut installation time in half. 





3, Trim to fit any job dimensions! No complicated 
fitting. Only two cabinet parts to measure and 
cut. Back plate and front panel are roll-formed 
and contoured for extra strength and beauty. 


. Mount- 
rs). Fite 
- cabinet 


Installs easier because it’s built better... 12 ways 


Snap-on front—no sheet metal Uninterrupted outlet—blends unit 9) All parts roll and die-formed—to 


screws, no sheet metal drilling into wall .. . prevents dirt patterns assure quick, accurate assembly 
Full-length back-to-wall rubber Reverse radius at bottom—elimi- 

, % Snap-on joiner pieces—fit tightly, 
seal—prevents dirt seepage a quarter round, speeds instal © letely cover joints 


Famous TRANE fin-and-tube— 
aluminum fin. copper tube, me- 3 Universal Sagat standing or 


chanically bonded san “recessed . . . 2 heights, 2 Coil hanger—allows free expan- 


sion, designed to end noise 


o 000 


One-piece back and top—mini- 3) poses damper—no screws, End —- 
mum parts quickly installed, hinges, levers or chains 12) for easy accessibil 
mounting holes provided 


| = TRANE CONVECTORS a WALL-FIN 


~ 





For complete information on 
capacities, roughing-in dimensions, 
control diagrams, see your 

nearby TRANE Office or write 
TRANE, La Crosse, Wis. 


¢|Basehoard Convector 


The Trane Company, La Crosse, Wis. « East. Mfg. Div., Scranton, Penn. © Trane Co. of Canada, Ltd., Toronto + 87 U.S. and 14 Canadian Offices 
MENT 
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Convention Dates 


Sept. 18-19—Utah—Annual conven- 
tion of the Utah Plumbing and Heat- 
ing Contractors Assn.; Newhouse Ho- 
tel, Salt Lake City. 


Sept. 20-23—AI—2nd annual con- 
vention of the American Institute of 
Wholesale Plumbing & Heating Sup- 
ply Assns., Inc.; Waldorf-Astoria Ho- 
tel, New York. 


Sept. 2I—-MAWA—Fall meeting of 
the Middle Atlantic Wholesalers Assn. 
in conjunction with the AI convention; 
Waldorf-Astoria Hotel, New York. 


Oct. 8-9—CSA—59th annual meet- 
ing of the Central Supply Assn.; 
Palmer House, Chicago. 


Oct. 26-28—AGA—35th annual con- 
vention of the American Gas Assn.; 
Kiel Auditorium, St. Louis. 


Nov. 1-6—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; Hollenden Hotel, Cleve- 
land. 


Nov. 9-12—AIRACE—8th annual 
All-Industry Refrigeration and Air 
Conditioning Exposition; Public Audi- 
torium, Cleveland. 


Nov. 9-12—NEMA—National Elec- 
trical Manufacturers Assn. meeting; 
Haddon Hall, Atlantic City, NJ. 


Dec. 2-3 —-NWAHACA — Annual 
convention of the National Warm Air 
Heating and Air Conditioning Assn.; 
Hotel Cleveland, Cleveland, Ohio. 


Dec. 7-9—NHWA—Annual conven- 
tion of the National Heating Whole- 
salers Assn.; Conrad Hilton Hotel, 
Chicago, 


Jan. 17-19 (1954)—NARTDA—An- 
nual convention of the National Ap- 
pliance & Radio-TV Dealers Assn.; 
Conrad Hilton Hotel, Chicago. 


Jan. 24-26 (1954)—PHWNE—Winter 
meeting of the Plumbing and Heating 
Wholesalers of New England, Inc.; 
Hotel Statler, Boston. 


Feb. 18-20 (1954)—Minnesota—An- 
nual convention of the Minnesota 
Master Plumbers Assn.; Hotel Nicollet, 
Minneapolis. 


Feb. 19-20 (1954)—Kansas—Annual 
convention of the Kansas Master 
Plumbers Assn.; Broadview Hotel, 
Wichita. 


March 5-6 (1954)—Virginia—Annual 
convention of the Virginia Associated 
Plumbing & Heating Contractors, Inc.; 
Hotel Roanoke, Roanoke. 


March 7-11 (1954)—NEMA—Winter 
meeting of the National Electrical 
Manufacturers Assn.; Edgewater 
Beach Hotel, Chicago. 


March 17-18 (1954)—Maine—Annual 
convention of the Maine State Assn. 
of Master Plumbers; The Eastland 
Hotel, Portland. 


March 18-20 (1954) — Louisiana — 
Annual convention of the Louisiana 
State Assn. of Master Plumbers; Hotel 
Jung, New Orleans. 

(Please turn to top of page 50) 
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NEW PRODUCTS » NEW PRODUCTS + NEW PRODUCTS 


Circular Unit Heater Is Light Weight 
To Minimize Ceiling Support Needs 


A new lightweight unit heater with verti- 
cal delivery has been introduced by Modine 
for steam and hot water applications. The 
_ heater weighs only 284 Ibs in its largest 
model, which delivers up to 600,500 Btu. The lightweight construction 
is designed to simplify handling and eliminate the need for structural 
ceiling supports. The unit heater features a circular casing and coils 
and provides outlet air temperatures in the 110F to 120F range. It 
is offered in 26 models, including 13 for normal steam pressures and 
13 with lower outlet temperatures for high pressure steam. Five 
types of air deflectors are available. This unit and a horizontal delivery 
heater are further described in the Modine Bulletin No. 153. 

Manufacturer: Modine Mfg. Co., Inc., 1534 Dekoven, Racine, Wis. 





Air Conditioner Heats and Cools 
Independently Controlled Areas 


A new multi-zone air conditioner that 
provides heating and cooling for separate- 
ly conditioned areas has been announced. 
The unit discharges air from the heating or 
cooling coil to a multiple-zone damper section. The air is then sep- 
arated and sent, to the air streams of the individual zones. The heating 
coil and hot deck dampers act as a by-pass when no heat is needed. 
The cooling coil and cold deck dampers by-pass refrigeration when 
heat is needed. The unit is available in four models designed to serve 
up to 12 to 16 zones. Capacities range from 7,500 to 18,000 cfm. The 
equipment also includes filter, blower, heating coil and cooling coil. 

Manufacturer: United States Air Conditioning Corp., 3300 Como 
Ave. S. E., Minneapolis 14. 





Electric Table Top Water Heater Has 
Glass Fiber and Aluminum Insulation 


i A new table top water heater introduced 
by Philadelphia Electrical features insula- 
tion of Fiberglas faced with heat-reflecting 
aluminum foil. The white enamel cabinet 
measures 26 by 25 by 36 in. high. The por- 
celainized top affords 650 sq in. of work 
surface. The backsplash is 4 in. high. Heat- 

j | ing elements are immersed in the galvan- 
ized, copper-bearing steel tank. A mag- 

nesium rod is (Please turn to top of page 50) 
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Be sure you have the facts about 


> VOU! 





If you don’t have the facts about the revolu- 















tionary U/R Food Waste Disposer, mail the 
coupon today! 

You'll want to know about the U/R Sales 
Plan that’s designed for plumber-dealers . . . 















it’s a plan that’s proved . . . that’s easy and 
simple to use . .. that will sell more disposers, 
faster. ' 






IT’S THE FINEST DISPOSER } | 


* The quietest disposer made 

* Continuous feed for greater speed ie 

* Revolutionary ‘‘Undercut”’ grinding . 
action 

* The easiest disposer to install 

* One trip replacement warranty plan 










Be sure to mail the coupon and learn why 
U/R is the disposer for you to sell. 







Clip and Mail, Today! 


UNIVERSAL-RUNDLE CORPORATION 
162 River Road, New Castle, Pennsylvania 


Send me complete facts on the profit-making 
U/R Disposer. 



















NAME A eA Daa 


FIRM NAME 














aboasss___ 





UNIVERSAL-RUNDLE 


Plants in Camden, N. J., Milwaukee, Wisc., New Castle, 
Pa., Redlands, Calif., San Antonio and Hondo, Texas. (|. J 


city ye | | Se 





| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 














Convention Dates 
(Continued from page 48) 


March 22-24 (1954)—Nebraska—An- 
nual convention of the Nebraska Re- 
tail Plumbers Assn.; Hotel Fontenelle, 
Omaha. 


March 25-27 (1954)—Arkansas—An- 
nual convention of the Associated 
Mechanical Contractors of Arkansas; 
Marion Hotel, Little Rock, Ark. 


March 28-30 (1954)—MAWA—An- 
nual meeting of the Middle Atlantic 
Wholesalers Assn.; Chalfonte-Haddon 
Hotel, Atlantic City. N. J. 


April 7-10 (1954)—New York—An- 
nual convention of the New York State 
Assn. of Master Plumbers, Inc.; Hotel 
Commodore, New York. 


April 8-10 (1954)—New Jersey— 
53rd annual convention of the New 
Jersey State Assn. of Master Plumb- 
ers; Chalfonte Hotel, Atlantic City. 


April 19-22 (1954)—Pennsylvania— 
Annual convention of the Pennsyl- 
vania Assn. of Plumbing Contractors; 
Ben Franklin Hotel, Philadelphia. 


April 22 (1954) — Massachusetts — 
70th annual convention of the Massa- 
chusetts State Assn. of Master Plumb- 
ers, Inc.; Sheraton Plaza Hotel, Boston. 


April 22-24 (1954)—North Dakota— 
Annual convention of the State Assn. 
of Master Plumbers of North Dakota; 
Fargo, N. D. 


April 22-24 (1954)—Iowa—Annual 
Convention of the Iowa Master 
Plumbers Assn.; Savery Hotel, Des 
Moines, 


April 22-24 (1954)—Montana—An- 
nual convention of the Associated 
Plumbing and Heating Contractors of 
Montana; Rainbow Hotel, Great Falls. 


April 27-29 (1954)—California—53rd 
annual convention of the Associated 
Plumbing Contractors , of California; 
Wilton Hotel, Long Beach. 


April 30-May 1 (1954)—Michigan— 
Annual convention of the Michigan 
Assn. of Master Plumbers; Hotel Stat- 
ler, Detroit. 


May 9-13 (1954)—LPGA—Annual 
convention of the Liquefied Petroleum 
Gas Assn., Inc.; Conrad Hilton Hotel, 
Chicago. 


May 17-21 (1954) — OHI — Annual 
convention and exposition of the Oil 
Heat Institute of America, Inc.; Ben- 
jamin Franklin Hotel and Commercial 
Museum, Philadelphia. 


May 19-21 (1954)—GAMA—Annual 
convention of the Gas Appliance 
Manufacturers Assn.; Drake Hotel, 
Chicago. 


May 25-28 (1954)—HPAACCNA— 
Annual convention of the Heating, 
Piping and Air Conditioning Contrac- 
tors National Assn.; Traymore Hotel, 
Atlantic City, N. J. 


June 10-12 (1954)—PHWNE—Spring 
meeting of the Plumbing and Heating 
Wholesalers of New England, Inc.; 
Mount Washington Hotel, Bretton 
Woods, N. H. 


| 
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(Continued from page 48) 
optional. The heater has been de- 
signed for basementless homes, 
cottages and farm utility rooms in 
30, 40 and 50 gal. capacities. 

Manufacturer: Philadelphia Elec- 
trical & Mfg. Co., 1200 N. 31st St., 
Philadelphia 21. 


Lavatory 

Kohler has added a 24 by 18 in. 
vitreous china lavatory as a com- 
panion to its previous 20 by 18 in. 
Both sizes are offered in several 
colors to provide a wide range of 





decorating possibilities. The ad- 
ditional size of Arrowhead lavatory 
is intended to give extra latitude 
for the trend to built-in units. 

Manufacturer: Kohler Co., 
Kohler, Wis. 


Gas Incinerator 

Nelson Industries has introduced 
a new gas incinerator with a 2% 
Btu. capacity. The two-speed main 
burner in the unit has a 10,000 Btu 





input for rapid reduction of ash by 
dehydration and is controlled by a 
timer. The constant burning pilot 
has a 1,000 Btu output. The incin- 
erator is 2034 by 21% by 36 in. high. 
Manufacturer: Nelson Industries, 
115 E. Carson St., Pittsburgh 19. 


Ceiling Diffuser 

A new ceiling diffuser has been 
designed by Carnes to provide hori- 
zontal, vertical or intermediate air 
patterns. The unit is available in 
12 sizes of from 5 to 32 in. dia- 
meters. Fixed cone and adjustable 
models are offered, as well as a 
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combination supply and exhaust 
unit. The diffusers have a range of 





from 80 to 13,400 cfm. 
Manufacturer: W. R. Carnes Co., 
Verona, Wis. 


Pipe Bender 

Senna has introduced a portable 
powered pipe bender designed for 
pipe up to 1 in. The machine can 
make bends of up to 180 deg and 
can be quickly adjusted for vari- 
ous degrees. Bending is accom- 
p!ished by a drive pin that forces 





the pipe against a bending ring, as 
the other end of the pipe is held 
by a guide wheel. Bending rings 
are available for 9, 12, 15 and 18 in. 
centers. The four rings can be used 
for %, % and 1 in. pipe. The unit 
occupies 36 by 46 in. of floor space 
and weighs 260 lbs. 

Manufacturer: Senna Mfg. Co., 
N. 118 Browne St., Spokane 1, 
Wash. 


Gas Conversion Burner 
A gas conversion burner with 
maximum input capacities of from 





150,000 to 300,090 Btu has been in- 
troduced by Mid-Continent. The 
(Please turn to top of page 52) 
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WORLD'S SMALLEST 
CEE a |... 


ee ee esr soap sige MOTELS HOTELS 
APARTMENTS 

; . OFFICES FACTORIES 
se gat INSTITUTIONS 
SMALL KITCHENS 


TRAILERS 
PATIOS 


































General Chef complete kitchen units 
fit in 5.4 square feet. 

The ideal solution wherever 

space and dollars are important. 





SINK One-piece porcelain top of heavy 
gauge steel. Faucets and all hardware 
triple-chrome plated. Units also available 
without sink. 











BURNERS Units come with 3 gas burners 
(easily adjusted for bottled, natural or 
manufactured [L.P.] gas), or 3 electric 
burners (220 V.) or 2 (110 V.). 


REFRIGERATOR Four cubic feet of space. 
Electric (sealed, self-oiling Tecumseh unit). 
Owens-Corning Fiberglas insulation. Con- 
venient bottle shelf in door. 








FREEZER Holds 9 ice cube trays, or 12 
standard frozen food packages. 


STORAGE DRAWER Ample storage 


space for pots and pans. 


heneral ( 


NATIONWIDE SALES AND SERVICE 
CHICAGO: Dept. M, Room 1108, Merchandise Mart 
NEW YORK: Dept. M, Suite 762, 11 W. 42nd St.; LOS ANGELES: Dept. M. 4536 E. Dunham St, 


5 YEAR GUARANTEE 


Every General Chef Unit is guaranteed in writing 
to give trouble-free service for 5 years! 


WRITE. for complete information 
and specifications if you are building, 


remodeling, designing — you will be interested 
in the space and money you can save with 
General Chef units. Several models are avail- 
able. Fully guaranteed. WRITE TODAY for 
complete information and specifications on all 
General Chef units. We will also send you name 
and address of distributor nearest you. 


GENERAL CHEF, Dept. M, 4536 E. Dunham Street, Los Angeles 23, Calif. 








Please send me complete information and specifications on General Chef units, and name of nearest distributor. 





NAME —___ STREET & NUMBER. 








CITY. ZONE STATE 





























Shopping with D. E. 


(Continued from page 50) 
packaged burner fires directly into 
the refractory chamber. The unit 
features a compact design to permit 
installation inside the vestibule of 
jacketed furnaces and boilers. 

Manufacturer: Mid-Continent 
Metal Products Co., 1960 N. Cly- 
bourn Ave., Chicago 14. 


Oil Burner Relief Valve 

A new relief valve for regulating 
pressure in oil burner systems has 
been designed to minimize noise 
and pulsation. A cylindrical steel 
piston in the valve uses a quick, 
positive shearing action in closing 
the port to reduce pounding noises. 


Pressure in the valve is regulated 
by adjusting tension of a spring in- 
side the piston. The spring is avail- 
able in five pressure ranges from 0 
to 500 Ibs. The valve is offered in 
3, 4, % and 1 in. port sizes. 

Manufacturer: Eclipse Fuel En- 
gineering Co., 1159 Buchanan St., 
Rockford, II. 


Packaged Shower Cabinet 

A new packaged shower cabinet 
has been introduced by Fiat. The 
package includes a top with dome 





light and a precast terrazzo re- 
ceptor. Lightness is provided by 
hollow stiles. The unit (the Cadet) 
requires a three-ft square floor 
area. 

Manufacturer: Fiat Metal Mfg. 
Co., 9301 Belmont Ave., Franklin 
Park, III. 


Sump Pump 

An automatic electric sump pump 
for domestic and industrial use has 
been introduced by Radiant Utili- 
ties. The pump has a capacity of 


3,200 gph and is recommended for 
Graining boilers, elevator and 
grease pits or cellar and basement 
sumps. The pump is of all-bronze 
construction. 

Manufacturer: Radiant Utilities 
Corp., 8817 18th Ave., Brooklyn 14. 


Warm Air Baseboard 


Premier has announced a new 
warm air baseboard designed to 


sat 


provide a fan-shape air flow to 
blanket outside walls and window 


; 


areas in warmth. The baseboard 
diffuser is designed to operate with 
a minimum number of cold air re- 
turn registers. It is recommended 
for heating systems adjusted for 
continuous air circulation with a 
100F temperature rise. The base- 
board is available in three sizes 
from three to eight feet long for 
rooms with Btu requirements rang- 
ing from 3,000 to 9,000. 

Manufacturer: Premier Furnace 
Co., Dowagiac, Mich. 


Gas Leak Detector 

A new leak detector stem is de- 
signed to locate leaks of non-com- 
bustible halide refrigerant gases. 
The detector stem uses a small 
acetylene flame to react to leaks as 
small as 20 parts in a million parts 


of air. A three-foot suction hose 
permits access to out-of-the-way 
spots. 

Manufacturer: Linde Air Prod- 
ucts Co., division of Union Carbide 
and Carbon Corp., 30 E. 42nd St. 
New York 17. 


Torch Kit 

A new L-P gas torch kit that in- 
cludes three burners has been in- 
troduced by Turner. The inter- 
changeable torch tips can produce 
flames from 446 in. diameter and 6 
in. long to 2% in. diameter and 11 

(Please turn to top of page 54) 





Round Thermostat Introduced by M-H 


A new residential thermostat in- 
troduced by Minneapolis-Honey- 
well has been styled in a semi- 
spherical shape to match domestic 
decorating trends. Room tempera- 
ture is shown by a bi-metallic in- 
dicator, replacing the former mer- 
cury thermometer. The thermostat 
has been developed to be the stan- 
dard M-H residential model. An 
enclosed mercury switch in the unit 
seals out dust, lint and magnetic 
particles. Temperature setting is 
made by a knurled plastic ring. Ad- 
justable stops are designed to pre- 
vent the user from accidentally 
making a temperature setting he 
does not want. Similarly, a setting 
can be made at a central control 


52 


point in apartment and commercial 
buildings. 

Manufacturer: Minneapolis-Hon- 
eywell Regulator Co., 2753 Fourth 
Ave. S., Minneapolis 8. 
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(Continued from page 52) 


in long. A carrying case and a hose 
adapter assembly are included. A 





bench adapter also is available. 

Manufacturer: Turner Brass 
Works, 824-47 Park Ave., Syca- 
more, III. 


Four-Way Register 

A new four-way register de- 
signed for maximum directional 
and volume control has been intro- 
duced by Titus. The unit features 
opposed blade dampers on the di- 
rectional grille to provide uniform 
air distribution. The front louvers 
are adjustable and the rear damper 


ee ee ae 





blades are key operated. 
Manufacturer: Titus Mfg. Corp.. 
113 E. 8th St., Waterloo, Iowa. 


Boiler-Burner Unit 

A packaged boiler-burner unit 
for high and low pressure steam 
and hot water heating has been 
announced jointly by Kewanee- 
Ross and Ray Oil Burner. The 
unit has been designed to produce 





1,313,000 to 15,300,000 Btu. The 
burner can use heavy catalytic 


residual fuel oils, light oils, or high 
and low pressure gas. A multi- 


stage secondary air control on the 
burner provides a constant velocity 
air stream for combustion effici- 
ency. The boiler is shipped com- 
plete with controls, piping and ac- 
cessories from Kewanee, and the 
burner is shipped from Ray with 
blower, controls and accessories. 
Manufacturers: Kewanee-Ross 
Corp., 101 Franklin St., Kewanee, 
Ill., and Ray Oil Burner Co., 1301 
San Jose Ave., San Francisco 12. 


Liquid Leak Detector 


Flamort has introduced a new 
liquid designed to detect leaks in 
pressure pipelines. The liquid is 





applied to threads, fittings and sus- 
pected areas, where the compound 
forms bubbles when a leak is pres- 
ent. The liquid is available in an 
eight oz. container with applicator 
brush attached to the cap. 

Manufacturer: Flamort Chemical 
Co., 746 Natoma St., San Fran- 
cisco 3. 


Continuous Waste Line 


A new continuous waste line for 
two-compartment sinks has been 
introduced by American Sanitary. 


A 


The unit has a directional flow di- 
vider tee to give a scouring motion 
in the trap body that is independent 
of the drain in the adjoining com- 
partment. The divider has a smooth 





inside finish to reduce formation of 
deposits. Sixteen assemblies are 
available for sinks equipped with 
food waste disposers and eight as- 
semblies for sinks without dis- 
posers. 

Manufacturer: American Sani- 
tary Mfg. Co., 308 E. Latimer St., 
Abingdon, IIl. 


Oil Tank Vent Cap 


A new oil tank vent cap that fits 
two sizes of pipe has been an- 
nounced by Sicard and Paul. The 
cast iron cap is placed over the 
end of the vent pipe and is secured 
by a set screw. Cap models avail- 





able are for 1% and 1% in. pipe, 
2 and 2% in. pipe and 3 and 4 in. 


(Please turn to top of page 56) 





Versatile Air Conditioner Introduced by Barkow 


A self-contained console con- 
ditioner which can be adapted to 
central cooling uses has been in- 
troduced by Barkow. The pre-as- 
sembled unit has its own automatic 
thermostat and hermetically sealed 
condensing unit concealed in the 
bottom of the conditioner and cool- 
ing coil surfaces at the side. The 
unit occupies only 6%4 sq ft of floor 
space. The model has been de- 
signed for use with a plenum and 
for connection with duct work by 
removing the top grille-work as- 
sembly. The air cooling unit is 48 
in. high with plenum and 35 in. 


high for duct work installation. 
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Manufacturer: August G. Bar- 


kow Mfg. Co., Inc., Inc., 2230 S. 


43rd St., Milwaukee 15, Wis. 
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MITEE 


Pronounced "MIGHTY"... and a mighty good buy 


for you at our September and October 










MITEE 
BOILER 


LiQuID 
ara 


ONE “QUART CAN 











Special: BUY A DOZEN CANS FROM 
YOUR JOBBER AND ONLY PAY 
FOR ELEVEN! 


* The same dependable 
quality for 21 years 





























only 
75¢ 
acan 
| | Packed in tamper-proo 
| SEALER | | af , . id 13 
factory-sealed cans 
ONE POUND CAN 
only 
$4.00 
acan 
* Nationally famous 
Nationally accepted 
»Lithographed cans 
..no paper labels 
to tear or sotl IF YOUR JOBBER CANNOT SUPPLY You, 
SEND US YOUR ORDER AND PLEASE 
MENTION HIS NAME. 











= gonn SUNSHINE CHEMICAL co, inc. © 


600-602-604 W. LAKE ST. 


CHICAGO 6, ILLINOIS 
We specialize in the aiieaars of plumbing chemicals. 
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(Continued from page 54) 
pipe. Filter screens for each model 
also are available. 


Manufacturer: Sicard and Paul, 
2921 Stewens Ave., Minneapolis 8. 


Ceiling Diffuser 

A new ceiling diffuser for air 
conditioning systems is controlled 
by a thermostat for serving zones 
that have variable heat loads. A 
motor-operated damper in the neck 
regulates the quantity of discharged 
air, while the air pattern and dif- 





fusion area remain the same. 
Manufacturer: Connor Engineer- 
ing Corp., Shelter Rock Rd., Dan- 


bury, Conn. 
Cabinet Sink 


Youngstown has 
new 24-in. cabinet sink designed 
for use with standard base cabinets. 
The top of the steel cabinet is 
joined to the sink hy a narrow 
The sink 
The 


announced a 


stainless steel sealer. 
bowls are porcelain on steel. 





backsplash, front trim and the han- 
dles are the same as those used on 
companion base cabinets. A 36 in. 


model with two bowls and three 42 
in. models also are available. One 
of the larger sinks has a twin bowl 
and the other two have a single 
bowl and right or left drainboards. 

Manufacturer; Mullins Mfg. 
Corp., Youngstown Kitchen Div., 
Warren, Ohio, 


Oil Furnace 


A new downflow oil furnace 
introduced by Little has been de- 
signed for compactness. The fur- 
nace is 24 by 30% by 74 in. high 
and may be installed with zero 


clearance at the back and both 


sides. A large inspection panel 


provides easy access to controls and 
burner. Btu output of the unit is 


92,000, with heat discharge at the 





base through an 18 by 18 in. open- 
ing. Removal of a 21 by 14 in. pane) 
at the top exposes the 10 in. blower. 

Manufacturer: H. C. Little Burn- 


er Co., Inc., Woodland and Du Bois, 
San Rafael, Calif. 


Water Heater + 

A new electric water heater with 
capacities of from 30 to 82 gals. 
has been introduced by Teter. The 
unit features clamp-on heating ele- 


ments which are mica insulated in 





New Line of Baseboard Fittings by NIBCO 


A new line of fittings for baseboard heating installations has been 








introduced by Northern Indiana 
Brass. The line includes a base- 
board tee with a % in, female inlet 
on one side to accommodate an au- 
tomatic air vent. The tee has been 
designed to provide a short rough- 
in dimension and allow installation 
in narrow units. A female flush 
bushing of % by \ in. also is avail- 
able for converting standard solder 
joint tees to baseboard use. 
Manufacturer: Northern Indiana 


Brass Co., 935 Plum, Elkhart, Ind. 


56 








an aluminized steel casing. Three 
in. of Fiberglas insulation sur- 
rounds the tank. The heater is 
equipped with a trap in the outlet 


ee nr 





to prevent back circulation of heat- 
ed water. A cold water baffle is de- 
signed to prevent cold water from 
mixing with heated water. 

Manufacturer: Teter, Inc., 13901 
S. Indiana Ave., Chicago 27, 


Heating Coil 

Young Radiator has introduced 
a new heating coil for steam or hot 
water service. The coil features in- 





termediate support for the red brass 
tubing. The tubes are mechanically 
expanded into 34, in. steel) headers. 
The galvanized steel casing has 
drilled flanges for mounting the 
coils singly or in banks. Coils are 
available in 19 lengths of 12 to 
120 in. 

Manufacturer; Young Radiator 
Co., 709 S. Marquette St., Racine, 
Wis. 


Shower Receptor 
A new shower receptor intro- 


duced by J. G. Gregory is made of 





a heavy kraft paper and asphalt 
composition for fabrication in the 


(Please turn to top of page 66) 
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Honeywell Round 


The completely new thermostat that matches 


any color scheme! 
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rover ting snaps 
iff for decorating 


he “decorator ring” 
s easy for any house- 
vife to remove. After 
»aGinting, she snaps 
t back on—with no 
rouble at all. A fas- 
‘inating new sales 
eature. 

























Ring snaps off for decorating 


is all it takes to remove 
e Honeywell Round. 

g steel clips hold it firmly 10 
nap it on again. 


A modest pull 
the cover of th 
Long-life sprin 
place when you $ 










A new improved thermostat that 




















Easy to paint 
in any color 


The decorator ring 
comes in a beautiful 
silver - bronze finish, 
yet the color may be 
changed to match 
the color scheme of 
the room with but 
two minutes brush- 
work by the home- 
owner. No special 
paints are required. 








It’s easy to paint 


In just a few minutes th 
cover can be easily paint 
scheme. No special paint 


e silver-bronze plastic 
ed to match your color 
s are required. 





Low-priced for 
mass sale 


A brand new item 
with low price to 
give it mass appeal. 
Its attractive design 
featured by national 
advertising, sets up 
an immense modern- 
ization market. 
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New, more visible dial and temperature $ 80 as tl 
The Honeywell arr 


indicators make settings easier. 


Actual size ay," 





y heating dealer. 
© A base plate (mot 50° yn 


able at slight extra cost 0 


Round is available through an 
hole left by old fashioned ® 
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Has appeal for 
all home owners 


Graceful,curvedline: | 
and ease-of-painting 

appeal both tc. | 
Owners of luxury | 
houses and owner: 
of modest homes. 
Every progressive 
homeowner will wan‘ 
the “new look” ir 
thermostats for hi: 
home. 
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Here it is—the first really new 1 


It’s now available—through your heating dealer—to replace the 


old-fashioned thermostat on your living room wall 
r seen, its pleasing round 
lan. The snap-off cover of 


aint the silver-bronze cover 


Different from any thermostat you've eve 
lines lend themselves to any decorating Pp 
the Honeywell Round makes it easy to p 
to match any decorating scheme. This means you can paint it to 
blend with any wall. 

And there are real im 
engineering improvements that give greater comfort by 
peratures, an enclosed, dust-free mercury switch 


provements inside the Honeywell Round— 
cutting down 


see-saw tem 
to lower maintenance costs 


What's it cost to replace your old fashioned thermostat with the 


Honeywell Round? Only $12.80, plus installation cost.* 


to have the installation made? When you're 


When's a good time 
ere’s no need to 


decorating or having the furnace checked. But th 
wait for a special occasion. Your Honeywell Round can be 
installed any time in a few minutes, with no muss or fuss 

dealer and have him show you the 


So why not call your heating 
lel thermostat that’s made 


new Honeywell Round—the new-moc 
other manual thermostats obsolete 





Watch for this colorful ad to 
appear | 
October a1; Life, November 9; rinet Home 


Designed by 
Henry Dreyfuss 


el" appearance of the Honeywell 
uss. Know 1 around 
the world for his work in design, Mr. Dreyfuss spent 
design development for 


Credit for the “new mod 
Round goes to designer Henry Dreyt 


ths in research and 
The final result, as seen above, was 
letely modern 


many mon 
the new thermostat 


a thermostat wonderfully different, comp 


Honeywell 
Finsts ian Controle 


WOMETWELL 





designer Henry Dre 
fuss. The Dreyfu 
name is known ar 
helps create ma 
appeal. 


Another great, new profit 
| Opportunity for every 
Minneapolis-Honeywell deal 


For technical data see the next page $ 




























The new Honeywell Round 


—a thermostat with sound selling features 


New! 


easy-to-read dial 


Setting, reading, and 
checking of performance 
are simplified by the com- 
bination dial. The same 
scale serves for both the 
thermometer and the 
thermostat setting. 


New / 


adjustable heater 


Featured in this new 
thermostat is a heater 
which is adjustable to the 
current characteristics of 
the primary control. It 
can be set to operate the 
burner in the timed cycles 
needed for constant de- 
livery of heat and good 
temperature control. 


present stock and clear the decks for action 





Clear your old stock now 


Within the near future the Honeywell Round will become available 
through your regular supplier. Now is the time to move your 


the thermostat market in years. 
Consumer ads in four national magazines in November, with a 
combined circulation of well over sixteen million, will direct home- 
owners to you. 


Lay your plans carefully 
future requirements 





New! 


bimetal thermometer 


You and your customer 
will both appreciate this 
feature. No more ‘‘split 
indicator column” to 
plague either one of you. 


New/ 


mercury switch 


A non-magnetic mercury 
switch, actuated by the 
coiled bimetal element, 
gives positive, quick 
make-and-break = swiich- 
ing. No more service calls 
to clean dirty contacts. 


the biggest action in 


clear your present stock—-estimate your 
for the most dramatic thermostat to appear 
in the home-heating market in years: the HONEYWELL ROUND. 
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TIPS ON SELLING FURNACES — REMEMBER... 


ou Never Know What Women May Wan 


Ss" MAY TELL You what she wants. She may 
just look. But give her a choice, give her 
variety to choose from and the lady —and sale — 
are yours. 


Rheem helps you give your prospects that 
choice by providing the most complete line of 
gas furnaces in the industry Whatever the budget, 
whatever the size of the home and space require- 
ments, Rheem has just the furnace to fill the need. 
And, when prospects learn that all Rheem Gas 
Furnaces are Fire-Tested, they'll know that only 
Rheem can offer so much safety, so much econ- 
omy, so much trouble-free service. 


RHEEM MANUFACTURING COMPANY 





Put this complete Rheem line to work for you 
now. You'll quickly discover how great your fur- 
nace profits can be when you're selling the Rheem 
line. Write today for information about the com- 
plete Rheem line of gas furnaces. 


— 
|  RNEEM MANUFACTURING COMPANY DE-9 | 
4361 Firestone Blvd:, South Gate, Calif. 
Please send intormation on your complete line of 
| furnaces. | 
| 
| 
| 
aul 


| Name 





| Address 
City State 











World's Fastest Growing Manufacturer of Warm-Air Heating Equipment 


€ 1953. RHEEM MPG. CO. 
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KOHLER 
MAYFLOWER 


New styling for fine bathrooms 


The Mayflower offers opportunities for many interesting new 
bathroom arrangements plus new individuality and beauty in 
plumbing fixture design. The distinctive oval bathing and shower- 
ing area is wide and roomy. Access is safe and easy over the low 
front. Integral seat is added safety feature, convenient for foot 
or sponge bathing. 

The sparkling, easy-to-clean Kohler enamel is protected from 
strain because it is fused to a strong rigid base of cast iron. Avail- 
able in popular Kohler white and six colors. 


Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES + HEATING EQUIPMENT + ELECTRIC PLANTS * AIR-COOLED ENGINES + PRECISION CONTROLS 





September, 195; 











Mayflower corner bath, with 
Niedecken mixer fitting and 
multi-spray shower head. 





Mayflower recess bath with 
two integral seats. Length 
48", width 44”, height 14”. 
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Approved 
Anti-Siphon 


September, 1953 
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FLOAT VALVE 


Fine accompanying illustration 
shows our VE/V No. 93 Ap- 
proved Anti-Siphon Float 


Valve equipped with rubber 
“O” Ring Plunger Packing and 
Nylon seat. 


Piss fitting is silent in oper- 
ation — requires no adjustment 
—snap action closing under 


high pressure. 


Packed in individual box with 
rod and refill. 





Individual security INSURES FREEDOM and 
LIBERTY. ¢ Social Security leads to Regimen- 
tation and LOSS OF LIBERTY. 


It’s a privilege to live in a Re public. | 
Only God can help the people who live in | 


Democracies. 
4 
At ,whhe- 
#£ Wa 


s President 





THE INDIANA BRASS CO, Inc. 


FRANKFORT - - - - INDIANA 
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HAM MOND VALVES 








EW YORK, N.Y. 
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This service means quick deliveries 
that save time and money for the 
plumbing and heating “Mate 





“= 


% 





iMAND YAS 





- ctandard of value with the trade for over SS years 


HIAMMOND BRASS WoRKS 






HAMMOND, INDIANA 
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i? ba CONVECTO, 


Take a look inside a Young Convector. Right away, you'll see many “hidden 
values’ in Convector design features and construction quality. Such built-in value 
places Young Convectors in a class above the ordinary . . 
tion, heating comfort and economy. 


AIR SEAL 
Strips of felt and/or corner 
gaskets prevent «'r leaks and 
resultant wall streaking. 


DAMPER CONTROL 

Chain control regulates damp- 
er and rate of air flow thru 
cabinet and heating element. 


OVER-SIZE GRILLE 

Louvers direct air outward 
and permit abundant heat de- 
livery . . . greater capacity. 


MODERN CABINET 

Finished in prime coat... con 
be painted to match decor 
«+.» safe, rounded corners. 


SIMPLIFIED PIPING 
Cabinet knock-outs and head- 
er casting design permit pip- 
ing from top and bottom. 


Whether you specify or install heating equipment, 
you'll be way ahead with Young Convectors. Only 
Young offers all the design features shown above. 
Young supplies Convectors at low initial cost, with 
six standard types available from stock to meet 
early delivery dates. Remember, too, every Young 


DOMESTIC 


ENGINEERING 


. assures easy installa- 





RADIANT HEAT 
Heating element and adjo- 
cent surfaces help compen 
sate for off-period heat loss 








HEATING ELEMENT 
Sensitive non-ferrous tube- 
and-fin core is reinforced and 
protected by side plates. 





YOUNG a gota g hligh COMPANY 


lept. 503-J, Racine, Wisconsin 
Plants at pinks Wisconsin and Mattoon, Illinois 
Sales and Engineering Representatives in All Principal Cities 


Heating, Cooling, Air 


Conditioning Products for 
Home and Industry 


Heat Transfer Products | 


for Automotive, Agricul- : 
tural, Industrial, Gas and 


Diese! Engine Applicotions 





Leaders in Heat Transfer Engineering for more than 25 years 


CONTRACTORS 
All Young Convectors are 
packaged in clearly marked, 
reinforced cartons for unit 


protection and ease in iden- 
tification on the job. Adjust- 


able support (see above) 


also holds heating element 
rigidly in place and permits 
shipping element in cabinet 


for quicker installation. 












EASY TO CLEAN 
One-piece front panel is eas- 
ily removed for seasonal 
cleaning. 


SIMPLIFIED HEATING 
ELEMENT SUPPORTS 
Provide quick installation and 
pitching adjustments. Hold 
heating element securely, 


PACKAGED FOR 
PROTECTION 

Reinforced, stapled cartons 
protect convectors. Marked 
for easy identification, 


STANDARD RATINGS 

The ratings of Young Convec- 
tors have been determined in 
conformance with Commer- 
cial Standard CS 140-47, as 
developed cooperatively by 
the trade and the National 
Bureauv of Standards, VU. S. 
Department of Commerce, 
and the said ratings have 
been approved by the Con 
vector Rating Committee, 


Convector has been rated and approved in con- 
formance with Commercial Standard CS140-47. 
These advantages all add | up to greater convenience 
for you . .. greater satisfaction for your clients or 
customers. For further details, see nearest Young 
Representative or write for catalog. 











| 





















Shopping with D. E. 


(Continued from page 56) 

field. The receptor material is 
available in sheets or in 100-ft rolls. 
Standard receptor sizes are marked 
for easy cutting. The flexible sheet 
is designed for easy handling and 
installation and is resistant to mold 
and discoloration. 

Manufacturer: J. G. Gregory Co., 
955 E. Hyde Park Blvd., Inglewood, 
Calif. 


Table-Top Boiler 


York-Shipley has announced a 
new oil-fired table top boiler that 





also provides domestic hot water. 
The unit has a stainless steel top 
with a four in. back splash. The 
boiler is 36 in. high, 30 in. wide and 
25 in. deep. It has a 102,000 Btu 
output. The tankless coil system 
can provide continuous hot water 
draw at two gpm, or three gpm for 
a five minute draw. The recovery 
time after a five minute draw is 
seven minutes. 

Manufacturer: York-Shipley, 
Inc., York, Pa. 


Pipe Threader 


Oster has announced a new pipe 
threading machine with a standard 





range of 1 to 4 in. and an extra 
range of % and % in. The unit 
features a front chuck that can be 
tightened or otherwise adjusted by 
spinning a hand wheel to move the 
gripping jaws. The rear chuck and 
a long spindle are designed to pro- 
vide maximum pipe support and 
straight threads on long lengths. 
The threader has 4 spindle speeds 
controlled by levers and two de- 
tachable lever-operated die heads 


that are adjustable for over or un- 
dersize threads. The unit can be 
used for straight and taper threads. 
A magnetic starter with a push- 
pull selector switch for run and jog 
controls the heavy duty motor, 
Manufacturer: The Oster Mfg. 
Co., 2057 E. 6lst Pl., Cleveland 3. 


Combination Furnace 

A new combination furnace and 
water heater for domestic use has 
been introduced by Robot Auto- 
Heat. The furnace is designed to 
obtain maximum heating efficiency 
by means of a baffle that directs 
heated gases through the heat ex- 
changer twice. Four models range 
in Btu output from 80,000 to 300,- 
000. Domestic water is heated in 
a finned coil next to the heat ex- 
changer. A fan draws heat through 
the fins to heat water in the coil 
and heated water is then stored in 





» tank outside of the furnace. 

Water heating capacity for all four 

furnace models is 150 gph. 
Manufacturer: Robot Auto-Heat 


Corp., Newfield St., Middletown, 


Conn. 


Wall Hung Urinal 

A new wall hung women’s urinal 
for use in public buildings has been 
announced by Kohler. The unit is 
designed to prevent user contact 


and is 18 in. from the floor to the 
top of the flare, The urinal has 


siphon jet flushing action and is 
available with concealed or ex- 


posed flush valves. Concealed rim 
jets cleanse the bowl. The urinal 





is 12 in. wide and is 23 in. high at 
the rear. The distance from a wall 
to the front of the urinal rim is 28 


in. 
Manufacturer: Kohler Co., Kohl- 


er, Wis. 
Condensate Return Pump 


A new condensate return pump 
designed for compactness has been 
introduced by Sterling. The unit 
requires only 14% sq ft of floor 
space and has a return inlet that 
is 7 in. from the floor. The motor, 
pump and switch assembly can be 
lifted out for inspection or service 
without use of special tools. Dis- 





charge from the pump can be ro- 
tated in any of four 90 deg posi- 
(Please turn to top of page 178) 





New Line of Magnetic Pipe and Drain Plugs 





NZ Mz Mz 


ai i 


A new magnetic plug for pipes 
and drains is designed to draw iron 
and steel particles from a circulat- 
ing stream and to hold particles 
that normally settle. The unit can 
attract and hold particles 10 times 
its weight. The plug is available in 
¥y in. through 2 in. sizes and is de- 
signed to fit common pipe and 
drain thread sizes. 

Manufacturer: Magnetic Drain 
Plug Co., Wellington, Ohio. 
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take a good look at your 
heating system .. NOW: 
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Now ... before the winter rush... is when 
you want your heating prospects to modern- 
ize their heating systems. These Penn Con- 
trol ads help you get ’em going. They direct 
ee cas your heating prospects to see you now for 
re o more comfortable living this winter .. . 
cOMF “ r they pre-sell your prospects on automatic 
as dak Ls heating with Penn’s heat-anticipating ther- 
mostat and Penn heating controls . . . they 

make your heating sales job easier. 
It's up to you to cash in on these free Penn 


bh more m 
7 muct mi 
» but give 
more bu , 
jortable living: 





com 





‘ols, Inc 





Penn Contr 
Goshen, Indiana 





EURE! 

















Auto! 

























pene ysomateal salesmen! See your heating prospects right | 
TROLS away ... show them how to end Hot-n-Cold — be 
aurom atic CO! ves living with the Penn heat-anticipating ther- = gan 
Bae nye were vonees wncomenentenr mostat ... tell them why Penn Controls are one veal 
“aan best for any heating system. units. Al 
There are big heating profits ahead. Get Install | 
your share .. . write for a supply of Penn time—a 
consumer literature and sales aids. Penn ] Au x 
Controls, Inc., Goshen, Indiana. Export Divi 9 |) 


sion: 13 E. 40th Street, New York 16, N.Y., 


U.S.A. In Canada: Penn Controls Limited, 
Toronto, Ontario. 





B= | 














AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGIN 5S 
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One of the EW advertisements 
appearing in AmEricAN Home, 
Betrer Homes & Garpens and 
Livinc For YouNG HOMEMAKERS 


One-season 
selling is out 
of date, too! 


eo Eat better all sane ‘round—sell 


Automatic Home Heating —Home Cooling 


| 
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ally fg ent 
omfor 


e 
an wana 
iv uitr® 
» dvr ek 


OIL-O-MATIC Home Heating—with ex- 
clusive Metered Low Pressure. Complete 
line for homes of all sizes—for all types 
of heating systems. 
Why be satisfied with part-time profits? Today, Eureka Williams— 
famous 30-year pioneer in automatic home comfort—offers its dealers 
4-season sales opportunities. Oil heat. Gas heat. For all types of dry or 
wet residential heating. Conversion burners. Complete factory-integrated 
units. AIR-O-MATIC 5-way air conditioning for any size home, new or old. 
Install heating or cooling or both—or one first, the other at any future 
time—as circumstances dictate. 

All your efforts are backed by powerful EUREKA WILLIAMS national ad- 
vertising, plus profit-proved promotions for use in your own trading area. 


GAS-O-MATIC Home Heating — with 
exclusive Metered Flow Pressure. Models 
for homes of every size and type. 


AIR-O-MATIC Home Cooling—newest 
member of the famed Williams family. 
Installed with Oil-O-Matic, Gas-O-Matic 
or existing forced warm-air heating sys- 
tem to provide year ‘round air condition- 


GET FRANCHISE FACTS— ing at very low cost. 
MAIL COUPON TODAY! 


j n/ . e ° oS 7 illiams Division—Eureka Williams Corporation 
i W, ‘illiams Division @: oo = ER 


' tunities with the Eureka Williams Franchise. 





= rela Williams Corporation « Bloomington, Illinois 


In Canada: Williams Oil-O-Matic of Canada Ltd., Guelph, Ontario MAME — 
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THE Goa) “PIPE MASTER” 
Makes Threading 
Profitable 











™" The Oster “Pipe Master” can save you 25¢ on every piece 
of 2” pipe you thread. It’s easy to operate, easy to move... 

[OSTER| 7 rte ooh rugged and fast. 
the “Pipe Master” see your It takes more than seven minutes to cut off, ream, and 
friendly local Oster Distrib- thread a 2” pipe by hand. The Oster “Pipe Master” does it 
utor today. He offers sound in about one—saving six minutes. If the cost of your labor 


recommendations, speedy 


dite, tltiblinaintlite is only average, those six minutes are worth 25¢. Savings 
ond the wned Bilidd Gee with the “Pipe Master” through its entire standard pipe 
products he sells. If you don’t range of 2” to 2” are comparable. 


have his name and address, 
write us. We'll send it to you 
along with a 
free, factual, 
fully illus- 
trated book- 
let about the 
“Pipe Master”. 


Men who work with the “Pipe Master” know how easy it 
is to operate. Its exclusive “Auto Grip” chuck eliminates 
need for a chuck bar or T wrench. A spin of the hand- 
wheel grips the pipe and holds it with never a slip. The 
harder the pull, the tighter the grip. 


And moving the “Pipe Master” is no problem. It’s ideal 
on the job... easy to put it and use it where you need it... 
and rugged enough to do the job under roughest conditions. 














MANUFACTURING CO. 


Main Office and Factory: 


2045 East 6lst St., Cleveland 3, Ohio 


THE 





1893 » CELEBRATING 60 Years Leadership in the Threading Industry * 1953 








70 DOMESTIC ENGINEERING September, 1953 







| 
| 


ett 



































Septem! 






September, 1953 

















~~ 








Bryant De luxe is available in 20, 30, 
40 and 50-gal. sizes. Features exclu- 
sive Link-Trap segmental baffle; ex- 
clusive streamlined downdraft 
diverter; exclusive enamel aeration 
plate; Protect-O-Rod magnesium 
anode. 
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YOUR SINGLE es FOR Bhs sinneweseen IN GAS ee 


The Automatic Gas-Fired Water Heater 
with Top-Ranking Quality, Dependability, 
Trouble-Free Operation 


Profit in your water heater selling is more than dollars 
and cents margin. It’s customer satisfaction . . . repeat 
business .. . and most important . . . the absence of service 
call-backs. For top profit, you must first have the product 
that offers features people want . . . automatic operation 

. dependable service . . . easy temperature selection. 
You have them in the Bryant De /uxe Water Heater. 

But that’s not all! The Bryant De /uxe has the built-in 
quality that means fewer customer call-backs for service— 
less profit-taking service expense for you. Material and 
workmanship must conform to top construction standards. 

That’s why the Bryant Deluxe is backed by the 
Bryant 10-Year Warranty... the plan that protects your 
customer’s investment . . . offers you an extra sales 
clincher. And... you get a warranty replacement plan 
that gives you extra sales at full profit, too! 

So... if you want customer satisfaction plus profitable 
sales-installations, the Bryant De /uxe Water Heater is 
your prestige product for plus profits. For complete de- 
tails, call the Bryant Distributor near you or write: 
Bryant Heater Division, Department 262, Affiliated Gas 
Equipment, Inc., 17825 St. Clair Ave., Cleveland 10, O. 


ryan 


HEATING 





AIR CONDITIONING 





WATER HEATING 





AND AIR CONDITIONING EQUIPMENT 






















Names of Automatic Gas 
Water Heaters which are now 
equipped with UNITROL by 
Robertshaw-Grayson read 
like the blue book of Amer- 


ican manufacturers. 


For the quality of water 
heater performance depends 
on the quality of the controls 
performance. 


Everywhere, plumbers, deal- 
ers, gas utilities, consumers 
have learned that when the au- 
tomatic gas heaters they buy 
are equipped with UNITROL 
they can expect — and 
they will get — long, 
dependable top- 


uality service. / 
q y service UnITRO 
Bettie 


nm 












L 


DOMESTIC ENGINEERING 






of 


CONTROLS COMPANY 





September, 1953 





ROBERTSHAW-GRAYSON 
UNITROL 


Main gas cock ® thermo-mag- 
netic automatic 100% safety 
pilot control © snap-action- 
thermostat ® pilot adjustment 
valve ® all in one simple unit. 


Large pilot filter ¢ All parts 
removable from front @ Con- 
trol can be removed without 
breaking water connections ® 
Water leaks cannot enter gas 
line or vice-versa ® All parts 
impervious to gases and im- 
mune from corrosion 


ON AN AUTOMATIC 
GAS WATER HEATER 


ROBERTSHAW- 
GRAYSON 


UNITROL 


The most beautiful 


oo. control in America 
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» NOW GIVES YOU... 
Everything youve wanted tu a 


TRIPOD CHAIN VISE 


The new CT-4 Chain Tripod 

combines an improved chain vise 

\ and the job-tested features of the 
Reed solid-as-a-rock Tripod. 


CAPACITY: The Reed chain tripod holds any 
pipe from %4” to 4”... . holds it solidly without 
marring or crushing. \ 


CONVENIENCE: The vise handle is at the \ 


side where you can turn it easily and naturally... \ 
without fumbling or skinned knuckles. The chain 

drops into locking position, even on 4” pipe. You \ 
never have fo hold it with one hand while you \ 


tighten with the other. 


WORK-SAVING SOLIDITY: The patented, \ 
large-surface tray locks the legs firmly and ends 
effort-wasting spring and recoil in cutting or \ 


threading. The legs cannot collapse under any 
working conditions. Non-skid composition inserts 
in the Tripod feet prevent sliding or marring floor. 


EASY CARRYING: For all its ruggedness, 
the Reed Chain Tripod folds easily for convenient, 
one-hand carrying. Sets up or takes down easily 
and quickly. 


RENEWABLE JAWS: Hardened and 
tempered lower jaws have three faces 
for triple jaw life. Hold pipe firmly 
without marring or crushing. 








\ 
THE REED CT-4 HANDLES 4” SOIL PIPE... EASILY. | 


Ah your favorite dealer Jor a demonstration because-~ 


In a vise or pipe tool... if it’s a REED it’s RIGHT. 


\ 











ERIE, PENNSYLIVANIA e U.S. A. 
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FIRST, use L-O-F Super -Fine Fiber-Glass. 

It’s exceptionally efficient, needs little 
space. On heating ducts, it cuts heat loss 
sharply, saves fuel. On cooling ducts, it 
saves power, boosts over-all efficiency of sys- 
tem. As a duct liner, faced Super:Fine re- 
duces sound of motors and blowers. And it 
lasts. Inorganic glass fibers won’t burn, 
won’t rot, won’t absorb moisture. They’re 
verminproof. 

With L’O-F Super-Fine, you can give 
your customers first-class long-lived insu- 
lation jobs that back up your reputation for 
careful workmanship. 


Le 


L-O-F Super-Fine Fiber- Pen 
Glass is highly flexible, 
conforms to duct sur- 
face, around irregular 


contours or projections. 
Easy to handle, easy to 


cut, easy to apply. 


LIBBEY-OWENS-FORD GLASS COMPANY 


FIBER-GLASS DIVISION 












Flow to do @ tirst-cless insulating job | 
on cooling and heating duets 


SECOND, send for free L:O-F folder on 
metal-air duct installations, In four meaty 
pages, it gives you helpful pointers about 
L’O:F Super’Fine’s insulating and sound 
absorption properties, recommended instal- 
lation steps, specifications, standard ship- | 


Ping sizes and other data. 





FREE! Send for helpful 


installation folder. 
Or write Libbey-Owens- 
Ford Glass Company, Fiber- 
Glass Division, 3293 Wayne 
Building, Toledo 3, Ohio. 
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» « « FOR MANUFACTURERS AND JOBBERS 





ALL FORT RECOVERY PRODUCTS are made 
from CERTIFIED ZINC ALLOYS giving maximum 


strength and finish. 


» Gaged with standard ground thread gages. 


& Buffed to HIGHEST LUSTRE FINISH. 


® Plated with COPPER, NICKEL, and\CHROME 


for lasting service. 


SOME OF OUR STANDARD DIE CAST PARTS 


1190 — 1%x1% Slip Nut No. 1170 — %” Lock Nut 
1191 1%x1% Slip Nut No. 1173 %”" Lock Nut 
1192 — 1%x1% Slip Nut No. 1175 — 14” Lock Nut 


1193 — 14x1% Slip Nut No, 1176 — 2” Lock Nut 
1194 — 1%x1% Slip Nut No. 1177 — Ballcock Locknut 


1195 2x2 Slip Nut No. 1178 — 3’—14 Drain Nut 
Balleock Slip Nuts No. 1179 — Duo Strainer Nut 
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Minnesota, home of McQuay, is America's 
headquerters for four distinct and glorious 
seasons. To many, Minnesota's powerful 
black bears have the right idea—to 
\ hibernate during the rugged sub-zero winters. 


By specifying McQuay equipment, you can assure 
your customers that there will be no need for them to go into 
hibernation or to migrate to the south. 

Ripple Fin coil construction, an exclusive McQuay feature, is the 
product of years of research aimed at producing the ultimate in 
heat transfer for any weight metal. High efficiency is assured by 
forcing the air to follow an ever-changing direction of flow in pass- 
ing through the coil. Thus the air repeatedly contacts the coil 
surface to give maximum contact time, maximum contact velocity, 
and a resultant optimum heat transfer. 

The staggered tube and rippled edge features also contribute greatly 
to the construction ruggedness of the famous McQuay line. 
McQuay heating coils are available in a wide variety of styles and 
sizes. Hot water, cold water, brine, direct expansion, and refrigerant 
condensing coils are available for practically every type of applica- 
tion. Write McQuay Inc., 1636 Broadway St. N.E., Minneapolis 13, 
Minnesota. Representatives in principal cities. 
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THE SAME FEATURES AND PERFECTION 

THAT DISTINGUISH THIS BARNES 712-9 

L ‘ 

EDGE-TYPE FAUCET ARE INCORPORATED 735 Series — Top Mount 
IN ALL BARNES FAUCETS. - 1-Piece Cast Body 


SPECIAL ANTI-SPLASH SPOUT M 


720 Series — Fluted Cone 
Escutcheons 


cr pe C =) f 
ae AS 


MODERN “O” RING SPOUT 
CONSTRUCTION 


FITS BOTH STEEL AND CAST SINKS 


ESCUTCHEONS TURN DOWN 


FROM TOP 
e 


715 Series — Art Line 
Escutcheons 


Riga SFR ERRIRE ATS EEE ND 2 itt ABO 
j REMOVABLE STEM UNIT 
SELF-LOCKING SEAT WASHER SCREW 


This Barnes 712-9 low-priced economy ledge faucet (cutaway 
view shown above) has the highest quality features typical 
of the entire Barnes Line. Yet this faucet sells at a price 
comparable to the lowest on the market today! 620 Series = — Spout 


And Barnes gives you the widest selection of sink-faucet Ps 
designs available anywhere. And when it comes to laundry 
tray faucets, Barnes leadership is undisputed. A full line of 

bath faucets and trim at moderate prices round out this red 

hot line of Barnes Brass Goods. 


410 Series — Laundry Tray 
Faucet 
e®eeeoeoeoeveeeseeee ee eeenee eee e ee &© 6 @ 


WATER SYSTEMS— 


And remember, Barnes offers 
the hottest line of Water 
Systems in America to- 
day! A complete 
li llow- 
we fF shallow 415 Series — Laundry Tray 
deep packaged, Faucet 
‘ easy to sell—easy 
VY HP. to merchandise nes: 
units. 





MANUFACTURING CO. 
MANSFIELD, OHIO 





BARNES MANUFACTURING CO. 
MANSFIELD, OHIO © OAKLAND 21, CALIF, 


BUY THE BEST © © + 2a RA R ee oS 


























Every carton of 


CAPITOL 


PIPE FITTINGS 


jmeans extra profit 





— 


Packaged At No 
Extra Cost! 


You make an extra profit through 
easier handling and stacking to save 
space; reduced inventory losses; 
assured accurate count; complete 
product protection. 








COUPLINGS UNIONS REDI-BENDS 
we} : lz 
REDUCING DRIVE WELL-POINTS 
CAPS COUPLINGS HEX BUSHINGS PLUGS AND WELL SUPPLIES 
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COLUMBUS, OHIO 
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WHOLESALER 


CONTRACTOR 


Fair Price Campaign Moves Ahead 


$100.00 prize is offered for the best caption for this cartoon 


Your REACTION to the above 
cartoon, expressed in 15 words 
or less, may be worth $100.00 in 
cash. That’s the amount DomEs- 
Tic ENGINEERING is offering for 
the slogan that best describes 
the situation illustrated by the 
cartoon, which shows the three 
major branches of our industry 
“hanging” each other through 
unwarranted, unnecessary and 
unreasonable price cutting. 


You May Be Drawn In 
Nobody, of course, will recog- 
nize himself in this picture—but 
slowly and surely everyone will 
be drawn into it, unless measures 
are taken now to end unsound 


price practices. The contractor, 
wholesaler or manufacturer who, 
up to now, has refused to engage 
in price cutting will be affected, 
because more and more demands 
will be made upon him to make 
price concessions to meet those 
of his competitors. 


it's Profit Suicide 

Ultimately, if he gives in, and 
he almost has to, the price struc- 
ture will break down all along 
the line, and, as indicated by the 
cartoon, the three major ele- 
ments of distribution will commit 
profit suicide together. 

It is hoped that this method 
of emphasizing the seriousness 
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of the present situation will help 
to forestall the otherwise ines- 
capable conclusion. 

For the ten next best captions 
submitted, Domestic ENGINEER- 
ING will award a Remodeling 
Sales Kit (retail value, $15). 

Anyone in this industry 
eligible to compete in the con- 
test with the exception of em- 
ployes of Domestic ENGINEERING 
and their families. 


is 


Send Coupon Today 
The editors of Domestic En- 
GINEERING will act as judges and 
their decision will be final. In 
case of ties, duplicate prizes will 
(Please turn to top of next page) 

















(Continued from preceding page) 
be awarded to the winners. 

All you need do, is fill in the 
coupon below, writing your 
suggested caption in the space 
providec and send it to the 


tificate” (page 81). 
Name 


Address _......... 


eS 


“| don't know what 
happened, | was al- 
ways the lowest bid- 


der too!” 


RIGHT: This classic illustration 
has been used for several dec- 
ades to dramatize the fate of the 
contractor who frequently gets 
the job because he hasn't pro- 
vided for an adequate profit in 
his bid. The moral still applies 
today, especially to those who 
cut prices indiscriminantly just 
to build volume. 


Campaign for Fair Prices Moves Ahead ... continued 


Contest Editor, Domestic En- 
GINEERING Co., 1801 Prairie Ave., 
Chicago 16. This coupon is not 
an ordinary one. It is, rather, 
your key to fair prices at a rea- 
sonable profit for the goods and 


My slogan for the “Hanging” cartoon (shown on front cover and page 79) is: 


| am pledged to the maintenance of fair prices. Please send me the “Fair Price Cer- 


7} Please check. 


__ Company 


City & State _..... 


(Clip this coupon and send to Domestic Engineering, 1801 Prairie Ave., Chicago 16) 
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services you have to offer. 

All entries for the contest must 
be postmarked not later than Oc- 
tober 15, 1953. Announcement of 
the winners will be made in the 
November issue. 
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Here are the tools 
to help you get fair 
prices... 


You CAN sTART a Fair Price 
Campaign in your own town by 
sending for and utilizing the ad- 
vertising and public relations 
pieces shown above. These 
pieces, free to the readers of 
DomESTIC ENGINEERING, include 
(1) a certificate pledging your 
participation in the campaign to 
maintain fair prices and (2) five 
advertisements (three news- 
paper ads, one sales letter and 
one radio script) from the Re- 
modeling Sales Kit. 

In addition to the material on 
fair prices, the kit contains a 
wealth of additional promotional 
pieces specifically designed to 
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help you sell remodeling—over 
240 pieces in all. Readers can 
obtain the entire Kit for $15.00. 
which is less than cost. 

The fair price certificate is the 
newest in a long line of services 
available to the readers of this 
publication. It is designed for 
display in the store or office of 
those who wish to participate in 
the program. 

It may be obtained merely by 
filling in and mailing the coupon 
on page 80. 


How to Get Yours 
Since “fair prices” do not 
necessarily mean high prices, the 
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certificate assures fair prices to 
the consumer, too. This is indi- 
cated in the copy. 

Widespread use of the certifi- 
cate by contractors, wholesalers 
and manufacturers (and others) 
will represent the first concrete 
step in the drive to maintain fair 
prices for everyone in the plumb- 
ing and heating industry. 

The second step for those join- 
ing the fair price campaign is 
represented by Domestic ENGI- 
NEERING’S Remodeling Sales Kit. 

As typified by the three ads 


shown above, and the two others 


which will be given to contrac- 
(Please turn to top of page 83) 































Campaign for Fair Prices Moves Ahead 


ECKSTEIN 


COMPANY 


wHOLESALE pis TRIBUTORS 


HEATING, PLUMBIN 


G AND COOLING EQUIPMENT 


enue, "5S 
26 GALVESTON AV 
PITTSBURGH '2 PA 
rainFax 16300 


August ly, 1953 


Domestic Engineering F 


ue 
801 Prairie Aven 
Chicago 16, Tlinois 


attention: Mr. J+ Bs 


Gentlemen: 


Purnell, Managing Eai vor 


the August issue of J 


Your lead article ae entitled "Don't Be u 


magazine "Domestic 


't know how 
1 don than 


Engineering pa 
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PITTSBURGH WHOLESALER J. E. 
Eckstein believes the analogy ex- 
pressed in last month’s editorial 
applies to conditions that are 
creeping into our industry today. 
So applicable, in fact, that he 
plans to distribute 1500 reprints 
of the editorial to his regular 
customers (see letter above). 

The analogy is contained in 
this excerpt from the editorial: 
“Price cutting has become the 
siren song of a Lorelei, luring 
good men to the rocky coast of 
business oblivion.” 

Lorelei was the legendary lady 
who lured seafaring men to their 
doom on rocky coasts with her 
irresistable singing. This was 


be willing to pay 


ine credit for the ar- 


Yours truly ’ 





likened, in the editorial, to the 

lure of high volume and quick 

turnover through price cutting 
that has become prevalent in 
some segments of the industry. 

The editorial went on to point 
out that no one—contractor, 
wholesaler, manufacturer or con- 
sumer—benefits from price cut- 
ting. The following reasons were 
given: 

—The contractor does not bene- 
fit, because his profits diminish 
to the vanishing point as the 
price is scaled further and 
further down to meet a com- 
petitor’s offer. 

—The wholesaler doesn’t benefit, 
because he is frequently called 
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... continued 


Wholesaler Plans 
to alert 1500 


contractors to 
the hazards of 
price cutting 

by distributing 
the Siren Song!’ 


upon to become a party to this 

transaction. 

—The manufacturer doesn’t 
benefit, because he is placed in 
the same untenable position 
by the wholesaler, who must 
have further price relief to 
pass on to his customer. 

—The consumer doesn’t benefit, 
because he becomes the victim 
of slipshod installation and 
service methods or substitu- 
tion of inferior materials. 

The editorial, which went on 
to suggest methods that our in- 
dustry can follow to end the 
price squeeze, is available in re- 
print form to readers of this 
publication. 
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(Continued from page 81) 
tors enrolling in the program, 
much of the material in the kit is 
specifically designed to merchan- 
dise a fair price as well as the 
product or service itself. 

For example, copy for one of 
the ads reads as follows: ‘Most 
of the time you have to pay the 
higher price to get the lowest 
cost. . . . It’s sad but true and 
some of us, unfortunately, have 
to learn the hard way that 
‘there’s no such thing as a bar- 
gain.’ 

“That’s especially true of the 
things you buy for your home... 
plumbing, heating, appliances, 
air conditioning. 

“Yes, you can buy a new sink, 
a new refrigerator, a new laun- 
dry machine, boiler or furnace 
at ‘bargain prices,’ but what 
about installation, service and a 
dependable guarantee? 

“You won’t find any ‘bargain 
deals’ when you buy from us, but 
you will get the lowest cost over 
the years, because when you.add 
the costs and inconveniences of 
buying cheap merchandise to the 
original price, you'll be paying 
more in the long run!” 

Other ads, radio spots and di- 
rect mail letters also hit hard at 
the fair price theme. And the 
fair price theme is only one of 
the many tools provided in the 
remodeling sales kit. 

It is apparent, therefore, that 
the fair price program is closely 
allied with remodeling. In fact, 
in essence, it is the remodeling 
program. 

By using the Remodeling Sales 
Kit to stimulate modernization 
work, the contractor is putting 
himself in a position where he 
is relatively free of price pres- 
sures as compared with the high- 
ly competitive bidding in new 
construction. 

The contractor who merchan- 
dises modernization jobs at a 
fair price is relieved of the neces- 
sity for becoming involved in any 
price wars or cut-rate practices. 
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REMODELING 


is the door opener to 
a fair price! 





By Joun W. Beck 


West Allis, Wis., contractor. As told to a Domestic 
Engineering reporter 


PLUMBING AND HEATING CONTRACTORS, by and large, 
are entitled to a fair price because they feature 
quality products backed up by expert installation 
and dependable service. : 

Lately, however, it has been increasingly difficult 
to maintain a fair price, particularly on new con- 
struction work and store sales, where increased 
competititon is putting a squeeze on prices. 

As a result of this situation, we at Beck Plumbing 
have decided that the only door left open is in the 
remodeling field—and it certainly is a “door opener” 
to fair prices. It’s a wide open market, but it needs 
to be sold. In recent months, we have proved that 
it can be sold—and at a price that provides ade- 
quate margins for us and complete satisfaction to 
the customer. 


How Beck Plumbing Sells Remodeling 














_ When Beck Knocks... 


They Open 





the Door! 


Ir ONLY A HOME COULD TALK! 
John Beck, a sociable, energetic 
and highly imaginative contrac- 
tor in West Allis, Wis. believes 
YA cam and does by the way the 
family in it lives. 

A sspecialist in 
bathrooms and kitchens, Beck 
sells modernization by stressing 
to homemakers how planned 
plumbing and appliance installa- 


tions improve family life and 


increase the value of their homes. 


remodeling 


Beck's Technique 

His technique is a personalized 
approach that charms and wins 
the confidence of his customers 
from his very first contact 
through completion of a job. He 
is motivated by a sincere desire 
to make people happier in their 
homes. 

Beck, for example, will take 
a lead from one of his journey- 
men who has repaired a leaky 
faucet or clogged drain, and con- 
vert it into a complete remodel- 










ing job simply by inspiring a 
housewife with the possibilities 
of improving the appearance of 
the home, making her housework 
easier, and giving her more time 
to spend with her family and in 


social activities. 


Several Visits Needed 

But this is not accomplished 
in one visit. Beck may make as 
many as six or seven calls on a 
good prospect before he attempts 
to nai) down the sale. His initia) 
call is merely to get acquainted 
and size-up the potential remod- 
eling job. 

In subsequent calls, Beck’s 
easy skill at conversation paves 
the way to even better under- 
standing and establishes his com- 
pany as a reliable one to deal 
with. Since he likes to putter 
around the kitchen as a hobby, 
he might even spend one entire 
visit exchanging recipes or the 
price of groceries. Another time, 
he will discuss current events or 
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domestic affairs with the prospect. 


Meanwhile, he 
how the family lives and is “sel)- 


ing” himself and his company to 


is observing 


the customer. [n his preliminary 
interviews, he has usually justi- 


fied plumbing and appliance 
prices, labor costs, the impor- 
tance of proper plumbing and 
has focused the prospect’s atten- 
tion on the benefits his services 
can bring to her home. 

One of Beck’s most successful 
methods for impressing a pros- 
pect with the importance of 
plumbing is to demonstrate it as 
the method by which a house 
breathes, drawing an analogy be- 
tween the plumbing system of a 
home and the human anatomy. 


Compares Home with Person 


He compares venting’ with 
breathing, clogged drains with 
head colds, overflowing drains 
with stomach disorders, and 
water supply and waste lines 
with veins and arteries. 
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AT LEFT: John Beck is shown being welcomed into the 89-year old 
home of Mrs. Warren, whom he inspired to remodel kitchen and bath. 


After hearing this dramatic 
presentation, one housewife in- 
sisted on complete new piping 
from the interior of the house 
to the city main. 

Another approach Beck uses 
successfully is to expound his 
theory that a home should have 
a personality of its own. He dem- 
onstrates how it should reflect 
the tastes, character and ambi- 
tions of its occupants; and that 
it should serve the family and 


not vice versa. 


Her Bomestic Engineer 


On the basis of this theory, one 
prospect was sold on remodeling 
her 89-year-old home and, in 
fact, was so fascinated that she 
began writing a book on the 
whole job and, as she cal!s Beck, 
her domestic engineer. 

These are two examples of how 
Beck’s attempts to just set the 
stage actually sold remodeling 
jobs. Moreover, his policy creates 
a favorable climate for future 


85 


ousewives in West Allis, Wis. are spreading 
» word that a home isn’t a home until John 
Beck, owner of Beck Plumbing and Appliance 
‘Company, has given it his stamp of approval... 





Door-Openers by Beck 









@ First of all, approach a prospect in 


a friendly, social spirit. It makes it 
easier to get acquainted and ar- 


rive at a mutual understanding. 










@ Show a personal interest in the 
home and the prospect. Know who 
and what you are dealing with be- 
fore you sell. 










@ Impress the prospect with the val- 
ue of her home. This creates a 
favorable climate for discussing 






modernization. 





®@ Demonstrate to the prospect what 
remodeling will do to make living 
more worthwhile. It helps build 
confidence. 








® Convince the prospect that you are 


motivated by a sincere desire to 
be of service. Helpful people are 







always welcome. 





@ Keep the door open by maintaining 
personal contact with the prospect. 













the prospect’s own kitchen or 
bathroom and encourages her to 
talk about what she would like 
to have or what she doesn’t like 
about it. 


business and a steady customer. 

Placing his relationship with 
a prospect on a friendly basis in 
this way, Beck is able to pro- 
ceed with a minimum of sales 
resistance. When ‘he reaches ‘his 
point, during a visit, he will di- 


rect conversation explicitly to 


Then he will make suggestions 
on what could be done. He might 


even demonstrate how moving 


BASE OF OPERATIONS: The Beck store, located on a busy thoroughfare, 


serves notice to all in his trading area that he is in a good business—for good. 
It is kept open on Monday and Friday evenings for convenience of shoppers. 

































How 


Beck 
Sells 


Remodeling... 


.. + continued 


the refrigerator next to the range 
or having cabinets above the sink 
will save her energy and speed 
up her work, or how an auto- 
matic dishwasher would fit into 
the kitchen, or how tile would 
make the bathroom easier to 
keep clean, or how a second bath- 
room downstairs would save 
wear and tear on the stairs and 
eliminate family quarrels in the 
morning. 

Often moved by his own in- 
spiring ideas, he will begin 
sketching plans right on the spot 
and estimating what work would 
be involved. While the prospect 
is enthusiastic about the potenti- 
als of remodeling, Beck suggests 
that the family think it over. He 
does not try to rush the sale, but 
he does keep it from getting cold. 


A Flare for Chivairy 

A day or two later he will 
phone the prospect and say, for 
example, “Mrs..... , this is John 
Beck. I'd like you to take a look 
at some automatic dishwashers 
here at the store. I can pick you 
up in an hour, are you still 
interested?” 

With a flare for chivalry, he 
will whisk the prospect off to his 
showroom where she can not 
only see several models of dish- 
washers, but actually operate 
them herself. There, also, he or 
Mrs. Beck can demonstrate the 





INSPIRATION: Beck _ starts 

the ball rolling with a series 
& of personal calls to sell him- 

self, his firm and the remodel- 
ing idea. After inspiring his prospect 
to action, he proceeds to estimate work 
to be done. He illustrates, demon- 
strates and dramatizes his suggestions 
and how they will improve the home 
and make family living more comfort- 
able and enjoyable. Meanwhile he 
holds the interest of the prospect 
by showing his personal concern. 





CHIVALRY: Sir Galahad had 
3 nothing on Beck, who whisks 

his prospect off to his show- 

room in a convertible after 
making an appointment by phone. 
He continues to motivate the prospect 
by presenting the idea of remodeling 
as a special event in her life, there- 
by taking it out of the category of an 
ordinary sale. He extends every cour- 
tesy and etiquette of Arthur’s Court, 
paving the way to mutual understand- 
ing and the eventual remodeling sale. 





SHOWMANSHIP:Beck’s showroom is a palace stocked with treasures 

2 for a modern home. Here he has the prospect look over his lines of 
appliances and fixtures. At this time, he is able to demonstrate them 

and have the prospect operate them herself. Beck, meanwhile, ob- 

serves her tastes in styles, colors and brands. Further discussion of how the 
equipment will fit into her modernization plans leads to the sales wind-up. 
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‘PLUMBING & APPLIANCE CO. | 
ay upbing Contractors for All Types of Work, New and Old 


es es y 
Crvetylling ix HOTPOINT Yypliance J 


« RANGES 

« REFRIGERATORS 

+ FREEZERS 

« WASHERS 

+ 'RONERS 

» ORYERS 

» DISHWASHERS 

« ELECTRIC HEATERS 
« GAS HEATERS 
TELEVISION 


PHowe GREENFIELD 6-2746 


om 
13290 SOUTH 70TH STREET 


WEST ALLIS 14, WIS. 





BUSINESS BUILDER: An attractive letterhead assures 
Beck of prominent firm and store identification as both a 
plumbing and appliance dealer. In addition to listing a 








REALITY: A final estimate of the job is delivered 
by Beck in person; he never mails it. He explains 
his estimate item by item as his prospect sees an 
idea become a reality before her eyes—in dollars 
and cents. Beck then draws the sale to a close by giving 
the prospect a free hand to choose a financing plan 
which suits her situation best, making his own sug- 


complete line of appliances, it indicates clearly that he 
handles both new construction and remodeling work. The 
letterhead has been instrumental in building prestige. 





+ 


estate agents to get leads on more remodeling pros- 
pects. He is often called upon to show buyers 
through the home and show them improvements 
that have either already been made or could be made in 
the plumbing or with the addition of appliances. Beck 
has done a great deal to impress realtors with the fact that 


5) MORE PROSPECTS: Beck works closely with real 











gestions when requested. 


advantage of having a unit in 
the home. 

He takes this opportunity, al- 
so, to show the prospect sales 
literature and catalogs so that 
she can select the type of equip- 
men she prefers and get an idea 
of her tastes in styles, colors, 
brand, etc. 

Beck will make perhaps one 
more call to get the green light 
on the sale. This time he makes 
an appointment for a time when 


His personal touch, there- 
fore, is carried right through the sale. Beck has 


pre-conditioned the prospect step by step to the 
point where the sale has become an accepted fact. 


the husband is home. In the 
meantime, he has put the plan 
into final shape and has his com- 
plete estimate ready on the basis 
of previous conversations. Beck 
always presents the estimate in 
person; he never mails it. This 
is when he closes the sale offi- 
cially. 

What Beck has actually done 
is to pre-condition the prospect 
step-by-step to the point where 
the sale is an accepted fact. He 
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remodeling increases property value and, therefore, is a 
good selling point for old homes on the market. He also 
explains to new buyers how home remodeling will pay 
dividends on their investment in comfort and,resale value. 


has done it first by selling him- 
self, second by selling the idea, 
third by selling the possibilities, 
fourth by selling the service and 
glamor behind the idea, and fifth 
by selling the reality itself—in 
dollars and cents. This is the es- 
sence of Beck’s formula. 

But his personal touch doesn’t 
end there. Once the job is under- 
way, Beck stops by to check the 
progress every day and to see 

(Please turn to top of page 228) 
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Take the ICE out of Price! 


If your customers freeze up when you mention the price, here’s 
how to melt their buying resistance and get the order 











A BEDSIDE MANNER for cush- 
ioning some unpleasant news 
about health isn’t a monopoly of 
the medical profession. 

The plumbing and _ heating 
contractor can also soften news 
about another unpleasant but 
inevitable subject . . . price. And 
to soften the effects of price, 
several merchandising-wise con- 
tractors we interviewed recently 
have found a successful “bedside 
manner.” 

The technique seems to be 
summed up in the phrase—“Take 
the ice out of price.” 

It didn’t take long for these 


plumbing contractors to realize 
that it’s a delicate business oper- 
ation to remove money from a 
customer’s pocketbook. It’s an 
operation that requires the skill 
and subtlety of a surgeon who 
doesn’t remind the patient of the 
pains and inconvenience of an 
operation, but rather of the long- 
term benefits that result. 

“Only three-fifths of the word 
price is made up of ‘ice’,” a Mil- 
waukee contractor told us, “but 
to hear some salesmen introduce 
it, you’d think the word was all 
ice—ice that freezes the custom- 
er’s veins and drops selling pos- 
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sibilities to absolute zero.” 

The importance of price is in- 
dicated by a recent survey for 
the book “Store Salesmanship,” 
by Briscoe, Griffith and Robin- 
son. The survey showed that 70 
to 75 per cent of all objections 
raised relate directly or indi- 
rectly to price. 

Yet some salesmen, the sur- 
vey found, abruptly introduce 
price with— 

“This will cost you $295 .. .” 

“You'll have to pay...” 

Or even the hammer-like, 
“This is expensive .. .” 

The survey figures also show 
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that only three-fifths of the per- 
sons objecting to price actually 
feel the price unreasonable. Ob- 
jections are raised only because 
the salesman has _ introduced 
price before value is understood. 
Once the customer learns what 
an air conditioner or new heat- 
ing unit means in terms of com- 
fort, saving and efficiency, the 
price will be overshadowed. 


A flat, “this will cost you $295” 
builds up price in the customer’s 
mind, not the desirability of the 
product. So do the other direct 
approaches quoted above. 

As far as, “this is expensive” 
—well, that is up to the customer 
to decide, not the salesman. 
What may be expensive for one 
customer may be inexpensive to 
another, unless he is told bluntly 


that even the seller thinks it’s 
high priced. 

A Detroit contractor has found 
some subtle approaches to the 
subject. For instance, “This air 
conditioning unit brings you 
fresh, cool air even in sultry 
weather, and completely in- 
stalled it costs only .. .”, is the 
way he introduces price to his 


(Please turn to center of page 255) 


End the customer freeze-up with these Dos and Don'ts... 








DO overshadow price with value. Benefits brought to a 
customer by plumbing and heating products outweigh the 














a cost. In quoting price, always preface it with a value building \° 3) A b= 
adjective, such as: “This quick recovery water heater, guar- ——, | 
anteed for ten years, is only .. .” se, i MAH 

















DON'T drop price on your customer like a bombshell. Saying, 
“This is going to cost you...” is an explosive statement 
that wipes out all desirable features making the product 
worth the price. All that’s left in the customer’s mind is the 
false picture of his blasted bank account. 








DO break down price into “painless” monthly, or even daily, 
payments. “Only $25 a month” is easier to swallow than a 
flat “This is $300.” In addition, bite-sized payments are the 
means used by most consumers in their buying and makes 
price more understandable in relation to family budgets. 














s in- 
- for 
7 / DON'T dodge price. Customers may think you’ve got some- 
bin- thing to hide. And the expression, “This is expensive” is even 
t 70 a greater bobble. The customer has a right to know price. 
ions But there’s no reason for the salesman to make the customer’s 
ndi- decision on whether the price is expensive. 
sur- 
uce 
DO play down price. The sparing and sincere use of “only” 
lessens the impact of price that follows. But beware of over- 
ke, use that lessens the word’s punch. Also omit the words 
“dollars” and “cents” in quoting price .. . the plain “Ninety- 
say nine ninety-five” makes a price softer on the customer’s ear. 
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Unit heater manufacturers team up to write an 
application story that will give you... 


HELP 

















FOR YOUR INDUSTRIAL HEATING | 








THE VERSATILE Nature of the 
modern unit heater is well illus- 
trated in a new, twelve-page bul- 
letin of photographs which shows 
a wide scope of commercial, in- 
stitutional and industrial heating 
installations. Unusual spot-heat- 
ing applications are also in- 
cluded. 

Copies of the bulletin may be 
obtained by writing to the In- 
dustrial Unit Heater Assn., 2159 
Guardian Building, Detroit, and 
asking for Bulletin 14. 


The bulletin is designed to 
graphically assist the contractor 
in solving heating problems by 
illustrating solutions where com- 
fort, economy and floor-saving 
have been accomplished. The 
ease of re-arranging a unit heat- 
er system to meet changed con- 
ditions is also apparent. 


The bulletin points out that 
today a large variety of unit 
heaters are available for contrac- 
tors to solve not only the usual, 
but the difficult and specialized 
heating problems in restaurants, 
shops, stores, offices, factory 
buildings, institutions and many 
other structures in the commer- 
cial and industrial fields. 


A Refresher Course in Unit Heater Applications 





Versutility: 


Evidence of the versatility of unit 
heaters can be seen in several re- 
cent applications. A Wisconsin 
manufacturer of farm machinery, 
for example, has five large-size 
unit heaters installed in paint dry- 
ing ovens to provide air circulation, 
ventilation air and heat for a 
streamlined, continuous paint dry- 
ing operation. 

An entirely different application 
of the same model unit is found in 
a St. Louis department store which 
has two large double doorways 


Make Up Air Systems: 


The unit heater has annother ap- 
plication especially well-suited to 
serve industry: its use as a make up 
air system. In many factories, an 
exhaust system is necessary to col- 
lect and remove heat, dust, smoke, 
gases or fumes which result from 
manufacturing processes. The effect 
of the exhaust system is to draw air 
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serving as entryways. The chilling 
drafts formerly encountered when 
these doors were frequently opened 
in the wintertime are no longer a 
problem, thanks to a pair of unit 
heaters mounted on the center col- 
umns, one opposite each doorway, 
which direct a continuous flow of 
heated air to offset the large heat 
loss. 


Unit heaters, therefore, are capa- 
ble of space heating, spot heating 
or process work, making them a 
highly efficient solution to many 
commercial, institutional and in- 
dustrial heating problems. 


from all parts of the plant thus pro- 
ducing a partial vacuum within the 
building. This vacuum causes air 
outside to flow inward wherever it 
can find an entrance. 


The infiltration of outside air 
caused by an exhaust system may 
be insufficient to maintain efficient 
exhaust action or may cause exces- 
sive drafts of cold air, so provision 
should be made for supplying the 
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FREE: This booklet is available without 
charge to heating contractors from the In- 
dustrial Unit Heater Assn. Address in article 
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heat and air that is lost through 
the exhaust system. The unit heater 
can be used as the make up air sys- 
tem in such situations. 


Adaptability: 


As can be seen from their many 
applications in process work and 
spot heating, unit heaters are easily 
adapted to suit the layout of the 
building or plant. Very often they 
are installed overhead where they 
do not interfere with machinery, 
cranes or transportation equipment 
in the working spaces. They may 
also be recessed into walls or placed 
in adjoining spaces with short ducts 
connecting them with the area to 
be heated. 

Planning for the future is vitally 
important, and again the adapt- 
ability of the unit heater makes it 
a good choice for many applications. 
With a unit heater system, new ar- 
rangements to meet new conditions 
can be made swiftly and easily. 


Compact Design: 


Space requirements for the unit 
heater are very small. Usually, the 





units can be placed in areas that 
cannot be utilized for other pur- 
poses, thereby leaving valuable 
floor space free. 

This compactness of the unit heat- 
er serves well in a modern Ohio 
foundry. The efficient layout of con- 
veyor systems, hoppers, cranes and 
other equipment took up most of 
the available space. The compact 
unit heaters, therefore, were 
mounted high in the monitor of the 
roof where they are not only out of 
the way of the conveyor equipment, 
but are also used to distribute the 
warm air that collects high in the 
monitor. 


Economy: 


There is economy both in the ini- 
tial cost and the operating cost of a 
unit heater installation. Because 
the unit heater is such a compact 
heating unit, the initial cost is usu- 
ally quite small. Installation can be 
accomplished quickly and easily, 
representing another economy. With 
the unit heater, the forced delivery 
of air placed where it is needed, 
means a minimum heat loss in the 
transfer of heat to the rooms, and 
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this in the long run means a con- 
siderable economy in fuel costs. 
One Pennsylvania manufacturer 
who remodeled his heating system 
found that unit heaters maintained 
more comfortable temperature lev- 
els on a lower Btu output than his 
worn-out system — resulting in a 
26.8 percent saving in fuel bills. 


Efficient control of temperature 
levels is another advantage of the 
unit heater, which heats rapidly 
from a cold start and is designed for 
a quick response to changes in the 
outside temperature. 

One application where the unit 
heater’s dependability in maintain- 
ing temperature levels has proved 
valuable is in a mirror-silvering 
plant in Illinois. Since the degree 
of precipitation of silver depends in 
a large part on the room tempera- 
ture, a constant temperature level 
must be maintained to produce the 
proper thickness of silver on the 
mirrors. Unit heaters installed in 
the mirror-silvering room at this 
plant are able to keep the room 
temperature at a constant 75 de- 
grees regardless of outside weather. 




















says 
Desmond 


He takes the mystery out of zone controls by maintaining 5 different 
temperatures in his own building. The result: More control sales 


“OnE oF THE Best Ways of 
selling zoned-controlled heat is 
by having such an installation in 
your own place of business,” 
says Joe Desmond. He’s man- 
ager of the J. F. Skramusky Es- 
tate Plumbing and Heating of 
Lancaster, Pennsylvania. “By 
having a zoned-controlled heat- 
ing unit in actual operation, cus- 


tomers can be more quickly told 
and shown the many conven- 
iences that zoned heating sys- 
tems offer.” 

The J. F. Skramusky Estate 


‘has compiled an enviable record 


of zoned-controlled heating in- 
stallations in the Lancaster area. 
The company believes that this 
type of heating is the next logical 
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step after installing heating in a 
customer's home. As more people 
become acquainted with zoned- 
controlled heating, the firm is 
finding that this business is ex- 
panding on its own. 

“While we do not advertise 
zoned-controlled heating as 
such,” says Desmond, “we pro- 
mote it actively to prospects who 











































































respond to our regular heating 
advertisements. Frequently, we 
have found that where a prospect 
is not completely sold on ‘just a 
heating system,’ the zoned-con- 
trol angle is the factor which sells 
the job.” 

As a rule, most prospects think 
of heating in terms of the entire 
area in which they live or work. 
But when they are told about 
zoned-controlled heating, of how 
individual apartments, rooms, or 
areas may be heated at various 
temperatures, they take more of 
an interest in the subject. 

For example, the company has 
been doing an excellent job of 
selling heating to business firms. 
As a rule, they answer a call 
regarding a heating problem at 
the prospect’s place of business. 
The prospect may call them in 
the first place because he is in- 
terested in a better heating unit. 
When that is the case, he usually 
calls in the contractor, questions 
him, and tries to get the best 
price for the unit. 


Price Becomes Secondary 

“We have found that one of 
the best ways of beating cut-rate 
competition as far as heating in- 
stallations are concerned,” says 
Desmond, “is by promoting the 
zoned-controlled system. When 
we promote zoned - controlled 
heating to a prospect they be- 
come interested to the point that 
price becomes secondary. And 
when they know that we can do 
a good job for them exactly as 
we have outlined it, we usually 
sew up that job without further 
ado,” 

This aggressive plumbing and 
heating firm has a zoned-con- 
trolled system installed in its 
own store. The system supplies 
heat for five separate areas. 
These include a basement dis- 
play area, the main floor display 
room, the general offices, and 

(Please turn to center of page 239) 
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DIFFERENT TEMPERATURES for five separate areas, including a 
basement display room, main floor display room, general offices, shop, 
and upstairs apartment, are supplied by the zoned-controlled heating 
system installed in its own place of business by the J. F. Skramusky 
Estate Plumbing and Heating of Lancaster, Pa. The store shown above 
provides an attractive setting for the firm to show heating prospects 
how a zoned-controlled system works. 





AREA CUTOFFS are explained by Joe Desmond, manager, to a 
prospect visiting the Skramusky store. He points out how thermostats 
located in the various areas signal more or less heat as desired and 
activate the necessary controls to assure the exact temperature re- 
quired in any given area or room. “Showing prospects how it works is 
the easiest way to sell zoned-controlled heating,” says Desmond. 
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ABOVE AND BEYOND accidental 
contact is the radiant heater de- 
signed for bathroom installation by 
NuTone. Heat is supplied seconds 
after the unit is switched on. 





SMALL FRY: Two children try on TWO OUTSTANDING FEATURES 
Whirlpool’s compact, 37-in. automatic to prevent overflow in Viking’s de- 
washer for size. The “midget” wash- humidifier are an automatic switch 
er meets premium space require- and a neon light that flashes a 
ments and holds a full 8-lb. load. ‘warning when the pan is_ full. 


Picture Paragraphs 





BON VOYAGE: These three girls found a seaworthy craft 
in a bathtub made of a special plastic developed by Owens- 
Corning Fiberglas. The standard-size tub weighs 17 lbs. 





FIRING UP: Ellen Connell, 57, janitress at Cambridge, 
Mass. schools, works hard to keep room temperatures 
above 50 degrees. At last report, contractors were be- 
sieging the school board with remodeling suggestions. 





CARRYING THE BALL with their father, Edgar, the 
six Ashburn brothers have a wholesale firm that oc- 
cupies one-and-a-half acres in Culver City, Calif. The 
Ashburn Supply Co. serves the Southern Cali- 
fornia territory with a complete heating and cooling line. 
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T'S THE LAW! 


You can avoid costly litigation and unnec- 
essary misunderstandings by reviewing some 
of these common legal problems that have 
faced plumbing and heating contractors ... 





ITEM: Law Upholds Contractor's 
Claim to a Fair Price 

WHEN A PROPERTY OWNER objects to paying a 
contractor’s bill on the grounds that the amount 
is “excessive,” a court will usually uphold the 
contractor’s claim to a fair price. A situation of 
this nature developed recently which demon- 
strates the viewpoint of the court. 

A contractor was called in to make extensive 
repairs and replacements to both plumbing and 
heating. He submitted a bill for $475.72, which 
the property owner contended was an excessive 
amount for services rendered and avoided pay- 
ment. The contractor followed the correct legal 
procedure by filing a mechanic’s lien against real 
property for the amount of his bill. 

After reviewing the facts of the case, the com- 
mission ruled that the contractor was entitled to 
a fair profit and approved the validity of the lien. 
On appeal of the property owner, however, a 
lower court reduced the judgment by $200, which 
was denied by the higher court. The higher court 
upheld its ruling and reprimanded the lower court 
for its unjust and arbitrary action. 


ITEM: Court Rules Handyman 
Threatens Public Welfare 
THE HANDYMAN ENGAGED in plumbing business 
is still a threat to the public welfare, the trade and 
its standards in many communities. Ineffective 
State law restricting activities of the handyman 
can be as unsatisfactory as no law at all. 
One example of a weak state law is the recent 





case against a handyman who had been carrying 
on a practice in a town with severe sanitation 
problems requiring the skill of an experienced 
master plumber. The county plumbing inspector’s 
only recourse under the law was to fine him when- 
ever he was reported. But the handyman con- 
tinued to operate. 

Finally, the inspector resorted to court action 
and sought an injunction to prevent the handy- 
man from practicing. The handyman maintained 
that he could only be fined under the law. Realiz- 
ing that the state law made no provision for en- 
forcement, but only penalized the violator, the 
court upheld the injunction. 

At last report, contractors in this state were 
attempting to eliminate the handyman menace by 
advocating a stronger state law and stressing the 
hazards of illegal plumbing in appearances before 
local and state legislative bodies. 


ITEM: Contractor Substitutes Fixtures 
to Complete Job on Schedule 

THERE HAVE BEEN CASES when a contractor finds 
it difficult to complete the terms of a contract and 
is compelled to make decisions which jeopardize 
his rights under the contract. Under certain con- 
ditions a contractor may expect the full price. 

A customer called in a contractor recently to 
modernize the bathroom in a home he had bought. 
In order to meet the time limit set forth in the 
contract, the contractor substituted different fix- 
(Please turn to top of page 144) 














Case Study of a $3000 Kitchen Remodeling! 


PSYCHOLOGY: The secret of getting pros- 
pects to “sell themselves” on remodeling their 
kitchen is to let them participate in the pre- 
liminary planning, says salesman Lou Fisher. 
As shown in the photo, he selects the longest 
wall in the room and asks tic lady of the 
house or her husband to hold one end of the 
measuring tape. They are soon asking ques- 
tions and making suggestions. With this bit of 
psychology, the prospect forgets she is being 
sold, and sells herself. 


































...well Almost! 


wears off. But not so at Hamm’s. 

, It’s used more, not less, than the 
day the installers put away their 
tools and called the job finished.” 
The vivid $1800 working dis- 






















Lou FIsHer is a curly-headed, 
low-pitched salesman who, along 
with his fellows at L. M. Hamm’s, 
has campaigned long and strong- 
ly for built-in kitchens—com- 
plete. 

The Hamm technique, as per- 
sonified by Lou Fisher, is so 
smooth, so sure, that it’s a case 
history in selling. 

The technique begins with 
Hamm’s ultra-modern, highly 
stylized showroom kitchen in 
Alhambra, Calif., a live affair 
which features such newities as 








play, with its powder blue range, 


the ice-maker refrigerator, built- lavender cabinets and_ sink 
















in range, fume exhaust, electric 
sink, cabinets (with “Lazy Su- 
san” built-in corners) and For- 
mica-topped sink and working 
area. 

A few years ago when Hamm's 
installed its live kitchen at a cost 
of about $1800, there was some 
doubt that it would pay its own 
way. 

“Plenty of showrooms have 
live kitchens,” Fisher says, “but 
too often they gradually fall into 
semidisuse, once the newness 


sta nd, blue-speckled Formica 
and checked bluish-purple wall- 
paper, set off against a_ black 
linoleun: floor, acts as a “come- 
hither” to lookers. 

Once the “lookers” step into 
the store for a demonstration, the 
technicolored live kitchen holds 
their attention, while a unique 
and highly workable sales plan 
unfolds. 

Let’s follow Lou Fisher on a 
typical program which ended in 
a $3000 kitchen installation, a 
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sale which all but paid the in- 
stallation cost of the display. 

The sale began, oddly enough, 
when a man came in, admired 
the live kitchen display and ad- 
mitted that he had a disposer 
unit which needed installing. As 
a matter of fact, the disposer had 
been lying in his garage, crated, 
for a number of months, He just 
had never gotten around to hav- 
ing it installed. 

Lou Fisher called at the home, 
called purposely when both hus- 
band and wife were in. He did 
some preliminary measuring, 
enough to satisfy himself that in- 
stallation of the disposer would 
be fairly routine, then he led off 
with a simple question, yet one 
which was to result in a $3000 
sale. 


“Would You Mind..." 


“Would you mind,” asked 
Fisher, “if I took some measure- 
ments and suggested a complete 
kitchen remodeling?” 

The customers agreed, but they 
were skeptical, although a com- 
plete kitchen was in order. At 
this point Fisher launched into 
a proven technique which has 
nailed down more than one 
kitchen remodeling. He invited 
both husband and wife to help 
him do the measuring. 


He Begins With a Wall 

“T make sure,” he admits, “that 
I begin with a wall that’s too long 
for one guy to handle. I need 
help, so I ask for it. And pretty 
soon I’ve drawn the customers 
into the act. They’re helping 
me. More important, as we meas- 
ure, we talk. Pretty soon they’re 
enthusiastic. They’re part of the 
building project. They’re sell- 
ing themselves, although very 
likely they don’t realize it.” 

As Fisher revealed his tech- 
nique—which begins with that 
live showroom kitchen — his 
methods fell into an obvious pat- 
tern, a pattern worth analyzing. 
To measure and figure a major 


(Please turn to center of next page) 


The Hamm Technique ,..a Gase History in Selling! 





£ 





FIRST APPROACH: When a prospect accepts an invitation to visit the 
company’s showroom, the Hamm selling technique really gets under way. 
Chief selling prop is the model kitchen, completely outfitted with operat- 
ing displays of virtually every appliance—as well as the latest in built-in 
conveniences, In the photo, Lou Fisher is shown talking with a prospect. 





“LAZY SUSAN” frequently catches 
the prospect’s eye. Given this opening, 
Lou Fisher bases his sales pitch on 
the advantages of this convenience. 





AN OPERATING DISPLAY featuring 
an automatic dishwasher is a sure traf- 
fic-stopper or conversation-opener in 
selling the complete job, says Fisher. 





AT THE DRAWING BOARD, Fisher 
uses convenient dimension tables in 
drawing uv plans for the prospect. 
Plans are then sent to subs for bids. 
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THE PLANS ARE DONE and Fisher 
calls for an appointment at the pros- 
pects’ home when both husbanil and 
wife will be present to examine them. 


. +» continued 








The Hamm $3000 
Kitchen... 


1—(8225) Base scribing filler 
2—(8229) Wall scribing filler 
1—(8087) 2 door base cabinet 
2—(8112) 1 door wall cabinet 
3—(8114) 2 door wall cabinet 
1—(8226) Base scribing filler 
1—(8511) Air control cabinet 
1—(8084) 2 door base cabinet 
5—(8206) Wall finishing end panel 
1—(8205) Wall finishing end panel 
1—(8103) 2 door wall cabinet 
1—(8093) 3 drawer base cabinet 
1—(8111) 1 door wall cabinet 
1—(8098) Revolving cabinet 
1—(8121) Wall corner cabinet 
1—(8042) Sink front 

2—(8084) 2 door base cabinet 
1—(8116) 2 door wall cabinet 
1—(8202) End closing panel 
1—Tray storage 

1—48” x 323%” steel sash 






























(Continued from page 97) 
kitchen remodeling takes time, 
perhaps an hour and a half. Dur- 
ing this time, Fisher and his po- 
tential customers are planning, 
measuring, figuring where walls 
must be pulled, where cabinets 
will go. The process requires 
that he haul out some folders on 
various models of cabinets, and 
the sales line is complete. Pretty 
soon his “helpers” are suggesting 











STUDY IN MOODS: The 
wife is delighted, the hus- 
band thoughtful as, in a 
“remodeling mood,” they 
view the finished plans for 
their new kitchen. Fisher 
has all plans drawn exact- 
ly to scale, as shown be- 
low. A legend accom- 
panying the plan indicates 
each unit of the proposed 
job by name, dimension 
and catalog number. (P.S. 
They bought the kitchen.) 
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an extension of the formica, or 
window sashes, or perhaps that 
electric fume vent over the range. 

Getting customers to become 
“helpers” in measuring their 
own kitchen area has additional 
meaning for the salesman. It 
gives him opportunity, infor- 
mally, to feel out his clients, to 
get all their ideas together. More- 
over, when prospects participate, 
they soon come to realize the 
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great amount of time which the 
salesman is devoting, purely on 
speculation. They appreciate the 
work he’s putting in, and while 
they may shop around price- 
wise, they still feel a certain al- 
legiance to the guy they’re come 
to know in that informal plan- 
ning session in their own kitchen. 

There’s another feature of cus- 
tomer participation. When a 


(Please turn to top of page 249) 

























































You 
a Proposal ! 


(Continued from August issue) 


ONE OF THE MOST IMPORTANT factors in the 
Gustafson remodeling program, described in last 
month’s article, is the proposal booklet in which 
the homeowner is shown appealing combina- 
tions of bathroom accessories, fixtures, cabinets 
and wall and floor tile. A few piping diagrams 
are included so the customer can comprehend 
the work that is involved when rearrangements 
of fixture piping must be done. With a few dia- 
grams it is easy for the home owner to under- 
stand that a completely modernized bathroom 
means cutting into the floors, walls and running 
additional piping. 

Included in the portfolio is a typical job speci- 
fication and this is shown to the prospect. 

On the initial call, De Lancey also uses a bath- 
room estimate form (reproduced on page 94, 
August issue) covering labor and material fur- 
nished by the Gustafson firm and that of all 
subcontractors involved. The prospective cus- 
tomers are always impressed by the explanation 
that each remodeling job is handled with the same 
attention to small details usually devoted only 
to high-cost custom homebuilding and estimated 


Before! She'll Say Yes... 


EDITOR’S NOTE: This article con- 
tinues from last month (see August 
issue, p. 92) the story of a successful 
remodeling program launched by T. 
D. Gustafson & Company, a leading 
plumbing and heating firm in Min- 
neapolis. This second article tells how 
Arch De Lancey, who masterminds 
the remodeling program, makes effec- 
tive use of a proposal booklet to sell 







with the same exacting care as a big commercial 

job or public building. At this time De Lancey 

tries to get a return appointment with both 

husband and wife so that he can present a per- 
(Please turn to top of page 237) 


What Makes a Good Proposal: 


e A plan drawn to scale, showing the proposed 
modernization in complete detail. 





@ Several pages of descriptive literature show- 
ing fixtures and accessories in full-color. 


@ Specification sheets for each of the various 
fixtures, including a photo and dimensions 
of each model. 


@ A wide selection of wall tile, floor covering 
and wall paper samples for the prospect to 
choose from. 


@ A complete contract, giving all details of 
work to be done, designed to make it easy 
for the prospect to sign on the dotted line. 
























MANAGEMENT TIPS: 





How Are You Fixed for 


If you can’t answer the questions, read this 


timely report on the special significance of 


working capital to your business today 


Money IS GETTING “TIGHT.” It 
is harder to borrow, and interest 
rates are going up. Because of 
these factors, and because of the 
possibility of an economic slow- 
down during the next year, 
which has been forecast in some 
quarters, the plumbing and 
heating contractor should ma- 
neuver his business so that he 
can carry on largely with his own 
funds, for he may have trouble 
getting working capital on the 
outside. 

Some contractors pay no at- 
tention to their working capital 
at all, some do not know how to 
figure it, and others think that 
cash in the bank is working 
capital. However, it is not. 


In Time of Peace, Prepare... 


Whether those who predict a 
slowdown are right or wrong, 
the contractor will be well ad- 
vised to prepare for a U-turn, if 
it does come, by keeping work- 
ing capital in good shape. To 
meet this possible situation, the 
contractor must first of all know 
how to figure his working capi- 


tal and what yardsticks to use as 
measurements of its adequacy. 
The following information will 
help him. 

Current liabilities deducted 
from current assets is working 
capital. If the current assets 
(cash, accounts receivable and 
inventory) total $10,000, and the 
current liabilities (bills and 
short-term loans payable) total 
$4,000, the working capital is 
$6,000. Short-term loans are pay- 
able within a year. 


How Much Working Capital? 


It is a general rule that work- 
ing capital should equal the cur- 
rent debt, giving what is called 
a current ratio of 2 to 1. This 
gives the contractor $2 in cur- 
rent assets for every $1 in cur- 
rent debt, or $1 in “free” cur- 
rent assets for each dollar of cur- 
rent debt, so that he has enough 
financial leeway to cover the 
deadwood in the current assets— 
such as bad debts, slow-paying 
accounts, loss on inventory due 
to damage, errors, theft, etc., or 
an unforeseen outlay of size, 
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called an extraordinary expense. 
Obviously, the contractor who 
maintains current assets only 
slightly in excess of current lia- 
bilities is in a weak condition 
if a large portion of these assets 
are receivables and inventory 
and there is a stoppage of ade- 
quate or customary income from 
these sources. Some business- 
men are in this predicament now, 
due to substantial investments 
in inventory and heavier sales 
to more and more credit cus- 
tomers. During the past few 
years they have increased their 
customary inventory “carry” 
with no relative increase in 
working capital, or they have in- 
creased their receivables in the 
same way. If a contractor’s books 
show sizeable increases in the 
inventory investment and re- 
ceivables over the average fig- 
ures of a few years ago, his work- 
ing capital should show a pro- 
portionate increase or his finan- 
cial control is off the beam. 


What a Survey Showed 


From a recent survey of busi- 
ness figures in this field, it was 
revealed that many contractors 
are operating on a 1.5 to 1 cur- 
rent ratio or less, sometimes as 
low as 1 to 1. If business dips, 
they have too little for safety. 

Today, the contractor should 








try 








try to build up to a ratio of 2.5 to 
1, or $2,500 of current assets to 
$1,000 in current liabilities. How- 
ever, there are no fixed ratios. 
The amount of working capital 
carried depends upon the indi- 





without 
financial strain, his “seed money” 
should be satisfactory, but he 


vidual business, its operating Ng 


and financial set-up and, of 
course, the ability of its man- 
agement. 


Time Sales Are a Factor 


One contractor may need a 
bigger ratio than 2.5 to 1, another 
may get by safely with a current 
ratio of 2 to 1. If the contractor 
has a sizable volume on receiv- 
ables, he will need more working 
capital than the contractor who 
has a smaller volume. 

If he sells on a time payment 
basis, and finances his own paper, 
he will need $6,500 in working 
capital to finance installment 
sales of $1,000 per month on a 
12-month basis. Because there 
are numerous variables of this 
type, a precise yardstick for all 
to follow in measuring working 
capital adequacy cannot be es- 
tablished. It can be said, how- 
ever, depending upon business 
requirements, that current ratios 
should range from a low of 2 to 1 
to a high of 3 to 1. 

A general measurement of 
working capital adequacy is how 
the bills are paid. If the con- 





may drop with no corresponding 
decrease in overhead expense. 
Some contractors are treading 
on “thin ice” today, and this is 
in keeping with the nation-wide 
trend. Plant and equipment 
spending, high operating costs 
and shrinking margins because 
increasing costs can no longer 
be passed on to the consumer, 
are draining off more and more 
working capital in all business 


fields. 


The National Picture 

Today, the national figures 
show that businessmen have 
only 67 cents in working capi- 
tal for every 98 cents they had 
three years ago, or a decrease 
of 35 percent. This is too low 
for comfort. In some cases, busi- 
nessmen have increased their 
working capital over prior pe- 
riods, but when the essets are 
analyzed, they are heavily load- 
ed with accounts receivable and 
inventories. Despite a good cur- 
rent ratio, this is an unhealthy 
financial condition at this time. 
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Some businessmen have too 
little cash in the bank to cope 
with a down-beat in business 
activity. At such a time, receiv- 
ables are harder to collect and 
merchandise is harder to sell. A 
high current ratio is not as safe 
as it looks unless receivables are 
collected on the due date and 
a good stockturn is achieved at 
satisfactory margins. 


Try These Figures 


In general, the following ra- 
tios on current assets are rea- 
sonably safe in this field: 


Cash on hand ...... 25 percent 
Receivables ........ 35 percent 
Inventories ........ 40 percent 
Current assets ....100 percent 


If anyone’s ratios differ from 
this, he may still be on the safe 
side, but it will pay him to keep 
his eyes open so they don’t get 
out of line. 

The turnover of working capi- 
tal is another guide to its ade- 
quacy. This is the ratio of net 
sales to working capital. It gives 
the contractor an idea of the 
normal relation of working capi- 
tal to sales. The higher the turn- 
over of working capital, the bet- 
ter use the contractor is making 
of this liquidity. 

As sales go up, the working 

(Please turn to top of page 252) 





BASEBOARD HEATING 


| Design and Installation Techniques 

















A 15-MINUTE COLOR AND SOUND MOVIE that shows the latest 
technique for installing non-ferrous hot water baseboard is 
i the result of a joint effort by a plumbing and heating con- 
| tractor, an association and a manufacturer. 

The star of the movie is Neil Kelly, journeyman steam- 
fitter for Johnson Brothers Plumbing and Heating Co. of St. 





Louis Park, a Minneapolis suburb. Johnson Brothers and the ' TWO: 
Minneapolis Heating Contractors Assn. provided technical ONE: Neil Kelly, journeyman steam- of -” 
fitter, begins the job by carrying manu 


advice for the film, which was made for and is available in packaged sections of baseboard. 
from the Trane Company of La Crosse, Wis. 


The movie describes each installation step in detail, to 
aid contractors in completing jobs faster. Typical photos 
from the film are shown at right. 

At press time, contractors also were offered a new base- 
board heating catalog and consumer folder by Warren Web- 
ster Company of Camden, N. J., to assist them in sales and 
installation. This will be reviewed in the October issue, 
and forthcoming issues will show installation details for cast 
iron baseboard systems not covered in the photos at right. 


RECOMMENDED CONTROL SYSTEMS for the baseboard heating 
unit featured in the movie are shown below. The diagram at left 
illustrates one method of control with gas or oil-fired systems. The 
anticipating type room thermostat starts the oil or gas burner when 
heat is called for. The high limit control is in series with the burner. 
It will cut off the burner if the boiler temperature exceeds a pre-set 
maximum water temperature (about 210F). The circulator is started 
by the aquastat when boiler water temperature reaches about 100F. 





The diagram at right shows a typical baseboard control system when FIVE: Coupling and heating coils are : coil 
domestic hot water is provided by the boiler. Other systems will be prepared for sweating. The _ front ; 
, : % : giver 
described and illustrated in forthcoming issues. panel has been snapped off of the back. 
4 
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TWO: The film advises careful use THREE: The tools used for baseboard FOUR: After risers are brought up 
of instruction manuals provided by installation are illustrated. This and end caps attached, valve and 
manufacturers with their systems. right angle drill is for riser holes. vent receivers are set as shown here 





SIX: Methods of cutting cabinet and SEVEN: Excess fins are removed from EIGHT: The coil is then hung, joiner 


coil Lengths to fit specifications the heating coil with snips, after pieces snapped on, and the cabinet 
given in the plans are shown also. coil has been cut to cabinet length. secured by tightening stud screws. 


NINE: Before joints are sweated, fins TEN: Front panels are snapped into ELEVEN: Johnson Bros. Plumbing and 
are shimmed out from the cabinet with place flush with back panel joints. Heating provided the star and serv- 
cardboard, assuring expansion room. Corner and end pieces then snap on. ed as advisor during the filming. 
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table operation that has 
plumbing in 1,500 home 


JOHN E. HIGGINS, Chicate, plumbing contractor, plans the time- 
wilted in the efficient installation of 
the Scottsdale project. He learned 







the value of pre-fabricationjand power tools in the Navy CB’s. 





A Macic Worp is one of the 
secrets of a Chicago plumbing 
contractor currently winding up 
a mass housing development 
of 1,500 homes on the city’s 
southwest side. 

“Pre-fab,” to John E. Higgins, 
is what “abbracadabra” was to 
Arabian sorcerers. It’s a famil- 
iar word to the building trades, 
but Higgins gives it special in- 
flections and meanings of his 
own. 

The result of Higgins’ pre-fab 
techniques can be seen in the 
Scottsdale development begun 
on a former airport site in Sep- 
tember, 1950. For the past three 
years, Higgins has been working 
his mass plumbing skills on some 
500 homes a year. The homes are 
in the $14,000 price range and 
consist of five rooms, brick and 
frame construction. In most 


cases, they’re basementless with 
crawl space of about three feet 
under wooden floor joists. 
Higgins moved into this proj- 
ect with a business operated 
since 1900 by his father. But the 
firm’s experience was entirely 
in residential remodeling and 
repair work. Higgins’ World 
War II experience in the Navy’s 
CB’s helped to prepare him for 


When you've completed 
several thousand plumbing 
installations in highly 
competitive housing proj- 
ects, you learn a lot 
about cutting costs and 


speeding installations .. 


of a Project 


the big task ahead. He had 
learned in service the secrets of 
pre-fabrication and the working 
tempo that produces quality in- 
stallations fast and inexpen- 
sively. 

His first step was to set the 
rhythm for his specialized crews 
and to get a knowledge of the 
requirements for each style 
home. Higgins figures he lost 





SCOTTSDALE, a Chicago sub-division, is a community of 1,500 homes 
in which Higgins has proved his mass plumbing techniques. The homes 
are five room brick and frame construction in the $14,000 price ranges. 
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money on this “Operation Gui- 
nea Pig” on about the first five 
homes. But once the pilot homes 
were in perfect working order, 
the rest followed a pattern. 

In Higgins’ operation, all steel 
pipe and soil pipe is delivered 
to the firm’s warehouse in the 
project area where it is pre- 
fabricated according to the de- 
veloped pattern. It is then 
trucked to the job where a 
minimum of inserting and caulk- 
ing is required. 

For example, the fixture as- 
sembly of waste and vent fit- 
tings are caulked into a single 
unit and the vent stack is pre- 
fabricated in advance. When 
roughing-in crews enter a new 
section of the project they have 
only one four-inch joint to caulk 
on the job. This is where the 


Plumber... 


vent stack is extended above the 
vent fitting. 

Higgins estimates that by pre- 
cise attention to the smallest 
detail and by his pre-fabrication 
schedule he has reduced rough- 
ing in time by almost 25 per 
cent. 

From his CB training, Higgins 
also learned that pre-fab magic 
needs the assistance of modern 
machines and power tools. Pipe 
jacks are employed to drive holes 
under surfaces of streets too val- 
uable for transportation of sup- 
ply to tear up. A tractor is used 
to pull the pre-fabricated lead 
water service under the street. 
The tractor, of course, also does 
double duty on fill-in jobs. All 
underground work is handled by 
trenching machines and diggers. 

One of Higgins’ major inno- 

(Please turn to center of next page) 
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SECRET: Pre-fab is the magic word... 





PRE-FABRICATION of supply, waste and vent assemblies is done in 
an on-the-job shop to save time. The units are then combined to 
make a complete roughing-in assembly with only one four-inch joint 
to caulk on the job. 


TIME-SAVED by pre-fabrication and exact scheduling of materials 
amount to an estimated 25 percent. Delivery of completely assembled 
packets of fixture trim to each dwelling saves time of the 
journeymen and speeds up crews assigned to fixture setting. 





SELLING the economic advantages of mass plumbing installa- 
tion is an important part of the building contractor’s message to 
prospects. Higgins’ display helps prospects in _ understanding. 
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Secrets of a Project Plumber . . . continued 
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SECRET: Dig a little, push a little, pull a little... 











POWER MACHINES are an important supplement to Higgins’ pre-fabrication methods. Trenchers are used for all un- 
derground work. However, when digging up streets on the project becomes impractical, Higgins utilizes a pipe pusher 
(above left) to get under the street without disturbing transportation arteries. A rope from the lead service line 
(above right) is extended through the hole dug by the pipe jack and tied to a tractor. The tractor then pulls the serv- 
ice pipe through the hole to the water main where it is connected. The next job for the tractor is filling in. Higgins 
times his operations so that all power machines and tools can be concentrated where most needed as a time saver. 











vations in project plumbing is 
his distribution of material. 

Higgins allows no piles of ma- 
terial to be scattered about the 
project where they might be sub- 
ject to pilferage or vandalism. 
He orders only one week’s sup- 
ply of material from a whole- 
saler, and installs all the items 
before the weekend, the most 
dangerous period for damage or 
loss. 

The wholesaler delivers the 
ordered items directly to the 
street where installations will 
proceed during the week. Two 
of Higgins’ men unload the fix- 
tures at each home site. Higgins 
finds that this system eliminates 


large stock piles that must be 
re-handled by high-priced labor. 

The contractor calculates he 
is money ahead when he pays 
the wholesaler for job-site de- 
livery of fixtures as contrasted 
to buying in carload quantities 
which entail both warehousing 
and re-handling. 

And by taking job-site deliv- 
eries, any damages can be de- 
tected immediately, and replace- 
ment responsibility settled with 
little difficulty. 

By dividing material orders be- 
tween two or three wholesalers, 
Higgins is assured of an uninter- 
rupted supply without having to 
purchase large quantities which 
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require heavy investment for 
carrying the big inventory on 
the job site. 

Higgins’ crew of about 20 jour- 
neymen plumbers and two or 
three helpers move into each job 
as a specialized squad. Work on 
each type of installation is the 
responsibility of one or two 
workers under the supervision 
of the job superintendent. A 
clock-work type operation, Hig- 
gins has found, results from gen- 
erally assigning work on a man- 
to-job basis. 

Higgins, who has handled the 
entire operation without merger 
or assistance from other firms, 
also has worked his mass plumb- 
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SECRET: Stock when you need it... 





STOCKPILING is kept to a minimum by Higgins. Pre- 





SECRET: Leave a calling card 











A REMINDER to the homeowner of the man who knows 





fabricated pipe assemblies are stored in an on-the-job 
warehouse until ready for installation. Plumbing fixr- 
tures are delivered to each house by the wholesaler on a 
week-to-week basis. This eliminates the danger of 
pilferage or vandalism over the weekend, Higgins says. 


the most about their plumbing is placed on each job. 
Higgins puts a decal with his address and phone number 
on the kitchen cabinets he installs. With 1,500 young 
families, the need for additional equipment in Scottsdale 
can mean many future jobs, Higgins believes. 








ing skill in the Scottsdale sew- 
erage system, designed by the 
City of Chicago department of 
sewers. 

After the sub-division was 
plotted, the city installed water 
mains, from which Higgins took 
over. A city crew makes water 
main taps at each house and the 
Higgins crew installs one-inch 
lead water services from street 
to residence. 

The housing project itself is 
nearing completion and it’s es- 
timated that by next spring all 
available lots will be filled. How- 
ever, a leasing arrangement on 
a large business project in the 
area is now being completed. It’s 


estimated this will be a $2,500,000 
project that will be initiated after 
the first of 1954. 

Higgins’ legerdemain in help- 
ing erect a huge family commu- 
nity where prairie once stood is 
coming to a close only as far as 
new building is concerned. His 
men have placed an advertising 
decal on the kitchen cabinet of 
each new home to remind home- 
owners of the man who knows 
the most about their plumbing. 

The decal gives Higgins’ ad- 
dress and telephone number, and 
although the project is only 
three years old a considerable 
amount of additional business 
has already come Higgins’ way. 
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His inside knowledge of water 
supply and sewerage in Scotts- 
dale makes him the dogical con- 
tractor to inherit maintenance 
work and to serve the expanding 
needs of the young couples mak- 
ing up Scottsdale. 

It isn’t unreasonable to expect 
John Higgins to have a founda- 
tion in Scottsdale for many more 
profitable sales to this 1,500 home 
project—sales for the next three 
decades if he chooses. 

Higgins feels Scottsdale even 
now is a great opportunity for 
his firm. But the big secret of 
this project plumber is huge jobs 
handled with the modern effi- 


ciency of the machine age. 




















ONE—What Every Contractor Should 
Know About Burglars 

“WHY SHOULD I worry about burglars .. . our 
shop has plenty of good burglary insurance!” 

That plumbing and heating contractor was in- 
dulging in a mighty false sense of security. Burg- 
lary insurance is a nice thing to have as it will 
minimize the financial pain at the time of the 
thugs’ operations. 

But it’s far from enough. No burglary insurance 
policy ever written can immediately replace for 
next day’s use vital materials, supplies or tools 
that may be stolen or damaged when the shop 
was broken into. And no policy can compensate 
for valuable and irreplaceable records which may 
be destroyed while the breaking and entry spe- 
cialist is at work. 

There’s just one good way to be safe insofar as 
burglaries are concerned .. . prevent them... 
or make it so difficult for the culprit to succeed 
that he will leave the shop alone. 


Problems of the Small Shop 
In most instances, larger shops have highly ef- 
fective burglar proof systems which have all but 
eliminated the problem for them. When we do 
read of such large shops being burglarized it in- 
variably turns out to have been an “inside job.” 
But not so the small shop . . . even in our field. 






Hardly a day goes by in any metropolitan area 
wherein more than one such small shop has been 
burglarized by professional cracksmen or broken 
into by vandals. The victims are so selected be- 
cause all of those on the wrong side of the law 
know that they are the easiest “touches.” 

Absolute protection is very difficult to obtain 
but it is not at all hard to reduce the odds of 
suffering loss by practice of a few very simple and 
also very inexpensive precautions. These will 
deter the great majority of burglars either as they 
“case” or look over our shop for a possible job or 
at the time they try to make an entry. 


Suggested Precautions 

Our first defense is in protecting the most com- 
mon avenues of access to the inside. Thousands 
and thousands of case records show that the burg- 
lar follows a very set pattern and that over 95 
percent of the burglaries committed against small 
shops follow definite and familiar patterns. These 
are: 

(a) By forcing windows and doors, (b) hiding 
in the building at closing time, (c) removing pin 
hinges and unhinging doors, (d) breaking off pad- 
locks with heavy tools, (e) picking locks or 
latches. Steel bars make it a lot more difficult to 
force a window or door, particularly at basement 
or floor level. They will deter almost every nor- 
mal burglar. The wired alarm systems aso have 
considerable merit and many a crook has admit- 
ted to police he left alone such a wired shop .. . 
the risk was too great. 

Providing lights at windows and doors also has 
considerable merit, and one should make certain 
they are burning all through the night. Police 
prowl cars who see such lights out know some- 
thing is wrong so burglars hesitate to knock them 
out and naturally they are none too eager to work 
under such a light. 

Many a shop entry is made through lack of 

(Please turn to top of page 110) 
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TWO—Special Event Sales 
Pay Off 2 Ways 

BIRTHDAYS ARE WONDERFUL TIMES for everyone 
from early childhood days even into grandfather 
years. No person’s birthday would be complete 
without presents and a party even if only one 
other individual should be on hand. 

Stores can have birthdays and birthday parties 
too, with customers bringing them extra pur- 
chases as presents and receiving special values 
in return. No plumbing and heating contractor 
who operates a store should let one go by with- 
out a party or “sale,” whichever it may be la- 
beled. There’s something about special events 
that attract customers whether the anniversary 
being celebrated be the first or the one hun- 
dredth. It’s a selling opportunity that should 
not be neglected. 

To be successful the event must be more than 
just another sale. The values and specials offered 
will have much more attraction if everything 
possible is done to exploit the birthday atmos- 
phere. No professor has come up with an ex- 


THREE—A 10-Point Checklist to Help You 
Get Along—Profitably—with Your 
Competitors 


“THE Way To Get ALonc with your competitor 
is to cut his throat so often he’ll be unable to put 
up a fight!” 

“We get along with the competition by operat- 
ing under the golden rule and furnishing such a 
good example they see the light and do likewise!” 

The two statements above represent extremes 
given us by many plumbing and heating contrac- 
tors with whom we have talked. There’s a lot of 
in-between ground strewn with broken bank ac- 
counts and tattered business cards. Competition 
is never gentle; it has to be rugged. And time has 
proven that the more of it we have the better busi- 
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planation yet, but most merchandising men feel 
that everyone enjoys his own birthday parties 
so much that he cannot decline an invitation to 
attend one. 

For this reason, the more birthday atmosphere 
that can be injected into the event, the better 
will be the sales response received. In para- 
graphs to follow are some of the methods used 
by many successful firms to stage these birth- 
day parties. All can be used with any birthday 
from one to a hundred. 

One of the biggest attractions is an original 
birthday cake of good size and special design. 
A reproduction of the store building is a favor- 
ite; generally a special arrangement can be made 
with a specialty baker to be on hand to serve 
the first customers to attend the party. It’s ex- 
cellent advertising for both the store and for 
the baker if he happens to have a well known 
personality. 

Such a cake, if unusual in design, is always 
a magnet in attracting both men and women. 

(Please turn to center of page 110) 


ness men we usually become. ; 

Getting along with one’s competition is no easy 
task; sometimes we contribute far more sour notes 
to the discord than is realized. In our eagerness 
to find evidence of malpractice among competition 
we sometimes let the disease get a toe-hold right 
in our own business. 

How can competitors in this industry work to- 
gether for their common good and individual pros- 
perity? What can be done about the fellow who 
is continually stepping off the deep end and 
threatening the well-established business of our 
industry ? 

One thing emerges sharp and clear—contractors 
make a lot more profit with less effort when all of 
them sincerely try to work together. It pays to 

(Please turn to center of page 112) 























What Every Contractor Should Know 
About Burglars 
(Continued from page 108) 

maintenance by the shop management on windows 
and doors. Rusty and ancient fastenings are easy 
to force. Solid and well maintained doors and win- 
dows are difficult to break through. Regular in- 
spection should be made of all such windows and 
doors with such protection kept uppermost in 
mind at the time. 

Eliminating certain windows which are hidden 
from the street and difficult to watch is another 
good procedure. In the past every possible win- 
dow was needed for light. Today modern lighting 
makes it possible to obtain a lot better lighting 
through artificial means. It’s good protection 
against burglary, therefore, to brick up all such 
shop windows. 

Carelessness is also a prime cause of losses 
through burglary. Keys left carelessly in locks 
are just inviting someone to “pull a job.” Keeping 
keys in places where anyone, employees or visi- 
tors alike, can get at them is also unwise. 

It’s wise also to hammer the ends of outside pin 
hinges flat so that they can’t be removed and to 
file down the screw heads on door locks so that 
it will be impossible for them to be worked loose 
by a quick twist of a small screw driver. 


Periodic check ups of the entire shop by local 














LES KNOWLES | 





“I sure had a busy day at the office today!” 


police officials is also standard procedure with 
many firms, and police officials are happy to make 
such an inspection. Some insurance companies 
who write burglarly insurance have inspectors of 
their own who will make very good recommenda- 
tions after such an inspection. 

Inspection by some outsider regularly is an ex- 
cellent idea for this individual can quickly spot 


dangerous situations which may be overlooked. 

Entry through one’s roof should also be con- 
sidered, and where the shop is so located that roof 
entry is possible every precaution against an easy 
admittance through this avenue should be taken. 
Many a shop makes itself 100 percent burglar 
proof below the roof level but leaves itself com- 
pletely vulnerable at the roof. 

Making certain roofs are in top condition of 
repair, that vents are steel-bar protected, that 
trap doors or other means of entry are sturdy and 
well locked, is wise procedure. 

As mentioned above, many a burglary is com- 
mitted through the criminal hiding in the building 
before it is locked up for the night. It should be 
routine for every employee so concerned to make 
certain that this does not happen. One good way is 
to check visitors in and out, with or without their 
knowledge, and the checker then making sure all 
who came in actually went out before going home 
for the evening. 

Good locks of modern design and construction 
are also of value; it costs little to replace the old 
and outmoded ones which any professional burg- 
lar can break with ease. The few dollars such re- 
placement costs will be money mighty well spent. 


Special Event Sales Pay Off 2-Ways 


(Continued from page 109) 
It should receive generous space in birthday sale 
advertising as well as the invitation to come 
and share in the store’s big birthday cake. The 
extra advertising value more than offsets the 
cost of making the cake. 

The advertising copy treatment offers many 
different approaches. Many stores have found 
it particularly effective to use the “birthday pres- 
ent” idea which is presented with such lines as 
these: “We’re having a birthday party — why 
not give your home a present of this new bath- 
room,’ and continuing with many and varied 
listings along the same theme. 

One store uses specially printed price cards 
for merchandise. They are die cut in the form 
of a birthday cake with the cake outline printed 
in pink and “Our 10th Birthday Special Price” 
in black. The birthday association idea, since it 
is so well implanted in every customer’s mind, 
should not be neglected in any advertising. 

If the store sponsors a live local program over 
radio or television, the most valuable feature 
it can have as an attraction for the birthday 
party sale will be an actual party on opening 
night with these entertainers present and a 
broadcast or telecast of this event direct from 

(Please turn to top of page 112) 
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(Continued from bottom of page 110) 
sulted when he persuaded these entertainers to 
act as hosts during the whole three-day birth- 
day party event. Thousands of people who other- 
wise would not have come to the store, went 
out of their way to do so just to meet these stars 
in person, 

Even though a program is not sponsored reg- 
ularly, arrangements can be made with a local 
station to put on a one time show and have the 
well known local stars of that station on hand. 

Regular customers of the store should never 
be forgotten when plans are being made for the 
birthday party sale. The small cost of having 
special “invitations” made up for the event and 
mailing them to everyone on the customer list 
will pay dividends. Some stores have found it 
very much worth while to send out invitations 
for a special regular customer party the evening 
before the big event is open to the public with 
refreshments and first chance to buy at birth- 
day party special prices, Where this has been 
done, it usually produced very worth while re- 
sults in actual sales as well as a means of build- 
ing additional good will among the old reliable 
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“After this, you tell the big guys no credit!” 
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customers who have made the business birthday 
possible. 

One store built considerable additional inter- 
est by giving merchandise credit certificates to 
anyone whose birthday fell on the same date. 
Another gave prizes to people whose number 
of birthdays corresponded to that of the firm. 
In both cases it’s a good idea to require pres- 
entation of birth certificates as authentification. 
Follow up ads can run pictures of these people 
“who are celebrating their birthday with us” or 
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the pictures can be put in a display at the store 
to serve as an additiona] teaser with which to 
pull crowds. 

Many contest ideas have been used in con- 
junction with birthday party sale events and 
serve as an excellent method of building up 
interest in advance of the sale. These can be 
based on themes like “The birthday present I’d 
like most,” “The birthday I'll never forget,” etc. 
Winner announcements are reserved for the 
day or night which has been set as the number 
one spot of the sale whether it be the first or 
last night. 

Another store had everyone who attended the 
birthday party sale event register for door prizes. 
One space on the registration blank called for 
the date of that person’s own birthday. These 
cards were made up into a record book with 
listings of names by birth dates and a few days 
before each person’s own birthday, they were 
sent an individually typed form letter over the 
store owner’s signature thanking them for hav- 
ing wished the firm “well” on its birthday and 
returning the same expression of good will to 
them. A birthday present from the store was 
enclosed, a special five per cent discount certifi- 
cate registered in the person’s name and good 
only during the month of that particular per- 
son’s birth. The birthday card or letter in itself 
can be used without the certificate to good effect, 
however. 

Whatever methods are used, the important 
thing is to give the event as much of the “flavor” 
of a birthday party as possible in order to fully 
exploit this birthday party interest on the part 
of all. 


A 10-Point Check-List 

; (Continued from page 109) 

recognize that fellow down the street as being 
human after all. 

“I never realized my main competitor was a 
decent guy until our wives got acquainted,” one 
contractor told us not long ago. “That led to 
dinners and card games and trips together. We 
got to know each other personally and mutual 
respect for one another resulted. We're still tough 
business competitors but we’re also the best of 
friends.” 

There’s an important point here. It belongs at 
the head of a list of ten steps any contractor can 
follow toward working to advantage with his com- 
petition. 

(1) Get to know competitors personally—a 
trade problem can always be worked out between 
friends, is difficult to handle between strangers. 

(2) Ask him for advice; don’t sek him out to 

(Please turn to top of page 207) 
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LAUREL STREET SCHOOL 


Rome, New York 






STARRETT & VAN VLECK and REGINALD E. MARSH: Associate Archi- 
tects, New York City; F, D, RICH COMPANY: General Contractor, 
Stamford, Conn.; HAROLD G. RICE: Supervising Engineer, Rome, New 
York; A. J. ECKERT CO,: Plumbing Contractor, Albany, New York; H. J. 
BRANDELES CORP.: Heating Contractor, Utica, New York. 


















WHY REVERE COPPER WATER TUBE 
1S PREFERRED BY— 


Architects, Builders, Plumbing & Heating Contractors 
EASY TO BEND 


Saves Time 
Revere Copper Water Tube 
is easy to bend. Soft temper 
can be bent by hand to meet 
installation conditions. 















In public buildings such as this, that are built to last, again 
and again you'll find that in the vital spots copper invariably 
gets the call over other metals. 

There are valid reasons for this. Not another metal or 
alloy has all of the desirable construction characteristics 
of copper. 

Just check the features of Revere Copper Water Tube out- 
lined in the panel at the right. No wonder there was no 















HANDY LENGTHS 
Save Fittings... Labor 
Revere Copper Water Tube 4 
comes in straight lengths of © 
20’ in hard and soft tempers. 
60’ coils of soft temper re- 











hesitation or question when nearly 4 miles of Revere Cop- oe aulides ; 

per Water Tube was written into the Laurel Street School porn es salam 

specifications oe plymbing, heating, refrigeration and tem- SOLDER OR 
perature control lines. And contractors prefer Revere Cop- 

per Water Tube because it is not only readily handled and at <nschh aa 
worked, but they know they can trust copper to guard their Save Metal 
reputation for quality work. Sizes of tube used in the ect si h 

Laurel Street School ranged from 1/2 inch to 4 inches. prrdbve coe that 


Keep out of trouble with copper. Specify Revere Copper 
Water Tube for radiant panel heating, hot and cold water 
lines, underground service lines, air conditioning: and 
processing lines, and waste stack and vent lines. See the 
Revere Distributor nearest you today. And, if you have tech- 
nical problems, he will put you in touch with Revere’s Tech- 
nical Advisory Service. 


REVERE 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N.Y. 
ee ee e 
Mills: Baltimore, Md.; Chicago and Clinton, I/l.; Detroit, Mich.; 
Los Angeles and Riverside, Calif,; New Bedford, Mass.; Rome, N. ¥.— 
Scles Offices in Principal Cities, Distributors Everywhere. 


SEE REVERE’S “MEET THE PRESS” ON NBC TELEVISION, SUNDAYS 











Water Tube with solder fit- 
tings. Compression fittings can 
also be used. No threading 
is necessary with either type 
fitting. Wall thickness of tube 
used can thus be less than for 
threaded pipe. 








NON-RUSTING 
pipee lly clogs 
as shown in drawing at top 
right. Non-rustable Revere 
Copper Water Tube suffers 
no loss of flow or pressure 
as shown at bottom right. 
No allowance in pipe size 
need be made for rust ac- 
cumulation with Revere Cop- 
per Water Tube. 


. 5) 















































Names in the News 





(Continued from page 37) 
the eastern district and Frank Do- 
herty as sales representative for the 
Washington, D. C., district. 


Dayton Pump & Mfg. Co., Dayton, 
Ohio—F. G. Hickey as district sales 
representative for Ohio, northern West 
Virginia and western Pennsylvania. 


Combustion Control Corp., Boston— 
J. M. Englisby as eastern regional sales 
manager. 


Perfection Stove Co., Cleveland — 
Marc Resek as vice president in charge 
of research; W. H. Haag as vice presi- 
dent of manufacturing, engineering 
and purchasing and W. M. Day as 
head of the engineering department. 


Jackson and Church Co., Saginaw, 
Mich.—Hal Bales as sales representa- 
tive in North and South Carolina. 


The Black & Decker Mfg. Co., Tow- 
son, Md.—J. F. Apsey, Jr., as market- 
ing manager; G. R. French as adver- 
tising manager and R. A. McGrain as 
sales promotion manager. 





F. W. Legler 


J. F. Apsey, Jr. 


Waterman-Waterbury Co., Minne- 
apolis—F. W. Legler, manager of the 
New England division, also as a vice 
president. 


The Trane Co., La Crosse, Wis.—C. 
W. Larson as a member of the products 
engineering department and A. J. 
Hackl as manager of the Dallas, Texas, 
sales office. 


The Gene Brown Organization, San 
Antonio, Texas—C. J. Wolfer as heat- 
ing and air conditioning sales engineer 
for the Houston trade area. 

Hajoca Corp., Philadelphia—Jerome 
Tieger as heating and cooling engineer. 

Remington Air Conditioning, Divi- 
sion of Remington Corp., Auburn, N. Y. 
—F. R. Schultz as production control 
supervisor, W. G. Adair as sales rep- 
resentative and C. M. Ebersole as field 
service representative in the south 
central states. 

Century Engineering Corp., Cedar 
Rapids, lowa—E. W. Johnson as sales 
manager of the eastern Iowa district. 


Sterling, Inc., Milwaukee—Bernard 
Alexander as sales manager. 


The National Radiator Co., Johns- 
town, Pa—L. L. Hotsenpiller as vice 








president of manufacturing and H. W. 
Rush as manager of the Washington, 
D. C., sales office. 


Bell & Gossett Co., Morton Grove, 
Ill—L. L. Arbuckle as representative 
in southern Alabama, western Florida 
and lower eastern Mississippi. 





C. W. Farrar 


W. A. Case & Son Mfg. Co., Buffalo, 
N. Y.—Jack Higinbotham as assistant 
to the president and C. W. Farrar as 
administrative officer for advertising 
and sales promotion. 


Jay R. Smith Mfg. Co., Union, N. J.— 
Clyde Stark as sales representative for 
chair carriers, drains and grease inter- 
ceptors in Utah, and Bill Wright as 
representative in Colorado and Wy- 
oming. 


Coyne & Delany Co., Brooklyn— 
Olesko & Fisher as representative for 
flush valves in Vermont and eastern 
New York. 


Bush Mfg. Co., West Hartford, Conn. 
—V. W. Smith as production manager; 
G. J. Finck as New York City district 
manager with R. L. Disbrow, Hugo 
Basch and A. H. Randall as sales rep- 
resentatives; L. J. Traney and G. T. 
Davis as sales engineers in the Phila- 
delphia district; G. A. Herman, Jr., as 
manufacturer’s agent for the Roches- 
ter-Syracuse, N. Y., area and R. G. 
Dinham Co., as manufacturer’s agent 
for the Minnesota, North and South 
Dakota and western Wisconsin area. 


J. Higinbotham 





G. A. Herman, Jr. G. P. Hough 


A, O. Smith Corp., Permaglas-Heat- 
ing Div., Kankakee, I1l—G. P. Hough, 
assistant to the president, also as 
chairman of the Permaglas operating 
committee; W. W. Stake as assistant 
general sales manager; K. E. Lofgren 
as sales promotion manager; W. T. 
Halket as sales manager in the north- 
east district, W. A. Dunn in the East, 
Wendell Fields, Jr., Southeast, Ken- 
neth O’Gorman, east central, H. N. 
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Johnson, mid-Atlantic, G. C. Spratt, 
Midwest, L. H. Hoelter, north central, 
R. J. Ulvestad, central, J. W. Burleson, 
Southwest and H. L. Bilsborough, 
western. Liquefied Gas Products Div., 
Houston, Texas—L. W. Hanson as sales 
representative for south and central 
Texas, Frank Row as southern re- 
gional manager and J. P. Parker as 
northern regional manager. 


Wessels Co., Detroit—Mike A. Boyle 
Co., St. Louis as representative for 
eastern Missouri, southern Illinois, 
western Kentucky and Evansville, Ind. 


Richmond Metal Mfg. Corp., Phila- 
delphia—E. C. Hoeflich as sales and 
advertising manager and Daniel Bader 
as contact representative for home and 
apartment builders in the Philadelphia 
area. 


Plumbingware Mfg. Co., Chicago— 
Max Rothenberg Co. of Long Island 
City, N. Y., as sales representative in 
metropolitan New York, lower New 
York state and New Jersey. 


General Controls Co., Glendale, 
Calif—D. P. Shafer as manager of the 
Columbus, Ohio, branch office. 


Swedish Crucible Steel Co., Detroit— 
J. W. Holian Associates as New York 
representative. 





J. W. Holian G. F. Deer 


U. S. Machine Div., Stewart-Warner 
Corp., Lebanon, Ind—G. F. Deer as 
regional sales supervisor of the west- 
ern Winkler heating equipment divi- 
sion. South Wind Div., Indianapolis— 
W. W. Pace as adverti-i-z manager. 


United States Air Conditioning 
Corp., Minneapolis—Norman S. Wright 
& Co., as manufacturer’s representa- 
tive in the San Francisco, Portland, 
Ore., and Seattle areas. 


Crane Co., Chicago—F. B. Streyck- 
mans as assistant director of public 
relations; W. I. Bates as manager of 
the Oshkosh, Wis., branch; R. A. Buck- 
man as manager of the Waukegan, 
Ill., branch and A. E. Bennett as presi- 
dent and a board member of the Tren- 
ton Potteries Co. subsidiary in Tren- 
ton, N. J. 


United States Radiator Corp., De- 
troit—E. M. Swartz as vice president 
in charge of manufacturing in the steel 
division. 

International Heater Co., Utica, N.Y. 
—A. R. Mavis as sales representative 

(Please turn to top of page 116) 





September 








@ Retail 
Goul 


PACKA 
as illust 
PUMP-T 
unit, 

WELL Fi 
—or me 
GOULD 
_ O-Matic 


PRICED 
top vol 





er 
aS 
t- 


4 
it 


i 


Q 1 


~ it = 





September, 1953 DOMESTIC ENGINEERING 


@ Retains all outstanding features of the famous 
GOULDS " acai 


PACKAGED UNIT...completely assembled pumping unit 

as illustrated, with 34H.P., 3500 R.P.M. capacitor motor. 
a 

PUMP-TO-TANK FITTINGS packed in carton with pumping 

unit. 

WELL FITTINGS for Twin or Single Pipe Systems included 

—or may. be ordered separately. 

GOULDS QUALITY DESIGN ...has all famous Goulds Jet- 

O-Matic features for top performance. 

PRICED TO SELL... top value for your customers means 

top volume for you! 








\ 
Cou WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED GOULDS PUMPS INC., 
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Here it is——the pump designed for low cost deep well jobs 
where the pumping level is not more than 130 ft. below the sur- 
face! Goulds Fig. 3658 has all outstanding features of the fa- 
mous Goulds Jet-O-Matic pumps — yet it is priced to meet the 
big demand for economical deep well water service on farms 
and suburban homes. Made of finest quality materials to insure 
long life and trouble-free service. 


MAXIMUM INSTALLATION FLEXIBILITY... 


Pump is designed for use with 18 gallon tank— but may be used 
with any standard storage tank. Easily installed for twin pipe 
systems in 3”, 4” and 4'4” well casings, or for single pipe sys- 
tems in 2”, 2'2” and 3” well casings. Delivers capacities up to 
670 gallons per hour—plenty of water with plenty of pressure 
—at a price that promises profitable pump volume for you! 


SEE YOUR DISTRIBUTOR 
OR WRITE 


Seneca Falls, N.Y. e@ U.S.A. 
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(Continued from page 114) 
in Kentucky and southern Ohio and 
C. C. Weaver as sales engineer in east- 
ern Ohio. 


Edward Valves, Inc., East Chicago, 
Ind.—C. L. Erwin as assistant works 
manager. 


The Schaible Co., Cincinnati—S. H. 
Badgett as vice president of manufac- 
turing. 





C. A. Isenberger 


S. H. Badgett 


Daffin Mfg. Co., Lancaster, Pa.—C. 
A. Isenberger as advertising manager. 


Chrysler Corp., Airtemp Div., Day- 
ton, Ohio—J. G. Kehoe as manager of 
the Dayton sales region and R. E. 
Davis as manager of the St. Louis re- 
gion. 


Maid-O’-Mist, Inc., Chicago — Eis- 
brenner Heating Sales, Peru, Ind., as 
representative for Indiana except for 
seven southern counties. 


Temco, Inc., Nashville, Tenn.—W. H. 
Ferriss as advertising manager. 


Eureka Williams Corp., Blomington, 
lil—R. A. Sproat as assistant treas- 
urer; P. B. Cressor, Jr., as manager 
of purchasing. Williams Div.—R. T. 
Marshall as sales manager of the 
southern division and Howard Haug 
as field representative in Maryland, 
Ohio, Pennsylvania and West Virginia. 





F. F. Duggan 


L. J. Sorensen 


Deepfreeze Appliance Div., Motor 
Products Corp., North Chicago, Tll.— 
L. J. Sorensen as executive vice presi- 
dent and F. F. Duggan as vice presi- 
dent and general manager. 


Magnex Corp., Jamaica, N. Y.—J. B. 
Hersh as plant manager. 


Apex Electrical Mfg. Co., Cleveland 
—L. D. Stull as sales manager. 


Radiator Specialty Co., Charlotte, 
N. C.—G. E. Clark as district repre- 





sentative for the Pittsburgh, Pa., area; 
V. T. Duke for the Memphis area and 
H. R. Putnam for Chattanooga. 


Timken Silent Automatic Div., Jack- 
son, Mich.—B. B. Dawes as sales man- 
ager for eastern Ohio and western 
parts of New York, for Pennsylvania, 
Virginia and West Virginia. 


Wolverine Tube Div., Calumet & 
Hecla, Inc., Detroit—J. W. Dinley as 
assistant ad manager. 


Viking Air Conditioning Corp., 
Cleveland—J. S. Rafferty as plant 
manager and R. V. Main as sales man- 
ager of the blower division. 


Servel, Inc., Evansville, Ind.—Bert 
Cole, eastern regional manager, as a 
vice president and board member. 


Thermac Co., Los Angeles—Frank 
Fiedler, Jr., as sales engineer. 





Richard Johnson 


Dave Broderick 


Walter E. Selck & Co., Chicago— 
Dave Broderick as sales manager of 


the dealer and distributor sales divi- 
sion, Richard Johnson as assistant 
sales manager for the distributor de- 
partment and the Hudee sales division 
and Roy Colt as assistant sales man- 
ager for the distributor department 
and tool and equipment sales. 


Protectub, Inc., New York—Jim La- 
mont as sales representative for New 
England. 


Rheem Mfg. Co., New York—S. R. 
Skrob as plant manager at South Gate, 
Calif. 


Odin Stove Mfg. Co., Dallas—R. G. 


Halmer as plant manager. 


Keeney Mfg. Co., Newington, Conn. 
—M. J. Young as purchasing agent. 


Herman Body Co., St. Louis—L. H. 
Courtney as general manager. 


Reed-Cromex Corp., Cleveland—Al- 
bert Schnyder as representative for 
Texas and New Mexico; D. F. Brown 
as representative for Washington, 
D. C. and Maryland; J. L. Stulsaft for 
northern California and Reno, Nev.; 
R. T. Goldsmith for the Southeast and 
Milt Emrich Associates, Cleveland, for 
Michigan and western Pennsylvania. 


Josam Canada, Ltd., Toronto, Can- 
ada—W. C. Fletcher as manager in 
charge of sales, D. B. McColm as as- 
sistant manager in charge of sales en- 
gineering and J. E. Kelly as office 
manager. 


Dallman Co., San Francisco—E. K. 
Ohse as manager of the Fresno branch. 





Obituaries 


Charles Millar, president of Charles 
Millar & Son Co., Utica, N. Y., died re- 
cently in that city. Mr. Millar joined 
the plumbing supply firm in 1910 and 
had served as a director and president 
since 1921. The company was founded 
by his grandfather and father and 
was one of the oldest in Utica. His 
widow, two sons and two daughters 
survive. 


Chester R. Jordan, 56, western dis- 
trict sales manager of The F. E. Myers 
& Bro. Co., Ashland, Ohio, died re- 
cently. He joined Myers as western 
district manager in 1940 after 20 years 
with the Axtell Co., Fort Worth, Texas. 
Mr. Jordan is survived by his widow, 
a daughter and four brothers. 


E. F. Mack, Sr., co-owner of E. F. 
Mack Plumbing, Heating and Air Con- 
ditioning Co., Marshalltown, Iowa, 
died recently. Mr. Mack was a mem- 
ber of national and state master 
plumber associations, and the National 
Association of Steam and Power En- 
gineers. After taking specialized train- 


116 


ing in plumbing, heating and water 
treatment at Iowa State College he 
joined his father’s firm, and became 
manager in 1925, upon the latter’s re- 
tirement. He is survived by his wife 
and a son, 


Harold S. Davis, Sr., a plumbing 
contractor, died recently at his home 
in Vienna, Ohio. Survivors include 
his widow, two sons, a daughter, his 
father and a sister. 


John R. Hurley, 
45, president of the 
Thor Corporation, 
Chicago, died re- 
cently at his sum- 
mer home in Lake 
Forest, Ill. Mr. 
Hurley was the 
son of the late Ed- 
ward N. Hurley, 
Sr., founder of a 
business that is Joun R. Humey 
now Thor, The younger Hurley joined 
his father’s company in 1929 after 
graduation from Princeton. He be- 
came assistant secretary in 1932 and 


(Please turn to top of page 118) 
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Names in the News 
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was elected to the board of directors 
in 1933. 

Mr. Hurley was elected president 
in 1942 after holding posts as treasurer, 
vice president and secretary. He 
served in the army for three years 
during World War II, rising to the rank 
of major. He was a director of the 
Chicago Lighthouse for the blind and 
a trustee of the University of Chicago 
Cancer Research Foundation. Surviv- 
ing Mr. Hurley are his widow, three 
children, a sister, and a brother, Ray- 
mond J. Hurley, Thor board chair- 
man. 


Albert W. Clegg, 62, retired heating 
contractor, died recently at the Fort 
Thomas, Ky., veterans hospital where 
he had been a patient for several 
years. Mr. Clegg formerly was 
associated with his father in the F. A. 
Clegg & Co. of Louisville. Later he 
served as Louisville sales representa- 
tive for Business Week magazine. Mr. 
Clegg is survived by a sister. 


Charles C. Hyle, 68, former plumb- 
ing contractor, died recently in Water- 
town, N. Y. In recent years, Mr. Hyle 
was associated with other plumbing 
contractors in the Watertown area. 


Paul E. Wise, 46, heating contractor, 
died recently in Carlisle, Pa. Mr. Wise 
had conducted a heating contracting 
business in Carlisle since 1928. He is 
survived by his widow, a son, and a 
daughter. 


Robert N. Batt, 53, president of the 
Batt Co., Inc., Buffalo, N. Y., died re- 
cently in that city. Mr. Batt had been 
associated with the heating contracting 
firm for 35 years. The company was 
founded by his father, the late Robert 
C. Batt. His widow, two sons and 
two daughters survive. 


Frank Snowberg, 62, heating con- 
trols salesman for the Minneapolis- 
Honeywell Regulator Co., Minneapolis, 
died recently in St. Petersburg, Fla. 
Mr. Snowberg joined the company 27 
years ago and was one of Honeywell’s 
oldest salesmen, both in years and in 
point of service. He was attached to 
the company’s central region head- 
quarters at Cleveland since 1935. 


Harry Dean, 80, founder and former 
president of the Harry Dean Plumbing 
Company, Rochester, N. Y., died re- 
cently. He organized the plumbing 
firm about 60 years ago and sold it 
when he retired in 1943. 


A. J. Baumgartner, 76, a member of 
the Iowa and National Master Plumb- 
er Associations, died recently in Oel- 


wein, Iowa. He was owner and man- 
ager of a plumbing and heating busi- 
ness in Oelwein for many years. 


Louis A. Harding, 76, a past presi- 
dent of the American Society of Heat- 
ing and Ventilating Engineers, died in 
Buffalo, N. Y. recently. Mr. Harding 
served as president of Harding-Carl- 
ton, Inc., and the L. A. Harding Con- 
struction Company before becoming 


public works commissioner for Buf- 
falo. He founded and was first presi- 
dent of the Western New York Chap- 
ter, ASHVE. 


H. M. Soyster, regional manager of 
the Cleveland Steel Products Corp., 
Toridheet Div., died recently in his 
home at Albion, Michigan. Mr. Soy- 
ster was associated with the oil heat 
industry since the early 1920’s and 
before joining Toridheet was associ- 
ated with Timken Silent Automatic. 





New Distributors 


Murray Corp. of America, Detroit— 
Associated Suppliers, Inc., Eugene, 
Ore., has been named distributor for 
kitchens and ranges in the Pacific 
Northwest; Peter Medema and Sons, 
Inc., in the South Bend, Ind., area and 
Allied Appliances, Inc., Denver, in 
Colorado, Wyoming and Nebraska, for 
steel kitchens. 


Servel, Inc., Evansville, Ind.—Cleve- 
land Air Conditioning Corp., Cleve- 
land, in north central Ohio; Refrigera- 
tion Engineering Co., in 18 Seattle, 
Wash., area counties and Temp-Con- 
trol Corp., Portland, Ore., in Oregon 
and parts of Washington. 


Whirlpool Corp., St. Joseph, Mich.— 
Goldberg Co., Inc., Richmond, in 68 
Virginia counties. 


A. O. Smith Corp., Permaglas- 
Heating Div., Kankakee, Ill.—Peninsu- 
lar Distributing Co., Detroit, in eastern 


Michigan; Harris Distributors, Inc., in 
the Little Rock, Ark., area; Southern 
Wholesale Co., Inc., in the Shreveport, 
La., area; Hyde Plumbing Supply Co., 
Massena, N. Y., in upper New York 
state; S. & M. Supply Co., Eau Claire, 
Wis., in 16 adjoining counties; Farris 
Plumbing Supply Co., in the New 
Orleans area and Rumbold & Co., in 
the Atlanta, Ga., area. 


Robot Auto-Heat Corp., Middle- 
town, Conn.—Bergen Fuel Co., Hart- 
ford, in Connecticut. 


Reading Tube Corp., Reading, Pa.— 
Olesko and Fisher, Rensselaer, N. Y., 
in northeastern New York state. 


Motor Products Corp., Deepfreeze 
Appliance Div., North Chicago—Deep- 
freeze Appliance Sales Div., Minnea- 
polis, in Minnesota and Wisconsin and 
Schueler-Dollar, Fort Wayne, Ind., 
in parts of Michigan and Indiana for 
home freezers, refrigerators, ranges 
and water heaters. 





Plant Expansions 


Permaglas-Heating Div., 

A. O. Smith Corp. ... 

The Permaglas-Heating Division 
of A. O. Smith Corp., Kankakee, 
Ill., has started construction of a 
one-story 48,000 sq ft warehouse 
for the storage of finished water 
heaters. This addition will increase 
the storage capacity for inventory- 
on-hand from 8,000 units to 15,000. 
The new structure will cost $190,- 
000. 


Peter Medema and Sons, Inc. ... 

Plans for a new building to pro- 
vide additional warehouse space 
has been announced by Peter 
Medema and Sons, Inc., South 
Bend, Ind. wholesalers. The struc- 
ture will be erected adjacent to the 
firm’s present site. The building 
will also have facilities for a dis- 
play floor and rooms for meetings 
and demonstrations. 
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Josam Canada Ltd... . 

Josam Canada Ltd., manufactur- 
ers of plumbing drainage products, 
has added another building to its 
facilities at 130 Bermondsey Rd., 
Toronto, Canada. The firm now has 
more than 10,000 sq ft of building 
space to house its plant and offices. 


The Torringron Mfg. Co... . 

A new 46,125 sq ft plant addition, 
expected to be completed before 
the end of the year, is under con- 
struction by The Torrington Mfg. 
Co., Torrington, Conn. The new 
addition, which will be adjacent to 
Torrington’s Air Impeller Div., is 
being erected on a four acre tract 
of land. 


Associated Suppliers, Inc. .. . 
A new structure that will pro- 
vide additional warehouse space is 
being constructed by Associated 
Suppliers, Inc., adjacent to the 
present location of the company at 
440 E. Eighth St., Eugene, Ore, 
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7 POINTS OF UNIFORM 
GOODNESS IN 


YOUNGSTOWN 
STEEL PIPE 


@ uniform ductility 
















uniform lengths 


uniform threading 


O matter how intricate the weld, you 
do it readily with Youngstown pipe. 


Me 

* 
‘ @ uniform weldability 
That’s because Youngstown pipe is 
# 


uniform wall thickness 


designed and made for easy welding—truly round, and size 


‘ , ; ‘ ‘ if trength and 
uniform in wall thickness, uniformly sized, and Z “ieaelomnes: ¥ 


uniform roundness and 


chemically and metallurgically right. The name 
straightness 










“Youngstown” rolled into a length of pipe means it 
is GOOD PIPE. 
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THE YOUNGSTOWN SHEET AND TUBE COMPANY 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
PIPE AND TUBULAR PRODUCTS - CONDUIT - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS - 
SHEETS - PLATES - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RAILROAD TRACK SPIKES 


























Automatic CONTROLS, because 
they are seldom seen or under- 
stood by the homeowner, are 
sometimes the most neglected 
items in the home. Yet, virtually 
all the comfort and convenience 
of modern living depends on 
them. Beyond being able to turn 
a pilot burner on and off with 
the seasons, a majority of people 
take this “mysterious” device for 
granted. 

They cannot be expected to 
fully understand the functions 
of safety-pilot controls which 
shut off gas in case of pilot fail- 
ure, or of limit control devices 
which prevent the furnace from 
overheating, or the action of so- 
lenoid and diaphragm valves in 
responding to the thermostat, 
limit switch and thermo pilot re- 
lay. That’s why there are heat- 
ing contractors, for automatic 
controls do not lend themselves 
to amateur tinkering. 


Forestall Trouble 

But people can be given a 
more thorough understanding of 
the importance and existence of 





automatic controls to forestall 
possible trouble before it begins. 

There are two things a dealer 
ean do. The first is to educate 
the customer at the time of the 
sale or installation; the second 
is to develop a program of rou- 
tine maintenance and check-ups. 

Customer education is not al- 


ways a simple and direct matter. 


What Your Customers Should Know About... 


Automatic 


By R. L. FARMER, 
Manager of Service Engineering, 
General Controls Company, 
Glendale, Calif. 


So many of today’s homes are 
built in large tracts, and are 
offered so completely equipped 


that the dealer has no contact 
with the owner unless he is 


called to make an adjustment. 


Some builders make a point 
of instructing buyers in simple 


(Please turn to center of page 225) 








CUSTOMER EDUCATION: A short course in heating controls is conducted by 
contractor Earl Bohat, Skokie, Ill., center, at the time of the sale, He stresses 
the imnortance of controls in the efficient operation of the heating plant or 
appliance by explaining their function and recommending regular checkups. 
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AT NO EXTRA COST—you can buy black 


malleable fittings protected by U-Cote, an 
exclusive Union Malleable protective coat- 
ing. U-Coted fittings have been subjected 
to laboratory tests many times more severe 
than normal] usage — and it’s a proven fact 
that U-Coted fittings will protect you 
against rust and corrosion loss. For home, 
business and industria) use, U-Cote de- 


serves first consideration. 


A COMPLETE LINE OF FITTINGS DISTRIBUTED 
THROUGH WHOLESALERS ALL OVER THE WORLD 
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en you buy steam, hot water 


HOT WATER UNITS Eki 


—featuring a great, new 
line of Modine Verticals 











FOR GREATER 


; APACITY — (i, 
UN IGHTER WEIGHT [f FOR THE 
— LOWER INSTALLED cost BROADER LINE 


New Modine New Modine Verticals provide greater You have more sizes to choose from 
Verticals give you 7 heating capacity because of new high when you choose new Modine Verticals. 
discharge air tem- ro efficiency condenser design. Yet, these | This means it is easier for you to meet 
peratures of 110° BAN 2 stepped-up Modines weigh far less, are specific temperature, air delivery, and 
to 120° F. correct- \ easier to handle, cost less to install. location requirements. But see for your- 
ly related to air — —— self ! Call the Modine 
velocities. This § representative listed 
combination is the x a in your phone book 
key to perfect heat- eS \ ia. = or:- write for Bulletin 
ing comfort plus “are =< : / 153 on Modine Steam 
lower fuel costs > = | and Hot Water Unit 
for you. sees = Heaters today. 
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or gas-fired unit heaters... 


| GAS-FIRED UNITS 


— Only Modine has stainless 
steel heat exchangers 
and burners 


FOR EASY 
INSTALLATION 
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Advanced stainless design makes 
Modines 50% lighter in weight — 
more compact — than the average 
of seven other leading makes. In- 
stallation is faster, easier — no need 
for special structural supports. On 
one job, it cost the heating con- 
tractor $600 less to install 66 Modines 
than conventional units — savings 
he passed on to the owner. 


nf ik FOR TOP 
f () () PERFORMANCE 


Waeteilal= Glebe alate, 
Unit Heaters are 
built in a full line 
of popular sizes. 
All are A.G.A.- 
approved for nat 
Vide] Pmiilh ¢-teMmualelae 
Uivela itla-te fl Gl kelale| 
L.P.-air gases 
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EVEN HEATING MODINE CONVENTIONAL 
FOR ALL-AROUND VALUE Not only do Modine units resist 

corrosion—all tubes heat uniformly 
As the leader in the development and application of because they're individually fired. 
steam and hot water unit heaters for more than 25 Burners have elongated ports with 
years, Modine brings unequalled experience to gas four times the free area of ordinary 
unit heating problems. It is the only manufacturer to drilled ports for maximum combus- 
publish heat throw data for gas-fired units. For facts, tion efficiency. Remember: with 
ask for Bulletin 653. Modine Mfg. Co., 1502 Modines you are sure of getting full 


DeKoven Avenue, Racine, Wisconsin. rated capacity. 
U-1203 


Vlodirze WNIT HEATERS 
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. Of Air and Vacuum Valves 










for Efficient Heating Installations 


Bridgeport Radiator and Vacuum valves for one- 
pipe steam heating systems—automatic or hand- 
fired—will mean balanced heat distribution and 


fuel savings for your customers. 


All Bridgeport valves are precision made to 
exacting standards of quality brass and bronze 
from our own mills. They make even the hardest: 


to-heat radiators work efficiently. 


When you sell the Bridgeport quality line- 
plumbing brass goods, brass and copper pipe, cop- 
per tubing, roofing copper — you enhance your 
BRIDGEPORT BRASS COMPANY reputation and your profits. Order today for early 


Bridgeport 2, Conn. °¢ Established 1865 delivery. *Reg. U. S. Pat. Of 
nen Mills at Bridgeport, Conn. and Indianapolis, Ind 
| 


n Canada: Noranda Copper and Brass Limited, Montreal 





BRIDGEPORT BRAS 
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A BIG CHANGE for Hardy was moving 
his business from home to a modern 
stare and shop in Park Ridge, Ill. It’s 
paid off, however, thanks to location on 
a busy street, attractive design, and an 
eye-catching sign advertising the firm 
name, its business and telephone number. 
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DRAMATIC presenta- 
tion of a radiant heat- 
ing system has helped 
James W. Hardy boost 
business 50 per cent. 
The giant display helps 
explain how the sys- 
tem can be inexpen- 
sively installed in new 
and old homes. The 
sales aid includes the 
boiler, heating coils 
suspended under floor- 
ing, and a small base- 
board convector. The 
display is the first 
thing a customer sees 
entering the store. 

















JAMES W. HARDy 


GAS was 





He Chanced a Move...Upped Gross 50% 


Novel radiant heating display is a big help 


James W. Harpy has moved 
from the small shop at the rear 
of his home, but he hasn’t for- 
gotten the technique of dealing 
with people that he learned in 
39 years in the plumbing and 
heating business. 

That’s why he’s got 250 jobs 
on his hands right now. 

And for the first time since he 
began juggling fittings, Hardy 
has a base of operations designed 


to meet the needs of his business. 

He moved into his modern new 
combination store and shop in 
Park Ridge, a Chicago suburb, 
several weeks ago. Since then 
he’s added a display that he 
hopes will be the backbone for 
educating his customers to the 
benefits of radiant heating. In 
the first few weeks, he’s chalked 
up a 50 per cent increase in this 
phase of his business. 
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foo, 


contractor says 


Located at the front of his 
showroom, the display features 
a giant-sized layout of a radiant 
heating system. Cross section 
drawings are labeled in large let- 
tering and show in detail how a 
radiant heating system is in- 
stalled. 

Other parts of the display in- 
clude the boiler, a heating coil 
suspended under a floor con- 
(Please turn to center of page 222) 


























TISHMAN REALTY & CONSTRUCTION CO., INC. 
owner and builder 


EMERY ROTH & SONS 
architects 


W. R. COSENTINI & ASSOCIATES 
consulting engineers 


JOHN WEIL PLUMBING CO. 
plumbing contractor 


SMOLKA COMPANY, INC. 
plumbing wholesaler 


NEW YORK 
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FIRST ALUMINUM-FACED SKYSCRAPER 


@ Ready for occupancy in November will be a no- 
table addition to Manhattan’s fabulous skyline—the 
twenty-six story, fourteen million dollar 99 PARK 
AVENUE BUILDING. Its special claim to distinction 
will not be its size nor its cost but the die-pressed, 
gray toned aluminum wall and window panels which 
will enclose it. The 1800 panels, installed from within 
the structure, are two stories high and each features 
a geometrical pattern and two reversible windows 


moore ona Fheak VALVES 


are sold than all other makes combined 





Another achievement in efficiency, endurance and econ- 
omy is the sLoAN Act-O-Matic sHoweER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 


Write for completely descriptive folder 


set with heat-absorbent glass. Below ground will be 
a large garage for tenants’ cars and in a sub-basement 
will be storage space for tenants’ records. The build- 
ing will be completely air-conditioned and equipped 
with venetian blinds for temperature and light con- 
trol. In it, as in thousands of other high ranking 
buildings, efficient, economical and enduring SLOAN 
Flush VALVES will be installed throughout—more 
proof of preference that explains why... 
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PROFITS 








Hotpoint Combination Dishwasher-Sink and Disposall 


Here’s the double-profit combination that’s tailor-made for 
merchandising plumbers The Hotpoint Combination Dish- 
washer-Sink with Disposall Food. Waste Disposer offers the 
biggest potential market in the business—Fitst with Dual 
Detergent Dispenser— First with Phantom Drain— First with 
Front Opening .. First with Electric-heat Drying... First 
in Consumer Demand and First in Sales. 
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Up On Profita With... 














APPLIANCES 





PROFITS 


hom. ae bb 


Bhere’s double profit waiting for the plumbers who mer- 
chandise Hotpoint’s complete liné of Electric Water-Bearing 
Appliances. Every time a water-bearing appliance is installed 
somebody makes two profits ... the profit on the sale and 
the profit on the installation. There's nothing that prohibits 
one plumber from making both profits! 


Much of the sales resistance is eliminated if you offer your 
trade water-bearing appliances with the Hotpoint label—be- 
cause Hotpoint appliances have been recognized for years as 
the outstanding leaders in their field. When your customers 
install Hotpoint appliances they know they're right. 


Hotpoint’s full-line of electric water-bearing appliances in- 
cludes Magic Circle® Water Heaters... Automatic Electric 
Dishwashers . . . the amazing Hotpoint Disposall® Food Waste 
Disposer ... Automatic Clothes Washers, plus the sensation 
of the industry—the new Hotpoint Automatic Clothes Dryer 
with Sealed-Drying Action. Get in touch with your Hotpoint 
distributor and get on the track to double profits—with 
Hotpoint. 


_ The PlanberFanchie of Proved foduét! 


HOTPOINT Co. (A Division of General Electric Campany) 5600 West Taylor Street, Chicago 44, Illinois 
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Today’s home builders demand both 


Comfort ant Beauty 
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B&G Hydro-Fic Heating Vise 2 


with baseboards or radiant panels provides overall 


sunny warmth ... permits full decorative freedom All space livable—no cold dratts 


Homes with large glass areas present a special heating problem—easily solved with radiant B & G 
Hydro-Flo Heating. This forced hot water system permits proper placement of the heating units to protect 
against icy downdrafts from the windows and to keep floors warm. 


B & G Hydro-Flo Heating provides not only a better quality of heat but better controlled heat as well. 
Every change in the weather is automatically met with a corresponding change in the heat supply. No 
fuel-wasting overheating—but always plenty of heat when the thermometer hits bottom. 


All year ‘round domestic hot water 
An abundant supply of domestic hot water is a 
genuine necessity in the modern home. The Water 
Heater of a Hydro-Flo System provides an ever- 
ready supply, 24 hours a day, winter and summer... 
at amazingly low cost. Plenty for automatic washers, 
bath, showers and every household use. 


Snow melting an 

optional feature 
Pipe coils can be installed 
under the sidewalks and 
circulated with hot water from a heat 
exchanger connected to the boiler. Snow 
is melted as fast as it falls . . . ending a 
back-breaking job. A snow melting in- 
stallation can be made when the original 
heating system is installed or at any time 
thereafter. 


BELL & GOSSETT 


c Oo M P A N Y 


Dept. DC-1, Morton Grove, Illinois 
Conadian Licensee: S. A. Armsti ong Ltd., 1400 O'Connor Drive, Toronto 
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Almost any dealer in peasing knows this simple fact: 
No matter what effort the factory makes, the dealer 
almost entirely controls what the customer buys. He can 
suggest brands, switch customer preference, or even 
stop a sale. It took HEIL to recognize this fact, and to 
do something about it, by putting you, the dealer 
FIRST, where you belong. 


You can see the difference in HEIL newspaper mats. 
You come first, you get most of the space. You can see 
it in HEIL dealer sales aids—you get the most complete 
package ever offered to help you do the kind of selling 
you know how to do. No question about it, it’s your 
merchandising program, and probably nobody else in 
the heating field is as merchandising-minded as HEIL. 








MILWAUKEE 1, WISCONSIN 


SALES OFFICES: Union, N. 












Oil-Fired and 
Gas-Fired Winter 
Air Conditioners 





AJAX Furnaces 


WELL 






furnaces can be 
installed to burn 
coal, wood, or garbage. 


, : /see your AJAX dealer 


Jones Heating Co. 


MANCHISE 2 ‘gem 
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Puts the dealer 





J.; Atlanta, Ga.; Washington, D. C.; Cleveland, Ohio; Chicago, IIL; Detroit, Mich.; 
Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Tex.; Los Angeles, 


AJAX 


furnaces are 
just dandy. 


AJAX 


furnaces are 
really peachy. 


AJAX 


furnaces are 
mighty fine. 

















of heating 
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HENRY JONES 


LET US HELP YOU 


JONES 
HEATING CO. 
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HEIL 


Automatic Heat 




























More than that, every last piece of HEIL heating 
equipment is designed for you. Before a single model 
was built, thousands of dealers were asked what they 
wanted in heating—then HEIL gave it to them. As an 
example, you dealers recently told us yourselves that 
you Can save an average of $47.85 on each installation 
of a packaged HEIL unit. 


The HEIL franchise, too, puts you first. You have 
more than a scrap of paper... you have a friendly 
relationship that takes the headaches out of doing 
business. When you sell HEIL you make more money, 
nore easily, because you get help where you need it 
most—on your own doorstep. Write today for facts 
on the HEIL franchise. You'll be glad you did. 
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Calif.; Seattle, Wash.; New York, N. Y. 











Oil-Fired and 
Gas-Fired 
Boilers 









Oil and Gas 
Conversion 
Burners 


























NEW 


Appliance Products 





(For plumbing and heating products, turn to page 48) 


Upright Home Freezer 
Revco has introduced a 16.8 cu 


ft upright home freezer with four 
door racks for added storage space. 
Aluminum interior walls provide 


: Sars! ee 





refrigeration from three sides. The 
first and third shelves are sheet 
aluminum for contact freezing and 


the second and fourth shelves are 
of the open grille type. The second 


shelf is removable. Two pull-out 
baskets are provided at the bottom 


of the freezing compartment. 


Manufacturer: Revco, Inc., Deer- 


field, Mich. 
Automatic Washer 


An automatic washer with an 


eight Ib capacity has been intro- 
duced by Whirlpool. The washer 





requires only 24% by 24% in. of 
floor space. The washer is styled 
to match a Whirlpool clothes dryer. 
The washer has a 38 minute cycle 
and can skip or repeat any part of 
it. A water temperature control 
has three settings. A suds-miser 
sttachment and a retractable caster 
base are optional. 

Manufacturer: Whirlpool Corp., 


No. State St., St. Joseph, Mich. 


Room Air Conditioner 

Crane has announced a new win- 
dow-type air conditioner that cools, 
ventilates and dehumidifies. Ex- 
hausting stale air and intaking 
fresh air is controlled by a single 


knob. Moisture removed from the 





air is collected in a pan under the 
evaporator and drained back to the 
condenser fan, where it is vapor- 
ized. The disposable filter can be 
easily removed. The conditioner is 
available in 16, % and one ton 
capacities, 

Manufacturer: Crane Co., 836 S. 


Michigan Ave., Chicago 5. 


Electric Range 

A new 30-in. electric range an- 
nounced by Philco features an L- 
shaped arrangement of the surface 
cooking units. An eight-in. ele- 
ment is at the left front and three 


six-in. elements are at the rear of 
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the range top. All have five heat 
settings. The layout of the ele- 
ments is designed to increase work 
space. A rim along the front of the 
top is to prevent spill-overs and to 
keep cookware from being acci- 
dentally knocked off. The oven is 
23 by 18 by 16 in. and heating coils 
in the top of the oven are shielded 
by glass. A timer clock is provided 


for the oven and a full-width stor- 





age drawer is located at the bottom 


of the range. 
Manufacturer: Philco Corp., Tio- 


ga and C Sts., Philadelphia 34. 


Portable lroner 

A new portable 
weighs only 30 Ibs has been an- 
nounced by Hotpoint. The roll is 
22 in. long and 5 in. in diameter 


ironer_ that 


end can be rotated freely in either 


direction when not under power. 
The roll is padded with cotton 


weave over jute and is covered 


with muslin. 


Manufacturer: Hotpoint Co., 5600 


W. Taylor St., Chicago 44. 


Electric Water Heater 


Servel has introduced a new elec- 
tric table top water heater that fea- 


tures a sliding porcelainized enamel 


top for easy parts access and imstal- 
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lation. The unit is available with 
either one or two immersion type 
heating elements. The heater is 
designed to permit the elements to 
be brushed clean of lime deposits 
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at intervals. The heater is available 
in 35 and 45 gal. capacity models 
and is insulated with Fiberglas. 
Manufacturer: Servel, Inc., 119 
Morton Ave., Evansville 20, Ind. 


Wringer Washer with Timer 
A new wringer clothes washer 
announced by General Electric 
features an adjustable timer. The 
timer can be set to shut off the 
washer at the end of a one to 15- 


minute period. For longer opera- 





tions the timer can be set at a 
“hold” position, The timer and 
other controls are located at work- 
ing height at the front of the unit. 
A pressure-release bar is located 
directly above the wringer rolls. A 
quick-emptying drain pump’ is op- 
tional, 

Manufacturer: General Electric 
Co., Major Appliance Div., 310 W. 


Liberty St., Louisville 2, Ky. 


Corner Base Cabinet 


Kelvinator has introduced a new 


base cabinet that is designed to 





utilize corner space. The uni¢ has 
a corner plate with a handle and 
features two shelves that revolve 
on center posts. The rotating unit 
requires a 28 by 28 in. corner space. 
A top for the unit also is available. 
Sink fronts and regular cabinets 
are available in matching styles. 
Doors and the lower drawers of the 


units are recessed for toe room. 
The sink front is available for 
single or double sinks. Tops are 
available in Formica or linoleum. 

Manufacturer: Kelvinator Div., 
Nash-Kelvinator Corp., Detroit 32 


New Space Heater Finish 

Perfection has added a new finish 
in blond and tan to its oil space 
heater line. The low boy heater has 
a Btu output of 63,000 and is de- 
signed to burn 40 hrs. on a single 
gallon of fuel. A previously-an- 
nounced model is finished in ma- 
hogany. The trim on all units is 
in gold, 

Manufacturer: Perfection Stove 
Co., 6709 Platt Ave., Cleveland 4 


Console Conditioner 

A new console air conditioner in- 
troduced by RCA has been designed 
for rooms of up to 835 sq. ft. It is 
styled in either mahogany or blond 
finishes. The 1% hp unit is offered 
with a heating unit and thermostat 





as optional equipment. It is 37 by 


2014 by 38% in. high. Also avail- 


able in 1 hp unit for rooms of up to 
575 sq ft, in the same cabinet size 
and finishes. 

Manufacturer: RCA Victor Div., 
Radio Corp. of America, Front & 
Cooper Sts., Camden, N. J. 


Automatic Range Hood 
Cole has introduced a new range 
hood that is designed to trap and 








remove heat and fumes automatic- 
ally, The hood features a light and 
biower that are turned on when 
heat rising from the range activates 
a thermostat switch. The unit may 
be mounted underneath a cabinet 
section or as a standard unit. A 
grease filter is designed to keep 
grease from reaching the blower 
and is removable for cleaning. The 
hood is trimmed in chrome. 

Manufacturer: Cole Mfg. Co., 705 
Raymond, Austin, Texas. 

(Please turn to top of page 134) 





New Dryer Has Compartment for Fine Fabrics 


A new automatic clothes dryer 
introduced by Rheem features a 
special compartment for delicate 
fabrics such as lingerie and hosiery. 


The compartment is provided on 
both the gas and electric models 
and is located above the tumbler. 
The compartment dries delicate 
materials by providing an even 


circulation of dry, warm air. The 
dryer is equipped with a removable 
au filter at the base and a remov- 
able Unt screen built ia ta vermit 
flush-to-the-wall installation. Both 
the screen and the filter can be 
cleaned easily by the user. The 
dryer also includes an ultra-violet 
ray ozonizer, a push-button tem- 
perature selector, automatic time 


131 





selector and a knee-touch latch for 
the door. 

Manufacturer: Wedgewood Div., 
Rheem Mfg. Co., Newark, Calif. 
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7222 WROUGHT COPPER FITTINGS 
i 


i % 
wholesalers 
like the way Streamline fittings move off the shelves 
. .. they’re always in demand! And, the complete line 
of Streamline fittings makes it easy to order for stock. 
Then too, there’s less grief with Streamline fittings be- 
cause of their long life and trouble-free service . . . 
they won’t rust, they can’t be loosened by vibration 
and are clog-resistant. A comprehensive, national adver- 
tising program means more sales because it acquaints 
architects, builders, plumbers and home owners with 
the added value of Streamline fittings. 


piumber 


know that Streamline wrought fittings save them time 
and money in many ways. Streamlirte fittings are avail- 
able in all sizes . . . you can get fittings for every job 
from one source. This complete line saves bushings 
and eliminates making many extra joints. Accurate 
dimensions and uniform depth of solder cups make it 
easy to figure exact tube lengths . . . wrought fittings 
heat to solder temperature faster, too. And, when 
you're all done, you’ve got a sound, good-looking, 
leakproof job that you can be proud of. 





Write today for our 
latest catalog of 
Streamline Plumbing 
and Heating Products. 
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Appliance Products 





(Continued from page 131) 
Defrosting Refrigerator 


A new 11.2 cu ft automatic de- 
frosting refrigerator with a capaci- 
ty of 39 Ibs has been introduced 
by General Electric. The unit holds 
48 average-size frozen food pack- 





ages and has 10 feet of fresh food 
storage space. Three of the shelves 
adjust to different heights and two 
slide. The unit has a baffle that 
allows cold air to circulate down 
the back to the fresh food section. 
An automatic heating unit built 
into the evaporator is activated 
when defrosting is needed. Con- 
densation is from a pan in the base. 
Manufacturer: General Electric 
Co., Major Appliance Div., 310 W 
Liberty St., Louisville 2, Ky. 


Built-in Cooking Units 
Roper has introduced a new two- 
-urner gas cooking unit for count- 





er-top arrangements, along with an 
oven-broiler unit for in-the-wall 
installation. The stainless steel 
cooking units may be installed in 
any multiples next to a wall or in 
an “island” unit independent of a 
wall. The oven-broiler is designed 
for location at the most convenient 
height for the individual housewife, 
and may be installed flush in a 
kitchen wall. The oven unit also is 
made of stainless steel, and in- 
cludes a control panel for installa- 


tion above the oven portion. 

Manufacturer: Geo. D. Roper 
Corp., 340 Blackhawk Park Ave., 
Rockford, I. 


Chest Freezer 

A new chest-type home freezer 
announced by Wilson features com- 
partmented storage sections. The 
top section is divided by sliding 
baskets and the bottom section by 
dividers. Other features include a 
high-speed freezing section, tem- 
perature control and an interior 
light. The freezer is offered in 15, 
19 and 24 cu ft capacities with blue 
and gold trim inside and out. 

Manufacturer: Wilson Refrigera- 
ton, Glenwood Ave., Smyrna, Del 


Wringer Clothes Washer 

A new wringer clothes washer 
with an 8 or 10 lb capacity has been 
ennounced by Conlon. The washer 
features an automatic timer which 





starts and shuts off operation for 
any selected period of from one to 
30 minutes. The wringer locks in 


any of eight positions and is 
equipped with an adjustable pres- 
sure regulator. The washer is 
available in three colors and white. 

Manufacturer: Conlon Bros. Mfg. 
Co., 4512-18 W. Fillmore St. Chi- 
cago 24. 


Clothes Washer 

Holland-Rieger has introduced 
an automatic washer designed to 
wash, rinse and spray 9 lbs of 
clothes in a 28-minute cycle. The 
washer (Faultless) uses 29% gals. 
of water in completing the cycle. 
The cycle may be shortened or in- 


© re * 





terrupted. The unit features a 
Fiberglas tub and a _ three-vane 
agitator. A safety switch stops the 
machine if the unit becomes over- 
loaded or unbalanced. The unit is 
26 by 26 by 36 in. high. 
Manufacturer: Holland-Rieger. 
Division of Apex Rotarex Corp., 
1070 E. 152nd St., Cleveland 10. 


Refrigerator-Freezer 
A new refrigerator-freezer intro- 
duced by Kelvinator has 12 cu ft 
of storage space, including a 70-lb 
(Please Turn to top of page 139) 





Combination Washer-Dryer Is Introduced 


An automatic washer-dryer com- 
bination for industrial and com- 
mercial use has been introduced 
by the Washer Dryer Mfg. Co. The 
combination unit is designed to 
wash, rinse and shake out 40 lbs of 
clothes in 30 to 45 minutes. The 
wash-dry cycle can handle 20 lbs of 
clothes in 45 to 60 minutes. A 
power rib tumbling washing action 
is used. The gas dryer uses a 75,000 
Btu Eclipse fuel burner and is 
equipped with automatic electric 
ignition, dual thermostats and a 
vacuum system air flow. Steam 
coils are optional. The unit is 42 
by 32 by 54 in. high, with a 36 in. 
diameter cylinder. The washer- 
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cryer is available with a stainless 
steel or white enamel cabinet. 

Manufacturer: Washer Dryer 
Mfg. Corp., 1100 Oakwood Ave.., 
Wilmette, IIl. 
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high 
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Beautyv 


National magazine advertise- 
ments like this one have carried 
the Briggs Beautyware story to 
millions of American readers. 
They know of Briggs’ uniformly 
high quality, and increasing 
numbers are asking for Briggs 
Beautyware fixtures in color. 


BRIGGS MANUFACTURING COMPANY - 





two 
bathrooms 


-a must 


im every 


modern 


home / 





Architects and builders throughout 
the country are designing and con- 
structing more and more houses 
with two bathrooms of Briggs 
Beautyware in color—and alert 
plumbing contractors are taking 
advantage of this trend. 


Hard-selling national and _ trade 
advertising is continually building 
the Briggs Beautyware name and 
reputation—making it easier for 
you to cash in. The idea of the 
second Briggs bathroom has become 
increasingly popular—and every 


3001 MILLER 


AVENUE 


additional installation of Briggs 
Beautyware means more profits for 
plumbing contractors. 


Furthermore, Briggs engineers and 
craftsmen have worked for years 
to simplify and speed the job of 
installation—while maintaining 
Briggs’ high quality. Builders know 
they can depend on Briggs fixtures 
to cut costs and reduce call-backs. 


Boost your fixture profits—always 
install two bathrooms of sparkling 
Briggs Beautyware in color. © 


¢ DETROIT 11, MICHIGAN 
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loorlevel” Heating Gives 


Reg. U. S. Pat. Off. 


BIGGER BASEBOARD PROFITS! 
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It’s totally enclosed! 
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2 New Installation Features 


PIECE TOP MOULDING AND 





PICTURE THIS NEW PROFIT-MAKER! 


General Automatic . . . Baseboard Heating pioneer . . . now adds two brand- 
new features to Floorlevel Baseboard Radiation: 


1. TOTALLY ENCLOSED CONSTRUCTION! 


Featuring new all-metal back with snap-on, all-metal front panel...and— 
the new, easier to install wall brackets . . . no screws necessary! 


RESULT: 37% Less Installation Cost...Greater Heat Output! 
2. NEW-TYPE HANGERS! 


For suspension of element designed to eliminate all operating noise . . . 


ies ARS : : 
caused by “creeping” and expansion of metals. 


\ A COMPLETE PACKAGE 


Minimizes inventories and eliminates 
added cost for assembling orders. 
Contains complete system, ready to 
install. Packages available to meet 
any size installation requirement. 


\ 
| 
} 
/ 






WARM AIR BASE- 
BOARD HEAT IS 
AVAILABLE TOO. 
WRITE TODAY FOR 

FULL DETAILS! 


AUTOMATIC PRODUCTS CORP. 


GENERAL 





Canadian Heating Equ 
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444 St. Germaine, Toronto, Canada 


Baltimore 13, Md 


2300 Sinclair Lane ° 
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Another CRANE Key 
to More Plumbing Sales — 


URO LAVATORY WASTE 


SEC 





Let your customers see and feel the easy finger- 
touch operation of Crane’s Lever-Action Securo 
Waste fitting ... with this 15 inch high, operate- 
it-yourself display. Show them the large slots in 
waste plug which assure quick, six-second drainage. 
Lift mechanism can be reached by simply unscrew- 
ing cap ... operation exposes few metal parts to 
be kept clean. Order 1 Securo Waste Display today. 


Exclusive Crane designs and 
features on display in your store 
attract and convince your customers 


Exclusive product advantages that your customers 
can see and understand help make many a sale. 

Take the Crane Securo lavatory waste fitting, for 
instance. It has what customers want: fingertip-easy 
operation—lightning-quick drainage— removable 
waste plug for cleaning—and smooth chromium- 
plated surfaces that are easy to keep polished. 

But seeing is believing. And once your customers 
see the exclusive, positive-action features of the 
Crane Securo Waste on display in your store, they'll 
want it. 

They'll know—because you've shown them—that 
a Crane fixture means the finest in plumbing. And 
you'll know why a Crane fixture on display means 
more sales—better business for you. 


Use of Crane Key features can win big prize in 
Crane Dealer Contest 

Remember that in each of the eight Crane sales districts, 

there's a first prize of $100 and a second prize of $50 every 

month through October. There will be a Grand Prize of a 4-door 


Buick sedan for the best of all entries. 
See your Crane Branch or Crane Wholesaler for details. 


Here are winners for July 





WINNERS OF $100 PRIZES 
Robert J. Grieve 
Detweiler & Detweiler 
Eiko, Nevada 
Vernon Holliday 
Fitzgerald Pibg. & Htg. Co. 
Shreveport, Lo. 
Albert Hutton 
Albert Hutton & Co. 
Hampton, Virginia 
Anthony Lonzetta 


Lonzetta Plumbing & Heating Co. 


Hazleton, Pa. 

P. M. Maastricht 
Waupun, Wisconsin 
James F. Quinn, Jr. 
Quinn Co. 

Syracuse 7, N. Y. 

Walter Turner 

Turner Plumbing Company 
Sacramento, Calif. 
Herald J. Williams, Jr. 
Williams Pibg. & Htg. Co. 
Austin, Minnesota 


WINNERS OF $50 PRIZES 


Donald O. Bauer 
Baver Pibg. & Htg. Co. 
Harvey, North Dakota 
T. W. Bloomfield 

W. J. Bloomfleld & Son 
Farmerville, Virginia 
Vernon S. Brewer 
Westchester, Po. 

Mary F. Elisworth 
Bachman Pibg. & Htg. 
Ogden, Utah 

S. L. Fontenelle, Sr. 
Crescent City Pibg. & Htg. Co. 
New Orleans, Lo. 
George Koehler 
Koehler & Son 
Freeport, Illinois 
Robert L. Ross 

R. L. Sanders Co. 
Lexington, Kentucky 
Robert B. Stoneman 

B. K. Stoneman Sons 
Inglewood, Calif. 


GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 5 


FITTINGS + PIPE 


PLUMBING AND HEATING 


CRANE CO, %:: 
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THIS LEG AND 

TOWEL BAR — 
TAKES CARE OF 
EVERY nemenscencndentidl 


TOWEL BAR ADJUSTS TO ANY HEIGHT 


Here’s the answer to a lot of requests ...an all purpose 
leg and towel bar... MADE OF BRASS — to sell in the 
a a popular price range. Easy to instalf — full 3” adjustment. 
+,  $-D All-Purpose legs and towel bars are the most beauti- 
S ful accessory you can install in a lavatory. ..dresses up 

the bathroom ~ gives the lavatory a “finished” look that 
appeals to your customers. Use the S-D Legs and Towel 
Bars on every job...it’s simple—it’s fast...it’s profitable! 


Write fer 
detailed 
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Appliance Products 





(Continued from page 134) 


freezer compartment with its own 
door and coil system. The 31-in. 
wide unit features five freezing sur- 
faces in the frozen food compart- 
ment and a tray compartment for 
meats. The refrigerator section 
features a dial for controlling both 
temperature and humidity and 
provides automatic defrosting. The 
unit is equipped with two door 
shelves, roll-out storage shelves, 
two sliding storage drawers and a 
built-in butter chest. 
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Manufacturer: Kelvinator Div., 
Nash-Kelvinator Corp., 14250 
Plymouth Rd., Detroit 32. 


Gas Clothes Dryer 

A new gas clothes dryer with a 
capacity of 8 lbs has been an- 
nounced by Speed Queen. A 15-in. 
doors is designed to provide full 
inside visiblity. The revolving 
drum stops when the door is 
opened and resumes when the door 
is closed. A heat thermostat has 
settings for high, medium and low 
for selection of the proper drying 
temperature for various fabrics. 
The drying cycle may be interrupt- 
ed and resumed at any point, and 
a bell rings when a cycle is com- 
pleted. The venting outlet is at 
the top of the control panel. Vent- 


go * 


ing can be to the outside or to an 

existing duct. 
Manufacturer: 

Corp., Ripon, Wis. 


Speed Queen 


Gas Clothes Dryer 
A new gas clothes dryer with a 
9-lb capacity has been announced 
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by Stiglitz. An automatic cycle 
control dial is located at the upper 
right corner of the cabinet front. 
The burner turns off five minutes 
before a cycle is completed, to cool 
clothes for easy handling. The 
burner also turns off if the door is 
opened during a cycle. The dryer 
is designed to vent air to the out- 
side. The lint trap is at the top of 
the unit for accessibility. The dryer 
is equipped with a signal bell for 
settings of up to one hour. 

Manufacturer: The Stiglitz Corp., 
Inc., 2007 Portland Ave., Louisville 
3, Ky. 


o = 








Wringer Washer 
Kelvinator has introduced a 
wringer washer that features a 


Paw 

pump designed to empty the wash- 
er in approximately two minutes. 
The washer has a nine lb clothes 
capacity. The wringers are set in 
a one-piece housing and have a 
trigger-action release. A timer 
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sounds a bell when washing is fin- 
ished. 

Manufacturer: Kelvinator Div., 
Nash- Kelvinator Corp., 14250 
Plymouth Rd., Detroit 32. 


Built-in Cooking Units 

A new eleetric range designed 
for counter top mounting has been 
announced by Thor. The range 
units are accompanied by a built- 
in oven and broiler unit. The range 
top is available with two or four 
burner elements. The smaller cook- 
ing unit has a six in. and an eight 
in. element and the larger unit has 
two elements of each size. The 
oven can be built into a wall or 
cabinet. It is equipped with broiler 
and baking elements. 





Manufacturer: Leeson Steel 
Products, Inc., subsidiary of Thor 
Corp., 2115 S. 54th Ave., Chicago 
50. 


Wringer Washer 

A new wringer clothes washer 
announced by Hamilton has an au- 
tomatic timer and built-in drain 
pump. The timer rings a bell at the 
end of a selected washing cycle. 
The washer is full-skirted and can 
be easily moved on its five casters. 
An automatic drainboard reverses 
as the wringer direction is changed. 





Manufacturer: Hamilton Mfg. Co.., 
Two Rivers, Wis. 
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BUFFALO’S LARGEST PUBLIC HOUSING- 
DANTE PLACE 







. PROJECT 
is? Buffalo, New York 














This seven-building Dante Place project containing 
616 dwelling units has been completed recently in 
Buffalo, New York. 


In these buildings every bathroom has an 
AllianceWare bathtub. A total of 816 tubs were in- 
stalled —making the installation 100% AllianceWare. 


You'll find AllianceWare in the largest projects. You'll 
find AllianceWare in the finest apartments and hotels. 
You'll also find AllianceWare in both pretentious and 
modest homes, and you'll find AllianceWare in re- 
modeled bathrooms of old homes. 


ALLIANCEWARE, INC. e Alliance, Ohio 


Bathtubs e Lavatories e« Closets e Sinks 


ARCHITECTS: Backus, Crane & Love, Buffalo, New York 


PLUMBING CONTRACTORS: Carl C. Grimm and 


Henry M. Deckert, Inc., Buffalo, New York 


That’s because AllianceWare — porcelain-on-stee) is 
designed to meet modern building needs. Lighter in 
weight for easier handling and easier installation. 
Porcelain-on-steel to assure a lustrous, stainproof, 
glistening, glass-hard surface. Formed steel to pro- 
vide exactness of dimensions and to avoid useless, 
unnecessary weight. Five beautiful colors—as well as 


white—to meet the ideas of the most color-conscious. 


If you want details of AllianceWare which can be a 
profit and prestige builder for your business, ask 
your plumbing supply jobber. Or write us. 
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Instead of using permanent cast \ren soil pipe When cast ican sail gipe is installed, the work 
for his house sewer, he was shown how to __ has to be done by a journeyman plumber. He is 
“save” money. He was sold a newer material an expert at making joints caulked with oakum 
and it worked fine — for a few years. and sealed with molten lead. Such 


Then it failed, and had to be dug up USE joints are root tight, flexible and leak- 
.inconven- pgpmanenyr Proof for lifetimes to come. Cast iron 


ience . . . and the loss of some favorite east mom = 'V2"t warp, soften, chip or loosen up 


and rep)aced. Expense . . 


and costly shrubs. 


It’s a natural thing for people, build- 
ing their first homes, to want to save 
money on things that don’t show, and put the _rial is cast iron. Whenever you convince a home 
money “saved” into things that are seen each _ builder to use cast iron soil pipe the result is a 
day. But that is the time for you to recommend better building .. . and an enhanced reputation 
cast iron, which really saves future expense. | for you — a man who holds out for the best. 


This advertisement is sponsored by: 





Alok Pipe ¢ Pp y 


American Brass & Iron Fdy. 


Anniston Foundry Co. 
Anniston Soil Pipe Co. 


Attalla Pipe & Fdy. Co., Inc. 


Buffalo Pipe & Fdy. Corp. 
Charlotte Pipe & Fdy. Co. 
Combustion Eng., Inc. 
Emory Pipe & Fdy. Co. 
Florida Pipe & Fdy. Co. 
Hajeca Corporation 

Herce Foundry, Inc. 

1. C. King Pipe & Fay. Co. 


Williamstown Fdy. Corp. 








.< 
| 
| CAST IRON SOIL PIPE INSTITUTE | 
Pacific Cast tron Pipe & | Dept. DE-9, 1627 K Street, N.W., | 
Fitting Co. } Washington 6, D. C. | 
Peerless Pipe & Foundry | CAST IRON Pk J he {i th Pots ae ] 
ta. tee. | s Ol L PIPE ease send me the literature ave checke 
(J Information on your new sound movie 
Reading Foundry Compony | INSTITUTE “Permanent Investment” | 
Rich Mfg. Co. of Calif. { | 
Rudisill Foundry Company | 1 oO — of a folder: “Plumbing | 
Russell Pipe & Fdy. Co., Inc. | rk ee | 
Sanitary Co. of A | | 
Somerville Iron Works | Name pate 
Tyler Pipe & Foundry Co. fs i ee 
Walker Mach. & Fdy. Corp. | SLENDER TERS OE Be a | 
Western Foundry Company | | Sold Bi telat Sinai s Zone_ a ee 
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when soil settles. 
In fact, when it comes to plumbing 
drainage, the only time-proved mate- 
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OB series 


BOILER FOR OIL 
or 


OIL HEATING UNIT 


For hot water and steam heating 
systems. Capacities: 

Steam 285-365 sq. ft. 
Water 525-670 sq. ft. 
Compactly designed for modern 
homes, OB Series Boilers are 
small enough to be tucked away 
in minimum sized utility rooms. 

Note particularly the round 
shape! This design offers many 
efficiency advantages because it 
is the shape of the flame itself— 
no dead, unheated corners. Cor- 
rect draft conditions are pro- 
duced with minimum chimney 
size. Rugged, cast iron construc- 
tion assures years of trouble-free 


service. 


IT IS MORE PROFITABLE TO SELL A EXTRA VALUE 














VERTICAL WATER 


TRAVEL ~e Storage or tankless indirect domestic Kritze 

Water travel is princi- water heater may be installed. d th 
pally through vertical sac 

passages, accelerating No-face grinding of sections—the tough outer ability 

the natural upward move- skin of cast iron is left on to retard corrosion. thing, 

ment of heated water. ier to” 

Multiple deep fins in the flueways extract we | 

maximum heat before hot gases leave the utely , 

boiler. by Kri 

—ratir 

Extra large firedoorand frameareeasily For complete information, ation 


removed to permit servicing burner and send for Bulletin C-130 
combustion chamber. 


Pre-cast refractory combustion chamber is 
correctly designed for most efficient com- 
bustion of oil. 


Rigid steel jacket, handsomely finished 
in lustrous gray hammerloid. 


Oil burner furnished as standard equipment [~~ 
on OB Series Oil Heating Unit has exclusive, | @ 
fuel-saving features. Flange-mounted. b - 


Installs on any type of floor. Special baseplate bee 
allows free circulation of air beneath boiler. 


WEIL: Mc LAIN WEIL-McLAIN COMPANY 


MICHIGAN CITY, INDIANA 





"WOH: tay 


Bovter foe Oy 






BACK AND FORTH 
FIRE TRAVEL 





Hot gases travel in a bal- 
anced path through wide, 
deep finned flueways— 
no heat-wasting short 
cuts to the chimney. 
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BOILERS- RADIATORS 
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"IF (T'S KRITZER, 
IT'S RIGHT, SIR!” 


Kritzer entered the heat transfer field in 1912 
and this long experience is reflected in the 
ability of Kritzer Radiant Coils to heat any- 
thing, anywhere—yet remain economical, eas- 
ier to install, more efficient in use, and abso- 
lutely true to their ratings. This last is backed 
by Kritzer’s exclusive CERTIFIED RATINGS 
—ratings based on and proven by actual oper- 


rmation, ation in the laboratory and the field. 


C-130 


SEE YOUR JOBBER FOR KRITZER PRODUCTS 


2901 Lawrence Avenue - Chicago 25, Il. 


KRITZER BASEBOARD HEATING . KRITZER FIN-PIPE HEATING 


KRITZER RADIANT PANEL HEATING 














(Continued from page 95) 


tures than those originally desired by the cus- 
tomer, which were in short supply and were not 
specified in the contract. 

The contractor showed the customer the differ- 
ent fixtures and received no complaint. Later the 
customer expressed his disappointment in the 
fixtures and avoided payment. Since he had 
accepted the fixtures, a court advised him to pay. 

When a property owner with a full knowledge 
accepts defective or inferior equipment or work- 
manship that breaches the contract, the contractor 
cannot be held responsible for damages. This is 
a widely established law. 


ITEM: Customer Obligated to Pay 
for Requested Additional Work 

FREQUENTLY A CONTRACTOR asked to perform 
work additional to that stipulated in a contract is 
inclined to refuse unless he has written authoriza- 
tion. This is a wise policy to follow, but under cer- 
tain conditions it may be impractical or difficult. 
In such cases, the contractor should know that the 
law favors him. 

On a recent bathroom remodeling job, a con- 
tractor was asked by the homeowner to install the 
water closet just removed from the upstairs bath- 
room in the basement. When the contractor told 
him that there would be an additional cost for this 
work, the homeowner told him to proceed with 
the work and left on a two-day business trip 
before written authority could be obtained. 

After the work was finished, the homeowner 
withheld payment for the extra work on the 
it. But the court ruled that the homeowner was 
liable for payment, since he gave the order for 
the additional work himself and was informed 
by the contractor that there would be an addi- 
tional charge before the work was begun. 

A contractor is often entitled to payment for 
extra work, also, even when given a verbal order 
by the customer under a subcontract. An example 
of this occurred when a property owner asked the 
general contractor to have additional plumbing 
work done, stating that he would pay for it. 

Later the plumbing contractor had difficulty 
collecting the additional amount due when the 
property owner maintained that it was not in- 
cluded in the principal contract nor authorized 
in writing. Since the work involved was not part 
of the principal contract, the claim was not cov- 
ered by the statute of frauds. The court ruled, 
however, that the initial liability grew out of the 
promise of the owner to pay his own personal 
debt, not that of the general contractor. 


ITEM: Tragedy Demonstrates the 
Value of Periodic Check-ups 

A CONTRACTOR RELATES a tragic experience he 
had which he has used to stress to his customers 
the importance of having equipment checked 
periodically. He had installed a water heater in 
a home and several months later found himself 
involved in a lawsuit filed by the husband, whose 
wife was killed when it exploded. 

The contractor was able to prove that the heater 
was installed and vented correctly, but further 
investigation showed that a leak had developed 
when the wife inadvertently damaged the heater 
while moving some furniture. The husband ad- 
mitted that they had known about the leak, but 
did not consider it serious. 

Had the leak been due to the contractor’s negli- 
gence and the family had not known about the 
leak, he would have been subject to damages. 
Fortunately for the contractor, the wife’s death 
was due to her own and her husband’s careless- 
ness. The moral, as he expresses it, is to use ex- 
treme care when installing equipment and to en- 
courage customers to have checks made periodi- 
cally by a serviceman. 


ITEM: Permanent Removal of Equipment 
Restricted Under Conditional Sales 

PLUMBING AND HEATING contractors who sell 
equipment under conditional sales contracts or 
chattel mortgages should be very careful that the 
equipment is not attached to a building in a man- 
ner that its removal will damage tke building. 
Equipment that is not removable without damage 
is classified by law as a legal fixture. Therefore, 
if a customer fails to make payment and the con- 
tractor attempts to remove such equipment, he 
can be prevented from doing so. 

For example, if a legal fixtures is sold either 
to a leasee, or to one who owns a building, and 
the holder of the mortgage forecloses, the new 
owner can prevent the contractor from removing 
or repossessing the equipment in event of incom- 
plete payment. 

Higher courts have consistently held that if 
either the owner of a building, or a new purchaser, 
or the forecloser objects to removal of equipment, 
the contractor cannot remove it unless he can 
convince the court that the equipment is not a 
legal fixture. 

A contractor cannot, under any circumstance, 
remove or repossess a legal fixture when any one 
or more of the following four conditions exist: 1) 
removal would damage the building, 2) the cus- 

(Please turn to top of page 180) 
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mUldatslecie alate 
With All the Features 


Present Day Conditions Demand 


Competitively Priced 
Packaged Units 

Fully Assembled 

10-Year Factory Guarantee 
Factory Wired 

Low Installation Costs 


Fire Tested 


This Complete Heatwave 


Line Includes: 





FORCED AIR FURNACES 
COUNTER-FLO FURNACES 
FLOOR FURNACES 

WALL HEATERS 


AAG 


You Save TIME, LABOR and SORES 
CUT COSTS When You Install 


Ee 


A.G.A. 
DISTRIBUTED BY OUTSTANDING WHOLESALERS APPROVED 
WRITE OR WIRE FOR NAME OF YOUR DISTRIBUTOR 


2 Man ufltnringhl 
So ake! farnu acturing Om he Y 


A SUBSIDIARY OF THE F. E. MYERS & BRO. CO 
BOX 28 AURORA, MO. 
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Water scarcity in the Texas “Big Bend” Country used 
to be a constant major crisis for ranchers. Back in the 
“old days,” cattle and sheep were forced to walk 
miles and lose valuable weight in search of natural 
springs. And in drought years, cattlemen had to make 
superhuman efforts to save their herds. 

But today, with pasturelands fenced in, ranchers 
are drilling wells in central locations and piping water 
to pastures. Down at Mitchell Ranch in Antelope 
Springs, Texas, 100 miles of pipe lines, varying from 
half a mile to 15 miles in length, carry water to the 
farthest points of the 192,000-acre ranch to water the 
5,000 head of cattle. 

The 863 tons of Spang CW Steel Pipe used in this 
project are arranged so that cattle will find water 
troughs no farther than a mile away from any point 
on the ranch. With this system, cattle are more con- 
tented and can maintain important weight for market. 

Spang CW Steel Pipe will give the Mitchell Ranch 
years of dependable service, because Spang Pipe is 
quality-controlled throughout its manufacture. This 
means Spang is made of the best steel, is uniform 
in every way, is easy to cut, bend, thread and weld; 
and is tested and inspected before shipping to 
assure a perfect product. 

Spang CW Steel Pipe is the first choice of 
engineers, architects and contractors for heat- 
ing, plumbing and air conditioning systems. 

Next time you order pipe, tell your dis- CZ 
tributor you want Spang CW. 
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BURKSVILLE HAPPENINGS. ~ « » Si 
BURKSVILLE COUNTY FAIR 


GOING GREAT GUNS OVER 
HERE, BILL. WE BETTER 
LATCH ON TO IT, TOO. 


yy YES sin — eS 


THE NAME(S {| 
THE SAME AS 
ON OUR 
Pump !! 





Witie ! 
You GET 
DOWN ! 





I'M GOING TO 
REPLACE OUR 
WORN OUT PUMP 


~ mg? & THEN I CAN HAVE 
; THAT AUTOMATIC 


LAUNDRY AND Vr’ - 
DISHWASHER! CMe «LET'S GO 


OVER TO THE 
L RACE TRACK! 


S R4 age k eo Lai Ny Sw 94 : o< 
SELLING LIKE te & || Sei ee 
HOT nae ! < Wy (s > 
OVER THERE! DRS ~ 

} . OX y —- 


THERE ARE VOZENS 


INSTALLED AROUND 
HERE, ne EVERYONE HERE YOU ARE, 


KNOWS IT’S A GOOD GENTLEMEN — THE BEST 
UMP! = MONEY MAKER IN THE WATER 
SYSTEM BUSINESS. LEARN 
ALL ABOUT IT— SEND 
THIS COUPON TODAY! 


yy) “ 
BURKS DEALER INFORMATION COUPON 
DECATUR PUMP CO., 33 Elk St., Decatur 70, Ill. 





Please send us by return mail 


I'm GOING TO GET . | Pee y ‘a The BURKS Dealer ‘a The latest BURKS 
THE INFORMATION < Proposition Water System Catalog 
ABOUT THIS MONEV- ~ 

MAKING BUSINESS 

IGHT AWAY! 
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LEW! 
IDIFIER 








FOR USE WITH STEAM, HOT WATER, OR VAPOR HEAT 
Gas fired—installed independently of the boiler. Controlled 


by rise and fall of stack temperature. Burner long tested— 


protected by safety pilot and high temperature cut-off. 


Leak proof blown glass float. Nickel and chrome plated 
brass valve parts. Water chambers double coated with acid 


and alkali resisting porcelain enamel. 


G@q=kwutitle 





SKUTTLE MANUFACTURING CO. 
Detroit 7 © Michigan 


Write for booklet on 
this and the others of 
the Skuttle complete 
line of humidifiers. 
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Good Reading 


(Continued from page 28) 
described in a new catalog by 
National Radiator. The catalog il- 
lustrates the “National Packet” 
unit and gives side, front and top 
diagrams of it. The catalog also 
describes the “Raytrol” control 
feature, which permits a constant 
flow of heated water from the 
tankless heater and prevents over 
or under heating. Rating and 
specification charts of the 36 in.- 
high packaged cabinet heater also 
are included. 

Issued by: The National Radiator 
Co., 221 Central Ave., Johnstown, 


Pa. 
o°o 9° 


Brazing alloys for joining copper, 
brass, steel and bronze piping are 
described in an eight-page catalog 
issued by Alloy Specialties. The 
literature describes four alloys with 
free flowing characteristics which 
permit quick assembly of piping. 





The resulting joints are resistant 
to corrosion and leakage. Fluxes 
for silver brazing also are de- 
scribed. 
Issued by: Alloy Specialties Co.. 
Swissvale, Pa. 
o9o 96 


Appliances, water heaters, and 
heating and air conditioning equip- 
ment are presented in a new 12- 
page folder published by Servel. 
Electric chest and upright home 
freezers and the % and %4 hp Ser- 
vel room air conditioners are de- 
scribed. The folder includes in- 
formation on a year-around condi- 
tioner, a 25-ton water chiller and 
an evaporative water cooler. 

Issued by: Servel, Inc., 119 Mor- 
ton Ave., Evansville 20, Ind. 


oOo 8 


Pneumatic spreader stokers are 
described in a 12-page, four-color 
catalog published by Iron Fireman. 


The catalog uses cutaway illus- 
trations to explain each function 
of the stoker. The spreader is de- 
signed to feed coal at set ratios 
from the bunker to the dryer, 
where coal is dryed and pre-heated 
before a pneumatic conveyor de- 
livers it to the furnace. Descrip- 
tions are included of controls which 
automatically adjust the firing rate 
to the boiler load and also propor- 
tion fuel and air at any firing rate, 
regardless of the fuel bed condition. 

Issued by: Iron Fireman Mfg. 
Co., 3170 W. 106th St., Cleveland 11. 


o°o 9 


Hot water storage heaters and 
heat exchangers are described by 
Patterson-Kelley in a new 16-page 
catalog. More than a dozen types 
of units for institutions, manufac- 
turing plants and public buildings 
are illustrated. Four other catalogs 
are offered covering applications 
where more specialized informa- 
tion is required. 

Issued by: Patterson-Kelley Co.. 
Inc., 597 Warren St., East Strouds- 
burg, Pa. 


o° 9 


A submersible sump pump is 
described by Kenco in a new 3- 
color folder. Cross section illustra- 
tions show details of construction 
of the pump and switch. A series 
of drawings shows each phase of 
operating control and illustrates an 
improved liquid level control 
switch. 

Issued by: Kenco, Inc., 1125 N. 
Ridge Rd., Lorain, Ohio 


609 
Precast shower receptors are de- 
scribed by Fiat in a new 12-page 
catalog. Diagrams are used to il- 


fecrmane’ deme 
rex 


Leanne sn 


ap ° 
receptors 





lustrate the composition and in- 


stallation of receptors in tile, 
plaster and slab walls. Fiat shower 


doors also are discussed. Descrip- 
149 


tions, photographs and installation 
recommendations for three types of 
shower doors also are provided. 

Issued by: Fiat Metal Mfg. Co., 
9301 Belmont Ave., Franklin Park, 
Ill. 


°° 9 


Oil and gas-oil burners for com- 
mercial and industrial use are list- 
ed and described by Ray Oil 
Burner Co. in a condensed catalog. 
A cutaway view shows the horizon- 
tal rotary principle used in the 
burners. The oil burner is offered 
with either direct, belt or steam 
turbine drives and can be converted 
for diesel or other heavy fuel oils. 





£ RAY % seven co 


Issued by: Ray Oil Burner Co.. 
1301 San Jose Ave., San Francisco. 
0° 9° 


Exhaust fans for wall and roof 
installation are described in a new 
bulletin by Jenn-Air. Cutaway 
views show the construction of the 
fans, which are made of aluminum 
with the motor mounted outside of 
the airstream. Back draft elimin- 
ators alsa are described. 

Issued by: Jenn-Air Products 
Co., Inc., 409 Architects & Bldrs 
Bldg., Indianapolis 4. 

0° 9° 

Casting defect causes are out- 
lined in a booklet published by R. 
Lavin & Sons, Inc. Included are 
sketches and explanations of foun- 
dry practices that should be avoid- 
ed. The material is based on pro- 
duction of red brass and tin bronze 
castings, but is intended to include 
general causes of casting rejections. 

Issued by: R. Lavin & Sons, Inc. 
3426 S. Kedzie Ave., Chicago 23. 


699 


Vitreous china closets and lava- 
tories are described by Peerless in 
a new 12-page catalog. Photos and 
cutaway views illustrate the steps 
involved in producing vitreous 
china. Diagrams give measure- 

(Please turn to top of page 152) 
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The 31 years effectiveness of manufacturers catalogs 
pre-filed in DOMESTIC ENGINEERING CATA. 
LOG DIRECTORY gives you the successful catalog 
formula for reaching the known big wholesalers, 
specifying and consulting engineers, and large con- 
tractors who do the biggest percentage of buying 
and specifying of plumbing, heating and air-condi- 
tioning materials as well as major appliances. 











YOUR PRODUCTS ARE 
EASY TO BUY AND SPECIFY 
RS WHEN YOUR LOG IS BOUND IN 
October 15 DOMEST! NGINEERING 
CATALOG DIRECTORY 


BUYERS REFERENCE BOOKS 


There are TWO kinds of buyers’ reference books for the 
Plumbing, Heating, Air-Conditioning, and Major Appliance 
Fields: 


1. Bound collections of manufacturers catalogs, com- 
monly called “pre-filed” catalogs. Issued Annually. 


2. DOMESTIC ENGINEERING CATALOG DIREC- 
TORY with pre-filed catalog sections of 1090 (1953 
edition) manufacturers’ catalog pages; also has 730 
additional pages consisting of Plumbing and Heat- ’ 
ing Classified Product Sections, Tables and Rules, 
Trade Names, and Names and Addresses. Issued 
twice each year ... the complete Annual Edition in 
January and the Mid-Year Supplement in July. 


These EXTRA CATALOG DIRECTORY FEATURES 
are found in no other pre-filed catalog in DECD's 
field. 


In the second half of 1952 DOMESTIC ENGINEERING 
CATALOG DIRECTORY polled its JURY (entire 1952 
field of distribution). After full trial of DECD, the jury’s 
verdict is shown in the unmistakable statistics reproduced 
at right: 


WHOLESALERS 


Wholesalers, The “Supreme Court” of buying for most 


plumbing, heating and air-conditioning materials, gave a 
resounding verdict for DECD over all other directories by 


21.1% of the users: 


DECD used more than Directory “A” _.......... 1517.1% 
DECD used more than Directory “B” ................ 616.5% 
DECD used more than Directory “C” ................ 625.6% 


CONSULTING AND SPECIFYING 
ENGINEERS 


Based on a voluntary return of signed statements by 32.9% 
of DECD distribution to Consulting and Specifying Engi- 


neers: 
DECD used more than Directory “A” _.............. 23.3% 
DECD used more than Directory “B” ................ 428.3% 
DECD used more than Directory “C” ................ 1766.6% 


CONTRACTORS 


The verdict in favor of DECD by 20.4% of the Contractors: 
DECD used more than Directory “A” ................ 389.3% 


DECD used more than Directory “B” ................ 953.8% 
DECD used more than Directory “C” ........... 1612.5% 
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The market is constantly e-x-p-a-n-d-i-n-g for those Manufacturers regularly using 
DOMESTIC ENGINEERING CATALOG DIRECTORY because 2800 progressive 
wholesalers continuously look to DECD for product information and for sources of sup- 
ply. These wholesalers collectively use DECD over 150,000 times each month. 

Study the facts and figures below to see how thoroughly and how completely DOMESTIC 
ENGINEERING CATALOG DIRECTORY can reach your market. 


HERE IS YOUR MARKET 


SIGNED REPORTS from 61.5% of the 2800 wholesalers 
wing the year ’round catalog service of DECD show the 
following pattern of distribution. To reach this market 
you must use the catalog formula of DOMESTIC ENGI- 
NEERING CATALOG DIRECTORY. 


secemtege of Wholesalers selling each product in DECD 


Plumbing Supplies (Enameled Ware, Pottery, Etc.) 88.1% 
Plumbing Specialties (Brass and Rubber Goods, Etc.) 89.1% 


Water Heaters: 







I INI ooo soo ise vanaf sdenco decent caesoes.onzdnico eM TO 
ns RU oak dace ensoceenanticnsnsooees 86.5% 
Oil Burning, Automatic —......... Paste nseceas bon saiel wean eel 62.3% 
I or Fo esac ts ciorcescctscoanecowanacchocdesned 59.0% 
NY i cc vabdcdavenssssliasces GO 
Pumps and Water Supply Systems — 0.0... 717.8% 
ene aaa eee ee --.+-2-84.2% 
Heating Supplies (Boilers and Radiators) .................. 85 0% 
Heating Specialties —................ ...87.7% 


Warm Air Furnaces _............... 


RO NN is i calatvssiiadasencceorenccorescnsee ..BT2% 
Prefabricated Ducts and Fittings .................................. 41.1% 
Automatic Heat and Air Conditioning Equipment: 
YS Sa 84.2% 
Conversion Gas Burners _..............2-...00.000.-000000 cee. 63.7% 
- MRR VS ene Sls ESN Ete ee 71.1% 
Stokers—Domestic and Commercial ........................ 32.0% 
Summer Cooling Equipment .................................... 40.4% 
Window Air Conditioners 0... 39.9% 
See 
Attie and Industrial Fans .............2......2.....2.02...0.0-0++- 46.1% 
Kitchen Exhaust Fans _........00.0000.00000000cccececeeeeeeeee 50.2% 
Registers, Grills, Diffusers 0.000200. 49.1% 
BSE ees >, | 
Pipe, Valves and Fittings (Steel, Iron, Brass, Etc.) .925% 
Refrigeration—Commercial 0.0.0.0 12.5% 
ONIN NNN oss od asc dsnencnencddnveins 22.4% 
Tools for Plumbing and Heating Trades ...................... 90.9% 
Tools for Sheet Metal Trades 2.020000... 38.0% 
aan cee cas seanmcengs conc éronepeanncige 22.4% 
Other Products ...... SEDO Ck La aR Re Miele are anh 24.3% 
Appliances: 
SEES innate A sc ee Pa eNO 25.2% 
I a aay ts Heep sdasonduacacaaed 21.9% 
SES iret LS Sa Fete ED CEDE aN LT. 15.3% 
Disposers, Food Waste ......0..0 2002000. 70.5% 
Cabinets, Kitchen and Sink ......000.000000000000c. 71.2% 
1, scaucssonensbynceanoend 34.2% 
Clothes Washers and Dryers ...........00..00o..... 16.8% 
BRM OG CORUIOE ance aeons cacc ccc cccsaccenbevese 12.9% 
CN fedora cots torgiseks's/snisojanciovchinvasvsnessinepaiibies 7.4% 
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HERE ARE DECD SPECIAL SERVICES 


CATALOG REPRINT SERVICE. DOMESTIC ENGI- 
NEERING CATALOG DIRECTORY offers you its year 
’round reprint service to keep your supply of individual 
catalogs to a minimum. This simplifies changes and with 
little or no waste of obsolete catalogs. Your type pages 
are kept intact and stored by us (at no cost to you) to 
facilitate revisions and also keep your reprint costs to a 
minimum, 


CATALOG REFERENCE “STICKERS” for use on Gen- 
eral Correspondence. Special Stickers are available for use 
on your letterheads, mailing pieces, etc. This special serv- 
ice assists you in referring buyers and specifiers to your 
Catalog Material in DOMESTIC ENGINEERING CATA- 
LOG DIRECTORY. These are furnished without cost, 
upon request, in pads of 100 stickers each. 


CATALOG REFERENCE “LOGOTYPES” for Trade Mag- 
azine Advertising. To assist you in referring buyers and 
specifiers to your catalog material in DOMESTIC ENGI- 
NEERING CATALOG DIRECTORY, we will be glad to 
furnish you free of charge, with special logotypes for 
insertion in your advertising copy in DOMESTIC ENGI- 
NEERING Magazine. These special logotypes can also 
be used for imprinting on your letterheads, mailing pieces, 
etc. One or two-color logotypes, as desired. Available in 
four sizes: 5%”, %”, 1” and 1%” square. 


DIRECT MAIL SERVICE. List rental service of all seg- 
ments of the industry are available to manufacturers at 
nominal fees. These lists are kept up-to-date through 
DOMESTIC ENGINEERING’S extensive field representa- 
tives. Our facilities are available for the handling of all 
or any part of your direct mail operation. 


MARKETING AND RESEARGH BUREAU maintained to 
assist manufacturers and their advertising agencies in 
determining potentials for their products, and to furnish 
distribution and related market data. Extensive files are 
maintained on all products in this industry. The services 
of this Bureau are available to manufacturers in the 
plumbing, heating and air-conditioning industry. 


MANUFACTURERS AGENCY SERVICE. For ern 
DOMESTIC ENGINEERING kas acted as a clearing house 
for manufacturers desiring manufacturers’ representatives, 
and manufacturers’ representatives needing new or addi- 
tional lines. This service is solely for those manufacturers 
using DOMESTIC ENGINEERING Magazine or DOMES- 


TIC ENGINEERING CATALOG DIRECTORY. 


DOMESTIC ENGINEERING CAT; 


1801 PRAIRIE AVENUE 
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(Continued from page 149) 
ment of vitreous ware for conveni- 
ence in planning bathroom layouts. 

Issued by: Peerless Pottery, Inc., 
917 N. St. Joseph Ave., Evansville, 
Ind. 


o° 9 


Oil burner accessories, including 
domestic and industrial nozzles, air 
cones and combustion heads are 
described by Monarch in a new 12- 
page catalog. The catalog illustrates 
adapters and body valves, gives 
nozzle characteristics and sug- 
gested combinations and includes a 
capacity table. Capacities range 
from .60 to 100 gph at 100 psi, with 
operating pressures from 75 to 200 
psi for the domestic models. 

Issued by: Monarch Mfg. Works, 
Inc., 2501 E. Ontario St., Philadel- 
phia 34. 

o°o 9 


Gas industry data and statistics 
are included by the American Gas 
Assn. in the new edition of “Gas 
Facts.” Facts and figures relating 
to the use of gas and competitive 
fuels for cooking and heating are 
reproduced for each state. The in- 
formation in the handbook has been 
compiled by companies representing 
94 per cent of customers, sales and 
revenues of the industry. 

Issued by: American Gas Assn., 
420 Lexington Ave., New York 17. 


oOo 90 


Design of air handling systems 
for air conditioning is described in 
a chapter added to the new edition 
of the Trane air conditioning man- 
ual. The new chapter covers fan 
application and selection, basic fan 
laws and duct design data. The 
chapter is available separately from 
the manual. The manual presents 
laws of heat and cold and applies 
them to problems of air condition- 
ing. Comfort standards are illus- 
trated and described in another 
chapter. 

Issued by: The Trane Co., La 
Crosse, Wis. 


oOo 0 


Brazing applications for heating 
and plumbing installations are il- 
lustrated in a new bulletin pub- 
lished by Handy & Harman. The 
four-page bulletin shows applica- 
tions of the silver alloy “Sil-Fos” 
on two New York City housing 
projects and on several other large 
installations. The bulletin § also 


points out that the alloy flows 
freely when heated to penetrate 
throughout the joint area. This 
feature permits brazing in any po- 
sition. 

Issued by: Handy & Harman, 82 
Fulton St., New York 38. 


9° 9 


Perimeter diffusers for both heat- 
ed and cooled air are discussed by 
Titus in a new folder. A _base- 
board-type diffuser is described in 
the consumer mailing piece. The 
diffuser is designed to provide gen- 
tle air circulation to avoid drafts 
and maintain even temperatures. 

Issued by: Titus, Inc., 113 E. 8th 
St., Waterloo, Iowa. 


o° ° 


Pipe tools for plumbing con- 
tractors are described by Beaver 
in a new eight-page catalog. The 
two-color reference catalog carries 
data and price listings on pipe and 
bolt threaders, square end sawing 
vises, pipe reamers, cutters, and 
pipe and bolt machines. Also de- 
scribed are the new power drive, 
nipple chuck and direct pressure 
pipe cutters. The catalog can be 
punched and inserted into a three- 
ring binder. 

Issued by: Beaver Pipe Tools, 
Inc., 400 Dana Ave., Warren, Ohio. 


°° 9 


Air handling units for industrial 
and commercial use are described 
by Westinghouse in a new six- 
page bulletin. Detailed installation 
possibilities are given for central 
station conditioning, exhausting 
heat fumes or vapors, and heating 
requirements where cooling is not 
needed. Humidifiers, mixing boxes 
and filter sections are also de- 
scribed. 

Issued by: Westinghouse Electric 
Corp., Sturtevant Div., 200 Read- 
ville St., Boston 36. 


o° 8 


Iron pipe unions are described by 
Jefferson in a 28-page illustrated 
catalog. Specifications and cutaway 
photos show 150, 250 and two 300- 
lb. malleable unions. The catalog 
describes manufacturing processes 
that are designed to provide a 
strong, tight joint. Ground joint 
unions and flange unions are 
described. 

Issued by: Jefferson Union Co., 
Inc., 27 Fletcher Ave., Lexington, 
Mass. 
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An electric dehumidifier de- 
signed by RCA Victor is described 
in a new four-page folder. The 
booklet points out the advantages 
of dehumidification as a protection 
against rot, rust and mold. The 
portable unit is recommended for 
rooms where excessive moisture 
affects piping, heating units, ap- 
pliances, furniture, instruments or 
general living conditions. 

Issued by: RCA Victor Div., Ra- 
dio Corp. of America, Front & 
Cooper Sts., Camden, N. J. 


°° 9 


Ceiling diffusers that are easily 
installed are described by Carnes 
in a new eight-page catalog. The 
aluminum diffusers are for flush or 
exposed duct installation. Photos 
illustrate the construction of five 
models. Detailed charts provide 
specifications and performance data, 
including cfm velocities ranging 
from 115 to 2,670. 

Issued by: W. R. Carnes Co., 
Verona, Wis. 


9° 9° 


Small industrial pumps are de- 
scribed by Tuthill in a new 12- 
page illustrated catalog. The line 
of pumps is intended for lubricat- 
ing, hydraulic, transfer, circulating 
and burning oils use. The catalog 
features a pump guide for the se- 
lection of proper equipment. Di- 
mensions, parts diagrams and per- 
formance curves also are included. 

Issued by: Tuthill Pump Co., 939 
E. 95th St., Chicago 19. 


o° 0 


Stone lined water tanks are de- 
scribed in a bulletin issued by Fac- 
tory Distributors. A cutaway il- 
lustration of the boiler shell and 
the stone lining show details of 
construction. Materials used and 
testing procedures also are ex- 
plained. The bulletin includes an 
illustration of an assembled tank 

Issued by: Factory Distributors, 
Inc., 3601 Boulevard of the Allies. 
Pittsburgh 13. 


o°o 9 


Tank drains for waterlogged 
pressure tanks are described by 
Thrush in a new folder. The va- 
cuum breaker and drain valve are 
combined in one fitting. The drains 
require only ten minutes to drain 
the average size tank. The folder 
states that the fitting is available 
for 12 and 14 in. tanks. 

Issued by: H. A. Thrush & Co. 
Peru, Ind. 
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ng @ no longer necessary to take off cover 
og to remove grease 
e- D -off pipi Two-way 
: @ no longer necessary to temove grease ee ae draw-off valve 
“m from interceptor by hand 
od. @ grease flows out of draw-off... 
39 no inconvenience...no odors...no mess 
Here is the grease interceptor the industry has long 
awaited—a grease interceptor that AUTOMATICALLY 
e~ discharges the grease at the turn of a valve, elimi- | 
oe nating the inconvenience of removing the cover of 
~ the interceptor and cleaning out the grease by hand. 
1 
of In the new Josam Series “JH” interceptor with a 
id specially designed “low pressure” or “partial vac- 
% uum” chamber, the grease continues to collect in the 
te low pressure chamber from which it can be drawn 
k off at any time, without removing the cover, simply 
é ‘by turning the handle of the draw-off valve at outlet 
S, 
- end of the interceptor to the “‘draw-off” position. Waste outlet 
After the stored grease is drawn off, the valve is Low pressure 
turned to “on” position and the interceptor is back collecting chamber Sicsee diemielt aah 
4 in operation for grease interception. 
y Available in a wide range of sizes. Send coupon 
4 today for complete information. Patents Pending 
e ----------------------- 
1S JOSAM "MANUFACTURING COMPANY 
n JOSAM MANUFACTURING COMPANY 7 DEPT. D.E., MICHIGAN CITY, INDIANA 
" LARGEST MANUFACTURER OF PLUMBING DRAINAGE PRODUCTS | . rn | 
: General Offices and Manufacturing Division Please send complete details on Series “JH” Grease Interceptor. 
MICHIGAN CITY, INDIANA | NAME ; ; BUSINESS 
* Representatives In All Principal Cities 1 sem . 
JOSAM PACIFIC CO. JOSAM CANADA LIMITED |! sania 
West Coast Distributor General Office and Mfg. Div. | 
San Francisco, Calif. Toronto, Canada 1 ery ZONE STATE 
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suburban home. L-M Pipe makes an ideal filter bed installation, 
it is light, strong, permanent, easy to install, trouble-free. 


Selects L-M Fibre Pipe 


For Septic Tank Filter Bed 


Many Uses for L-M Fibre Pipe 


House-to-Sewer Pipe: the logical choice 
for runs to septic tanks or city mains. 


L-M Fibre Pipe dues an outstanding job, 
not only on house-to-street sewers, but 
also on septic tank filter beds, as shown 
in the photograph. 

Here the owner, having learned the 
hard way about some of the problems 
with other types of pipe, discussed the 
use of L-M Perforated Fibre Pipe with 
his contractor. 

The contractor pointed out some of 
the advantages of L-M Fibre Pipe for 
septic tank installations: 

L-M Fibre Pipe is tough, flexible; it 
does not crack with ground heaving or 
settling. Once laid, the job is there to stay. 


L-M Perforated Pipe has two rows of 
Y,” holes spaced at 5” intervals, provid- 
ing even distribution of the effluent with 
no danger of clogging. 

L-M split couplings provide additional 
‘weepage.”’ L-M cross fittings provide 
good connections with laterals and 


even distribution through the system, 


Storm Drains from downspouts. 


Foundation Drains: use L-M Perforated 
—keeps basement dry. 

Farm Irrigation or Soil Drainage : use the 
solid root-proof pipe for irrigation, the per- 
forated for draining low places in farms, 
golf courses, lawns, parks. 


Well Casing: with tight joints, no loss of 


air or water pressure ; does not affect water. 
Hundreds of other non-pressure uses. 
Many Advantages 
L-M Fibre Pipe has many advantages for 
both the contractor and the owner. 
Root-Proof: joints don’t leak, don’t attract 
roots. It’s permanently root-proof, 
Flexible, light, tough, strong. Won't crack 


in transit or handling. Ground heaving and 
soil settling won't crack it. It’s permanent! 
Boiling-Water-Proof: boiling water won't 
hurt it. Neither will soil and sewage salts, 


acids, or alkalis. It can't corrode 


LINE MATERIAL 


Smooth, inside and out. The smooth inte- 
rior gives greater flow. Smooth outside 
means it won’t tear hands or clothes. 
Easy fo Lay: light, strong, easy to handle 
Comes in long lengths, saves time. Joints 
quickly made. 

Full Line of Fittings 


Don’t Calk It— Just Drive It 


Insert tapered end of pipe into tapered fitting, 
drive it home. Heat of friction makes tight, 
waterproof, friction-welded joint. No leakage. 
No cement, no oakum, no calking, no lead. But 
you can make a calked hot-lead connection to 
other types of pipe. 


Sold Only Through the Plumbing Trade 


Ask your wholesaler about L-M Fibre Pipe, 

or drop a postcard for copy of L-M Fibre 
Pipe Bulletin and name of 
nearest wholesaler. Write Line 
Material Company, Milwaukee 
1, Wisconsin (a McGraw Elec- 
tric Company Division). 


HAVE YOU SEEN THIS FILM 


“Pipe Schemes,”’ interesting, educational! 16 
MM color motion picture on application and 
installation of L-M Fibre Pipe. Available to 
trade, technical, and general groups, clubs, 
meetings. With or without a talk 

by L-M Pipe Specialist. Drop us 

a card—tell us the date of your 
meeting, and we'll be there. 








piece, full 
or come a 


Because 


folders, c 
aids like 


100th inte- 
th outside 
thes. 

to handle 
ne. Joints 





ve It 


red fitting, 
akes tight, 
© leakage. 
» lead. But 


nnection to 


Vrite Line 
Ailwaukee 
raw Elec- 
yn). 


LM 


tional 16 
ation and 
ailable to 
Ds, clubs, 


Pipe 
SCHE Mes 






























































llow the 
leader... 








For 20 years Stasco has pioneered in the development 
of molded toilet seats, like the Saniseal shown here. 
Men who sell Stasco have enjoyed many unique sales 
advantages. 


Because Stasco seats—even low-cost economy 
models—are made with solid, seamless, 1- 
piece, fully molded cores, they will not crack 
or come apart. 





Because Stasco seats are nationally advertised in lead- | 
ing consumer magazines like Better Homes 0 Gardens, 
Ladies’ Home Journal, Woman's Day, and Sunset. 


Because they are nationally merchandised 
through hard-hitting literature, point-of-sale 
folders, catalogs and effective merchandising 
aids like this 6-seat display stand. 








SSS a 


Because they are nationally sold by leading master 
plumbers and wholesalers of plumbing supplies. j 


STANDARD TANK & SEAT CO. 
CAMDEN 2, N.J. 


the seat of good housekeeping 
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“FOR THE LAST TIME, WHEN'S THIS CLUB GOING TO PUT 
POWERS MIXERS IN THOSE @2544!///3¢4/ SHOWERS! 


Simple |! 2 “Banish “Booby Trap Showers” 


Durable A HE —_in Clubs, Schools, Hospitals, Hotels, 
i | Apartments and Residences 


Thermostatic Water Mixers 


Make PiggorPuofita | , 


not 





Construction 








Giving Your Customers - 
Greater COMFORT and SAFETY wen 
of POWERS’ Controlled Showers a 







Labor Costs no more to install a quality shower mixer. Why deli 
not make a bigger profit selling Powers mixers? They cost port 
more. They’re worth more. They’re Safe 3 ways. fam 
1. No unexpected shots of hot or cold water caused by plie: 
pressure or temperature changes in water supply lines; AG 

2. Failure of cold water supply instantly shuts off shower 
delivery; O 
3. Being thermostatic Powers mixers stop scalding caused can 
by dead-ends in hot water lines. ance 
POWERS Mixers Stop Waste of Hot and Cold Water. Bathers talk 
quickly get water at the right temperature. No waste of time. Tris 
No waste of hot or cold water. Shower temperature always The 
remains constant wherever bather wants it. tion 
“Keep Everybody Happy” with Powers Regulated Showers Mar 
Phone or Write our Nearest Office for Prices = 
2 


Established in 1891 ° THE POWERS REGULATOR COMPANY © SKOKIE, ILL. * Offices in Over 50 Cities 
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Locat Rapio Procrams should 
not be overlooked by contractors 
as a golden opportunity to ad- 
dress a large segment of their 
water systems market in one fell 
swoop . Farm hour programs, for 
instance, are made to order for 
the contractor who is anxious to 
deliver his message on the im- 
portance and desirability of rural 
families having adequate sup- 
plies of running water. 


A Good Example 


One example of how a dealer 
can adapt material for accept- 
ance by his local station is the 
talk recently given by G. E. 
Trisler, assistant sales manager of 
The Deming Company, over Sta- 
tion WGY in Schenectady, N. Y. 
Many of his ideas can be adapted 
by contractors for their own use. 
Mr. Trisler’s remarks follow: 

“Few people really appreciate 
the value of running water under 


... fo Push Water 
Systems! 






G. E. Trisler, assistant sales manager of The 
Deming Company, is shown above as he pre- 
sented his address on water systems on the farm 
hour of a Schenectady, N. Y. radio station. The 
ideas contained in his talk can be adapted by 
contractors for similar use. 


pressure. A great number of 
farmers put up with an inade- 
quate supply of running water 
because they have not fully un- 
derstood its full advantaze and 
low cost. It is the greatest and 
cheapest necessity on the face of 
the earth with the exception of 
air. An abundance of water un- 
der pressure can be obtained for 
less cost than any other single 
commodity. 

“Running water under pres- 
sure cannot be classed as a lux- 
ury item. It is a necessity even 
though it does provide many lux- 
urious comforts. No living thing 
can exist without water. All liv- 
ing things thrive and grow best 
with its proper use. Think of all 
the comforts in the household 
that can be derived from water 
under pressure. 

“In addition, fire protection is 
possible when an adequate water 
supply is available. A sufficient 
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water supply does increase egg 
and milk production, puts weight 
on hogs and other meat produc- 
ing animals which will greatly 
increase your annual income. 

“During, those long hot dry 
months of last year, farmers with 
water for irrigation found it was 
their salvation. Many without 
adequate water supplies suffered 
a great economic loss; fields of 
corn and hay as well as many 
other crops were greatly dimin- 
ished because of insufficient wa-" 
ter supply when it was needed 
most. The best rain maker is a’ 
good irrigation system that can — 
take a sufficient amount of water 
from a well, stream or lake and 
put is on the land when and 
where it is needed. 

“American farms use more 
power than American industries, 
but in the matter of running wa- 
ter the farms are far behind the 

(Please turn to center of page 256) 


























Straight-Flow Port Design re- 
duces fluid turbulence to a 
practical minimum. 








Seat Rings of end-seated type 
are screwed into the body. 








Sure-Grip Malleable Handwheel 
for non-skid gripping even with 
heavy gloves. 







Brass Liner on Glands assures 
greater resistance to corrosion 


and scoring. 
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WALWORTH 
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iron body gate valves 


with screwed or flanged ends 





WALWORTH 


valves and fittings 


NEW YORK 17, N. Y. 





60 EAST 42nd STREET 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE 


For complete information on these 
new Walworth Iron Body Valves, see 
your local Walworth distributor, or 
write for bulletin 106. 


WORLD 








T-head Disc-to-Stem connection 
on OS&Y types provides 
stronger connection, prevents 
loosening of disc by corrosion. 








Solid Web Type Dise in OS&Y 
valves for greater strength and 
longer service. 


Bronze Back-Seat Bushings in 
bonnets of OS&Y valves. 


pressure. 
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Hinged Gland Eye-Bolts on 
OS&Y valves permit faster, 
easier repacking under full 
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NO SALES ARGUMENT TOPS 


QUALITY... 2ée 


THE SOLID COMFORT OF 
HOT WATER HEATING! 


A better sales argument than QUALITY has yet to be invented. Quality speaks for 
itself, at all times and in all situations. Add to this the obvious advantages of hot 
water heating over other methods and you have an unbeatable combination of “talk- 
ing points” that means more sales. These three Burnham Boilers are quality through- 
out . . . quality materials, quality engineering and quality performance! 


( Burnham PACEMAKER™ :.... the oil-fired boiler that hit 


the jackpot of popularity because its high quality and fine performance belie 
its low competitive price. Its double combustion chamber and vertical 
Hue travel over hundreds of heat-grabbing fins, its large direct heating 














surface make it highly efficient. Built-in all copper tankless water heaters 
can be supplied for plentiful year ‘round domestic hot water. 
PACEMAKER is made of cast iron for long, trouble-free service; and it’s 
shipped assembled for low cost installation. 


Burnham GAS BOILER » 


PB SERIES 
Here’s the nearest thing to perfection in a gas 
boiler — a dual purpose unit designed always to give the 
best in automatic heating plus economical year ‘round 
domestic hot water with specially designed, all-copper 
Pendant} and Super} type tankless water heaters. Power 
burner efficiency — accurate metering of gas and air give 
-\,3,_ perfect combustion. Short refractory tunnel reduces excess air. 
. Il burns gas completely — result: extra hot “fire-ball” flame. 


Burnham YELLO-JACKET 


| js 

RANT 

4 

\ 

BURNHAM PRODUCTS Here’s an all-fuel boiler you'll be proud to 
WEAR LIKE IRON... sponsor. Its exclusive design and overall efficiency 
make the heating dollar go farther. Long vertical, 
BECAUSE THEY'RE MADE lateral and horizontal fire travel, a heat retaining trap, a 
OF IRON large combustion chamber and hundreds of heat-grabbing 
fins are all contributing factors. Plentiful domestic hot water 
supply. Sturdy cast iron for life-long, trouble-free service. 







2 
20 


*Reg. U.S. Pat. Off. 
Patented 








These three boilers will help you to build the kind of reputation that GAPE: 7 
develops new business) PACEMAKER and YELLO-JACKET are ) a ce be-93 | 
available with flush or extended jackets — Gas Boilers with extended | sshpte ” | 
jacket. Mail the handy coupon for complete details including ratings! ; send full information and ratings for | 
Pacemoker [] Ges Boiler Yello-Jacket | 
| Weiss tae odée | 
e | | 
AAIANT HEATING | Address | 
| City State ecu | 
BOILER DIVISION, IRVINGTON, NEW YORK | 

l CAPOONSSOH 0 00.6 Ho 0:6 CHROKE OTE HE6 OO OTOREOROOES 


FIRST IN THE MANUFACTURE OF BASEBOARD HEATING 
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NEW TRENDS 


in summer cooling and heating 


Continued from last month 


THE FOLLOWING RESEARCH REPORTS, and those 
appearing in the August issue (see list above), 
are based on field investigations by the American 
Society of Heating and Ventilating Engineers and 
associated groups. They were presented at the 
Society’s recent summer meeting in Denver. Fur- 
ther information about any of the investigations 
can be obtained from the Society’s headquarters 


at 62 Worth St., New York City. 


A Method for Improving Heat Transfer 
of Panel Heating Tubes 


THE SECOND in a continuation of experimental 
studies to be undertaken in the Environment Lab- 
oratory of The American Society of Heating and 
Ventilating Engineers, was reported on last month. 
The study dealt with heat exchanges within a’ 
floor panel heated room in which all surface tem- 
peratures were uniformly controlled. 

The report, by three members of the Society’s 
research laboratory in Cleveland, L. F. Schutrum, 
research fellow, G. V. Parmlee, research asso- 
ciate, and C. M. Humphreys, senior engineer, was 
described as the second in a series concerned with 
heat exchanges within panel heated and cooled 
spaces. This study is part of a long-range pro- 
gram of the Society which has for its goal the 
development of practical design data. 

The ASHVE Environment Laboratory is 
equipped and instrumented for direct measure- 
ment of heat flow rates through all six surfaces 
of the room. The interior surfaces are made up of 
75 aluminum panels of various sizes, arranged to 
provide maximum flexibility in surface tempera- 
ture control. All room side surfaces were covered 
with a semi-gloss gray paint. Dimensions of the 
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Youll See... 


@ What to consider when de- 
signing warm air perimeter 
heating (August issue) 


@ The results of a field study 
of heat pumps (August) 





@ How to cut down noise in 
piping systems (August) 


@ A method for improving 
heat transfer of panel heat- 
ing tubes 


@ The effects of sun shades in 
cooling load estimating 


@ How your customers react 
to air conditioning 


@ Panel heating research with 
some practical conclusions 


room are 24 feet six inches by 12 feet with an 
eight-foot ceiling. 

Infiltration, Mr. Schutrum stressed, was rec- 
ognized as an important factor affecting both 
room air temperatures and panel outputs. The 
infiltration air, introduced into the room by way 
of six vertical two-inch diameter perforated pipes 
closed at the top, was metered by an orifice. 

Most of the experimental work reported in this 
study was carried out under conditions seldom, 
if ever, encountered in normal practice; the room 
unfurnished and unoccupied, all parts of the 
ceiling and walls at the same surface temperature, 
and the entire floor area heated to a uniform 
temperature. However, tests of this type, stated 
Mr. Schutrum, are considered essential for the 
development of basic information, to be used with 
data from tests which are now being made under 
conditions more nearly representative of practical 
operating conditions for floor and ceiling-panel 
heated rooms. 


Conclusions 


While limitations, imposed by the conditions 
under which the tests were made, are recognized 
by the authors, the following observations are 
justified: 

(1) Pending the establishment of data on the 
radiative and convective components of the total 
heat output from floor panels, studies of which 
are currently under way, the values for total 
panel output obtained in these tests indicate that 
the values previously given are of the right order 
of magnitude for unheated mean radiant tem- 
perature values of 65 degrees Fahrenheit. 

(2) Room air temperatures were found to be 
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higher for a floor panel heated room than for a 
ceiling panel heated room for the same room sur- 
face temperatures. 

(3) The effect on the room air temperature at 
the 60-inch level of varying the amount of infil- 
tration air and its entering temperature was about 
the same in the floor panel tests as it was shown to 
be in the ceiling panel tests. 

(4) In none of the tests reported here did the 
air temperature gradient in the room between the 
two-inch and the 90-inch level exceed 3.5 degrees 
Fahrenheit. 


How People React to Air Conditioning 
INACTIVE MEN are equally comfortable at either 
30 or 80 percent relative humidity in temperatures 
ranging from 72 to 76F. Their skin temperatures 
are higher at 80 percent relative humidity than at 
30 percent. Compared with women in similar 
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Does this House Hold|the Key to the 





Future of Wet Cooling? 


How AIR CONDITIONING can be provided in con- 
nection with hot water and steam heating systems 
is currently being studied in the I-B-R research 
home at the University of Illinois. This was re- 
ported by Warren S. Harris, professor of mechan- 
ical engineering at the University, before the 
summer meeting of the National Heating Whole- 
salers Assn. held recently in Asheville, N.C. 

Erected in 1940, the I-B-R research home is 
one of the most fully equipped buildings in the 
United States for the study of the factors influenc- 


























environments, men have higher skin temperatures 
and greater heat, losses by evaporation. 

These are some of the observations of a research 
study sponsored by ASHVE and the United States 
Public Health Service in cooperation with the 
University of Illinois, College of Medicine. The 
report was entitled, “Effect of Relative Humidity 
on Heat Loss of Men Exposed to Environments 
of 80, 76 and 72F.” Three of the four authors are 
associated with the College of Medicine. They 
are Tohru Inouye, research assistant; Dr. F. K. 
Hick, professor of medicine; and Dr. R. W. Keeton, 
professor of medicine, emeritus. The other is Dr. 
S. E. Telser, who was formerly an instructor in 
medicine, College of Medicine, University of 
Illinois. 

In the report, the authors stated that the object 
of their research was to re-examine the effects of 


(Please turn to center of page 213) 





ing human comfort. Much of the research work 
which led to the present popularity of baseboard 
heating was done here. 

By the end of this summer a thorough study 
of the cooling by means of forced convectors will 
be completed. The same convectors will be used 
for a study of heating in the winter of 1953-1954. 
The same piping system will be used for both 
summer and winter operation. Valves have been 
provided so that the boiler may be by-passed 

(Please turn to top of page 213) 
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For store, office, factory or warehouse, check these 8 









Westinghouse features: 


. Instant on-the-spot HEAT 
. Automatic controls—no attendant needed 





. Ceiling suspension—uses no working space 


. No heat loss as in central plant piping 





. Swift, easy, economical installation; simple upkeep 
. Fully approved safety controls 


THE COMPLETE WESTINGHOUSE LINE 


Meets Every Unit Heater Need 


. Handsome, functional styling—no finishing cost 


. 7 sizes—25,000 to 200,000 BTU 


cont An UM kh we NR = 








Heat starts right away—no long warm-up period. Self- i a 
contained, ceiling-mounted, the Westinghouse Gas-Fired i 
Speedheater takes no valuable working space, needs no 
supervision, runs for low cost on natural, manufactured or 





LP gas. Adjustable louvres control distribution ; fan will run F 
DOWNBLAST SPEEDHEATER separately for air circulation in summer. Get sure heat, save ' \\ 

money on installation, avoid work, cut fuel bills—specify t ‘ 
HORIZONTAL SPEEDHEATER the new Westinghouse Gas-Fired Speedheater. \ 





For full details on the Speedheater model best suited for 
you, call your nearest Westinghouse office for Catalogs 
Get 7 times more output than conventional radiators ; 1521 and 1525, or write: Westinghouse Electric Corpora- 


save money and space. In addition to the new Gas- ; ae ares ree 

Fired units, Westinghouse Speedheaters are available tion, Air Conditioning Division, Boston 36, Mass. 

in 82 standard sizes in steam and hot water units. \ 

Capacities range from 25,000 to 400,000 BTU in hori- , y 
& 


zontal and vertical models to meet every application. 

















WESTINGHOUSE AIR ONDITIONING 


you CAN BE SURE...1F “s Westinghouse w 


5-80335 
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CHAE copper water tube 


goes in for good! 


See that shiny Chase Copper Water Tube! Smart plumbers choose it every 
time. They know it’s lightweight, easy to handle, and it makes satisfied 
Laas customers for years to come. 


a 
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Chase Copper Water Tube is corrosion-resistant...won’t clog with 
rust and always gives a full flow of rust-free water. 


Chase Copper Water Tube and Chase Solder-Joint Fittings are a 
combination that just can’t be beat for hot and cold water lines, radi- 
ant panel heating and for drainage lines, too. Sold by Chase plumbing 
and heating wholesalers. 


2 te hee EE ar * = me eae me ee = a 
PATA RMA A bik Aka ds lhe ni Ady ee 


h ( : ® 
The Nation’s Headquarters for Brass & Copper 
> ds BRASS See COPPER saa gon porta sles San Francisco 
A 


tanta Dallas Los Angeles Philadelphia Seattle 

Baltimore Denver} Milwaukee Pittsburgh Waterbury 
WATERBURY 20, CONNECTICUT ¢ SUBSIDIARY OF KENNECOTT COPPER CORPORATION Seales Sere Wianeepas Providence 

Chicago Houston Newark Rochester (tsales 


Cincinnat: Indianapolis New Orleans St. Louis office only) 
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ie de Modernization Sales Kit! 


Take it from the hundreds of contractor- 
dealers across the country who have put it to 
practical use, the Modernization Sales Kit 
really works! It is making modernization 
sales for these successful plumbing and heat- 
ing men and is directing volume remodeling 
business into their establishments. They are 
getting this business at their own fair, profit-_ 


able prices. 











Use Order Form 
on Facing Page 
to Order Your 

Modernization Kit 





WODERNIZ 





Follow the lead of these leaders and put the 
Modernization Sales Kit to work for you! You 
will find, as they have found that, within a 
comparatively short radius of your store, a 
lucrative remodeling market is ready and 
waiting for you. 





IF YOU PURCHASED THE ENTIRE MODERNIZA- 
TION SALES KIT IN ADVANCE, all of the material 
included in the second quarterly edition (and shown 
en the facing page) has been sent to you automatically. 














IF YOU BUY THE KIT TODAY you will receive, im- 
mediately, in addition to the above, the following: 
Procedure Manual, How to Plan Remodeling Book, 
Finance Plans Book, 2001 Ideas Book, Appliance Mer- 
chandising Book and Home Efficiency Questionnaire . . 

and remember, you will receive 3 additional quarterly 
kits, automatically every 3 months. 





The Modernization Sales Kit not only 
shows you how to get this profitable business, 
it provides all of the selling tools by which 
you can bring remodeling work into your 
fold ... and on a volume basis. 
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What You Get 


IN THE SECOND EDITION 
of the 


Modernization Sales Kit 


for July, August and September 

















MODERNIZATION TIME TABLES 
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6 SALES LETTERS 


Sans Folder f Kitch 


DOMESTIC ENGINEERING 
1801 PRAIRIE AVE., CHICAGO 16, ILL. 


Please send me oat once one Modernization Sales Ki 


July, August and September) . 
ly kits for the entire 12 month period. 
the second edition immediately and quarter 
service when each is ready. 


NAME . 


COMPANY 


ADDRESS ‘ 
STATE 


(1 Contractor-Dealer () Wholesaler 























t (Second Edition for 
| enclose $15 covering the cost of 4 quarter- 
| understand that | will receive 
ly kits to complete the year’s 


[] Manufacturer 
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WHEATLAND 
PRECISION 


COUPLINGS 
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Look below the shining 
surface for the inside story 
of Wheatland’s famous 
five-point perfection: 


1. Clean outside finish 

2. Continuous even depth thread 
3. Deep round chamfer 

4. Heavy galvanized coating 

5. Pressure tested 
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News 





(Continued from page 37) 


L-P Gas Prospects Listed 

A list of prospects for L-P gas 
appliances and equipment has been 
sent to members of the National 
L-P Gas Promotion Program. Pros- 
pects on the 24-page list came from 
leads developed through advertis- 
ing and promotions. The list also 
includes a report on proposed motel 
and tourist court construction, and 
modernization projects which pre- 
sent sales opportunities for the L-P 
gas industry. 


Franks Names Sales Agent 
William Ferry, Milwaukee, has 
been named Wisconsin and north- 
west Michigan representative for 
R. Wendell Franks and Associates, 
Michigan City, Ind. Franks Associ- 
ates represents the Windmaster 
Corp., the Skuttle Mfg. Co., and the 
Buckeye Furnace Pipe Co. 


Salesmen Visit Murray Corp. 

The Murray Corp. of America, 
Detroit, was host recently to build- 
er-salesmen from 50 company dis- 
tributorships at a three-day school 
held at the corporation’s Scranton, 
Pa., plant. 

C. J. Filson, Murray builder- 


sales manager, conducted courses 
on sales strategy, planning and 
layout of kitchens, installation 
techniques, pricing, and service. 
Guest speakers from the building 
industry also addressed the group. 
L. C. Hart, senior vice president of 
the Johns-Manville Corp., was the 
keynote speaker. 


Westinghouse Repeats Idea 

Westinghouse has announced 
plans to hold its “Blessed Event” 
promotion again this year. The cli- 
max of the program will be on 
Sept. 23. Parents of twins born on 
that day will receive a set of the 
firm’s clothes washer and dryer set 
as a gift. The promotion will in- 
clude magazine, newspaper, radio, 
television and window display ad- 
vertising. 


Heater Firm Joins GAMA 

The Midwest Heater Co., Omaha, 
Neb., has joined the Gas Appliance 
Manufacturers Assn., according to 
H. Leigh Whitelaw, managing di- 
rector. The Martin Stamping and 
Stove Cc., Huntsville, Ala.; the L. 
J. Mueller Furnace Co., Milwau- 
kee, and the C. A. Olsen Mfg. Co., 
Elyria, Ohio, have been accepted as 
gas incinerator division members. 





Mueller Brass Expands Distribution Facilities 








Expanded warehouse facilities for the midwestern states are pro- 
vided by a new building constructed by Mueller Brass Co., Port 
Huron, Mich. The warehouse is at 3215 East 31st St., Kansas City, 
Mo., and contains 10,500 sq ft of floor space, including office area. 





The Mueller Brass Co., Port Huron, Mich., has completed a new warehouse 
at 3213 E. 44th St., Los Angeles. The 20,000 sq ft structure will be used as 
a base for distribution to customers in southern California, southeastern 


Nevada, Arizona and New Mexico. 
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Ferdinand Sontag of Trane Co., sec- 
ond from left, accepts first prize for 
his company’s exhibit at January's 
ASHVE show. Robert Letwin, a judge, 
presents the award. G. C. Freyburg, 
left, won the second place award and 
Quinten Kenny was awarded third. 





The Schulhof Co., Chicago, a plumbing 
and heating supply firm, has opened 


its first branch, shown above, at 
Woodstock, Ill. Fred Erickson is man- 
ager of the branch. 


GAMA membership now totals 586 
companies. The incinerator division 
has 10 members. 


Ebco Gives Safety Awards 

The Ebco Mfg. Co., Columbus, 
Ohio, recently presented safety 
awards to 75 employes who have 
completed five or more years with- 
out a lost time accident. A. R. 
Benua, president, made the pre- 
sentations. The awards are minia- 
ture replicas of the Oasis trade 
mark used. by the company. 


Maps Sales Training 

Remington Corporation has an- 
nounced plans for a sales training 
program to instruct*field men in 
effective year-round air condition- 
ing sales. The project is designed 
to build greater dealer-consumer 
awareness of air conditioning bene- 
fits, according to M. L. Judd, sales 
manager. The program will include 
sales training films and a dealer 
sales manual. Judd also said the 
plan is designed to boost continu- 
ing sales rather than impulse sales 
during hot weather. 


Servel Offers Travel Prizes 
Under a sales campaign launched 
by Servel, Inc., Evansville, Ind., 
dealers and dealer salesmen will 
receive vacation miles in return for 
(Please turn to top of page 173) 
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KLIXON RV-5 tempera- 
ture ond pressure relief 
valve with fuse plug ex- 
tension. Equipped with 


test handle. 





KUXON RV-O pressure relief valve. 


Plumbing and heating contractors can provide 
the finest in safety control and comfort by using 
Klixon Relief Valves, Thermostats and Hot 
Water Temperature Limit Controls. These Klix- 
on Products take a worry off your mind by giv- 
ing lasting, dependable service and building 
customer goodwill. 


Klixon Relief Valves prevent hot water tank 
explosions... protect tanks from excess tem- 
perature, pressure or both. 


Klixon Thermostats assure straight-line uni- 
form temperatures in all types of applications 
from space heaters and unit heaters to complete 
control of centralized heating systems. 






KLIXON HOT WATER 
TEMPERATURE UMIT CONTROL 








Relief Valves, Thermostats 

\ and Hot Water Temperature Limit Controls 

: are the Master Plumber's choice for 
dependable protection and 


temperature control 









heater. 


KUXON THERMOSTAT 
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Klixon Hot Water Temperature Limit Con- 
trols are applicable for installation as either 
limit or operating controls. Direct acting or 
reverse acting, all in one unit, reduces stock- 
ing costs. 

Investigate Klixon Products for your jobs. 
Their accurate performance and long life com- 
pletes every quality job. Write for information. 


KLIZON 


SPENCER THERMOSTAT 
Division of Metals & Controls Corporation 
1809 FOREST STREET, ATTLEBORO, MASS. 





T application 
xon Limit Control and 
Thermostat on unit 
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When you're figuring sump pump 
sales...and profits...consider the advantages 


you get when you stock Penberthy. 








{ Accepted as the best-known brand in the 
business (for almost 70 years). 























2A reputation for quality based upon 
performance. 


3 A full range of sizes and models for all 
sump depths. 


4 Correct experienced designs. 


5 Quality rustproof copper and bronze 


i construction. 





6 Adequate capacity with fewer short runs. 


7 Instant, dependable, automatic operation. 





6 Easy, economical installation. 
9 No expensive servicing. 


10 Carried in stock by nearby jobbers. 


PLUS—m i i 

a oo oar oe and electrical features second to none 
ic i 1 

euiar a adds up to a nice profitable business for you 
now more? Merely write us for details 


Established 1886 


PENRERTEY INJECTOR COMPANY 
ivision of the Buffalo-Eclipse Corporation 


1247 Holden Avenue, Detroit 2, Michigan 
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September, 
you can’t SEE it < 
5) a> Pie 
; . ov can’t HEAR it | 
7 Y i 01 
BUT YOU CAN REALLY 
SELL THESE BIG 
RAPIDAYTON FEATURES 
Le) % 7 IMPROVED DESIGN — more gallons 
iY Ba Se per horsepower than possible with 
cS oe : pumps of conventional design. Outlir 
SS IT’S TH EE he fA HIGHER CAPACITIES—deliveries from fitting 
— 300 to 30,000 gallons per hour. Lifts Close- 
A up to 2,400 feet! 
S WAPI DAYTON HIGHER PRESSURES—50 Ibs. and up tow 
with 4/10ths H.P. medels—to 500 
a Ibs. with 3 H.P. models. Pumps avail- 
SU BMERSIF LE € able for any pressure requirements. 
FAST INSTALLATION—pump and 
: ee : ; : motor quickly installed in the well 
Amazing capacities with exceptional lifts and pipe (4” or larger). No pit, ne pump 
pressures from a pump that can’t be seen and house. Only one pipe from pump 
can’t be heard—that’s a boiled-down descrip- visi: 
. : : ALWAYS EFFICIENT—no rods, gears 
tion of these new seer tiie Submersible or bits to elliiadatas aiitils tout 
Pumps. Models range from 4/10ths to 2214 ers to replace. 
horsepower to meet the varying requirements NO PRIMING—just install it and 
of farms, homes and industry. Check the start it. Pump is self-lubricated, too. 
features that point up Rapidayton’s improved ey 
design. Then write for complete catalog with ECONOMICAL—as low as 3¢ per day 
; : . for electricity in average installations. 
specification charts and prices. 
FULLY GUARANTEED — Rapidayton 
Submersibles are guaranteed to be 
free from defects in material and 
workmanship. Performance guvaran- 
teed, too. 
AUTOMATIC OPERATION—with all 
working parts under water. Safe from 
freezing, tampering. 
LOWER CABLE COSTS—bec f 
THE DAYTON PUMP & MANUFACTURING COMPANY sn sesan Gidley 02 the 
Dayton 1, Ohio Rapidayton Submersible motor. NORT 
904 











NORTHERN INDIANA BRASS CO. 
904 PLUM STREET, ELKHART, INDIANA 
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look at the space saved! 


1, 
2 
Lp stYLE > 
N a ; NIBCO 
| CLOSE-RUFF 
ELBOW 








- with this new 











Outline shows size of old style 
fitting compared with the new 


Close-Ruff Elbow. 


- and it’s got everything I’ve wanted in an elbow! 





% SHORT RADIUS — made to fit tight spots. 
*% STRONG AND RUGGED — with compact design. 
*% PURE COPPER — matches with copper tube. 


* FASTER INSTALLATION — heats up quickly. 






*%& ECONOMY WEIGHT — saves copper and space. 


TRY IT YOURSELF, FREE! We'll be glad to mail you, without cost, 
a new Nibco Close-Ruff Elbow so you can check for yourself how it 
speeds the job and protects your profit. Send coupon for free sample. 


Pe ete ee ee eT ee ee 
| NORTHERN INDIANA BRASS COMPANY 
I 904 Plum Street, Elkhart, Indiana 

| I'd like to test the New NIBCO Close-Ruff Elbow. Rush my free 
. sample. 
| 

i 

i 
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Spearhead A Sink Sales 


with these new values! 





~ 


These highly successful cabinet sink offers dig deep 
into both the old and new home markets. Thousands 
have been sold at these sensational low prices! They 
are the sink bargains of all time. Contact your dis- 
tributor, today! 


Plus 13 luxury models of Diana-style 
Youngstown Kitchens Cabinet Sinks 


For any prospect’s kitchen, there’s a model and style 
of Diana-style Youngstown Kitchens Cabinet Sink 
that’s just right—in size, in price, in features. 


You offer the choice of double- or single-bow! 
models with one or two drainboards or sliding- 
removable drainboard. Each has a one-piece, acid- 
resisting porcelain-enameled steel top. Rugged steel 
construction. Youngstown Kitchens Food Waste 
Disposer easily installed—and it is a profitable tie-in 
sale. 






FULL SIZE 54” 


DIANA-STYLE YOUNGSTOWN KITCHENS 
CABINET SINK 


only $9925 reran Complete with fittings 

































































































































Installation extra ee 
*$104.95 in the West SS 1 row 
T =! - ° ¥ ~ ¥ 
[=| ¢ q> > q «Dp - 
L~| © 
66" Deluxe 66” Standard 54” Deluxe 
row 
Gi ei) > (ae z «> 
y < 
54” Standard 42” Deluxe, drainboard right or left 
Ce WwW ake 
(> Ly (|) «) 
GENUINE é 
DIANA-STYLE YOUNGSTOWN. KITCHENS 48” Twin 42” Twin, deep bowl right or left 








41 
66 TWIN-BOWL CABINET SINK 
* * . 
only $].9Q25 reran conga vi io 


*$134.95 in the West 


ma a As a pean 


(> ~P « | «p> «> 


42” Standard with drawer, 42” Standard, drainboard right or left 
drainboard right or left 


MULLINS MANUFACTURING CORPORATION WARREN, OHIO 
Youngstown Kitchens are sold throughout the World 
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News 





(Continued from page 167) 
refrigerator sales. Dealers receive 
300 vacation miles as a base and 
additional miles for each refrigera- 
tor sold. 

Salesmen must sell 10 refrigera- 
tors of any model, and will receive 
1,000 miles if the minimum is met. 
Additional mileage will be added 
for each refrigerator sold after the 
first 10. 

Mileage credits won cover travel 
to any place and are based on air 
line fares. Other methods of travel 
may be used, however. The mileage 
may be separated to include family 
or friends. 


Bain Plans Trade Show 

The W. S. Bain Co., Newark, 
Ohio, plumbing wholesaler, will 
hold its annual dealer trade show 
and good will party Sept. 17-19. 
More than 5,000 contractors and 
dealers have been invited. The 
event will be held at the Licking 
Springs Trout club north © of 
Newark. The Bain Company will 
erect a tent with 10,000 sq. ft. of 
display space for the 100 manufac- 
turers who will participate. 


Doyle Tops Chgo. Golfers 

+ on So with a 69 net, 
took first place in the July tourna- 
ment sponsored by the Chicago 
Plumbing Trades Golf Assn. Forty 
players participated in the contest 
at the Sportsman Golf club. Other 
winners, under the Peoria handicap 
system, were Jack Parks, Dan 
Arenberg, George Fohey, Bob 
Howard and Owen Barber. 


Diggers Marketed Abroad 

Sherman Products, Inc., Royal 
Oak, Mich., has announced that its 
power diggers are now available in 
foreign countries. The diggers are 
handled by the Sherman export 
office in Washington, D.C., and 
through Ford, Fordson Maz‘or, 
Ferguson, International Harvester 
and Case distributors in foreign 
markets. 


Puckett Wins Servel Prize 

R. B. Puckett won a wardrobe 
ensemble as first prize in a sales 
promotion contest sponsored by 
the Servel water heating division. 
Runners-up among district mana- 
gers were C. J. Tressler, Chicago, 
and H. J. Lannert, St. Louis. 
Among regional managers, W, °K. 


Grube of Chicago and Carl Bri- 
gance of Kansas City, were lead- 
ers. J. F. Surbeck, Washington, 
won in the category for air con- 
ditioning division zone managers 
and W. J. Hoeing of the eastern 
region won the air conditioning 
division’s regional manager’s con- 
test. 


Atlanta Firm Changes Name 
The name of the manufacturer's 
representative firm of Kane & 
Lawhorn, Atlanta, Ga., has been 
changed to J. A. Kane Associates. 
The Kane firm remains at the 
same location. The change became 
effective with the recent resigna- 
tion of W. K. Lawhorn. William 
R. Bristow, southern district man- 
ager for the Active Tool & Mfg. 
Co., Detroit, Mich., has replaced 
Lawhorn in the Kane Associates 
firm. Lawhorn is now president and 
part owner of the Plumbers Spe- 
cialty & Supply Co. of Atlanta. 


G-E Increases Training 

A marked increase in field serv- 
ice training programs and attend- 
ance at them is reported by the 
Major Appliance Division of the 
General Electric Co. The division 
says that 60 per cent more meet- 
ings were held by distributors 
during the first quarter of the year 
than in the comparable period last 
year. Attendance at the meetings 
was up 150 percent from 1952. 


Leighton Execs Shifted 

Carl E. Anderson has been elect- 
ed chairman of the board of direc- 
tors of the Leighton Supply Co., 
Fort Dodge, Iowa. Anderson re- 
tired as general manager of the 
firm at his own request because of 


ill health. Robert L. Leaf succeeds 
Anderson as general manager and 
has been elected vice president and 
a member of the board. 


Mich. ASSE Golf Meet 

The Michigan chapter of the 
ASSE held its annual golf meeting 
at the Plum Hollow Golf and 
Country Club recently. Herb Du- 
sendorf, president, was welcomed 
home from his vacation by 110 
guests at a dinner capping the out- 
ing. 


Iron Fireman Films TV Ads 

Television will be the latest 
medium of advertising for Iron 
Fireman residential gas, oil and 
coal-fired heating equipment. A 
series of 13 films being produced 
will describe the advantages of 
automatic heating. Films for TV 
presentation will run for 20 sec- 
onds, including the dealer’s signa- 
ture. Other films, 40 seconds long, 
are being produced for either TV 
or motion picture use. 


Derry Gets Westinghouse 
Award 

Gardner C. Derry, manager of 
the Sturtevant Division of West- 
inghouse Electric Corp., has been 
awarded the Order of Merit by the 
Westinghouse board of directors. 
W. W. Sproul, Jr., vice president, 
presented an embossed scroll and 
a bronze medallion to Derry for his 
work in merging the Sturtevant 
organization with Westinghouse. 


Thor Head Named 

Thor Corp., Chicago, has an- 
nounced the election of Henry C. 
Buckingham as president. He suc- 
ceeds the late John R. Hurley. 
Buckingham was formerly vice 
president of plant operations. 





Plans for increased sales activity this fall were featured announcements 
made at a recent sales conference held in Grand Rapids, Mich., for divisional 
managers of White Products Corp., Middleville, Mich. A. D. Vining, gen- 
e:al manager, and Gordon Vander Weele, seated left to right at head of the 
table, reviewed past sales and discussed sales quota procedures. 
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Get a bigger share of the profitable septic tank 
business in your community! Offer your customers the 
only septic tank in America that bears this exclusive 


guarantee of durability ... 


San-Equip Master Tanks are guaran- 
teed against failure due to corrosion or 
structural failure for 20 years after date 
of installation! 


Built of 14-gauge steel with all seams electrically 
welded, the Master Tank is dipped in hot mineral 
asphalt to provide a heavy, corrosion-resistant coat- 
ing inside and out. It is then given the extra pro- 
tection of a special bituminous emulsion coating 
applied to all inside surfaces subject to the cor- 
rosive action of acids common to various types of 
sewage. 


September, | 953 


* Master Tanks 
of 500 gallons and 
larger comply with all 
requirements of Com- 
mercial Standard 177- 
51—as accepted by 
FHA, Veterans Ad- 
ministration and U. S. 
Public Health Service. 


Horizontal design of the Master Tank permits 
longer flow within the tank—more complete settling 
out and digestion of solids resulting in a clearer 
effluent. Access opening in top, when extended to sur- 
face of ground, allows tank to be pumped out without 
costly digging. 

Available in 300, 500 and 600-gallon capacities. For 
full information contact your plumbing wholesaler. 


Gta ap 


America’s Leading Manufacturer of 
Home Sewage Disposal Equipment 


SAN-EQUIP INC. SYRACUSE 5, N.Y. 
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Every Plumber Should Know This 


The effect of Sani-Flush, America’s favorite toilet bowl cleaner, on septic 
tank systems and their operation was made the subject of scientific re- 
search by Skinner & Sherman, Inc., Chemists and Engineers of Boston, 


Mass. 


Complete tests and analyses led to these conclusions: 


1. Sani-Flush can be used safely in any type of septic tank 
system in any part of the country without attacking the 
system and without affecting the bacterial action. 


2. When Sani-Flush is used to clean toilet bowls where septic 
tanks are employed, it neutralizes the alkali present in the 
sewage and leaves the bacteria unharmed to do its proper 
work, 


3. Sani-Flush greatly facilitates removal of severe discolora- 


tions and cleans effectively. 


4. It may be used with equal efficiency in soft, hard and alka- 
line water systems. 


In these days when so many suburban and country houses are being 
equipped with septic tanks, every plumber should know the facts and be 
able to assure his customers that they can have the benefits of Sani-Flush 
cleanliness. 


The Skinner & Sherman research included both 
actual household tests and laboratory analyses. 
The complete “Report of Scientific Tests” will be 
mailed on request to any plumber. Write to Hy- 


oun Oba MOND of 


gienic Products Co., Dept. 55, Canton 2, Ohio. Guaranteed by *\— 
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IN THE "LONG RUN” IT COST LESS... 
MOST COMPLETE LINE IN THE INDUSTRY 
SAVES TIME, MONEY, MAN-HOURS ON THE JOB 


In the “long run”, Vulcan Radiation costs no more than ordinary heating. 


Vulcan uses premium-grade steel pressure-tube or hard-temper copper 
water-tube for durability. Fins are PERMANENTLY IMBEDDED for rugged 
service. Convenient lengths up to 12 feet . . . long lengths permit longer 
spans ... fewer fittings between supports save money. Vulcan is built 
to last a lifetime. Best in the "long run” for unequalled economy. 


Vulcan Radi-Vector* and Linovector* provide industry’s maximum range 
of sizes and outputs. Large tubes permit long runs with low-pressure 
drops. High output per pound of material. Can be furnished curved 
for unusual applications. Engineered to fit any plan... regardless of 
requirements. 


Vulcan's easy-to-fit accessories speed installations. End enclosures, front 
covers, corners and joining pieces, are made right to fit right . . . assuring 
swift, trouble-free assembly ... saving time, money, man-hours on 
the job. 





THE VuLCcAN RADIATOR 


16 Francis Ave. Hartford, Connecticut 





Ouer 28 Years A Leader In Ginned .Tube Radiation 





Representatives in Principal Cities 





DOMESTIC ENGINEERING 


September, 1953 


TIPS ON SELLING WATER HEATERS — REMEMBER... 


A MAN 13 THE WORLD'S WORST SKEPTIC 


Whatever his name, he’s a doubting Thomas. He 
frowns at any assurance you give him unless it’s 
in print. But show him in writing how the product 
is backed and his smile is as big as his order. 

There'll be no doubt in his mind when you show 
him a Rheem Water Heater. First, because you 
can show him how every Rheem is Pressure- 
Proved at the factory, works perfectly before it 
gets to him. Second, you can show him the Rheem 
warranty, a full warranty that says what it means 
and means what it says. 


There'll be no doubt what this twin Rheem 
assurance will mean to you. As it has to so many 
dealers like you, it means more sales, bigger profits. 
It means that there is no line to match the Rheem 
Water Heater line—for your customers or for you. 


RHEEM MANUFACTURING CO. 

4361 Firestone Boulevard, South Gate, Calif. 
Send free, illustrated water heater booklet. 
Name —__ 


Address 


RHEEM MANUFACTURING COMPANY 


World’s Largest Manufacturer of Automatic Storage Water Heaters 


© 1953. RHEEM MFG. CO 
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Shopping with D.E. 





(Continued from page 66) 


tions. The unit features a cast iron 
tank that has a capacity of 45 gpm. 

Manufacturer: Sterling, Inc., 3738 
N. Holton St., Milwaukee 12. 


Counterbalanced Pipe Hanger 

A new spring-actuated, counter- 
balanced hanger for high tempera- 
ture piping has been announced by 
National Valve. A linkage system 
transforms the varying force of the 





spring to produce a constant load 
support along the length of pipe, as 
the pipeline expands and contracts. 
The hanger is offered in 16 sizes 
with load capacities of from 200 to 
16,000 Ibs and expansion travels of 
up to 12 in. 

Manufacturer: National Valve & 
Mfg. Co., 3130 Liberty Ave., Pitts- 
burgh 1. 


Water Heating Boiler 

Bryan has introduced a new 
water heating boiler for institu- 
tions, public buildings and swim- 





ming pools. Water circulation is 
through the heat exchanger to a 
storage tank, except for swimming 
pools. When a second and high tem- 
perature is needed, the heated 
water is recirculated through a sec- 
ond heat exchanger. The unit is 
available in eight sizes, with Btu 
outputs of from 140,000 to 1,600,000. 
Gph capacities range from 268 to 
3,020 with a 60F rise and from 112 
to 1,300 with a 140F rise. 

Manufacturer: Bryan Steam 
Corp., Peru, Ind. 


Chemical Compounds 

A new line of chemical com- 
pounds designed to meet needs of 
the plumbing industry has been 
introduced by Sunshine Chemical. 
The compounds include drain pipe, 
boiler and enamel cleaners, soil 
pipe, iron and spud cement pipe 
joint compounds. Also liquid flux, 
solder and paste, a boiler liquid, 
and cutting and penetrating oil. 

Manufacturer: John Sunshine 
Chemical Co., Inc., 604 W. Lake St., 
Chicago 6. 


Gas Water Heater 

Fowler has announced a new gas 
water heater that features a tank 
lined with two coats of porcelain. 
An adjustable base permits con- 
nection of the gas supply line from 
any position. The heater is avail- 
able in 20, 30 and 40 gal. models. 








The heater has a recovery range of 
35 to 42 gph at a 60F rise and a 
range of 21 to 25 gph at a 100F rise. 

Manufacturer: Fowler Mfg. Co.., 
2545 S.E. Gladstone St., Portland 
2, Ore. 


Coolant Pump 

Taco has announced a _ small, 
multi-purpose pump designed as a 
coolant pump for soluble oil or for 
moving other liquids at tempera- 
tures of up to 210F. The pump is 
offered in capacities of up to 21 gpm 
for operations requiring up to a 21 





ft head. Units are available with 
motors of from Yoo to 42 hp. Modi- 
fications to fit individual specifica- 
tions can be made easily. 

Manufacturer: Taco Heaters, 
Inc., 1387 South St., Providence 3, 
Re & 


Laundry Tray 
Richmond has announced a two- 
basin laundry tray with an over- 
fiow drain in the partition. The 
unit also features a groove along 
(Please turn to top of page 185) 








Oil-Fired Unit Heater Designed by Delta 











Delta has introduced a new oil- 
fired unit heater for high air de- 
livery in commercial and industrial 
installations. A 4-hp propeller fan 


178 


and motor are designed to dis- 
tribute heated air for an effective 
distance of 150 ft. The air delivery 
is rated at 5,730 cfm and the Btu 
output is 220,000 when fired with a 
two gph nozzle. Louvers at the 
front of the packaged heater are 
adjustable. The gun-type burner 
and short, vertical flue can be at- 
tached to either side of the unit. 
Dimensions are 39 by 21 by 49% in. 
high. The heater is packaged with 
controls already wired, including 
thermostat. 


Manufacturer. Delta Heating 
Corp., 1 Cole St., Trenton 1, N. J. 
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EXPAND SALES 


in Two Directions 
with TEMCO 
Automatic Gas 
Wall Heaters! 


DIRECTION ONE—You can take care of those 


hard to heat jobs . . . two story houses... houses 
with slab foundations . . . remodeling jobs you 


couldn’t touch before. 


DIRECTION TWO—You can go out beyond the 
gas mains because TEMCO Automatic Gas Heaters 


a 





NAME ___ 


TEMCO AUTOMATIC GAS FLOOR FURNACE 
Needs no basement . . . fits right into the 
floor... 20 year warranty on heat chamber 
. . « Shallow construction. 


ADDRESS 
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sees, 


Staw/ 
are TEMCO engineered and AGA approved for 


LP Gas. Every country or surburban house is 
a prospect. 


MORE TO SELL . . . MORE TO SELL WITH 
Built by America’s Gas Heat Specialists ... 
available in single and dual wall models .. . 


require no floor space . . . fit between standard 


16" O. C. studding. 
Backed by powerful national advertising .. . 


the most generous cooperative advertising plan 
in the industry . . . dealer aids . . . direct 
mail . . . everything you need to sell. For the 
full story, return the coupon today. ~ 


TEMEO,«. Oo 


NASHVILLE, TENN. 


BUILDER OF OVER 1,250,000 GAS APPLIANCES 


TEMCO, Inc., Dept. B-516, Nashville 9, Tenn. 


Please send catalogue and full information on the profit possibilities of 
TEMCO Automatic Gas Heaters. 


. ZONE STATE_ 
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PRACTICALLY FLA 
WITH THE 


Installers as well as home owners are delighted with this un- 
excelled baseboard heating — because it combines minimum 
installation time and maximum heating economy. 


Engineered by KOVEN, one of America’s leading steel fabri- 

cators since 1881, the KOVEN Trimrad is the ultimate in base- 
board heating. Designed to save space, it gives full leeway to f 
decorator ideas as well as perfect performance and eco- } 
nomical operation. It pleases cost-conscious home maker and 4% 
profit-minded installer alike. 


DRAFT-FREE WARMTH 

EVEN RADIATED HEAT 
REDUCES FUEL BILLS 
ALMOST INVISIBLE 

ALLOWS FULL ROOM SPACE 
CUTS CLEANING TIME 
LASTS A LIFETIME 


NATIONALLY ADVERTISED 
WATERFILM BOILERS, INC 


fl. O KOVEN & BRO., INC 
36-40 New York Ave Jersey City 7 N. J 


EASY TO INSTALL—ECONOMICAL TO OPERATE 


| 





DOMESTIC ENGINEERING 








September, |953 


it’s the Law (Continued from page 95) 


tomer is a tenant, 3) the owner sells the building 
after the installation, or 4) the holder of the 
mortgage has foreclosed and forbids removal. 

An important point of law is that an unrecorded 
conditional contract of sale or mortgage is valid 
with respect only to persons who have knowledge 
of the transaction. The sole purpose of recording 
of sales contract or mortgage is to inform innocent 
persons that the contractor retains a first lien on 
the subject of the sale. 

A thorough investigation of the customer and 
the status of the property to be improved under 
a conditional sales contract or chattel mortgage 
is a sound practice for the plumbing and heating 
contractor to follow. 


ITEM: Mortgage Takes Priority When 
Contractor Waives Mechanic's Lien 

A CONTRACTOR SHOULD, under most conditions, 
refuse to sign documents releasing a mechanic’s 
lien. One contractor thought it was safe to sign a 
release and waive the mechanic’s lien on work he 
had completed on a bank building because he was 
certain the property owner was solvent. In a short 
time, however, the building was mortgaged and 
the contractor had not yet received full payment. 

When he consulted his lawyer, he was told that 
he had no valid mechanic’s lien because the re- 
corded mortgage had superiority over the lien. 
If he had not waived his mechanic’s lien, it would 
have had priority over the mortgage recorded 
after the work had been completed. 


ITEM: Contractor Halts Work When 
Construction Firm Defaults 


NOT VERY LONG AGO, a construction company 
subcontracted plumbing and heating work for a 
housing project to a plumbing contractor. Before 
the work was completed, the firm defaulted and 
the contractor discontinued work because some 
of the payments were past due. 

Another construction company took over the 
contract. The contractor promptly notified the 
firm that he would be unable to continue work on 
the project until payments were brought up to 
date. A contract was finally culminated under 
which the new contractor paid the dealer $2,090 
in back payments under the original contract. 

After the contractor completed the project, the 
second contractor sued to recover the amount of 
$2,090 on the grounds that it was paid under 
duress. The court, however, pointed out that the 
plumbing contractor was clearly within his legal 
rights in stopping work and that he was under no 
obligation to complete the work for the second 
contractor. Likewise, the new contractor was not 
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responsible for the debts incurred by the first con- 
struction company. Therefore, payment of the 
past due amount was strictly a matter to be set- 
tled between the two parties. 

The contractor was guilty of no wrong and a 
claim of duress by business compulsion cannot 
be based upon doing or threatening to do that 
which a party has a legal right to do. 

Although a contract, agreement or payment of 
money made under duress is rescindabie and void, 
it is not duress for a contractor to refuse to com- 
plete a job the instant the principal contractor 
breaches any part of the agreement. Moreover, 
the plumbing contractor may lawfully demand 
special or extra payments. 


ITEM: State Sales Tax Law 
Misleads Contractor 
SOMETIMES A STATE will enact a law which will 
seem to benefit a contractor if misinterpreted. 
Contractors should beware of such laws and seek 
an authoritative clarification in order to avoid 
difficulties at a later date. One state’s unusual 
legislation on sales tax is an example of how a 
contractor can be misled. 
This state passed a law exempting all persons 























“They want a cut-away view!” 


who purchase merchandise for resale from pay- 
ment of state sales tax. A contractor purchased 
heating supplies from a wholesaler and was 
charged two percent sales tax. Pointing out that 
he had purchased the supplies to complete con- 
tracts with property owners, the contractor sought 
exemption from the sales tax on the basis of the 
new legislation. 

He was informed by his counsel that such a 
purchase could not be categorized as a resale, 
and thus saved himself from court costs and em- 
barrassment. 
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WATER HEATERS 


ls 
ii Peover 


All that’s modern and efficient for the home owner—plus a profit- 
able transaction for the installer—that’s what KOVEN Automatic 
Water Heaters mean. Low-cost operation, dependable, silent per- 
formance, plenty of domestic hot water, modern design and 
complete safety. KOVEN Water Heaters are proving by on-the- 
job tests that they are today’s outstanding buy for the modern 
home. That’s why architects and engi s are enthusiasticall 
recommending them. 
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TO PREVENT # 
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EAT LOSS 


T TANK 


IZED BY HOT-DIPPED PROCESS 
ION 

ANCE 

SPECIAL FEATURES: GAS —100% Automatic controls 


ELECTRIC — Baffle for Best Storage Efficiency 


NATIONALLY ADVERTISED 
AVAILABLE IN A VARIETY OF SIZES AND MODELS 





L. O. KOVEN & BRO., INC. 
154 Ogden Ave., Jersey City 7, N.J 
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Honeywell Controls 
add important 
sales features to your 


gas water heaters 


The ‘20”— Model V-5120 is the star performer in this 
big new line of Honeywell water heater controls. It pro- 
vides complete 100% control for natural, manufactured or LP 
gas! Main gas cock with pilot position, main burner pres- 
sure adjustment and the thermomagnetic pilot with 100% 
shut-off are all included in this compact control. 


The “21” —V-5121 is de- 
signed to take up minimum 
space for use as a concealed 
control. It includes main 
gas cock with pilot posi- 
tion; main burner pressure 
adjustment;thermomagnet- 
ic pilot with 100% shut-off. 


The ‘19’’—Use V-5119 
for natural or manufactured 
gas. (Not for LP gas.) In- 
cludes thermostat; main gas 
cock with pilot position; 
pilot adjusting screw; main 
burner pressure adjustment; 
thermomagnetic pilot. 
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With 
HONEywert conraatd 


“Honeywell design’’ distinguishes these controls from all others ! 
The world’s leading manufacturer of precision controls—Honey- 
well—carefully designed these controls to maintain selected tem- 
peratures constantly; to light the burner safely and automatically; 
to provide “positive shut-off” in case of pilot failure. 

Another standout feature of Honeywell Controls is the rigid 
quality control test each must pass before shipment. This assures 
that precision-made Honeywell Controls will give top perform- 
ance when installed! Often this helps reduce the number of 
service calls received for minor adjustments. 

You'll find Honeywell-equipped heaters have an extra sales 
feature, too! Prospects know the name Honeywell stands for 
quality and accuracy, and thus they're easter to sell / 

Next time, order Honeywell-equipped water heaters! Then 
watch these fast-selling, trouble-free models boost your gas water 
heater profits ! Call your distributor for all the facts—or mail the 


coupon below for literature. 


Honeywell 
Fit we Coutiols 


HONEYWELL 


Another extra! Styled by Henry Dreyfuss! 


Red and white dials plus smart styling give these 
new Honeywell Controls extra sales appeal ! Nation- 
ally famous industrial designer Henry Dreyfuss, 
working with Honeywell, helped make these con- 
trols a smart, attractive addition for any water heater. 
That's why Honeywell-equipped models reflect top 
quality at first glance —stand out from other models 


on your sales floor. 


SSCHHSSSHSSHSSSSSHSSSSOSHSSSSSSSSSSSSHSSSHHSSSSSSSSSSHSSESHEESEOSESESEES 
MINNEAPOLIS-HONEY WELL REGULATOR CO 
Appliance Controls Division 


8775 Mettler Street, Dept. DE-9-174 
Los Angeles 3, California 


Please send me detailed information on your complete line of gas hot 
water heater controls. 


Name 


4 {ddres s 


City Zone State 
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THE ENCIRCLED ‘*D”’ on 
VALVES OR FITTINGS IS 
YOUR ASSURANCE THAT 
THEY ARE THE FINEST 
OBTAINABLE—ANYWHERE 


Manufacturers of Malleable Fittings * Cast Iron Fittings 

Drainage Fittings * Brass Service Cocks * Air Cocks + Stop 

and Waste * 100- and 125-pound Gate Valves * 100-, 125- 
and 150-pound Globe Valves 


DISTRIBUTED THROUGH WHOLESALERS 


D 


EABLE CO. 


impbell Avenue, Detroit 9 ch 
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The Root-Proof Fibre Pipe for Outdoor, 
Underground Non-Pressure Use That’s— 


Lighter! Bermico weighs far less than other 
types of pipe. So light you can easily lift and 
carry several 8-foot lengths at one time. 


Tighter! Bermico has strong, tapered sleeve 
joints that are root-proof, water-tight, will not 
pull apart or get out of alignment. A few ham- 
mer taps seal joints permanently. No joining 
compound is needed. 


Stronger! Bermico is sufficiently flexible so 
it will not shatter from traffic shock nor rupture 
as a result of uneven settlement of the subbase. 
Absorbs jars and jolts without chipping or 
splitting. 


A complete new line of Bermico Fit- 
tings—Tees, Wyes, Bends—is now 
available for use with Bermico Sewer 
Pipe. 

Write Dept. BA-9 at our Boston office 
for samples and information. 


BROWN 


COMPANY, Berlin, New Hampshire 





CORPORATION, La Tuque, Quebec 


General Sales Offices: 
150 Causeway Street, Boston 14, Mass. 
Dominion Square Building, Montreal, Quebec 
SOLKA & CELLATE PULPS + SOLKA-FLOC + NIBROC PAPERS + NIBROC 


TOWELS + NIBROC KOWTOWLS + NIBROC TOILET TISSUE + BERMICO 
SEWER PIPL, CONDUIT & CORES ONCO INSOLES + CHEMICALS 
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(Continued from page 178) 

the top rim of the tub to prevent 
spilling. The tub is mounted on an 
aluminum stand that includes lev- 
eling screws. The tub is 40 by 22% 
by 17 in. high. 

Manufacturer: Richmond Radia- 
tor Co., 19 E, 47th St., New York 17. 


Electric Draft Control 

A new electric draft control de- 
signed to bypass a large percentage 
cf chimney pull has been intro- 
duced by Fuel Reduction. The unit 
features two damper openings. A 
small damper operates barometric- 
ally when the burner is firing. A 
larger draft gate takes over when 
the heating plant shuts off. At peak 
heat, the check damper is at full 





cpen position, forcing the chimney 
to make most of its pull from the 
furnace room rather than from the 
combustion chamber. The opera- 
tion is designed to result in longer 
“off” periods for the heating plant 
and thereby save fuel. 
Manufacturer: Fuel Reduction 
Corp., 220 N. Ada St., Chicago 7. 


Acetylene Cutter for Pipe 

A new acetylene torch designed 
to cut and bevel pipe to within a 
144 in. accuracy has been intro- 
duced by Springload. The unit has 





a traveling carriage and clamp to 
hold the torch firmly while the pipe 
rotates. A universal chuck keeps 
the torch at the required distance 
and angle. The cutting unit is ad- 
vanced by a hand crank and can 


cut a 10 in. pipe in two minutes. 
The machine is available in four 
to 12 in. and 12 to 20 in. sizes. 
Manufacturer: Springload Mfg. 
Corp., 2412 Aurora, Seattle, Wash. 


Fiber Sewer Pipe Fittings 

A new line of fittings has been 
offered by Brown Company for use 
with its sewer and perforated fiber 
pipe. The fittings include a tee, 





wye, and % and % bends. The 
fittings (Bermico) are made of 
wood fiber impregnated with pitch 
to resist acids, alkalies and root 
growth. Couplings on the fittings 
permit perforated pipe to be easily 
joined to the fittings. 
Manufacturer: Brown Co., 15) 
Causeway St., Boston 14. 


Gas Unit Heater 

American Air Filter has added 
a new gas-fired model to the 
Herman Nelson line of steam and 
hot water unit heaters. 











The heater is recommended for 
use in stores, lobbies, studios or 
small offices. It is available in sev- 
en sizes with input ratings ranging 
from 20,000 to 160,000 Btu. The 
heaters are equipped with fans in 
diameters from 12 to 20 in. The 
heater is finished in gray-green 
enamel for installations where ap- 
pearance is a primary factor. 

Manufacturer: General Products 
Div., American Air Filter Co., Inc., 
215 Central Ave., Louisville 8, Ky. 


Gas or Oil Furnace 
Thermo-Products has introduced 
a new combination gas or oil fur- 
nace with an 80,000 Btu output. 
The basement unit can use the 
standard drawer assembly feature 
for oil and the standard mounting 
plate feature for gas firing. The 
furnace is 25 by 40% by 47 in. high. 
A cover to conceal the burner and 
controls is optional, The unit also 





is available in hi-boy and counter- 
flow models. 

Manufacturer: Thermo-Products, 
Inc., North Judson, Ind. 


Tank Drain 
A new pressure and expansion 
tank drain announced by Thrush 


(Please turn to top of page 188) 


Lancaster Introduces New Packaged Water System 


A packaged water system for 
shallow wells to 25 ft. has been in- 
troduced by Lancaster. The self- 
priming system can be converted 
for depths up to 40 ft by use of 
kits available for both single and 
double pipe installations. The fac- 
tory assembled system includes a % 
hp motor, pressure switch, auto- 
matic air volume control, a 12-gal. 
galvanized pressure tank, and brass 
foot valve. 

Manufacturer: Lancaster Pump 
and Mfg. Co., Inc., P. O. Box 778, 
Lancaster, Pa. 
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_ CEILING UNLIMITED 
To Higher Sales 





with... 














. PRODUCTS 


Your “ceiling” is unlimited when it comes to the things you can do with the 
outstanding Consolidated Brass Lines — because Conbraco makes it possible 
for you to reach far and wide into the brass-using field with ranges of 
products that distributors and dealers find have definite repeat sales value. 
Once they know the quality, users specify Consolidated Brass. 








Here are Conbraco advantages: All Consolidated items are made of brass. 
Each is designed and produced according to standards that have been de- 
veloped over a period of fifty years of progressive manufacturing. Consoli- 
dated products cover a wide range of brass-using needs — types and sizes 
are available for most all requirements. Complete lines in plumbing and 
heating supplies, gas and tube fittings, and lubricating devices are available. 
Where “specials” are required, this organization is able to make them. 





So, put Consolidated Brass products to work for you. Discover the fast sales 
action —the repeat sales action—that will follow when you adopt these 
excellent lines. Send for our catalog and prove to yourself that Conbraco 
can help you make money. 


frecican | 


“WHEN YOU THINK OF BRASS . . . THINK OF CONSOLIDATED FIRST” 
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ET your share of both the moderniza- 
tion and new construction markets 
with American-Standard steel kitchen cab- 
inets. There’s a wide variety of units, all 
lity-constructed. And American-Stand- 
atd cabinets are the only ones which can 
be converted at any time, to suit individ- 
al work habits and changing storage 
needs. 

The exclusive convertibility feature 
means that the position of adjustable slid- 
ing shelves or drawers may be changed in 
y undersink or base cabinet (except the 
he base cabinet), even after installation. 
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Something you can sell eg 
in kitchen convenience 


American-Stardard 
Convertible KITCHEN CABINETS 
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Each sliding shelf, shallow or deep con- 
cealed drawer can be located at any of four 
levels. Deluxe exposed drawers can re- 
place doors. Wall cabinet shelves are ad- 
justable on one inch centers. These changes 
can be made easily—in a few moments— 
by anyone. 

Convertibility has special appeal for 
builders. You can sell the builder econo- 
mically priced units to which deluxe fea- 
tures may be added later by the home 
owner. Compare this tremendous advan- 
tage with any other cabinet available to 
builders! 


erican Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 


American-Stavdard 


KITCHENS 


2 


Sewing home and industy 


CHURCH SEATS & WALL TILE 
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The only line 
with these features 





* Sliding shelves and drawers 
may be added or relocated. 


* Four possible levels for any 
sliding shelf ot drawer. 

* Wall cabinet shelves adjust- 
able on one inch centers. 


*® Shelves and drawers can be 
changed easily by anyone. 


PLUS 


Quality sinks by American- 
Standard are made of rigid 
cast iron to which is fused a 
thick coating of acid-resisting 
enamel. Available in white and 
five colors. 

All cabinet doors, drawer 
fronts, louvre panels are easily 
removed for refinishing with- 
out affecting utility of cabinets 


PADAADA——" 
KEWANEE BOILERS «+ 


ROSS EXCHANGERS 
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(Continued from page 185) 

combines a vacuum breaker and 
drain valve in one fitting. The unit 
is installed in the drain tapping of 
the tank. Removal of a plug in the 
unit allows air to enter the tank 
through a copper tube, breaking 
the vacuum inside the tank. Water 
is released through a connection 
that is threaded for hose. Drains 





are available for 12 and 14 in. di- 
ameter tanks. 


Manufacturer: H. A. Thrush & 
Co., Peru, Ind. 


Gas Floor Furnace 


A new automatic gas-fired floor 


furnace has been introduced by 


Oran for small residences with 


large heating requirements. The 
unit has a 90,000 Btu input and a 


67,500 Btu output and may be in- 


stalled in residences with or with- 


out basements. 
Manufacturer: Oran Co., 2222 S. 


Third St., Columbus 7, Ohio. 


Gas Space Heater 
A new gas space heater has been 
designed by Norman Products for 


schoolrooms, libraries, gymnasiums 
and offices. The compact design 


permits installation on bookshelves 





drawn into the heater by means of 
a damper, permitting the unit to 
serve also as a ventilating system. 

Manufacturer: Norman Products 
Co., 1150 Chesapeake Ave., Colum- 
bus 15, Ohio. 


Bathroom Brass 
A seven piece bathroom hard- 


ware kit has been offered by Brey 





and Krause. Items in the kit are 
cast of solid brass and chromium 
plated. The kit is made up of an all 
metal soap dish, tumbler-tooth 
brush holder, towel bar, tissue 
holder and garment hooks. 

Manufacturer: Brey & Krause 
Mfg. Co., Front & Chew Sts., Allen- 
town, Pa. 


Submersible Pump 


Dayton has announced a new 


submersible pump capable of lifts 
up to 2,400 ft. The pump is avail- 
able in models ‘with 300 to 30,000 
gph capacities and with hp ratings 
of four-tenths to 2244. A cable and 
control box are included with the 
pump. 

Manufacturer: Dayton Pump & 


Mfg. Co., 500 N. Webster, Dayton 1. 


Oil Burner 

A new low-pressure oil burner 
has been introduced for use with 
Majestic Company low Btu domes- 
tic furnaces. The burner has a 
range of 0.4 to 1.50 gph. Adjust- 
ments may be made by a quick 
change of the metering cam under 
the end cover of the fuel unit. The 


burner features a low-pressure 
spray tip, positive shutoff valve and 
a 4-in-1 breakaway baffle plate. 
Manufacturer: The Majestic Co., 
Inc., 419 Erie Ave., Huntington, Ind. 


Water Cooler 

A self-contained water cooler 
designed to be installed in a wall 
has been introduced by Filtrine. 
The unit includes an insulated 
storage tank and evaporator, freon- 
operated cooling mechanism and 
automatic controls. The cooler can 
deliver 50F water for 50 to 100 


(Please turn to top of page 195) 














New Trap Adapter Permits Quick Alterations 


American Sanitary has an- 
nounced a new adapter for quick 
alteration of two-piece traps. The 
adapter can raise or lower the out- 
let of a trap by as much as 3% in. 
in a short time. The unit is a four 
in. brass tailpiece with a fine thread 
on 3% in. of its length. One end 
is Manged and has a hexagonal) trap 
nut. The other end has a bushing 
made to fit traps. 

Manufacturer: American Sani- 
tary Mfg. Co., Abingdon, Il. 
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Dishmaster serves as both a 
push-button dishwasher and 
mixing faucet. Concealed tank 
holds detergent solution. 
Aerated suds flow through 
nylon brush at press of button. 
dust release button for clear 





Dittributars! Deelers/ Stepped fp production sites you 9 chénce to 


HIT A NEW NIARKET 
WITH DISHMASTER! 





The Push-Button Dishwasher 


it’s a volume seller! Over 300,000 now in use! 
Market still wide-open! 
Hottest-selling dishwasher anywhere! 


WASHES DISHES IN SCRAPING TIME! 


Dishmaster, and only Dishmaster, com- 


pletely washes dishes, silver, glassware, pots 
and pans in the time it takes to get them 


ready for washing in high-priced “auto- 
matics’! And a minute’s demonstration 
can prove it to any prospect! 

Here’s an appeal that can turn interest in 


dishwashers into money in your till. And 
see how easily! 


No installation problems. No financing 


worries. No customer kick-backs. A 
down-to-earth price; and an easy-to-tell, 
foolproof sales story! 

The market is huge, wide-open—almost 
everywhere in the country! Thousands of 
leads are already waiting for you. A husky 
national advertising schedule is preselling 
millions more. Now, increased production 
makes it possible to supply more distrib- 
utors and dealers. Get your share of 
the market and profit. Send coupon for 
details. 


GERITY-MICHIGAN CORPORATION 
Dept. W-10, Merchandising Division 


10 S$. Superior Street, Toledo 4, Ohio 
Send me details of the Oishmaster Deal. 
lomo distributor © adealer O 


Nome 
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for every 1/100° of excess draft eliminated by 
Field accuracy there is a 1% savings in fuel* 


How much does an inaccurate draft control cost? It can 
add up to 5% to a consumer’s fuel bill every year be- 
cause an inaccurate control commonly permits up to 
5/100” of excess draft. And that’s why the su- 
perbly fine Field control actually costs least of all. 
Its watch-like accuracy permits a hair-line instru- 
ment setting that eliminates excess draft — 
and fuel waste — yet never restricts mini- 
mum draft needs. And the patented Field features 
— listed below — assure you that this precise 
setting will be maintained. A score of years 
and 10,000,000 installations have proved 
that there is no substitute for Field quality. 


* Fuel waste without any draft control runs up to 20%; 
with an inaccurate control 5% fvel waste is common. 


— : 
+—WEAVY 212 STEEL RING 


* The long life and trouble- 
free service of a Field Draft 
Control is assured by heavy 
construction and correct de- 
sign. Note specifications 
shown in drawing. 


7 


1— Made of heavy materials — Field controls 
last longer. 


2— Balanced at factory — Eliminating weight 
variations which could affect control's accu- 
racy. 


3— Rocker type hinge pin — Quickly respon- 
sive, no friction. No sticking. 


4— Long Collar — No warping or clogging due 
to heat or soot, no service calls. 


S—Free smoke passage —A Field Control 
never blocks the flue. 


6 — Side wings and fitted gate — More accu- 
rate because opening in control increases 
more uniformly. 


7— Factory adjusted —Set to maintain .06" 
draft until instrument setting is made 


Septembe 
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YEARS OF CONTINUOUS USE WITH 
NO SIGN OF BREAKDOWN .... 
Years of human experience is adequate testimony 


that Copper Alloys effectively resist the destructive 
forces of time. Throughout the ages and especially 


today, Brass and Bronze Alloys coupled with skilful 
consistently prove themselves best 


craftsmanship .. . 
for applications involving continual use, constant strain 


and exposure to the elements. The Casting shown is a 


testimony of this fact. 








Specify—LAVIN NON FERROUS INGOT—@eality 


ih oe f 6 ee 
‘ ' R. LAVIN & SONS, INC. : 


e Refiners of Brass, Bronze and Aluminum 
Producers of Zinc Base Die Casting Alloys 
CHICAGO 23, ILLINOIS 


3426 S. KEDZIE AVENUE e 
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Now! Anew break for the driver 


...is a “break” for your delivery 
costs! The world’s most comfortable 
truck cab cuts driver fatigue ! 








Keeping the driver happy by reducing 
driver fatigue is not the only virtue of the 
new Ford ck DRIVERIZED CAB. 


Easier driving, for example, means 
safer driving! Easier driving means 
greater efficiency in terms of more trips, 
more stops, more deliveries per day— 
which means a more profitable operation. 


The new Ford Truck DrIvEeRIzED CaB 
is just one of many new time-saving 
features that help get jobs done fast! 


For sustained speed travel, Ford pro- 
vides new Low-FRICTION power in V-8 
or Six. For faster, easier handling, Ford 
provides Synchro-Silent transmissions in 
every model—and new “‘short-turn” front 
axles. 

Both Standard and Deluxe DRIVER- 
1zED Cass offer all the features men- 


tioned on this page. See your Ford ’ Driverizep DeLuxe cab shown in 
Dealer for full details. : Photos available at slight extra cost. 














SWING open the new, wider doors! Door HOIST your size 12’s into the cab! Plenty of SLIDE into the wide, comfortable seat. 


handles are the easy-operating push- room between the seat and door pillar. Bounce on it to test the super-cushion- 
AB!”’ snubber and new non-sag springs. 


button type . . . like you get in quality No need to do a toe dance getting into ing action of Ford’s exclusive seat shock 
cars. Door latches are new rotor-type. or out of a Ford “DRIVERIZED 


Pr a 





SWEEP your = across the new one-piece GLANCE back through the 4-ft. wide rear STRETCH your arms into big cab roominess. 
i 


windshield. With picture-window visi- window. Heads right or left, you can With more hip-room than any of the 5 
bility like this you can really navigate. see the space you’re backing into. Why other leading makes, Forp DrIVERIZED 
Safer driving, of course! Less eye-strain! pay extra for rear quarter windows? Cass banish that “‘squeezed-in” feeling. 

: | 

World’s most powerful FORD Use C 

Pickup truck with the penie 

world’s most comfort- — 

able cab. 6%-ft. box, ECONOMY ducto 

over 4 ft. wide. Clamp- —anc 

Ee 4 tight tailgate. Choice of poses 


V-8 or Six engine. septic 
sub-s 


SAVE TIME! SAVE MONEY! LAST LONGER! OR 
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A PIPE DREAM COMES TRUE 


AND BRINGS PROFITS 
TO ALL ORANGEBURG DEALERS 























e EXPANDED PRODUCTION— 
Orangeburg’s West Coast Plant 
at Newark, California, 

now nearing completion, will mean 
more Orangeburg Pipe and Fittings, 
more Orangeburg Installations, 

more Profits for Orangeburg Dealers. 


a 
CA 


e EXPANDED NATIONAL ADVERTISING— 
with added color pages scheduled in 

THE SATURDAY EVENING POST 

—will create new prospects, new markets, 
and new profit opportunities 

for Orangeburg dealers everywhere. 


e Plumbers from Maine to California... as 
well as millions of home owners... have 
learned to rely on Orangeburg’s high quality 
...and make sure that Orangeburg is used. 


e Back up Orangeburg’s “Expansion 
Campaign.” Write Dept. DE-93 

for “Display Sheet” which shows 
Orangeburg’s Free Dealer Aids. 


Look for a page like this in color in 
THE SATURDAY, EVENING POST 
September twelfth issue. 





Look far the Name 


Orangeburg Pipe Root-Proof Pipe 












Use Orangeburg Root-Proof Pipe for house- To identify the genuine Orangeburg 
to-sewer or septic tank connections; con- quality, the Orangeburg trade-mark is 
ductor lines from down-spouts; storm drains plainly shown on each length of pipe 
—and other underground non-pressure pur- and on each Bend or Wye. Make sure 
poses. Use Orangeburg Perforated Pipe for that you get pipe and fittings branded 
septic tank disposal fields; foundation drains; with the Orangeburg mark of quality. 


sub-surface drainage of lawns and fields. 








ORANGEBURG MANUFACTURING COMPANY, ORANGEBURG, N, Y. 





INC., 
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Yes, Transite* venting installations keep right 
on multiplying! Over 70,000,000 feet of Johns- 
Manville Transite Flue Pipe are now in service. 
More contractors than ever are making this popu- 
lar asbestos-cement product, their Number One 
flue pipe selection. 


Included in codes of cities from coast to 
coast, J-M Transite Flue Pipe is the on/y pipe that 
has been continuously listed by Underwriters’ Lab- 
oratories since 1932 for use as a flue and vent pipe 
for domestic gas-burning equipment. 


after 
Corrosion-resistant 
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Contractor Selects 
Transite Flue Pipe 


Non-metallic, it cannot rust... tough and 
strong, it will not deform. It is light in weight, 
permits simplified handling, speeds installation 
and requires minimum bracing. 


Available in oval and round pipe—each with 
a full line of fittings—Transite Flue Pipe allows 
more flexible and economical venting design, saves 
time and money on the job. For full details write 
for Booklet TR-13A, Johns-Manville, Box 60, New 
York 16, New York. In Canada, 199 Bay Street, 


Toronto 1 9 Ontario. *Transite is a Johns-Manville registered trade mark 


Johns-Manville TRANSITE FLUE PIPE 


FOR VENTING DOMESTIC GAS BURNING APPLIANCES 
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(Continued from page 188) 
persons an hour at one or two 
fountains. A reserve of 2 to 4 gals. 
is provided for peak demand pe- 
riods. 

Manufacturer: Filtrine Mfg. Co., 
53 Lexington Ave., Brooklyn 38. 


Ventilating Fan 

A new ventilating fan with a dis- 
charge rating of free air of 350 cfm 
has been introduced by Marvin. 
The fan features aluminum blades 
for lightness and durability. The 





pre-wired motor can be plugged 
into a convenient receptacle after 
plastering. The unit is only 3% 
in, deep and is available in chrome, 


. white enamel, brass or copper. 


Manufacturer: Marvin Mfg. Co.., 
3071 East 12th St., Los Angeles 23. 


Steam Valve 

Atkomatic has introduced a new 
steam valve designed to prevent 
moving parts from binding. The 
unit features increased clearance 
between the piston and the cylin- 
der wall to compensate for expan- 
sion at high temperatures. The 
added clearance also is designed 





to compensate for deposits of chem- 
icals such as boiler compounds, 
lime and iron oxide. 

Manufacturer: Atkomatic Valve 
Co., 545 W. Abbott St., Indianapolis 
25, Ind. 


Pipe Line Test Plug 
A new test plug has been intro- 
duced for shutting off the end of a 


liquid or gas pipe line to permit 
testing or searching for leaks. The 





plug is inserted in the end of a 
tube and a wing nut is tightened to 
expand a synthetic rubber portion 
of the plug. The rubber blocks the 
end of the tube to permit testing. 
Plugs are available in %4, 3%, 4, 
5 and % o.d. sizes and are designed 
to withstand pressures of up to 100 
lbs. 

Manufacturer: The Imperial 
Brass Mfg. Co., 1200 W. Harrison 
St., Chicago 7. 


Water Softener 

Permutit has announced a new 
residential water softener designed 
to allow water passage during re- 
generation. Continuous water sup- 
ply is provided by a valve assembly 
with a by-pass. Softening action is 





produced by a downward flow of 
water through ion exchange resins, 
which remove calcium and mag- 
nesium solids and normal amounts 
of iron and manganese. A model 
with a flow rate of 6 gpm of sof- 
tened water is recommended for 
1% bathroom homes. A_ second 
model with a 10 gph capacity is 
recommended for two-bathroom 
homes. 

Manufacturer: The Permutit Co.. 
330 W. 42nd St., New York 36. 


Hand Dryer 

An electric hand dryer that fea- 
tures deodorizing as well as 
warmth has been introduced. The 
dryer is equipped with a General 
Electric ozonating system to mini- 
mize objectionable odors in the 


195 


washroom. The dryer 1s designed 
to produce a gentle stream of warm 
air to dry hands in 18 seconds. The 
motor and heating element shut off 
automatically after a 30 second 
period. The warm air nozzle will 
turn 360 deg. to permit face or body 
drying. 





Manufacturer: Dryer Co. of 
America, Inc., 201 N. Fourth St., 
Philadelphia 6. 


Tinning Paste 

A new paste has been designed 
to tin and clean metal in the same 
application. The paste contains 
powdered solder suspended in a 
flux that remains non-active at 
rormal temperatures. When used 
as a solder, the flux becomes liquid 
to remove scale and tin black iron. 

Manufacturer: Farrelloy Co., 
1226-A N. 26th St., Philadelphia 21. 


Gas Boiler 

A new gas hot water boiler in- 
troduced by Roberts-Gordon fea- 
tures a wet-base construction to 
allow installation on combustible 
flooring. The wet base also is de- 
signed to make the boiler best 
suited for small homes and apart- 
ments, basementless homes and 
small commercial buildings. 








The boiler is provided with a sin- 
gle port, Spreader-Flame burner 
and is offered in 87,000, 115,000 and 
150,000 Btu input capacities. 

Manufacturer: Roberts-Gordon 
Appliance Corp., 44 Central Ave., 
Buffalo 6, N. Y. 
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Since the first day of October, 1907, the 
Hotel Plaza in New York has been famous for luxurious 


| ake sender on ena hospitality, with a distinctly Continental flavor. 


spc is proud indeed to be part of this 
famous hostelry, supplying abundant, clean hot 


water to Plaza patrons day and night. 


The Plaza, like 91% of the hundreds of other 
buildings that make up the New York skyline, has complete 
pc heat exchange equipment—instantaneous hot water 


heaters, storage water heaters, and condensate coolers. 


You get the finest when you specify go-k. 
Why not write for facts today? 





the Paftferson-Kelley Coe, inc. 


590 Burson Street, East Stroudsburg, Penn. 


@ 1980 
101 Park Avenue, New York 17 ¢ Railway Exchange Building, Chicoge 4 * 1700 Wolnut Street, Philodelphic 3 * 96-A Huntington Avenue, Boston 16 © and other principal cities 
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Mr. Wet Heat Jobber: Are You Forcing 


Your Customers To Install Warm Air? 


That Warm Air Heating- 
COOLING Combination 
Gave This Wet Heat 
Man the "Shivers" 





Penn -4c2-2ad 


The wet heat jobber owes it to himself... 
as well as to his builders and contractors... 
to be able to provide hot water heat and 
summer cooling. With Air-rad, you offer (1) 
zone-control hot water heating plus summer 
air-conditioning; (2) zone-control hot water 
heating alone or (3) summer air-conditioning 
alone. 


Air-rad dealers can bid within a few dollars of 
warm air. What’s more, Air-rad’s a prospect 
maker. Because the Air-rads you install for 
heating can be switched at any time to cooling, 
today’s Air-rad heating customer is your 


F ie 
[sf 
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PENN BOILER & BURNER 
Ba 
Bes in MANUFACTURING CORP. Betis 


Lancaster, Pennsylvania 


NOW! You Can Beat Warm-air com- 
petition with LOW-COST HOT-WATER 
HEATING and SUMMER COOLING 


Builders Can Switch 
Hot Water Heat to 
Cooling at Any Time 
(Using Same Piping) 

& 


Heat or Cool 2, 3, 4 
or 6 Rooms of a 6- 
Room House 


a 
Slips Between Standard 
Studs (Fully Recessed) 
# 
Case size of model pro- 
viding 5,000 BTU’s 
cooling — 60,000 square 
feet of radiation: 25”’ 
high x 1714”’ wide. 


1 
Approved by Under- 
writers’ Laboratories 


prospect for cooling tomorrow. 


Are you going to hand your business to warm 
air competition on a silver-platter—because 
contractors and builders feel they must turn 
to warm air for cooling? You don’t want to be 
forced into handling furnaces, ducts and tin— 
with all the risks of starting out from 
scratch in business new to you. So—look into 
Air-rad. Mail the coupon now. 


ATTENTION ALL JOBBERS! We are opening 


Air-rad outlets in your territory. Write for 
details about franchise. 
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PENN BOILER & BURNER MFG. CORP. 
Department D, Lancaster, Pa. 

Send free Air-rad bulletin and price list. 
Name..... as 


1 am a Jobber Contractor 
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(Continued from page 31) 

is explained and illustrated in a 
mailing folder for wholesalers. The 
folder stresses the on-the-job 
value of the bender in its simple 
and fast operation. Specifications 
for models of the unit are given on 
the back page. 

Available from: Holsclaw Bros., 
Inc., 408 N. Willow Rd., Evansville 
11, Ind. 

9° 9 


American-Standard is offering a 
plastic advertisement frame for 
counter display. The frame edges a 
clear cover over an ad reprint. 
Five additional reprints of Ameri- 


can-Standard ads from consumer 
magazines are included with the 
frame. The content of the reprints 
is designed to tie in with promo- 
tions of the plumbing and heating 
contractor, 

Available from: American Radi- 


ator & Standard Sanitary Corp.., 


Pittsburgh 30. 
09°09 


Whirlpool is distributing a guide 
to the Jaundering of both synthetic 
and natural fabrics under the title, 
“Modern Fabrics and How to 
Launder Them.” Consumers are 
being offered the free booklet by 
magazine and newspaper ads, to 
be picked up from their dealers. 
Instructions for laundering 12 fab- 
ries are given in chart form by 
laundering methods. 

Available from: Whirlpool Corp., 
St. Joseph, Mich. 


oo 0 


National Rubber has made a 
large variety of printed advertis- 
ing material available to dealers 
handling the National Disposer. 
The literature includes booklets 
outlining operation of the disposer 
and tips on display and selling. 
Order blanks for consumer mail- 
ing, envelope stuffers for inclusion 


with statements and decals are 
available. 

Available from: National Rubber 
Machinery Co., Plumbing - Equip- 
ment Div. 47 W. Exchange St., 
Akron 8, Ohio. 


oo 9 
Chrysler Airtemp is making 


available to schools and business 
and civic organizations a 20-min- 
ute color movie telling the story 
of the role of air conditioning in 
the average home. The film, “It’s 
in the Air,” shows how extreme 
heat and cold, the wrong amount 
of humidity and airborne dust and 
pollen affect the lives of people. 
The film shows how the principles 
of air conditioning can be applied, 
by means of a visit to an average 
American home. The film is non- 
commercial. 

Available from: Airtemp Div., 
Chrysler Corp., 1600 Webster Ave., 
Dayton 1. 


600 
Mitchel] has issued a carrying 


case for its “Weather Dial” con- 
trol that is designed to spark sales 
of window-type air conditioners. 
Tailored for home sales, the case 


holds a replica of the control panel 
of the % and 1 hp models. 


Available from: Mitchell Mfg. 
Co., 2525 N. Clybourn Ave., Chi- 


eago 14. 


09090 
Whirlpool is making available to 


dealers and distributors miniature 
replicas of the firm’s automatic 
washer and dryer. Each replica 
contains eight match books. Space 


is available on the match books for 
printing of the dealer’s name and 
address. 

Available from: Whirlpool Corp., 
N. State St., St. Joseph, Mich. 
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Color panels cut to the size of 
Deepfreeze upright freezer shelves 
are intended to give the impression 
that the unit is filled with a great 
variety of foods. The panels have 
been designed to take the place of 
expensive and fragile food display 
sets. 

Also available to dealers is a 28 
by 42-in. satin wall banner in blue 
and white, that points out the deal- 
er’s participation in a freezer-food 
plan. Blue satin lapel badges for 
salesmen carry the same legend as 
the banner. Deepfreeze also is ship- 
ping to dealers a red, blue and gold 
decal for doors and windows that 
signifies an authorized retailer. 

Available from: Deepfreeze Ap- 
pliance Div., Motor Products Corp., 
2301 Davis, North Chicago, Ill. 


0090 
The F. E. Myers & Bro. Co. has 


introduced a  point-of-purchase 
display for pump fittings. The unit 
enables the customer to pick out 
most needed parts without con- 


sulting a catalog. A parts guide 


attached to the side of the yellow 


for 


PRESSURE 


and green display includes )istings 
of items not shown. 

Available from: The F. E. Myers 
& Bro. Co., Ashland, Ohio. 


oo 90 


Servel has announced a frozen 
food packaging program designed 
to help freezer sales and increase 
store traffic. The two sales aids 
that are a part of the program 
are the “Freezopak,” a compact 
assembly of packaging materials 
in a carton, and a packaging rack 
to display the items in the carton. 
Bags, boxes, cellophane rolls, pie 
plates and a pencil are some of the 
items included in the “Freezopak.” 

Available from: Servel, Inc., 119 
Morton Ave., Evansville 20, Ind. 


o°o 8 


Thor Corp. has issued a demon- 
(Please turn to top of page 203) 
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GARBAGE DISPOSAL 
“NEEDS FLOW SWITCH 
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DOMESTIC ENGINEERING 





TIMELY INFORMATION FOR PLUMBERS AND INSTALLERS OF DISPOSAL UNITS 
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Diagram at left shows typical installation of Disposal Unit with Penn Type 60 Flow 
Switch (shown at right). 








"TYPE 60 FLOW SWITCH DEVELOPED BY PENN 





Recommended by Major Manufacturers of Grinders 


Working in cooperation with 
leading designers of garbage dis- 
posal units, Penn engineers have 
developed an efficient Flow 
Switch which controls grinder 
operation by the amount of water 
flowing through the unit. Desig- 
nated as the Type 60, the Penn 
Flow Switch is recommended as a 
necessary part of the installation 
by major manufacturers of gar- 
bage disposal units. 

The Penn Type 60 prevents 
operation of the grinder motor 
until a predetermined amount of 
water is flowing through the unit, 
usually 134 gallons per minute. 
If this flow should decrease below 
the safe minimum rate during 





the operation, the Flow Switch 
will stop the grinder motor auto- 
matically. Thus, complete protec- 
tion of the mechanism is assured 
at all times. 

Compact, but with generous 
wiring space, the dependable 
Type 60 is easy to install and gives 
the protection consumers want at 
a very low cost. 





EFFICIENT GRINDER 
OPERATION MUST 

HAVE THE CORRECT 
FLOW OF WATER 


One of the newest labor-saving 
devices for housewives and one 
which has gained acceptance 
practically overnight is the gar- 
bage disposal unit. This accept- 
ance, however, can be jeopard- 
ized if the unit does not give the 
performance and dependability 
expected by the consumer. 

All garbage disposal units are 
designed to give satisfactory serv- 
ice but they must be installed 
properly and precaution must be 
taken to assure the proper flow 
of water for efficient operation 
and to carry away the waste ma- 
terial. Manufacturers of these 
units have set a minimum flow of 
134 gallons of water per minute 
as required to flush out garbage. 
As a result, leading garbage dis- 
posal engineers recommend the 
use of a dependable flow switch 
to assure proper flow of water 
through the grinder before oper- 
ation is started as well as during 
the operation. For this reason, 
some city codes now require a 
flow switch on every Disposal 
Unit installation and other cities 
are contemplating similar codes. 











Type 60 Incorporates Seven Important Features 


Designed and built by Penn, leading manv- 
facturer of automatic controls, the Type 60 
Flow Switch incorporates the following de- 
sirable features: (1) Setting is unaffected by 
any change in liquid pressure; (2) Switch 
contains no packing glands; (3) Diaphragm 
actuating rod is made of copper alloy to 


which the rubber diaphragm is vulcanized; 
(4) Impeller is made of a non-corrosive alloy 
which is highly resistant to erosion; (5) Switch 
will not appreciably reduce the flow of 
liquid; (6) May be ted in any positi 
(7) Incorporates Penn service-proved Magna- 
seal contact unit. 








For complete information, ask your manufacturer or wholesaler of Disposal Units or write 


PENN CONTROLS, Inc., costen, inpiana 


Manufacturers of Automatic Controls 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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All though his life, the © adh niia learns the vote team lad. 
“In-his formative anit finds that t ¢hdowm plays ae ose in Ewhich 
"every man carries out: His ‘assignment pe ictly. 

His military experience ‘ath pa i very] as depends upon the men 
1 a ey € him. ; 


: ; . ¢ e ‘ 
i ; ft 4m your i sae 
“who will stone each. jotlier. ; 


ee 


He a 


provide hints as to new techniques, bonservation of materials, and labor- 


, saving methods. To their customers. the: poet and countermen ate 


really the whdlesaler. 
And, behind the scenés, the wholepaler is didiidtent lwarehouseman. 


This man pushes orders through quickly and ole where. he a. By hia!” 


‘hands on any item at arly time. My 


Other peoples ate on.the wholesaler’s team, too. His dpurcliagialls agent 
keeps tab on the field, buys up-to-thé-minute materials, kéeps a constant 


stock inventory. His credit mén, his billing people, anid*his: typists are 


all important cogs in the machine. ae a af 

The wholesalet? He keeps his finger on the pulse of the in duidtiy: Often, 
he performs the functions of thé people described above: He Hence 
his team and its' service to you. 

We at Wolverine Tube Division are proud to be on the wholedaler’ 5 side. 
‘That's why we tell, you that for good service and the a of. materials 
(including of course Wolverine copper 
tube) to “buy from your wholesaler” y 


WOLVERINE TUBE DIVISION 
of Calumet & Hecla, Inc., \Manufac- 
turers of Quality-Controlled Tubing, 
1435 Central Avenue, Detroit 9, Michi- 
gan. Plants in. Detroit,, Mich., “and 
Decatur, Ala. 

eS 


OTHE ; WHOLESALER'S TEAM 
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‘BUY FROM YOUR 
WHOLESALER 
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doth Vou and 
Your oe... 


BENEFIT trom SHERWOOD 
INSTALLATIONS 


ie selling SHERWOOD No. 86-A Anti-Syphon Ball 

Cocks, you will find, as the saying goes, “Satisfac- 
tion with Every Transaction.” For in SHERWOOD’S 
No. 86-A there is this to say. 





Safeguards 


Against 


Contamination 












OUR 


5 Om 
ANNIVERSARY 


Ours is a story known far 
and wide by the many who 
have already reached their 
50th anniversary. It is one 
written with chapters (Years 
of progress) on _ direction, 














progressive inventiveness, op- 

portunity, hard work and Se, 

an unbroken confidence in 

our market...the nation 

we serve. 


September, 1953 











It is exactly what the customer wants in a ball cock. 
It is quiet, non-syphoning and a water saver. It is 
efficient, long-lasting and dependable. Moreover, it 
operates perfectly on any city water pressure. 


Experienced Master Plumbers are well acquainted 
with the SHERWOOD and have found it an excel- 
lent entré for observing, first hand, additional 
plumbing jobs to do. 


This supports the belief that it takes good quality 
merchandise to build up business prestige. On 
this you can depend. The SHERWOOD No. 86-A 
is a good product and will bring in a good margin 
of profit to you. 


SHERWOOD BRASS WORKS 
6331 E. JEFFERSON e¢ DETROIT 7, MICHIGAN 


ANTI-SYPHON BALL -COC 
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Sales Aids 





(Continued from page 198) 
stration package to distributors 
who feature the firm’s automatic 
and spinner washers. Included in 
the package is a demonstration 
model washer, a sample of Thor’s 
Duo-Direction pump, towels, soap, 
and a 15-minute slide film explain- 
ing operation of the water and soap 
saver feature. A promotional kit 
for dealers and consumer litera- 
ture are included. 

Available from: Thor Corp., 2115 
S. 45th St., Cicero, Ill. 


oO 9 
Gorton Heating is offering a new 


14 by 20 in. display card that fea- 
tures designs of valves made by 


eto’ 
Veen Valves 


VENTING a VALVES ES MADE 


RADIATORS HEAT WITH a 

4 TO 8 OUNCES OF VAPOR ry 
fe mor coll wwoms 

erere | : 


ae | 


the company. The card is siesliabie 
on heavy paper or on heavy card- 
board with an easel. 

Available from: Gorton Heating 
Corp., 105 Walnut St., Cranford, 
N. J. 


4 


°° 9 


A plastic apron is being offered 
by Chambers for dealers and dis- 
tributors to use as a giveaway or 
favor at home shows, cooking 
schools, fairs or showroom demon- 





strations. A picture of a Chambers 
gas range is imprinted on the apron 
pocket. Aprons are yellow, blue or 


green, with contrasting ruffles. 
Available from: Chambers Corp., 
Shelbyville, Ind. 


o°O 9 


Whirlpool has issued a new pos- 
ter that stresses added leisure time 
gained by use of its clothes dryers. 
The 24 by 36 in. poster is litho- 
graphed on a multi-colored back- 
ground, with black and white let- 
tering. 


VACATION 





every week of the year 


Available from: Whirlpool Corp., 
N. State St., St. Joseph, Mich. 


o°o 9 


Kohler has developed a dual 
purpose decal for dealer identifica- 
tion that can be used either inside 
or outside. It can be applied to 
glass, wood or metal. The letter- 
ing, “Kohler Plumbing Fixtures,” 
is printed in canary yellow against 
a blue background bordered by 
yellow. 





Available from: Kohler Co., 
Plumbing Fixture Sales Dept., 
Kohler, Wis. 

09° 90 


Paragon Electric has added a 
cartoon-type booklet, new displays 
and gifts of perfume to spark ad- 
vertising of its refrigerator de- 
frosting units. The booklet details 
the adventures of “Frosty, the Ail- 
ing Refrigerator.” The company al- 
so will give away $36,000 in per- 
fume as a sales incentive. 

Available from: Paragon Electric 
Co., 1600 12th St., Two Rivers, Wis. 


o° 9° 
Alco Valve has produced a full 
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color film on automatic refrigera- 
tion controls for showing to re- 
frigeration and air conditioning 
engineers. The film, “The Story of 
Automatic Refrigeration Controls,” 
outlines installation and servicing. 
It is being shown by Alco whole- 
salers and other company repre- 
sentatives to engineering societies. 

Available from: Alco Valve Co., 
865 Kingsland Ave., St. Louis 5. 

o°O 4 


A home freezer packaging ma- 
terials display rack is being of- 
fered by Deepfreeze for dealer use. 
The freezer bags, wraps, tape and 
foil are intended to make consum- 
er use of a freezer more simple 
and convenient. The rack is 26 by 
16 by 64 in. high. 





Available from: Deepfreeze Ap- 
pliance Div., Motor Products Corp., 
2301 Davis, North Chicago, IIl. 

oOo ° 


Coolerator is highlighting its 
room air conditioner promotion 
with a new point-of-sale display. 
The light-action flasher portion of 
the display on top of the conditioner 
cabinet portrays a “north woods” 


COOL ERATOR 


revolt tT hie) } 





setting. Light-action copy moves 
across the “sky” reading, “cools, 
circulates, dehumidifies, purifies, 
exhausts.” The display requires 24 
by 33 in. of floor area. 

Available from: The Coolerator 
Co., 128 W. First St., Duluth 1, 
Minn. 
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in Bic cities \ 
or SMALL TOWNS, 
PLUMBERS SAY: 












I have a lot of thrifty customers who know real value 
—so I have a lot of customers who prefer Electric 
Water Heaters. And what’s good for the customer is 
good for the plumber, because these customers 
come back for other appliances and plumbing service. 


My customers want dependable 
service from a water heater. That’s 
why they like Electric Water Heaters. 
And that’s why I like them, too— 
because satisfied customers mean 
more business, and because Electric 
Water Heaters mean less trouble for me. 





ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers 


Wherever you are, you can profit by the benefits of Electric Association 

Water Heaters. They’re so easy to install—anywhere— 155 East 44th Street, New York 17, N. Y. 
because there’s no flue or vent. Your customers have their ALLCRAFT + BAUER + C-E HEATMASTER 
choice of two types—upright or table-top. CRANG-UNE SMLECTRIC = = CROSLEY 


DEEPFREEZE + FAIRBANKS-MORSE 
FRIGIDAIRE + GENERAL ELECTRIC 


Your customers benefit, too, by the cleanness, the economy, 
HOTPOINT + HOTSTREAM + JOHN WOOD 


the long life of the Electric Water Heater, and its completely KELVINATOR + LAWSON + MERTLAND 
automatic operation. They automatically become better an « a + eee SSX 

‘ ; : RHEEM + SEPCO + A. O. SMITH 
customers for other appliances and plumbing services. THERMOGRAY + WESIX + WESTINGHOUSE 





_ + « They’re what people want ! 
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Just 
screw it 
into the 
Drain 

Tapping 













i) EXPANSION 
TANK 











A simple, inexpensive valve combining 
air tube and drain. 





Fits drain tapping... easily installed... Air Inlet 


inexpensive. Two tube lengths. 





Eliminates guesswork, saves time. A few 
minutes drains the average size tank. 











Pleases home owner, pays for itself on 
the first draining. 






COMPLETE THRUSH SYSTEM 








AREAL CONVENIENCE 


and profit maker too! 


DRAINING waterlogged pressure tanks is simple, quick and 
positive if you'll install a Thrush Tank Drain. While all genuine 
Thrush Pressure Tanks now come equipped with the Thrush Vac- 
uum Breaker, there are many older installations where the tank has 
only one drain tapping. Now you can enjoy the same convenience 
in tank draining on these older jobs, too. The Thrush Tank Drain 
combines Vacuum Breaker and Drain Valve in one inexpensive fit- 
ting. When the tank needs draining, simply open drain, remove 
plug “A” to break the vacuum and tank will drain completely. It is 
a profit item you can sell all year through. For more information, 
see your wholesaler or write Department A-9. 


Water 
Outlet 
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you find a match for the Pemco’s 
clean, modern lines. No dust-catching 


corners ...no protruding extensions 


livery, or scrape walls. S-m-o-o-t-h, 
uncluttered! It's a beauty to look at 
... and that makes it easier to sell! 
Ask your wholesaler! 

PEMCO QUALITY PAYS OFF FOR 
YOU! Tank of heavy duty, copper 
bearing steel, hot dip galvanized 
for long life. Surface mounted ther- 
mostat gives positive control, effi- 
cient, economical operation. Pemco 
baffle prevents mixing of hot water 
with incoming cold water. Of course 


... it's electric! 


PEMCO TABLE TOP MODELS 
ARE HANDSOME TOO! New 50- 
gallon capacity, 40 gal., 30 gal. 
for modern, no-basement homes. “Well at he 
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10-Point Check-List 


(Continued from page 112) 

wee it upon him. “Give and take” is the top 
eret ingredient of any working agreement, busi- 
yess or political. 

(3) Launch trade projects as a “community” 
project, not just our own. If we get an idea for a 
project among our customers that will benefit all 
mcerned its chances of success are much greater 
fall contractors participate in sponsoring it—and 
that sharing helps to bring competition closer to- 
gether. 
(4) Even if there’s only one other contractor 
let's have a meeting once a month. It’s an excel- 
lent way to work out problems before they can 
become serious. 

(5) Recognize the limits of co-operation and 
don’t try to go beyond them, for doing so is certain 
to wreck a lot of other good things that could be 
acomplished. Any contractor who hopes to per- 
slade his competitors not to seek business from 
his customers is going beyond such a limit. 

(6) Never discuss competitors with customers 
except in the most laudatory of terms. A slight 
dig at a competitor is sure to be magnified into a 
lerrific insult by the time it gets to him and the 



































“Well at least you won’t be troubled with the sewer 
backing up into the basement!” 


end result will find both of us in a throat-cutting 
battle sooner or later. 

(7) When a competitor receives an honor, let’s 
go out of our way to congratulate him—yes, even 
on such a thing as his being featured in an article 
in Domestic ENGINEERING. All experts agree that 





one of the biggest drawbacks to friendly competi- 
tion is complete absence of any kind of personal 
contact or the kind that leads to lasting bitterness. 
(Please turn to top of page 209) 


be sure 
wall heater installations 
comply with 

new venting requirements 



















Listed and approved by Underwriters’ 
Laboratories, Inc. as a Type B-W gas 







heaters. 





The American Gas Association now 
requires that recessed wall heaters be 
marked specifying the type of vent to 







Laboratories has established a new 






vents specifically approved for use 
with recessed wall heaters. Compli- 
ance with these requirements will in- 
sure better, safer venting and help to 
eliminate customer complaints result- 
ing from faulty installations. 










Write for new folder showing ap- 
proved method of installing wall heat- 
er vents for both new and existing 
construction. No cost or obligation. 












METALBESTOS WALL-VENT IS 
APPROVED FOR INSTALLATION INSIDE 
2” ¥ 4” COMBUSTIBLE WALLS 


® No Furring Out Required 
® No Extra Insulation Needed 


Metalbestos Wall-Vent, the first and 
leading gas vent specially designed 
for venting wall heaters, meets all 
A.G.A. and U.L. requirements. Its in- 
sulated double-wall design assures 






















from dangerous overheating. Made 
, Of rust-proof aluminum, it resists the 
corrosive action of vent gases, lasts 
the lifetime of the house itself. 










Send for free copy of 
VENT INSTALLATION HANDBOOK 
Based on the latest gas venting research, this 
pocket-size booklet contains complete, up-to- 
date information on venting practices plus many 
helpful installation tips. “frite today to Dept. C 


a METALBEOTOS mn 
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vent for installation with recessed wall | 





be used. In addition, Underwriters’ | 


designation, Type B-W, applying to | 





proper venting and protects walls | 
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if YOU had 


48,000 leaky faucets 


to fix! 


Monel seats like these effectively stemmed a tremendous main- 


tenance problem in a large housing project where faucet seats 
were being chewed up faster than they could be replaced. The 


Mone) seats were machined from the production machining 
alloy “R” Monel, by Lincotn Macnine Parts Corp., 732 


E. 144 Street, Bronx, N. Y. 


After less than a year, the faucets in 
one of the world’s largest housing 
projects began to drip. The pitted 
metal seats were destroying the 
washers, 
5 When the Superintendent realized 
r that the labor cost was far exceeding 
the cost of the replacement seats he knew what 
should be done. 

His years of experience had taught him the value 
of Monel®. He knew how well it would withstand 
erosion, corrosion and abrasion — the very condi+ 
tions that were chewing up the seats. 

So, the old seats were gradually replaced with 
“R”® Monel seats. And “Operation Drip” was cut 
to routine maintenance. 

Take a tip from the Superintendent’s experience. 
And remember — 

Whether it’s an apartment house, hotel or hous- 
ing project — wherever corrosion and wear chew 
faucets — you can always count on Monel. 


Right now government orders restrict the use of 
Monel for many plumbing, heating and air condi- 
tioning uses. Consult your regular supplier for the 
latest information on the availability of Inco 


Nickel Alloys. And plan on using Monel when it 
is available, 


The International Nickel Company, Inc. 


67 Wall Street, New York 5, N. Y, 


Inco Nickel Alloys 


aet ae 


Monel ... for trouble-free plumbing 


| 
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(Continued from bottom of page 207) 

(8) Work out a mutual assistance agreement. 
In almost every instance we have observed where 
there is active co-operation between | 
in this business, we’ve noticed they sometimes 


supply each other with merchandise the other may 
find temporarily out of stock. This, like anything 


else, however, can be abused but it’s up to each | 
competitor to see that he isn’t the one who does | 


so first. 


(9) Let the customers know that we stick to- 
gether. Usually when this is done customers make | 


no effort to devise situations which will lead to 


“bad blood” betwen competitors—such as egging 


contractors into price-cutting and discount prac- 


tices. We can’t blame any customer for trying but | 


if he knows there’s no chance of succeeding he 
will seldom even try. Then there’s no ill feeling 
between competing contractors on this very 
touchy point. 

(10) Never believe something concerning a 
competitor brought to us by someone else until 
we've actually checked on the statement, We 
know of two contractors who were bitter enemies 
for years until they discovered the causes of their 
dislike for one another were never true in the first 
place; nothing but idle gossip. 

“AV of that is well and good,” we can hear 





: | 


COOKING 
BAKING 
DEMONSTRATIONS) 


























“Oh, oh—I wonder—could you come back for the 
rest of the demonstration tomorrow?” 


several of our contractor friends declaring, “but 
what if your competitor is the kind of guy who 


won't co-operate, who hasn’t enough business _ 
sense to know that he has to sell at a profit to | 


build his business or who is just plain mule- 


headed.” 


That’s a situation we’ve run into occasionally, | 


of course, but it’s not a prevalent one which makes 
this plumbing and heating business a nice one to 


be in. 
(Please turn to top of page 210) 
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BOSTON’S 
Poibl \Lellbr SPECIFIED 


SYMMONS SAFETYMIX because 


} 
( 


\ 


me SAFETYMIX 


Symmons SAFETYMIX shower valves keep shower 
| temperature constant, even with pressure fluctua- 
tions up to 85°". With SAFETYMIX there are no 
sudden scalds ... or chills. When either hot or cold 


water fails, flow automatically shuts down. 


Write for catalog and prices 


GLIWVMETZG 
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BRASS BUS BARS — Assures positive, 
safe ignition. No springs or wires. 


TRANSFORMER — More turns of wire and 
more coil laminations give a longer life 

even under low voltage conditions. Aluminum 
foil shield eliminates radio and 

television static. 


PATENTED NOZZLE SHIELD — Eliminates 
carbon deposits which reduce efficiency 
as much as 20% in one season! 


COMPLETE LINE — Nu-Way builds a com- 
plete line of oil burners for domestic, 
commercial installations. 

EXCEEDS UNDERWRITERS’ REQUIREMENTS 


32 YEARS EXCLUSIVE MANUFACTURE 


AND Hat Off 1S 
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(Continued from page 209) 

“I’ve been in business a long, long time,” is the 
way another old friend of ours answers it, “and 
I’ve found there’s just one way to handle such a 
competitor—let him dig his own business grave 
and maybe give him a push from time to time! 


“You can’t reason with such people and if you 
fight them at their level, you’re only hurting 
yourself!” 

We know of another contractor who has found 
himself confronted with just such a situation twice 
in his business life. He knew his competitor in the 
first instance had embarked on that sort of an 
operation simply because he lacked business ex- 
perience. 

“T arranged a friendly conference with him and 
taught him some plain, hard, business facts-of- 
life,” he explains, “doing it in such a fatherly way 
he couldn’t take offense. His only trouble was that 
he just didn’t know any better!” 

The second case was entirely different—a 
greedy competitor figured price-cutting was the 
quickest way to get the other fellow’s customers 
and was the type who wouldn’t listen to advice 
from anyone. 

“T gave him just what he asked for,” our friend 
recalls, “actually told my customers to go buy 
everything they could from him. In that way he 
went broke ten times as fast as he would have 
otherwise and my business suffered very little 
because the bad situation was corrected just that 
much quicker.” 

Fortunately most of our competitive problems 
are not of such a nature to require drastic 
methods. Most require understanding, co-opera- 
tion and patience with the other fellow. 


“Believe me,” an Iowa contractor once told us, 
“I go out of my way to work with my competitors 
because after I got to know them I found they 
were all swell guys. As a result we have a nice 
situation. 

“There’s something else I never forget. If one 
of those nice guys should go out of business be- 
cause of my failure to be a good competitor, a real 
unpleasant character is liable to step in and fill 
his spot and then there’s going to be trouble for 
all concerned. Believe me, it is worth a lot of 
effort on my part to keep a good competitor in 
business so that the situation will remain a pleas- 
ant one as it is now!” 

That, we think, is a very practical thought 
indeed for when one has competitors who are 
really “human,” one had best pay close attention 
to safeguarding such a valuable asset. Too often 
we permit the atmosphere that natural competition 
in business builds up to overshadow the better side 
of “these other guys in the business” in our par- 
ticular area. 
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INSTALLATIO 
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Pressure Control and Relief Valve 


A dependable filler and relief valve for controlling 
pressures in hot water heating systems. All bronze 
construction. Factory settings 12 Ibs. delivery and 
30 Ibs. relief. 















RELIEF VALVE 
Large diaphragm type pres- 
sure relief and positive fuse 
plug temperature relief give 
positive protection against 
vange boiler explosions. Chi- 
cago Code approved. Regu- 
larly supplied for 75 Ib. 
pressure and 200° tempera- 
ture. Other settings available. 






PRESSURE REGULATOR 


An accurate and depend- 
able reducing valve for 
either air or water. All 
bronze construction. Stock 
setting at 12 Ibs. If other 
pressure settings are de- 
sired, specify when ordering. 


Sall BROTHERS COMPANY 


| 


| 


2326 KISHWAUKEE ST. * ROCKFORD, ILLINOIS 


TYPE 300 | 












































is only HALF THE JOB! 


Lasting 
Performanc 
is the 


















Model “TV” 


Tempering Valve 
Non-Ferrous thermo- 
static element is 
powerful acting... 
gives quick, positive, } 
accurate tempera- | 
ture control. Easily 
adjusted to desired | 
temperature 
between 140° 
and 200°F. 


Customer satisfaction is the foundation of YOUR 
REPUTATION. And customer satisfaction depends 
upon one thing ... excellent performance for years 
after the installation! 

Lawler's “Performance-Tested” design combines 
pioneering experience with engineering leadership 
The use of specially chosen metals assures YOUR 
customers years of positive accurate temperature 
control with lowest maintenance cost... .. the 
best insurance YOUR REPUTATION can have! 









LAWLER TEMPERING VALVE 








p [ Complete Line Through 4” 1.P.S. Size. 
List the facts... 


Check them off... 
Lawler comes out 
first every time! 

YOUR REPUTATION 
is protected! 





Powerful Bellows Type Thermostat, 
Hydraulically Formed and Liquid-Filled. 






Only One Direct Acting Moving Part 







» Completely Non-ferrous Thermostat. 





“*Perfornsance- 


Tested” for ba 
Longer Life ey ays slob 


—" 
Tham TEMPERATURE REGULATORS SHOWER MIKING Va CONTROLLERS 


LAWLER AUTOMATIC CONTROLS, INC. 


453 North MacQuesten Parkway Mount Vernon, New York 
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10” roughing in. three e 
80, 76 
30 or $ 
enviro!l 
e 
neal 
NOW-for the first time 
é A submersible that competes in the low- 
priced pump field—it’s priced to satisfy the 
most budget-minded home owner. THE NEW SPACE-SAVING 
andi ony —a washdown combina- 
: . . : - tion designed for any use where space is 
® A pump with an installation price re restricted. White vitreous china with a straight 
able to that of the average 12 hp jet. front bowl. Has an extended horn for easy setting 
. and leak-proof connection. Four-bolt holes provide 
, a secure mounting to the floor. Has greater water 
s A pump that provides up to 25% more surface than found in comparable bowls; slab set at 
pumping capacity at deeper settings than steeper angle; improved waterway gives more rapid 
. and dependable action. Tank cover will not rock 
any ¥2 hp jet on the market today. and is secured by means of a rod and lock nut to 
; ; avoid breakage while in transit. 
2 A pump that combines low price with all 
the outstanding quality features of the 
famous Sumo submersible line. MANSF| ELD 
“ He 
co A pump that’s backed by a pedigree of over AAIN 
30 years specialization in the manufacture 
y = ‘ This exclusive feature permits perfect tank alignment with a 30 pe 
and design of domestic water well floor or wall and reduces risk of tank breakage. Rubber temper 
submersibles. gasket “cushions” tank on the bowl and absorbs bumps or ti v 
jars. The 3-Point Shock-Absorbing Connection makes nee 
SIMPLEX, JR. the ideal combination for any space- in spec 
restricted installation. 
Sun SI 
THEY'RE THE TALK OF THE INDUSTRY ‘:D 
| < 
Send for full details on the outstand- | 3 
ing Sumo Type A Submersible today. Use in 
= other 1 
Sanitary Motlery, ae. The 
‘ SUMO PUMPS, INC. | PERRYSVILLE, OHIO 
Dept. E, 375 Fairfield Ave., Stamford, Conn. 
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Does this House Hold the Key? 

(Continued from page 161) 
during summer operation and the water chiller 
by-passed during the winter. 

Professor Harris said that different operating 
methods will be studied and compared on the 
basis of maximum loads, duration of load, comfort 
produced, and overall cost of operation. 

Professor Harris also discussed other methods 
of summer cooling in connection with hot water 
and steam heating systems, particularly heating 
and cooling by means of a split system. 

Participants in the panel discussion included 
wholesalers and manufacturers. C. S. Rambo, 
secretary of the National Heating Wholesalers 
Association, was the moderator. 


How People React 
(Continued from page 161) 








environments with widely different relative hu- | 


midities on the partition of heat loss of uniformly 


and lightly clad men and on their subjective | 


sensations of thermal comfort. 
Subsequently, 10 young healthy men were 


studied over a period of three hours in each of | 
three environments having a temperature of either | 
80, 76 or 72F and a relative humidity of either 


30 or 80 percent. Eight women were studied in | 
environments maintained at 80, 76 or 72F with | 














” Hello, is this Hapless Harry the Handyman?” 





a 30 percent RH. Observations on skin and rectal 
temperatures, body weights and thermal sensa- 
tions were made after the subjects were dressed 
in special suits. These subjects were non-fasting. 


Sun Shades and Cooling Load Estimating 

“Desicn Data for Slat-Type Sun Shades for 

Use in Load Estimating” was the subject of an- 
other report presented at the meeting. 

The report was prepared at the Society’s Cleve- 
(Please turn to top of page 215) 
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Vent-Rite No. 10 
features assure you of 
foolproof, automatic venting 


Here is the automatic air vent you can 
put on radiators, convectors, or radiant 
hot water systems and forget because: 











The soundly designed, improved 
Metering Device, Vent Tube and 
Hygroscopic Dises work together 








to assure quicker, better venting and con- 
stant, even heat all the time. 







Vent-Rite No. 10 has no critical adjust- 
ments. It is easy to install and easy to 
clean if clogged from foreign matter in 
water. It is streamlined with no sharp 
corners, and it is so compact that only 
1” shows beyond surface of radiation 
unit. 













Use the new Vent-Rite No. 
10 on your next job and 






you'll have less service and 






always a satisfied customer. 
See it at your wholesalers, 
or send today for complete 
catalog information. 














Vent-Rite No. 
Actual Size 



































"K” Fittings in 
Another Great Building 


It is common practice for “K”’ Fittings to 
be used in buildings of all types and sizes. 
So we are not citing their use in the Govern- 
ment Accounting Office Building as some- 
thing unusual, but the structure itself is 
interesting. 


The outside dimensions are 328 x 578 ft. 
The building is seven stories high, with 
basement and subbasement. It houses 
9,000 people. Feeding service accommo- 
dates 2,000 at one seating. An auditorium 
seats 250. There are garage facilities for 


800 cars. 


Pipe fitters like to work with “K” Fittings. 
The threads are tapped full and clean. 
Openings are chamfered so pipe enters 
easily. Precise angularity of machining as- 
sures symmetrical runs. Uniform walls 
and high tensile strength give “K” Fittings 
the stamina to withstand the most severe 
make-up strain. 


It pays to order fittings from distributors 
who handle the “K” line. 


Good workmanship sells “*K" Fittings 


PIPE FITTINGS 


CAST IRON AND MALLEABLE 
3,000 Shapes and Sizes 


Complete information gladly furnished. 


THE KUHNS BROTHERS COMPANY 
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——jp Name-brand controls— 


——p Assured safety, ease of 


——jp American Gas Association 








OF 
GAS-FIRED 





PACKED WITH 
SELLING 
FEATURES! 


——j An Arrow-Line for every need—steam or hot water—3 


Series—43 Sizes—Standard and Deluxe models. 


——j Modern—Compact—Neat Appearing—Beautiful hammer- 


tone baked enamel finish. 


——j Ideal for ALL steam or hot water installations—radiators, 


convectors, baseboard or panel heating. 


——» Efficiency and economy with our patented fin type heating 


surface—imparts staggered, swirling, spiral motion to heat 
—heat travel is more than doubled for maximum fuel 
economy. 


available for quick replace- 
ment service. 


servicing, designed to meet 
all codes. 


approved for all gases. 


100% cooperation with wholesalers and dealers— 
write us TODAY. 


SAPORTE ° 


Manufacturers of High Quality Gas 
Appliances for Neorly Half a Century 


<—— ARROW-LINE — 


GAS-FIRED BOILERS 
WATER HEATERS 


<A ig n HEATERS 
Gee iat 
~ &£ Wi a 


43 Sizes 
For Steam or Hot Water 


| 6 Models — 20 to 100 gallon sizes 
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(Continued from page 213) 
land research laboratory by G. V. Parmlee, re- 
search associate, and D. J. Vild, research engineer. 
The authors summarized the physical charac- 
teristics of slat-type shades and evaluated their 
effects on the reduction of heat gain. They also 
stressed the fact that comparisons of experimental 
vesults with heat gain values in current use in- 
dicate that reduction of heat gain with some 
shade and glass combinations is greater than anti- 
cipated in present design values. 

This study was one of a series resulting from 
the long range ASHVE research program in the 
effectiveness of slat-type sun shades. Previous 
studies dealing with the shading of sunlite glass 
included “An Experimental Study of Slat-Type 
Sun Shades,” “An Analysis of the Effect of Uni- 
formly Spaced Flat Opaque Slats,” etc. The re- 
port condensed previous experimental results 
and data to a form suitable for practical applica- 
tion in determining instantaneous heat gain from 
several types of flat glass in combination with 
venetian blinds and sun screens. 

In conclusion the authors stated that the total 
heat gain with a heat absorbing glass and an in- 
door white shade is practically the same as for 
common window glass end a white shade. Com- 
pared with unshaded heat absorbing glass, the 
total gain is reduced about 10 percent by the use 
of a shade. They also emphasized that the heat 
gain values are instantaneous rates of heat gain. 
In practical situations, heat storage of the internal 
structure must be considered in determining the 
contribution of solar heat gains to cooling system 
load. 


Panel Heating Research 


THE IMPORTANCE of having good contact between 
the tubes and the lath and plaster in heating 
panels was illustrated by tests of two panels in 
which the tubes located above metal lath were 
wired to the lath at eight-inch intervals along each 
tube. The plaster was applied by an experienced 
craftsman and the embedment of tubes was judged 
by observers to be equal to field practice in one 
panel and superior in the other. Back-plaster 
was applied over the tubes in the average panel 
which then showed performance for the eight- 
inch tube spacing equal to that of six-inch spacing 
without back-plastering. 

The fact was stressed that the results of these 
studies will permit the design of a heating panel 
when the required heat output and the panel 
surface temperature have been determined. The 
application between these two variables must be 
established for each separate application. Data 
on the relationship between panel output and 
panel surface temperature is now being de- 
(Please turn to top of page 217) 
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“We sell Janitrol because -| 


Statement by Mr. A. J. 
Keinath, Manager, Heating 
& Plumbing Dept., Morley 
Brothers, Saginaw, Michigan. 


Recent Janitrol addition in the 
Morley Brothers Floor Covering 


Department. 


One of the original Janitrol Unit 
Heaters installed 14 years ago, still 
in use with practically no servicing 
or maintenance. 





It was from their own experience as a satisfied user 

of Janitrol equipment that lead Morley Brothets 

into becoming an enthusiastic se//er of Janitrol. 

No testimonial could offer a finer tribute to Jani- 

trol’s durable performance than this transition to 

sales. 

You should be vitally interested in the dependa- 

bility of the equipment you handle. 

First, nothing robs you of profits as fast as frequent 

call backs and extra service. 

And, you must depend on satisfied customers for 

future success. 

Write today for particulars of Janitrol’s 

merchandising policy. 


Tanitrol 
Anis fig 


SURFACE COMBUSTION CORPORATION 


TOLEDO, OHIO 
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COMPLETE 7 PIECE SET $6.00 List 


All Metal Soap Dish $1.20 _ R FE E 


CAST 
Tumbler-Tooth Brush Holder 90 <diieildliall dices teen 
SOLID BRASS Towel Bar 18” Long %” Dia. 1.80 es sel meme 
Toilet Paper Holder (Wood Roller) 1.20 "i cia ae 
Chromium Plated 3-Coat-Hat Hooks @ .30 each .90 Posts Mikes anette Culp 
Total (with screws) $6.00 ee a Saee 
€ Millions of Toilet Seat Hinges have been manufactured by BREY-KRAUSE 
wg NOTE: All Fixtures packed and Shipped in One Dozen Units. 
er BATHROOM HARDWARE 


3,000,000 





AIR VOLUME 
CONTROLS 


have been standard equip- 
ment on leading makes of 
ejector, turbine, rotary and 
centrifugal water systems 


for more than 15 years. 


Over a Million 


need repairs or replacement 
to maintain proper air cush- 
ion in the tanks. Can be 


replaced in 5 minutes! 


This Market is 
Open to You! 


Replacement controls and 


repair kits are available at 


your pump supply house or 


wholesaler. 


Write direct for 
latest bulletin 





Brady 


BREY & KRAUSE MFG. CO. . ALLENTOWN, PA. 





Bsily—faster turn- 


“as over gives you a 
ll profit. Write today 


y for new catalog. 





AIR CONTROLS, Inc. — 


1406 East 18th Street | 


Muncie © Indiana Tanner MFG. CO., ERIE, PA., U.S.A. 
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(Continued from page 215) 
veloped at the ASHVE research laboratory. It 
has been demonstrated, that for panels having 
tubes above metal lath, good tube embedment and 
good contact between tubes and lath are pre- 
requisite to good heat transfer. 


Heat Loss Through Walls 


A DECREASE IN HEIGHT of the air space in walls 
was found to lessen the heat loss through the wall. 
Dust patterns on walls are more pronounced 
where temperatures of adjacent portions differ 
by as little as three to five degrees Fahrenheit. 

These conclusions were presented in a report 
on the thermal performance of frame walls by 
G. O. Handegord, assistant research officer, Divi- 
sion of Building Research, National Research 
Council of Canada, and N. B. Hutcheon, pro- 
fessor of mechanical engineering, University of 
Saskatchewan, Saskatoon, Canada. The study 
was conducted as part of a program of Cold 
Weather Wall Research being carried on coopera- 
tively by the university and the council. 

The authors had previously prepared a paper 
on this subject which dealt with the vertical 
variations in temperatures and heat flow rates 
resulting from convection in air spaces in frame 
walls. The air spaces were continuous over the 
height of the wall. The present paper deals with 

(Please turn to top of page 218) 
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(Continued from center of page 217) 

walls having horizontal blocking at mid-height, 
and is concerned, as was the first paper, with the 
deviations of actual heat flow and temperature 
patterns from those predicted by simple theory. 

An important observation of the current study 
revealed that condensation on wall surfaces will 
generally be greatest near the flow. It may be 
greatest, however, at any point where the heat 
loss through the stud areas is high. 


Heat Pump Study 

Heat Pump colts buried in soil under certain 
conditions absorb up to 50 percent more heat 
than would be anticipated from thermal transfer 
calculations. Moisture movement in the soil may 
be the important factor in causing the difference, 
emphasized Raymond Eisenstadt, graduate stu- 
dent, department of mechanical engineering, Co- 
lumbia University, speaking at the ASHVE meet- 
ing. 

Mr, Eisenstadt made public a report on a study 
concerning the form in which the moisture oc- 
curred. This study was sponsored by the Society 
in cooperation with Columbia University. The 
report was prepared by W. A. Hadley, associate 
professor of the university’s department of me- 
chanical engineering and Mr. Eisenstadt. 

For the past three years a series of experiments 


(Please turn to top of page 221) 
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(Continued from center of page 218) 
have been carried on at Columbia University to 


determine how and why moisture moves in granu- 
lar media such as soils under a temperature 
difference. By using a simulated soil, made of 
glass beads 0.01 inches diameter, adding a small 
amount of radioactive cobaltous nitrate to the 
water in the soil, and using a Geiger counter, it 
was possible to determine whether the moisture 
transfer under the influence of temperature was 
in liquid or vapor form. The most important con- 
clusion reached by the authors is that a critical 
moisture content of about four percent separates 
liquid from vapor movement in the soil. 

The information uncovered by this study is of 
threefold interest to heating and air conditioning 
engineers. This work bears a direct relationship 
to heat pump ground coils, to air conditioning 
in mines, and to an understanding of that Arctic 
soil condition called “permafrost.” 

With respect to heat pump ground coils, it is 
possible that a considerable amount of heat is 
carried directly to the ground coil by the water 
movement. There has also been some speculation 
as to the amount of moisture that might migrate 
into mine shafts due to the temperature gradient. 
On the basis of the present. study this considera- 
tion can be largely eliminated because no appre- 

(Please turn to top of page 222) 








in your HOT WATER GENERATOR 





T Here is a Hot Water Generator that will give you 
ANKS the maximum in efficiency! More hot water at less 
operating cost. Quality of constructions is your 
SMOKESTACKS assurance of the Cpe vps operating efficiency 
from your FINNI quip to 
P| PI NG any type wm mangig 2 to your eet in 


capacities from 66 to 5,000 gallons, FINNIGAN 


WATER HEATERS Hot Water Generators are made from the finest 


material and — copper removable-coil heat- 


yg » ects eee a ae 
BOILERS 


Call, wire or write today for fur- 
ther information . . . there is no 
obligation. 
41 E. 42nd St. 
New York 17, N.Y 
4108 C. St P.O. Box 2527 
Little Rock, Ark Jacksonville 4, Fla 











ENGINEERING 


Designed by EXPERIENCE... Proven by SERVICE 


Fig. 0525 Bronze Globe Veive 
150 Ib. steam working pressure. 
Alse available for 200 Ib. and 
300 Ib. pressures. 













TRUCKS - 


VALVES ° 


150 |b. Bronze 
Globe Type 


Bronze 
eT CONTROK control 
Fairbanks eedle less 
Globe apy ‘ut © ality of ae of 
and ¢ ret outsta 
ned Fig. 0525 Valves: 
t 


isc and Seat 
sts re- 
oe er 
sons in the 8 
s and s€ 


seats are oro seal. 





Fairbanks 0525 Bronze Globe 

Valves are a dependable combi- 
nation of ay working parts and solidly 
built body... designed especially for dene 
regulation of flow. 





DART & PIC UNIONS - CASTERS 


222 DOMESTIC ENGINEERING September, 1933 J September 


(Continued from center of page 221) 


D ij ST R i B u T '@) k S ciable moisture movement was found in the wet PLUMBII 


soils without freezing temperatures and the soils HEATING 
will rarely, if ever, be below the critical moisture WHOLES 
W A N T F D content. Lastly, high moisture contents might Cttont 
characterize “permafrost” in soils above the criti- 
cal while, if soils could be maintained below the / 


critical no problem would exist. 


He Chanced a Move F 


(Continued from bottom of page 125) 


struction facsimile and a baseboard convector 
that is an essential part of the system. Here’s 
how Hardy uses his newest sales aid. 

The display is the first thing the prospective 
customer sees as he enters the show room. The 





inanimate salesman has made his first initial C 
step—the contact. b 
The next move is up to Hardy and his sales calle 
staff. Simply by pointing to the parts of the dis- 
play the staff can give a dramatic and simplified racy 
explanation of how the radiant heating system 24 jee 
works. you up- 
The drawing shows how the coils are suspended brs 7 
under floor joists by special brackets that elimi- their o 
nate contraction and expansion problems. At the od = 
same time the salesman can show the ease in which The 
the radiant heating system can be installed in old 


homes. 

At one end of the display, an actual coil is sus- 
pended from a simulated floor joist section. Also 
included is a convector that is used under windows 
and in places where heat loss is high. The con- 
vector is also used for a quick temperature boost. 

With the system outlined, the salesman can go 





0. introduce car NEW LINE of into the factor most dear to the pocketbook—the 
low-cost I-year guarantee cost. Hardy claims this is one of the most salient 
. HARRISON WATER HEATERS points of the unit. 
eS ss He explains to the customer that installation re- 
Here's high efficiency, economy, beauty quired only 10 to 12 hours. 
.. the deluxe look that sells on sight ... | Using the display and supplementary literature 
to bring you Haw Sigmer volume GAS ager provided by the manufacturer, he points out that 


profits on competitive housing projects, 


low-cost replacement and remodeling jobs. his featured heating system is packaged and comes 


ready for installation. 

a shout ase no stent be) aneegage How will the new building aid Hardy in ob- 
e ne o in > . ° ’ 

1 thheecaipseteé ercurtmiatee taining continued business? Here’s how he looks 


e 
increase your profits! =a x 
His combination office, showroom and workshop 





ma — —— - - - - - - - - - - - - - - is located on a well-traveled street and features 
SEND THIS COUPON NOW an ultra-modern design to catch the eye of the 
: STEEL CABINET COMPANY sot ten ee of the thy the _ of wenn 
5 : ness and the telephone number is painted in large 

4718 West Fifth Ave., Chicago 44, Ill letters at the side of the building. 
Please send more information on HARRISON Another sales aid is the radiant heating sys- 
WATER HEATERS tem installed in the new building. Customers 
Name have only to walk into the rear of the structure 





Company to see details of the installation. The heater and 

Street | controls are set in one corner in a manner de- 

City | signed to save space. Individual controls for the 
| (Please turn to top of page 225) 
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200 Experienced Oil Burner Men 


.- will become oil heating specialists in the next 12 
months. This is the maximum number of men who 
will be accepted for, (and will receive their certificate 
of completion from), the course offered by the Boston 
School of Advanced Oil Heating Training. Classes are 
limited to 10 men only—the course is three days. 


You need this course if you are not thoroughly 


qualified in the following phases of perfect pressure 
atomizing burner installation: 








1. How to correctly determine the firing rate for any 
boiler or furnace. 

2. Combustion Chamber construction, large and small sizes, 
proper areas, materials, heights and correct design under 
special conditions. 

3. Baffling of boilers and furnaces; importance of baffling; 
proper type and location. 

4. Draft Control — importance of holding a constant draft, 
location and setting of control. 

5. Mating of Air and Qil Patterns — one of the greatest 
developments in modern oil heating efficiency. 

6. Nozzle Application Testing in the field —how you can 
determine the right nozzle for any installation. 

If you need this knowledge to qualify as an oil heat- 
ing specialist and this school is the only one in the 
world offering such a course, you must have had one 
or more years of installation and service experience to 
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Write for circular, schedule of classes, 
information 
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(Continued from bottom of page 222) 
copper piping in the floor heating system are 
readily visible. 

What’s more, the store is air conditioned for 
comfort at all times of the year. Expensive im- 
ported paneling in the offices give a prosperous 
appearance. 

Hardy was content to conduct his business from 
a shop at the rear of his house until his two sons 
indicated they were inclined to carry on in the 
plumbing business for the third generation. Har- 
dy’s father, by the way, was one of the oldest 
members of plumbers local 597. 

When the business obviously became too large 
for his home, Hardy decided to build. He’s glad 
he did now. 


Automatic Controls 
(Continued from bottom of page 120) 


care and maintenance, even to the point of giving 
them instructions. Plumbing and heating con- 
tractors can cooperate with builders in present- 
ing this material. 

Another method a dealer can use to generate 
good will and future business is to have his 
employees pay courtesy calls shortly after new 
equipment has been installed. 

Although experience has shown that people 
are apt to forget anything but the simplest in- 


structions about maintaining their automatic ap- 


pliances, and are equally apt to misplace printed 
instructions unless attached to the unit, it is a 
good policy for a dealer to make a quick inspec- 
tion and adjustment of new installations and to 
give the new owner simple instructions on the 
function and maintenance of controls. 

(Please turn to top of page 227) 
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Controls and guides, inde- 


pendently, drain flow of 
each compartment and food 
waste directly to wall outlet. 
Self scouring! Free flowing! 


No back-up! No odor! It's 


the “DUO” Sanitary Wall! 


results of pioneering in sanitary design for the plumbing 


industry. Today, as in the past, we take pride in the fact 


that the “DUO” is accepted as the standard of perfor- 
mance by Master Plumbers from coast to coast. 

This contribution to the welfare of home owners is daily 
appreciated by them in the vast number of genuine 
“DUO” installations—for two compartment sink fixtures 
and food waste disposers. 

There's only one Genuine "DUO" Waste! Look for the 
exclusive Sanitary VYall—it’s your guide to good plumbing 
installations. 


TWO COMPARTMENT SINK i 
FIXTURES 

ore mode completely sanitary 
with the Genuine “DUO” Waste 

on the job. A style for every need. 


| FOOD WASTE DISPOSER 
Manufacturers approve the gen- 
vine “DUO” Sanitary Wall for the 
successful operation of their units. 





“Better Housing Specifications” tells the “DUO” Story! 
Write for your copy today. 







iD 1, CONNECTICUT, U.S. A. 
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THERE’S ONLY ONE Comite 


designed, and 


made solely by 77#£Lattd MFG. C0. 


The Genuine “DUO” Waste construction features are the 





DOMESTIC ENGINEERING September, 1953 | September, 


The c 


adjust p 

r air holes 
| - Oy of dust 

e ers and 

} sary in 


LATEST DESIGN IN "T”-TYPE SINK FRAMES their eq 


In off 


ASSURES EASY, WATERTIGHT either b 


nt UNDERLOCKED INSTALLATIONS! = Re 
whic 
a liad KINTRIM te 


A line of fine Quality sinks reasonably Try Thi 
slalacte : One c 

' Easily is to kee 
A line of sinks that appeals to dis- AS _~ Under-Locks bb ll 
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A line that will give you satisfied 
customers 


A line manufactured the MODERN 


way. “e sn 
PATENT NO. j 


2502553 : 

A line that’s considered the fastest Assure 
growing line in the industry today... i fe) 
A line that protects its dealers 


A line that commands respect 


A line that’s well accepted through- 
out the land . 





STY 
Regularly f 
lever handl 


THEN WRITE TODAY for details on how eel hi 
YOU can become an ACTIVATED dealer | eed 


of ACTIVE QUALITY WARE The KINTRIM sink frame is a money-maker e Outsi 
for wholesalers. Now, dealers can guarantee in- ates 
stallations that are watertight and gleaming ing. 
bright. The KINTRIM frame is a heavyweight 
stainless steel! Flat 4" face overlaps and seals Wall 
to bowl and covering. Anchors underneath— 
supports bow! solidly! Never “rubs off” smudgy. 
= ee Dealers: Order from 
y your wholesaler or 


: \ write us today. Distri- Can 
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(Continued from center of page 225) 

The customer should know how to light and 
adjust pilot burners properly, that the primary 
air holes of the main burner should be kept free 
of dust and dirt, that periodic cleaning of burn- 
ers and lubrication of the motor, etc., are neces- 
sary in order to get complete satisfaction from 
their equipment. 

In offering this type of preliminary service, 
either by personal call or by mail, the dealer not 
only minimizes future emergency repair calls, 
which have a negative effect on the reputation 
of the product and the dealer, but also gives him- 
self the best possible opportunity to make friends 
among newcomers in the community. 


Try This Method 


One other good practice for a dealer to follow 
is to keep a card file of all installations with which 
he is directly or indirectly concerned, with full 
information on the type of equipment, location 
and dates of installation and servicing and repairs. 

A dealer can count on such card references 
as a source of off-season revenue. He can prove 
to the homeowner that an inexpensive but essen- 
tial periodic maintenance, cleaning and adjust- 
ment service is a sound investment in terms of 
longevity, safety, efficiency and economy of per- 
formance. 


Assure Year Round Outside Water with 


WOODFORD FREEZELESS 
WALL HYDRANTS 





STYLE 12 FEATURES 
Rr 1. Easy to install through 1” 


hole without taking apart. 






STVLE 12 
Regularly furnished with 
lever handle which pro- 


vides more @ 2. Quick opening and closing 


valve. 

3. Convenient Lever Handle— 
Easy to operate or attach 
hose without hurting hand. 


——t 


wheel handles are inter- 
changeable. 


e Outside handle oper- 
ates valve inside build- 
ing. 





e Wall pipe drains out 
after each closing so 
it cannot freeze. 


e Can be used in freez- 
ing temperature with- 
out going into base- 
ment to shut off and 
drain outside water 
outlets. 


Contact your wholesaler or write .. . 


WOODFORD HYDRANT CO. 





DES MOINES 17, IOWA 
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-Woae SWEAT-ON 


Lavatory or Tank Supplies 


| Rough-in with copper water tubing to G-M Sweat- 

| On lavatory or tank supply, cut supplies to suit and 
solder after installation to lavatory faucets on shank 
of balleock. Deep flanges furnished to cover Sweat- 
On joint, leaving a lustrous polished chrome on nickel 
base guaranteed not to crack, chip or peel. Cone 
rubber washers and brass friction rings included in 
attractively green printed box. 


LAVATORY es — ON i a TUBE 
CAT. NO. STD. PKG. 























GM-208-L a 

GM-211-L rt bg 50 

LAVATORY SUPPLIES, SWEAT-ON 1/2” COPPER TUBE NIPPLE SUPPLIED 
CAT. NO. LENGTH STD. PKG. 

GM-208-L2 8 

GM-211-L2 11” 50 

TANK SUPPLIES, earn ON 3” COPPER TUBE 

CAT. NO. NGTH STD. PKG. 

GM-208-T art 50 

GM-211-T ii” 50 

TANK SUPPLIES, Raid ON 2” SOPPER TUBE NIPPLE SUPPLIED 
CAT. NO. ENGTH ‘st D. PKG. 

GM-208-T2 


GM-211-T2 11” 50 


tary 
212" to 6” " 
Trim to Suit 


SUPPLIES DESIGNED 

TO SLIP OVER %” 
_—COPPER TUBING. FOR 
V2” COPPER ROUGH-IN 
USE NIPPLE #GM-200. 
NIPPLE USED FOR SLIP 
OVER ¥/2” INCH COPPER 
TUBING. 


Jobbers & Mfr's. 
Agent Inquiries 
Invited 


BOSTON & EMERALD 


Green ficlel. STREETS 
MANUFACTURING : PHILADELPHIA 25, PA. 


~ ss 









DEEP BELL FLANGE 
COVERS SOLDER JOINT 





Copyright 1953 
Greenfield Mfg. Co. 
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“Clean Fit’ Tools save time, effort and money — 
clean fittings and tubing better—result in stronger, 
tighter soldered joints. Finest quality carbon steel 
wire bristles assure long life and economy. Order 


by number. 


6003—Kit with Handy Handle, Bracket, Crank and two 
No. 6000 Brushes for 2” and %” Fittings 
6001—Metal Handle for No. 6000 Brushes 
6000—"Clean Fit” Brushes in sizes ‘%" to 2° 
6200—"Clean Fit’ Tube Cleaner—%%"-¥2"-%4"-1” 
6100—Wood handled single spiral tube brush 
6300—Heovy-duty double spiral tube brush 
6004—"Cleon Fit” Abrasive Cloth— 114", 25 yds. 





Sold Through Supply Houses 
Canadian Distributors 


EMPIRE BRASS MFG. COMPANY LTD. 
london, Canada 








6004 








16100) 
tHe MILL-ROSE co. 


1985 EAST 59° STREET * CLEVELAND 3, OHIO 
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The pipe and bolt threading machine | 


that gives you 
Top Performance 





Built like a 
fine machine tool 


.. With exclusive new quick-opening 


Quadritype Die Head 


RIGQID engineering does it again! New ‘‘500” threads, 
cuts and reams with the efficiency and speed you’ve long 
wanted. Ready for work on any size pipe, %"’ to 2’’, in 
seconds! Independent operation of tools, more than ample 
power, concealed oil system — a score of other great new 
features. No wonder its popularity has been immediate 
and wide-spread. See it, try it at your Supply House 
— buy the more-for-your-money RiItatp ‘500’! 


New Quadritype die head 
adjusts instantly 1” to 2” 
regardless of position of 
lever, without removing 
dies or head from machine. 
Same work-saver feature in 
Dualtype die heads—” 
and 3%’, 144” and 34’’. Mon- 
otype also available, 4%” 
to 2’’—also bolt die heads, 
Ye Ld to - 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 








RiBbsip 500 
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They Open the Door! 


(Continued from page 87) that the customer is satis- 
fied. In every way, he instills in his customer the 
feeling that she is going to have the kind of home 
she has always needed and wanted, and that he 
will go out of his way to see that she has it. This 
personal concern is what is opening doors for 
Beck. 

Foresight is still another “extra” Beck has for 
his customers. During one job, the customer men- 
tioned that she would like to have a powder room 
on the first floor, but that she didn’t know where 
to put it or how she would pay for it. Beck solved 
the problem by choosing a pantry made obsolete 
by new kitchen cabinets and roughing-in piping 
on the wall behind the kitchen sink. 

It was a simple and inexpensive job. Then he 
told her that whenever she was ready for the 
fixtures to let him know. In addition to building 
good will, he had staked out a claim on future 
business. 

Beck gives financing his personal touch, too, 
letting the customer feel completely free to set 
his own terms. Usually terms are arrived at when 
the contract is signed, but Beck makes it clear 
that he is able to handle any plan a customer may 
select. 

Most of his jobs are on installment plans, others 


(Please turn to top of page 231) 


NEPTUNE ENGINEERS FOUND THE ANSWER! 
EPTUNE 


TRAY 


The Amazing, News 


LAU 



































MODEL B 





@ Anyone can in- 
stall! Cannot rust! 
Complete with 
cord and plug! 
Sells on sight! 


MADE BY MFRS. OF NEPTUNE SUMP PUMPS 


How to develop a pump that would dispose of 
waste water where there is no sewerage, or where 
washing machines and laundry trays are below 
the sewer line, has been answered by NEPTUNE 
with this rugged pump. Enthusiastically wel- 
comed by thousands tired of back-breaking 
tasks of removing water by bucket, hand- 
pumps, and other outmoded methods. 


Write for Literature 


NEPTUNE PUMP MFG. CO. 


4912 NORTH 6TH ST., PHILADELPHIA 20, PA. 
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GUARANTEED: 4 sure are we of the 


superior job well done by our WILSHIRE specialists 
that WILSHIRE heaters are backed by 1, 5, and 10 year 
(prorated) factory guarantees . .. the most generous 


HIRE Ress 


eaters are the Choice of Those 


who INVESTIGATE! 


ISCRIMINATE buyers of any product invariably look 
into the pros and cons of the item they wish to buy. 
This is so true in water heaters. And for the dealer 
who wishes to cover the water front on all questions 
governing the efficiency, longevity and operation of a | 
heater, he will make no mistake in specifying the | 
WILSHIRE with models in 20, 30, 40, 50, 55, 55HR, | 
T5HT, 75, 75HR, 100 and 100HR gal. capacities. 


thern  & 
ealer 









CORPORATION 
Model 
FH 


133 E. PALMER AVE. COMPTON, CALIF. 





Rules 





HEATING EQUIPMENT 


THE COMPLETE LINE FOR ALLG@d NEEDS 
Forced Air and Gravity Circulators, Radiant Heaters, Panel Heaters and Fan Type Unit 
Heaters. 68 Years of i d + has developed 


Jes FIRED 





Style se Qua 
Bi The PEERLESS Line | 
ating Requiremen 


















PEERLESS MANUFACTURING CORP. 


this complete, tried and proved line—styles, types and sizes 
or Gaumasla, commerdiad or defeats a requirements. 


heating 










The popular priced shower stall 
that’s full of the features you’d 
expect only in more costly 
showers ... plus Spartan full 
length, deep groove, slip-on con- 
struction for extra rigidity and 
long life. Undoubtedly America’s 
easiest shower to assemble... a 
genuine saving to the plumber. 
Heavy gauge steel. Also avail- 
able in heavy gauge aluminum 
... The Crown. 


Literature on Request 
sas tat” ee me 4 





il Spartan 


—— LOUISVILLE 10, KENTUCK 
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STEWART-WARNER 


complete line of... 


Sat-Aire 


“Safety-Sealed” 
Gas Heating 


For one room or a dozen, these versa- 
tile units do the job better, cheaper, 
more safely! Gas is burned in pat- 
ented, sealed chamber. All combus- 
tion gases vented outside. Only outside 
air used for combustion. No ductwork, 
no chimneys, no electricity needed. 
Far easier to install! Ideal for new 
homes, remodeling jobs and auxiliary 
heating. Individual thermostat control. 


Model 8201. 14,000 BTU/hr. input. S004" « 25” x8". 
Model 8202. 20,000 BTU/hr. input. 1842” x 37” x 5”. 
Model 8203. 30,000 BTU/hr. input. 18/2” x 48” x 6%”. 


Gas and Oil Fired 
Wall Furnaces 


With Super-Comfort warm air and 
radiant heat flow. Fits snugly in closet 
or alcove. Smartly styled and finished. 
Thermostatic control for completely 
automatic heating. Conventional de- 
sign. Easy to change from one fuel to 
the other. Automatic fan operation. 
All controls accessible from front side. 





i 








Model WFO-70. Oil fired. 52,600 BTU/hr. output. 204'x24x5334”’. 


Model WFG-70. 70,000 BTU/hr. input with natural, manufactured and 
mixed gases. 64,000 BTU with LP gases. 2014x24"x50%4”. 


WRITE NOW: Stewart-Warner Corporation, Dept. H-93, 
U.S. Machine Division, Lebanon, Indiana, for complete 
information and details. (Note: select dealerships are still 
available in some territories.) 


STEWART-WARNER CORPORATION 


U.S. MACHINE DIVISION + LEBANON, INDIANA 


Approved by American Gas Association * Listed by Underwriters’ Laboratories 
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HANGER RINGS 


How to Use 


to 
Save Time 






TO ANCHOR IN WOOD 
Use the Hanger Rings 
with Paine Flattened End 
Lag Screws. 













TO ANCHOR IN 
CONCRETE 
Use Paine Flattened 
End Machine Screws 
and Paine “900" Lead 
Anchors. 





14 (S725. tO. FIT 
STANDARD CONDUIT 
& PIPE DIAMETERS 
THRU 8 
Furnished with or 


without stove bolt 
Zellalsaemlelale l= aen diate) 


to buy and use. They make 


() 
© 
o 
© 
oO 
© 
o 
© 
© 
© 


TO COMPENSATE FOR 

IRREGULAR MOUNTING 
SURFACE HEIGHTS 

Use Paine Perforated Hanger 

Iron between rings and 
mounting screws*. ; 


*Paine's ‘‘560'' Combination Hanger 
combines Ring, 6” of Hanger Iron 
ond a Flattened End Lag Screw. 










Tak iseliMmiekiamelale Mme] a-Mm-leelsloliiiee)| 
a neat, permanent job — 


glale Me Lalo Me }ie)Z-Ml oke)| mel a-ir alate o}(elicte, 


Send for Complete Catalog AINE’ 
the best craftsmen always take p S 





| Thered a complete line of PAINE products 
... made right ta dao the joh right 


% 


Pipe and 
Conduit Clamps 


® 


**900"’ Expansion 
Screw Anchors 





“Spring-Wing" 
Toggle Bolts 


Perforated 
Hanger Iron 





# 7 
- 


Pipe and 
Romex Straps 





“Snugfit" 
Pipe Hooks 








Send for Catalog of Paine's Complete Line 





THE PAINE COMPANY 
9 Westgate Road, Addison, Illinois 
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(Continued from center of page 228) 
are either cash or handled through a bank or loan 
association. Beck has the machinery set up to 
handle time payments. Ten days after a job is 
completed, a statement is sent out by his book- 





| Woop keeper, who handles all records and receipts. 
ir bee Beck stays in the background as though he had 
ned End 


no concern for financial matters at all. 

Many customers get the impression that Beck 
: InN carries all the figures on their bills around in his 
cetisings head. What they don’t know is that he gets a 
Romine report every morning from his bookkeeper. At 
o” Lead the end of every three month period, Beck and 
his bookkeeper go over the books for delinquent 
accounts—and there are amazingly few. Such 
ebadnate accounts rarely exceed one-sixth of one percent 


INTING 

HTS of total business for that period. 

Menger How does Beck explain the success of his 
is and system? “People know we're on our toes when 






they get a statement,” he says, “and a social call 
from me once in a while helps remind them. Be- 
sides, I think people are basically honest and, as 
our books show, they are.” 

There is still another behind-the-scenes activity 7 
which shows why Beck is regarded as a remodel- | ; 
ing specialist; and this is his method for schedul- | at Emergency 
ing jobs, journeymen and subcontractors. Since 
Beck likes to keep from six to eight jobs at a 

(Please turn to top of page 233) 





| Hanger 
ger Iron 
Screw. 





| ARMSTRONG BROS. 


Better PIPE TOOLS 





“ideal” types, i all sis. Jas : WRITE NOW FOR NEW CATALOG 
are drop forged from special steel, 
aks are carefully milled, heat treated, hard- AND PRICE LIST FOR THE 
ened and: tested. The Handles are forged spring COMPLETE WELSBACH-KITSON LINE 
steel. The Chains are proof-tested to 2 catalog 
strength (1,200 Ib. to 40,000 Ib.). “Reversible” Jaws 
give double jaw life. “Standard” jaws have extra 
e Line bearing on the handle and forged-in 
chain guides. The “Ideal” Tongs have > 
E 


V shaped teeth for a sure grip on irregu- 
(Wome lar shapes—fittings, etc. 
ceesgetntes. «| 
% ARMSTRONG BROS. TOOL CO. 
Na “The Tool Holder People” 
5223 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 
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INsTEAD of make-shift cross-over connections 
with stop valves, you can give customers really 
accurate tempering in their household hot water 
systems ... and make an easy profit on the 


added sale. 


GENERAL Thermostatic Mixing Valves are 
quality products . . . scientifically designed to 
maintain correct temperature at the tap, summer 
and winter alike. A simple explanation of their 
benefits quickly convinces any house-holder that 
the small additional cost is well worthwhile. 


Try it for yourself ... include a GENERAL 
Mixing Valve in every water heating estimate. 
Ask your wholesaler for illustrated descriptive 
folder . . . or write General Fittings Company, 
118 Georgia Ave., Providence 5, R. I. 





® Cast Bronze Housin 
Ae i ty e clemietnined »<» 


Bi-Metallic Element 
M iX in Qg ® Nickel-Silver Sliding Sleeve 
Ae © Outside Adjustment — 80° to 210° F. 
Valve © 5 Sizes for Flow from 6 to 160 g.p.m. 


General” 
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Men who have 


tried them all say: 


KOLLMANN K-100 


Handles up to 200’ of fully 
enclosed 15’ cable sections. Fin- 
ger tip starting, stopping, rever- 
sing for maximum safety and 
efficiency. Requires only 3 sq. ft. 
floor area. 


KOLLMANN K-300 


The perfect cleaning supple- 
ment to basic equipment. Does a 
man size job on sinks, bathroom 
drains, industrial supply lines. 
Safely drives up to 100’ of 72’ 
sectional cable at 600 RPM. Has 
same KOLLMANN operator 
safety features as Model K-100. 


“You can save 
time, 
make more 
money, 
and do better 
work easier 
with 


Adaptable to 4 cable sizes . .. all 
pipe sizes 1'4’’ to 12’’. Clears any 
obstruction at 700 RPM under instant 
control . . . through all traps and 
bends. Fully portable . . . easily 
handled by one operator. 





ALL KOLLMANN equipment is designed to lower labor costs... 
reduce maintenance expense. For additional information ... see your 


jobber or write us direct. 


KOLLMANN “*vuircrueins 


com ¢ € Poe NN SYVYAVania 
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(Continued from center of page 231) 
ye, he has to know how to plan the work care- 
ly, so that each job is completed speedily and 
thout confusion. 
fvery morning he gets a report from his men 
the progress made on each job the previous 
. Then, putting his experience to work, Beck 
able to calculate the time necessary to complete 
ut phase of a job and schedules his men accord- 
Hy. 
Since Beck’s customers usually prefer that he 
mdle the complete job, a time table for sub- 
mtractors is equally important. 
So before Beck arrives at his desk, his secre- 
places all contracts for work in progress on 
sdesk along with a chart to be filled in with 
 day’s schedule. As each man reports, Beck 
him an assignment for the day, morning or 
rnoon, as the case may be. 
As an illustration, Beck will figure that rough- 
}work on one job will be completed by noon 
nd ready for the electrical work. He has alerted 
fe electrical contractor a day or two earlier 
lat it will be ready sometime that day. So he 
the subcontractor and tells him he can take 
er in the afternoon. 
Beck is usually able to schedule jobs closely 
nough to keep subtontractors rotating continu- 
y from job to job without any lost motion. 
Hé follows the same procedure for the plastering, 
ésetting and painting. 
Beck is always assured of the best cooperation 
ith his subcontractors because he keeps them 
orkong steady and pays them promptly. And 
Beck remodeling job is executed in a neat pack- 
ye because he plans it that way. 
So, a house does “talk” after Beck has given 
this personal touch. It says that skilled craft- 
anship has given it new life and modern beauty. 
tsays that the family in it is living better, more 
fortably. 
And what does the homemaker say? She has 
n an idea come to life, a house become a home. 
e housewife is still talking about the way her 
ome was able to run itself when she was taken 
after it was modernized. Her family enjoyed 
rating all her new appliances and found the 
ome easy to keep clean. 
Another family had to move soon after their 
Ouse was remodeled. They ran an ad in the 
per listing the modern appliances and modern 
tures of their home and received more than 
7 inquiries. And they were able to get a price 
xeeeding by far their original investment. 
But, above all, what does Beck say? He puts it 
is way: 
“A remodeling job is a lot of fun and gives me 
2 lot of satisfaction. Moreover, it is good, solid 
(Please turn to top of page 235) 
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oLine of SINK STRAINERS 


Here is as fine a line of 
Sink Strainers as you'll 
find anywhere. Every con- 
ceivable type and style, 
size and material for con- 
sumer needs. Priced right 
to attract sales. Priced 
right to make you profit. 
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1100G—MBC 3% 
inch grid strainer. 
All exposed parts 
stainless steel. 






















3838—MBC 114 inch 
stainless steel grid 
strainer, 












‘niversal Sink Baskets packed 6 per display box, 16 
boxes per shipping cartons (06 baskets) S. W. 31 Ibs 
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ENGINEERED STEEL 
BOILERS by Portmar 


... are rated for their 
dependability and ‘‘know-how”’ 
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OPERATI NG 
cost 
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ORTMAR engineering 

“know-how” consists of one 
part ability, one part training and 
one part experience. Architects 
and contractors recommend and 
install thousands of Portmar 
Boilers yearly. They know that 
the correct mixture of “know- 
how”, workmanship and mate- 
rials go into the construction of 
every boiler. 


New Type ‘'C” Boiler for the com- 
mercial field—being prepared for 
delivery to a public institution. 
Available in split sectional and 
one piece construction for apart- 
ment house and all large structure 
installations. 12 sizes, from 3,650 to 21,250 
sq. ft., steam. Larger boilers made to order. 


Budget Priced for Faster Salec/ 


Portmar offers a complete 
line of oil or gas fired 
heating boilers for steam 
and hot water systems — 
in all capacities. 


WINDSOR —> 
“Horizontal Tube Series’’ 
For the small building, 
larger residences, and me- 
dium sized buildings with 
attractively styled ex- 
tended jacket. 12 sizes — 
Steam: 320 to 3,000 sq. ft. 















<— RESIDENTIAL 
“Vertical Tube Series” 


For the cottage and small building 
in both flush and extended eye- 
appealing jacket styles. 6 sizes — 
Steam: 320 to 1,100 sq. ft. 





@ Contact your jobber or write direct 
for literature and prices. 






“Engineered Quality Steel Boilers for Luxurious Heating” 


Portmar Boiler Company lnc. 


193 Seventh Street ° Brooklyn 15, N. Y. 


RESIDENTIAL, COMMERCIAL, INDUSTRIAL WATER HEATERS AND HEATING 
BOILERS * PORTMAR STEEL BOILERS * ROTARY WALL FLAME BOILERS 











































The same design 
features that 
make the stand- 
ord Lo-BLAST 
famous for effi- 
ciency are now 
available in this 
residential size 
burner. 
































JO-BLAST 
EE CONOMITE 
rue “MIGHTY MITE” 


OF CONVERSION GAS BURNERS 








Nothing like it on the market! Here, indeed, is an x/terly 


different and better gas burner. Consider these features: 


| Power burner design assures perfect combustion, regard- 
| less of natural draft conditions—a proved fuel saver— 
| safe and efficient for down-draft heating plants. The | 


Economite burns so smoothly you can’t tell when it’s 
running—no “pop” ’ when the burner goes on and off. 


Every Economite is factory-tested on gas and shipped 


| assembled—fully equipped with fool- proof safetys. Sim- 


plicity of design and durable construction reduce service 
to a minimum. Capacities of 70,000 to 500,000 BTU give 
thorough coverage of the residential field. 


| DEALERS! You can make real money on the exclusive sales features of 


| the Lo-BLAST Power Gas Conversion Burner. Get the facts—write today. 


The Standard 
Lo-BLAST for 
larger installa- 
tions. Capaci- 
ties up to 
20,000,000 
BTU input. 











MID-CONTINENT 


\) Oy) 4 Fae 2-4 OB OL Ow on C1 O) 
1960 N. Clybourn Ave., Chicago 14, Il 
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nber, 195 (Continued from bottom of page 233) 
ess. 1 can get a fair price that makes it worth- 


9 





Beck talks price he makes specific ref- 
: to how remodeling is a boon to realtors, 
e among the first to see how a mcdernized 
Hincreases in value. 

me this line, it is interesting to note that 
iten call on Beck to appraise remodeling 
als of a home they have on the market. 
ctive buyers are even referred to Beck 
opinions and recommendations. In the 
token, Beck collaborates with real estate 
§ to obtain leads on new prospects. 

much in foreground of Beck’s business 
spacious, luxurious showroom. It is, in fact, 
headquarters for his remodeling program. 

wk also employs a part-time salesman at a 
y plus a five percent commission. This sales- 
although he has a regular full-time job, has 
yto the store, makes his own appointments 
prospects and keeps the store cpen on Mon- 
nd Friday evenings. He is an experienced 
ince man who is familiar with all technical | 
of appliances from television sets to auto- | 
dishwashers and laundry equipment. 

nce he has been with the firm he has also! 
loped into a salesman for Beck’s plumbing | 
and makes his share of sales in that depart- | 
it, Mrs. Beck and Beck’s secretary handle store 
s during the day. 

he “personalized” selling technique is rapidly 
ding up a sizeable volume in modernization 
k for Beck and shows every indication that | 
ill continue to do so. His attractive store serves | 
eto all in his trading area that Beck is in a) 
i business—for good. 
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"Well, the only reason | can think of is that 
we cling to the old notions!” 





pr everybody involved, including my cus- 





It takes a AVL team 


... Whether it’s surgery 




















































. or digging equipment 


S.Sherman for all other jobs 


On many excavating jobs the use of big 
equipment is costly and time-consum- 
ing. The Sherman Power Digger is de- 
signed so that you get all the ad- 
vantages of power digging on these 
jobs. Thousands of users have proved 
that the Sherman Power Digger reduces 
costs. Write today for descriptive litera- 
ture. V45. 








Designed, Engineered and Manufactured Jointly by 
SHERMAN PRODUCTS, Inc. 
Royal Oak, Michigan 


WAIN-ROY CORPORATION 
Hubbardston, Mass. 


Patent No. 2,303,825 
Other patents pending 


ee 


eT tere 
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AnEasy 2-MinuteJob 


with the 
J 






SAWZALL 


PORTABLE ELECTRIC HACKSAW 





& © More Architects Specify Hudee # 
4% © More Homeowners Want Hudee *% 
| a © More Craftsmen Install Hudee » 
| & e@ More Builders Use Hudee # 





Pat. No. 2,440,741 





\ | Fe I] 


HUDEE ‘Sales Advantages” 
Make Your Selling Job Easier 


_1_ Proved Better — In nearly 2,000,000 Installations. 
2 Self Sealing — 100% Watertight — 100% Sanitary. 
_3 Easy to Install—Anyone can do it—no special tools. 
4 Versatile —Install in the shop or on the job. 
_5 Application — For all types and sizes flatrim sinks. 
6 Decorative—Use with any counter covering material. 
_7__\eader — For all sink top or vanity installations. 
8 Patented — There is only one HUDEE SINK FRAME. 
9 Permanent—Trouble Free, no call backs, no repairs. 


10 You can guarantee, with confidence, every sink 
installation when you use HUDEE. 


XE 
on \ 


YOU'LL PROFIT 4 WAYS 


1 — Faster, easier, effortless sawing 

2 — Saves costly hours of hand-work 

3 — Makes tough jobs easy — fatigue-free 
4 — Brings bigger profits with lower bids 












And HUDEE IS NATIONALLY ADVERTISED! 
These leading magazines tell the 
<a 


noo 


Use only the Sink Frame bearing this Seal 


homeowners—help you sell them! 






SAWZALL assures fast, accurate, clean sawing of openings in 
floors, walls, roofs, and notches in joists, plates and headers for 
running ducts and pipe .. . cuts sheet metal and pipe . . . zips 
through nails and wire when opening crates. You'll discover 
countless other time-saving and profit-building uses. SAWZALL 
needs no starting hole in wood — plunges right in. 


Call your Distributor, or write us for FOLDER SW-6 









wae OR 4 Pifuns a 


$ Guaranteed by > 
Good Housshooping 


20 45 avvransto ro 








WALTER E. 


Call the Hudee Distributor in 


Your Area or Write Factory 


225 West Hubbard Street 
Chicago 10, Illinois 


IN CANADA: Walter E. Selck and Co. Ltd., Toronto 
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You Need a Proposal! 


‘ PE (Continued from bottom of page 99) 
' sonalized portfolio which includes plans, speci- 
fications, and a contract form. This is the impor- | us 
, tant step and often is the “close”’. 
While De Lancey measures up the bathroom, : a 
including the various subcontractors’ work, the | é ii 
homeowner can leaf through the sales portfolio _ i 
to see the various types of fixtures and look over | e 
samples such as tile that Mr. De Lancey always 
earries with him. Atte 
Before preparing the estimate, a discussion is 
held with the homeowner regarding preferences Space 


for colors, the kind of fixtures, and the extent to 
Nov |, 


which the bathroom accessories and medicine 







cabinets will be used. The tile work is easily 
estimated on a square foot basis. Carpentry, in- 
cluding reinforcing and flooring is estimated on 
an hourly basis plus materials and this same 
formula is used for electrical work and decorating. 

Using a paper cover for the new prospect’s 
portfolio (the Gustafson firm uses covers fur- 
nished by a plumbing fixture manufacturer), the 
first page under the cover consists of a plan 

awn to scale on quadrule paper showing the 
proposed bathroom modernization and a concise 
description of the work involved. On successive 
pages the portfolio makes use of manufacturers 

(Please turn to top of page 239) | 


BARBER CONVERSION] 








FOR EVERY HEATING APPLICATION] 


Ad f= The new Barber “‘Jun- 

Oe, j ior” Conversion burner 
\ 

2, . 4 is used in any type 


boiler, furnace or winter 





air conditioning unit. 
epairs. a \ 
sink on 
*, 


~~ 


Listed by the AG A 


ashes Gas Burners meet the Snaclhien requirements for 
all types of gas heating applications. Barber engineers’ 
create and build the exact type and size of burner unit to 
fit any gas appliance using natural, manufactured, Butane 
or bottled gas. | 


te bake (se company 


“ee nce nsoosend Avenue Cleveland = Ohio 


t 


| 


i Street ALEADER FOR MORE THAN 35 YEARS 


. Ltd., Toronto 
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NOW AVAILABLE, CAYO, JR., 
ELECTRIC WASTE LINE CLEANER 


zes* 


e Foot nge® ? 
gt e* 
635 a 5g OE 
cy vw 4o & 


NEW .. Powered reel rotates 
cable eliminating chucks, 
thumbscrews and _ electric 


drills. 


NEW .. Ventilated construc- 
tion avoids rusting of cable 
in reel. 

NEW ..Single layer 
eliminates kinkage in reel. 
NEW . . Safety 
foot switch. 


cable 





controlled 


Uses 4%” to 2” cable with various heads easily inter- 
changeable on job. 


Price $129.50 with “4” or 5/16” cable 50’ in 


length. With %” cable 10.60 additional. 
With 2” cable 16.40 additional. 
Send for Catalog. 


CAYO...THE LEADING 
ELECTRIC SEWER MACHINE 








Rigid Steel Construction. 17 years practical experience 
in back of each CAYO Precision Built Sewer Machine. 
Cleans thru 90° bends and running traps. One minute 
assembly and breakdown. 


SAFETY FEATURES... Tapered drum prevents cable be- 
ing forced out of drum when under extreme torque! . . 
The motor under extreme labor, compresses safety sup- 
port springs, allowing slippage of v-belt!.. Safety foot 
switch enables operator to work with both hands on cable 
at all times. 


Price per unit complete $343.20 F.O.B. 


ELECTRIC SEWER MACHINE 
BENTON HARBOR, MICH. 
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"As far as I’m concerned, ° 
Chicago Faucets are the best item I carry. 


They mean business to me.” 


That’s what a lot of plumbers say about Chicago 
Faucets. Why? For one reason, because they build 
good will. Your customers want the best, and with 
Chicago Faucets, that’s what they get — leak-free, 
casy-operating faucets that stay that way with just 
occasional re-washering. If ever necessary, the 
entire operating unit, or any part of it, can be 
replaced as easily as a light bulb. That means 
long economical service. 


And that means satisfied, steady customers for you. 


THE CHICAGO FAUCET COMPANY 
CHICAGO 39, ILLINOIS 


= 


Chicago Foucet Products are distributed 





|_CAY 





through the plumbing trade exclusively 
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(Continued from center of page 236) 
promotional reprints in color, manufacturers’ 
specification sheets showing fixtures, brochures, 
bathroom accessories, medicine cabinets, even 
samples of wallpaper and fabric wall coverings 
are included. In the back of the portfolio a pro- 
posal and detailed specification is included so that 
on completion of the sales presentation it is easy 
for the customer to “sign on the dotted line”. 


Show It to Sell It! 


(Continued from bottom of page 93) 
two apartments located above the store. 

When prospects become interested in zoned- 
controlled heating and want to know more about 
it, the first thing Desmond does is to bring them 
to the store. He takes them down to the base- 
ment and shows them the zoned-controlled sys- 
tem in operation. His installation uses three mo- 
torized valves and three circulators. While he 
is pointing out these motorized valves and cir- 
culators to the prospect, he also explains their 
purpose. 

In this way he gets the customer technically 
involved with the mechanics of the system, and 
this helps to sell them on the qualifications and 
the ability of the company to make the installa- 

(Please turn to top of page 240) 


Save time witha 


WARNOCK 


STRAP WRENCH 








avoid scratching 
polished pipe 


Flexible woven strap 
provides soft contact but 
strong grip... curved nose 
prevents denting... handle 
unbreakable. 

There are two models in 
many sizes. See these time 
and money savers at your 
wholesalers today. 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 
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READY NOW! 


this great 


NEW L-P LINE 


You 


built foe 
TURNER 





© Fire pot designed for double duty 
service as Bench type or Tank type 
unit @ Heavy cast iron burner — easy 
lighting; extremely wide range of 
flames (from idling to 3” diameter 
by 14” long); unsurpassed for high- 
speed melting efficiency; economical 
because of idle flame control; re- 
placeable orifice block; burns at 
full tank pressure (no regulator 
required); gives full, solid, smooth 
flame which will not pop or sputter; 
clean—no grease, soot, smoke 
@ Fuel is chemically stable, non-toxic, 
non-explosive from concussion; pro- 
duces no monoxide gas or other 
noxious fumes @ Specially designed 
heavy-duty tanks (I.C.C. approved) 
available in 20-lb. and 11-lb. sizes; 
have full-diameter, full-curled foot 
ring for greatér stability, longer 
surface wear. 



























© Torch designed with 3 burners — needle-point, medium, 
large — to meet practically all job requirements @ Burner 
heads used interchangeably with handle tube assembly 
© Pistol-grip handle made of molded, héat-resistant, tough 
and durable rubber; fits the hand; easy to use in any position 
@ All burners may be used without pressure regulator; easy 
starting — can be lighted with spark lighter or match; 
removable orifice blocks @ Valve designed for easy one-hand 
operation to adjust flame from idle to full open @ All brass 


construction. 
See Your Jobber. 


THE TURNER BRAS 
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Now! 4 DUAL FUEL BURNER 


Engineered To Insure Peak Efficiency With Both Fuels 


Siemon Power Combi - Matic Burner 
employs the forced-draft principle 


for firing on 


*Bonus Built Features... 


both gas and oil. 


Give You These Advantages 





Factory Assembled 


Less installation time 
required. 





Factory Tested—for 
Both Gas and Oil 


Insures top “on the job” 
performance. 








Automatic 
Air Adjustment 


Just set it... forget it . 








Motorized Gas Valve 





Automatic Ignition 


Quiet start-ups; actuates air 
dampers to correct position. 





Automatic ignition for 





Transformer BOTH fuels. 
Uses Standard Parts always accessible 
Controls immediately. 








Electronic safeguard 


Immediate response to flame 
interruption. 





Pressure Safety 
Control 


Prevents opening of either 
fuel valve unless fan is 
running and pump pressure 
proven. 











Optional Automatic 
or Manual 
Changeover 


Model FGO-2200-E 
Boiler fired at 2,000,000 
B.T.U. input—gos and oil 


installation in a large Midwestern 


paper distributing plant 


Neirentin 


Power Combi-Matic 


DUAL FUEL BURNERS 


Will switch automatically 
from outside temperature 
or by the flip of a switch. 


















Siemon Manufacturin 
1819 Holmes, Dept. T Kansas 


Please rush literature and “profit ince 
details about your Forced Draft Dual Fuel Burner. 





«lie 














Zone. State 



















ENGINEERING 





| 


(Continued from center of page 239) 
tion in the prospect’s place of business or resi- 
dence. 

In each of the five areas that are zoned-con- 
trolled, there is an individual thermostat. Des- 
mond makes it a point to show these individual 
thermostats to the customers when they are in- 
specting the unit. As a rule, he will start with 
the basement unit which is adjacent to the con- 
trolled heating installation. He will show the 
customer the temperature on the thermostat in 
the basement. He will then take the customer 
to the main floor and show him the temperature 
on the thermostat located there. Next, to the 
general office room, and then to the two apart- 
ments upstairs. 

“While we are upstairs, we will ask the ten- 
ants how they have been enjoying heating dur- 
ing the Fall. As a rule, the tenants will always 
say that they enjoy the exact temperatures they 
really want and that they are very much pleased 
with the facilities.” 

While the customer is still in the showroom, 
he can be shown that the display areas and the 
apartments upstairs have to be heated at differ- 
ent temperatures. That is because the basement 
display room is more or less in a damp area and 
therefore the heat has to be kept higher to keep 
it dry. The showroom on the main floor can be 


(Please turn to top of page 243) 


DRAFT FREE - 
WARM AIR HEAT _ 





BASEBOARD 


@ PATCO DISTRIBUTES a gentile flow of warm air along the 
length of the PATCO AIR-BASEBOARD, blanketing entire wall 
area with a film of warm air, eliminating drofts from cold 
walls. 


@ GENTLE WARM FLOW 
No blast to create drofts, 






Write for this instolla- 
tion manvol, and get 
ocquainted with PAT. 
CO AIR-BASEBOARD. 
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RECESSED VENTED HEATERS—Beautiful, modern de- 
sign. Installed in wall, saves floor space. Single or dual 
units, vented. This heater has everything! Folder on re- 


" quest proves point by point superiority over anything on 


the market! Write today! 


WALL INSERT 
HEATERS 


This top quality Royal un- 
vented gas wall insert heat- 
er installs in four easy steps! 
Has famous Royal lifetime 
cast-iron one-piece burner 
with drilled raised ports. 
Each heater furnished with 
three orifices for natural, 
manufactured and LP-gases. 
Simplifies your stock! 





FEATURE BOOKLET, which will be sent on request, 


shows point by point the reasons why you and your cus- | 
tomers get the most for your money in Royal Recessed | 


Heaters. 








‘olay at Manufacturers of gas heating appliances, 
= ay 1198 fireplace furnishings, barbecue grills 
Merchandise Mart, 


Chicago 








CHATTANOOGA IMPLEMENT & MANUFACTURING CO 
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SMALL. .WALKER Junior Fuel Saver 
Automatic Draft Regulators 


come in four types—engi- 
neered for use with space 
heaters, circulators, water 
trailer stoves and 
all other heating equipment 
within that range 


heaters, 
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INDUSTRIAL PLANTS 


manufacturing plants. 


plants 





There’s a 


WALKER 


Fuel Saver 


AUTOMATIC DRAFT REGULATOR 


for Every Heating Application 


The Ball Bearing Type 
WALKER 
Fuel Saver is avail- 
able in 16” to 48” sizes... for applications in 
schools, office buildings, apartments, stores and 


AND IN BETWEEN 


There are two types of WALKER Do- 
mestic Fuel Savers to meet draft con- 
trol requirements of central heating 
apartments, and 


oa LARGE... 


Industrial 


in homes, 
multiple housing projects. 










Only WALKER Makes a Complete 
Range of Sizes of Automatic 
DRAFT REGULATORS 





@ Whether for trailer 


| stoves or for industrial 
| boilers serving the nation’s 


largest housing project—the 
right Walker Fuel-Saver 
Automatic Draft Regulator 
can be selected from stock. 


| Twelve Million sales...chou- 


sands of successful applica- 


| tions throughout the range 


of heating...speak for them- 
selves...give proof of Walker 
design, craftsmanship and 
engineering. You can be 
sure that there is a Walker 
Fuel-Saver ready for any ap- 
plication you may have. 

SEND FOR CATALOG 
Twenty pages show 


| eS ,| line. Applications and 
We installations de- 


Tere 


all types, sizes in full 


scribed. A valuable 


fe ey meerey 


woe __| handbook FREE, if 
==" | you write... 











mest 9 POINTS 


EASE OF ADJUSTMENT with 
exclusive patented pointer 
and calibrated dial. 


BOX TYPE HINGES with 
sealed protection against 
corrosion, dirt and dust. 


ically designed 10 maintain 
proper balance 


3 BALANCE PLATE—scientif- 


SPECIFIC PIPE SIZES — in- 
sure correct capacity for 
every type of installation. 


ALUMINUM FRAME—rigid, 
long lastigg. 


EASE OF INSTALLATION— 
collar and stub for quick 
attachment. 


ARMCO ALUMINIZED 
STEEL—for heat and corro- 
sion resistance. 


FACTORY SET —for "per- 
formance as perfect as pos- 
sible." 


FREE FLOW of air in unre- 
stricted inside area. 





NEW WALKER 


FILLING 6TATION 





VENTURI-TOP CHIMNEY CAP 
is winning approval on more and more in- 
stallations. Proved to be ideal in design and 
construction to correct insufficient draft and 
stop down draft ...and to solve ventilating 
problems. Sizes from 3” to 8” ready for im. 
mediate delivery. 


WALKER MANUFACTURING & SALES CORP. 
1780 PENN. ST. ST. JOSEPH, MO. 
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Also 
available 
in bulk for 
economy jobs 


Ss &T 


FREE OF 
KINKS 






Send for Catalog and Price Sheet 


TINICUM METAL COMPANY, 


HANDY 
HANGER 
STRAPPING 
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PRIER packaged products are easier to stock and store, easier to 
inventory, easier to handle in the shop and on the job. And be- 
cause they are delivered to the job as clean and perfect as the 
day they were made, PRIER packaged products are easier to 
install. Tough PRIER reshippable cartons save handling and pack- 
ing time for wholesalers. 

Throughout the industry, PRIER packaging saves the time that 
is money. 


\PRIER) BRASS Manufacturing Company 


7801 Truman Road, Kansas City, Missouri 





: Again Available Wesco 
Solid Copper Tube Straps 


Made of solid copper with 

tet dt sas 
z 

IN E-Z PULL CARTON | Tit. a , 

E-Z TO CARRY | 


E-Z TO USE 


%” by 20 gauge black, cold 
rolled, galvanized and par- 
tial copper clad steel in 50’ 
and 100’ coils. J 


MFRS. OF 
LAUNDRY TRAY 
STANDS AND 

HANGER 

STRAPPING 





INC; 
2 P. O. BOX 175 







fl 


TIT 





WESCO (Tit) Tube Straps SAVE TIME; 
cur LABOR COSTS 
“SNAP-ON” feature leaves hands free to 
line-up and nail. Use WESCO Hangers on 
your next installation. You'll be amazed 
at your INCREASED EFFICIENCY. 
*Ask Your Jobber fer | nn Hangers 
& Straps for Copper Tu 


WESCO MANUFACTURING CO. 


WELLSVILLE, OHIO 


. The quick, easy 















Save TIME—Save MONEY with 
THON’S TWO FACED TOTER 


With the average shop pay 

per minute—the cost of looking for the right 
size nipple can run high. How much do ” 
suppose it cost you last year? 
Faced Toters can put that money back in 
your pocket. It will handle each pop- 
ular nipple length close through 6”. 
) Its unique construction with covers 


opening es 
carrying o 
and galvani 


black nipples on one side 


carry double quantity of either! 
2’ Toter Net Plumbers Cost $7.25) ea. FOB 
34” Toter Net Plumbers Cost $7.75 § Owatonna 
h WF YOUR JOBBER DOESN'T CARRY—WRITE US 
JOBBER & REPRESENTATIVE INQUIRIES INVITED 
114 EAST BROADWAY « OWATONNA MINN. 
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FORT WAYNE 


OUTDOOR WATER SERVICE 
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(ALSO WALL HYDRANTS) 
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(Continued from center of page 240) 
at a lower temperature because it enjoys the 
sunlight coming through the main window and 
is also on street-level. The offices are insulated 
and these can be kept at an even lower tempera- 
ture. Pointing out all these things to a prospect 
helps sell him on zoned-controlled heating and 
then it is only a matter of discussing when it can 
be installed in his own property or business 
operation. 

By “showing it to sell it,” the company has 
been able to build up a large volume of zoned- 
controlled jobs among commercial organizations. 

In addition to businessmen, there are many 
other people who are interested in zoned-con- 
trolled heating. These individuals are connected 
with various institutions, churches, professional 
offices and industrial plants, as well as the home 
market. 

Many of these organizations and individuals 
have certain areas that they wish to have heated 
at temperatures different from other areas in 
the building. Zoned-controlled heating is, of 
course, the answer and when it can be pointed 
out how they can take advantage of this type 
of heating, its comforts and its economical oper- 
ation, it is more easily sold. 

Like other contractors, Desmond has found 
that one satisfied customer leads to another— 

(Please turn to top of page 244) 
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FLEXIBLE PLASTIC PIPE... 


Surveys show it... Cresline dealers know it... the big 
swing is to plastic pipe for all cold-water uses. And Cresline 
Pipe will also put you first in line for the cream of this new, 
high-profit business! _ 

Guaranteed to be made of 100% virgin material — and to 
never rust, rot or corrode — Cresline-NT Flexible Plastic Pipe 
stays free of scale and sediment, stays high in flow capacity 
to lower pumping costs. Installation time and costs run far 
less, too —— because handling heaviest 400-foot coils of 
Cresline is a cinch for one man. In fact, all the many plus 
values of modern plastic pipe are offered in Cresline at their 
cost-saving trouble-proof best. 








But there's an important extra that makes Cresline Pipe 
easier to sell, the standout line from your standpoint: Ev- 
ery foot-length is clearly marked both as to brand and 


















type. This means it can be measured and cut in a jiffy, 
instantly spotted in stock — sold wih the full assurance 
that both you and the buyer are protected to the limit! Mail 
coupon at once for confidential trade information. Some 
distributorships still open — but act NOW: 


MADE TO SPECIFICATIONS OF THERMOPLASTIC 
PIPE DIVISION OF SPI 


MAIL COUPON 


NOW! 


CRESCENT PLASTICS, INC. DEPT. E 
955 Diamond Avenue, Evansville, Indiana 


Send detailed literature on Cresline Flexible Plastic Pipe 
and complete trade information to: 


Name ‘ Title 
Company 
Street. 


City Sade Zone State 
CHARTER MEMBER: THERMOPLASTIC PIPE DIVISION OF SPI 
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uiFY YOUR 
, INVENTORY 


do the job 


SIM 






. the one and only pump control that 
combines all normal differential and range require- 
ments in one unit. The Penn Series 154 pump pres- 
sure control eliminates the need for two or more 


Here it is. . 


models . . . it simplifies your stocking problems .. . 
it adds to your profits . . . it helps your pump de- 
liver the most water per dollar of electricity. 
Compact and simple, the Series 154 features sturdy 
2-pole contacts ... greater contact pressure . . . posi- 
tive direct action, no pivots or knife edges to wear 
and bind . . . ease of installation and wiring... water- 
shed cover ... and streamlined design requiring small 


mounting space. Get the full story. Ask your man- 
ufacturer, wholesaler or write Penn Controls, Inc., 


Goshen, Indiana. Export Division: 13 E. 40th Street, 
New York 16, N. Y., U.S.A. In Canada: Penn Con- 


trols Limited, Toronto 13, Ontario. 


WHEN YOU NEED air VOLUME 
ASK FOR... | 


PENN’S AUTOMATIC , ‘| 
AIR VOLUME CONTROL 


for deep well water systems 


CONTROLS 












(available with or 
without built-in gauge) 


PENN’S AUTOMATIC 
AIR VOLUME CONTROL 


for shallow well water systems 
AUTOMATIC 


PENN corre 


FOR HEATING, REFRIGERATION, AIR CONDITIONING 
PUMPS, AIR COMPRESSORS, ENGINES, GAS APPLIANCES 


_lavailable with or 
without built-in gauge) 
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(Continued from center of page 243) 
the “using the user” factor of sales promotion. 
That is, one customer recommends him to an- 
other, or Desmond himself will show a prospect 
a new installation and that helps convince the 
prospect and he becomes a customer. 

“Not too long ago,” says Desmond, “we in- 
stalled a zoned-controlled system in a garage. As 
a rule, the showroom and offices in a garage are 
kept warmer than the shop area. The mechanics 
don’t like to be too warm; it just has to be warm 
enough to take the chill out of the air. Now, 
whenever we have a prospect from a garage, we 
take him to our first installation. It doesn’t take 
long for him to see the benefits and savings that 
can be effected by using zoned-controlled heat- 
ing and as a rule we usually ‘nail’ this job right 
on the spot.” 

“To show how zoned-controlled heating gives 
comfort and is also operated on an economical 
basis,” says Desmond, “we have an apartment 
house directly across the street from our store, 
which we use as an example. 

“This apartment house has four apartments 
and is zone-controlled. Directly adjacent to it 
is another apartment house that is centrally 
heated but not zone-controlled. We take the 
prospect into the zone-controlled apartment and 

(Please turn to top of page 247) 
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CALL BACKS (NO TROUBLE 
ON NEW HEAT Ket ME-) USE 


-\KEK = IN 
ING SYSTEMS EVERY yo 
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Even new steam or hot water systems need 





cleaning. Use KEK to remove gs matter (oil, 
compound, c! 


etc.) and save call k expense. 














Cheaper in price — but not in qualify . ~ 


SOLID 
COPPER 


WITH 


TUBE STRAPS “ir 


REINFORCING 
RIB 


HANDY solid copper tube straps 
—with the reinforcing rib—do 
everything your present straps 
do—and do it for less! HANDY 
solid copper tube straps are 
priced to sell! Boxed in units 
of 100 or in bulk. Write on 
your letterhead for samples and 
prices. Please state quantities 


& IMUeG 


NEW YORK 


HANDY 


LOOK FOR gi 
THE 
REINFORCING 


RIB 
/ 


MANDY TOOL 


262 MOTT STREET 
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=e 7S Ree ~GEM- GLO= 


785 - TOUWET PAPER HOLDER : G ; ; rf Nl tI é' r \\" 
pers ¢ == a 
it Tm BATHROOM ACCESSORIES 
— a | -NON-FERROUS DIE CAST 


i GRAB BAR 


ROUND TOWEL BARS and > ONE-PIECE FIXTURES 


Available in both exposed screw 
and concealed screw fastenings. 




















COST NO MORE... USUALLY LESS THAN ORDINARY FIXTURES! 
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Reliable When you specify ‘ ‘GEM-GLO” you are not getting a Bathroom Accessories 
sire monvtactures the fomeus thin steel stamping job, but triple chrome plate quality have been awarded the 
A 9 F d Li ” accessories of life-long durability and permanent finish. RESEARCH HOUSE 
tamon (ne “GEM-GLO” fixtures will never rust — never lose 1954 Seal of Approval 
of WALL Sat chapel command Accessories their original, highly-polished beautiful luster. By 
and also all types o' 
Packaged i tched boxed sets and individuol boxed units 
GOVERNMENT and COMMERCIAL) = "*“**9*" in mats ARCHITECTURAL PRODUCTS 
: the national publication 
Bathroom Accessories taip ientiiiaiie 
to Specification ’ 
Reliable METAL NOVELTY COMPANY-INC. 


FOUNDED 1921 e 25 ELM AVENUE, MOUNT VERNON, NEW YORK 





saisieainieaeeeeei 


~ EASIER HOOKUPS 


DRESSER. 
~ COMPRESSION FITTINGS 
SIMPLIFY 
INSTALLATIONS 








See your local supply store 


Display stands and sand 
Sie Dav ee carved designs are free, 


OF AMERICA and the door or tub en 


973 Peachtree St. NE. Atlante closure in the stand car 
qi @ ca ato GR Deautikgins fates a ries your usual discount. 


for a COMPLETE LINE of couplings, ells, tees, adapters, etc. 
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TEST FUEL-UNIT PRESSURE IN A JIFFY .. . 





Hydrovalve’s NEW contribution to quicker and easier oil 
burner servicing, is a gauge adapter that makes it un- 
necessary to remove frozen and mutilated bleeder valves 
in order to check FUEL-UNIT PRESSURE. 

Simply remove screw from any bleeder valve, insert 
QUICK-TEST GAUGE ADAPTER .. . That’s all it 
takes to check pressure. 

DO MORE SERVICING—Do it quicker—with a 
HYDROVALVE QUICK TEST GAUGE ADAPTER. 
This time-saving tool is sturdily made of heat treated 
alloy steel for extra strength and features a neoprene “O”’ 
ring packing, so that the gauge can turn 180° for checking 
from any position. A new seat design adapts the new 
QUICK TEST to all bleeder valves and fuel units. 
Get it from your jobber today! Only $1.45. 


For trouble-tree performance ask your jobber for 
HYDROVALVE electrodes, gaskets, service 
parts, tools, couplings, bleeder plugs, etc.— 
They’re service engineered. 


HYDROVALVE CO., 1319 Utica Ave., Brooklyn 3, N. Y, 
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MASTERFLAME 


PACKAGED OIL-FIRED UNIT 


Just What Your Customers Need! 


Have YOU Got It? 


The homebuilder’s demand to- 
day is for compactness, ef- 
ficiency and economy in every 
Hot Water or Steam Installa- 
tion. The Masterflame Pack- 
aged Unit comes fully wired 
and furnished with 








@ Tankless Heater 
e Protecto-Relay 
e Thermostat 

@ Limit Control 
Operating Control 
Circulator 


Flow Regulator Valve 


Expansion Tank 
Angle Flow Valve 
Hot Water Dual Control Unit 


WRITE WINSTON FOR e 
FULL OFTAILS TODAY! 


WINSTON CO. INC. 


33 Bradston Street 165 Nye Avenue 
Boston 18, Mass. Newark 8, N.J. 








“EPCO” 


DIELECTRIC 
FLANGE UNIONS 
designed for 


* 
Industrial and 

. 
Commercial Uses! 
WILL PREVENT GALVANIC 
ACTION AND ELECTROLYTIC 
DECOMPOSITION OF GAL- 
VANIZED STORAGE TANKS, 
FITTINGS, ETC., WHEN CON- 


NECTED TO COPPER 
PLUMBING. 


3 @ ORY\ Eyam) | Oo 


17th ST. CLEVELAND 9, OHIO 


ASBESTOS 
JOINT 
RUNNER 


WRITE FOR 
DETAILS OR SEE 
YOUR JOBBER 
TODAY! 


3265 W. 





















* DOUBLE JACKETED FOR 
FULL-LIFE SERVICE 


*® INDIVIDUALLY BOXED 


* MERCHANDISER DEALS 
WRITE FOR INFORMATION 


ATLAS ASBESTOS COMPANY “ 


RTH WALES 
PENNA 











HORIZONTAL 
FORCED WARM AIR 


FURNACE 


a iaanedaaiada 





This factory assembled 

‘package”’ unit was spe- 
cially designed to con- 
serve valuable floor space 
in commercial and indus- 
trial buildings. It is an 
oil- fired Waterbury unit, 
witii all parts accessible 
from the front for easy 
inspection, cleaning and 
servicing. 


over se veats Tet [Jaterman- Waterbury Co. 


OF WARM AIR 
HEATING 


Just one typical unit from the complete Waterbury line 
of furnaces, air conditioners, and conversion burners. 


10 Year Guarantee 


1141 Jackson St. N. E. ¢ Minneapolis 13, Minnesota 








Proved Superiority & Dependability 
AT LOWER COST... 


By Millions of Hours of Dependable Service | z 


SPEED-€)-MATIC 


AUTOMATIC ELECTRIC 

WATER HEATERS 
Specially designed for any location where space- 
saving is essential. Undersink installation . . . 
just plug in . . . 1000 watt, 110 volt. 

COSTS LESS TO OPERATE 

Exclusive SPEED-O-MATIC design reduces op- 
erating and maintenance costs. 
Write today for full details and literature of 
complete line of SPEED-O-MATIC Water 
Heaters and Softeners. 











6 gal. model $34.00 
10 gal. model $46.00 
12 gal. model $54.00 
GENERAL MFG. and DISTRIBUTING CO. 

Quincy, Michigan 
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(Continued from center of page 244) 
have him ask the tenants how they enjoy the 
heating system. All of them say they like it. 


Then we have him examine the fuel bills of that 


apartment building. 
“Finally, we take the prospect to the apartment 


house next door We have him talk to the indi- | 


vidual tenants in each of the apartments. There, 


he runs into a difference of opinion; some say | 


it’s too hot, while others claim it’s too cold. Then, 


finally, we have the heating bill for this unit | 
shown to the prospect. By making a comparison | 


of the heating bills from both apartment houses, 


DOMESTIC ENGINEERING 


that gives yoy 


of everything) 





and comparing the comforts and conveniences | 


enjoyed by both sets of tenants, our prospects 
usually see for themselves that zone-controlled 
heating is beneficial and economical to use.” 

In addition to showing the zone-controlled heat- 
ing operation, Desmond has found that a book 
of pictures featuring the installations made by 
his company is very helpful in selling a prospect. 

“Prospects may be able to visit one, or two 
places for inspection, but they seldom can go 
to more. In showing them our book of pictures, 
we can “take” them to many of the houses, insti- 
tutions, commercial and industrial buildings 
where we have installed zone-controlled heating. 
This helps to sell the customer and has proven 
to be a Ste “clincher,” Desmond stated. 


ASK YOUR. q 
JOBBER FOR 


Cenleus 


WHEN ORDERING 
SUPPLIES 3 





TRIED, TESTED AND in 
APPROVED BY THE 
MASTER PLUMBERS 


COPPER TUBE CHROME 
PLATED FLEXIBLE 
LAVATORY AND TANK 
SUPPLIES 
PLUS FITTINGS 
AND STOPS 
ANGLE AND 
STRAIGHT 





MANUFACTURE 


Diels 


INDUSTRIES, IN¢ 


vM H MICHIGAN 





| coupon. 

















PRODUCT QUALITY 


Established in 1926, 
Vikon is the oldest manu- 
facturer of metal tiles and 
the only manufacturer 
producing tile in steel, 
aluminum and _ stainless 
steel. Vikon not only 
gives you quality that 
sells, but quality that 
builds your reputation. 


SELLING TOOLS 





ag Saleem 8 an's 
Display Case 


DISING AIDS 






"Sellnstallation Kit 





Counter Displays 


Mere ADVERTISING: 3,556,422 advertising im, 
pressions in leading home-service publications. 
HOUSE & GARDEN HOME MAINTENANCE & IMPROVEMENT 
SMALL HOMES GUIDE LIVING FOR YOUNG HOMEMAKERS 
THE FAMILY HANDYMAN HOME MODERNIZER 
Direct-mail leaflets, folders, brochures. Dealer 
co-operative newspapers and radio advertising. 








VIKON TILE CORPORATION 
Washington, N. J., Dept. 5H 


Please send me, without cost or obligation, the com- 
lete story of Vikon Tile together with full-color 
rochure and sample tiles. 


(] Dealer [] Distributor (] Contractor [1] Architect 


RS. 


iy 
I 
1 
1 
We have the only H 
EE ros Manual | 
| of Specifications and | 
Installation in the } 
metal tile industry | 
I 

i 

i 

: 

i 

t 

' 





...and we'll be glad Name. 
to tell you more. (Please Print) 
Just mail the Address 





City 
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PEERLESS POTTERY INC. 


EVANSVILLE, INDIANA 











The Oldest “SOW” in America 
te Have Been 4 Soil Pipe! 





The oldest “SOW” in America was un- 
covered at the site of the country’s first 
iron blast furnace. Under the early meth- 
od of casting, iron was run into molds in 
a bed of sand. The main stem was known 
as the “SOW” and the chunks of metal 
in smaller trenches at its side were called 
“PIGS.” This is how “PIG IRON” got 
its name, Had this “SOW” been cast into 
a soil pipe, that pipe would have had the 
same long life as the sow itself. 


APC 


CAST IRON SOIL PIPE 
and FITTINGS 


Our well bred PIG IRON, cast in soil pipe form are the 
little pigs that go to market AND STAY THERE—without 
repair—for generations. You can truly set ‘em and forget 
‘em for house drains or sewers—in either vertical or hori- 
zontal position. OUTSIDE—tree roots stub their toe when 
they reach APCO, APCO’'s joints are penetration-proof and 
permanently tight — yet flexible enough to “give” with 
stresses caused by earth movement or to resist internal pres- 
sure caused by flash floods. 


Specify APCO for permanent satisfaction! 


World's Largest Producers 


ALABAMA PIPE COMPANY 9 


8 PLANTS TO PRODUCE — 8 DISTRICT OFFICES TO DISTRIBUTE 
ANNISTON, ALA 





SEND FOR LATEST CATALOG 


ENGINEERING 


| 


September, 1°53 





4 MORE REASONS 
WHY YOULL LIKE 
The High Quality Royal Line 


ROYAL POLISHED 
CHROME LEDGE-TYPE 
SINK FITTINGS 


H-5275 LESS Spray 
H-5276 LESS Spray 


“Spring-Flo” Aerator 
H-5285 Automatic Spray 
H-5286 Automatic Spray 


with 
“Spring-Flo” Aerator 





Have a seamless, hydromold, trouble-free Art Line 
Spout and renewable bronze seats suitable for 
enameled iron and pressed steel sink cabinets, also 
built-in sinks with ledge or shelf of 142” maxi- 
mum thickness. 


The expertly designed, beautifully styled, carefully 
finished Royal Line meets all the installation re- 
quirements of master plumbers. It is truly a 
profitable line to handle—a line that because of 
its quality construction can be handled with con- 
fidence of complete satisfaction. 





Write today for free complete catalog 





















THE ROVAL BRASS MPG. C0. 














1420 E. 43:6 STREET CLEVELAND 3, OHIO 











ORDER MURCO 
GREASE TRAPS 









M A) 

! \, FROM YOUR 
(“res \ (o>) WHOLESALER 
2 oe 


AND BE SURE OF 
PERFORMANCE 


Your plumbing’ wholesaler 
knows from his experience that when he fills your order he 
is furnishing you a Grease Trap of performance . . . no 
MURCO GREASE TRAP has ever been returned because of 
operational failure—and we’ve been making Grease Traps 
for over 20 years... sound design and simple construction 
are important reasons why every MURCO Trap that’s been 
installed has functioned as it was intended. 
See for yourself independent laboratory tests showing how 
MURCO GREASE TRAPS are rated. 
Write today for complete copy or see DOMESTIC 
ENGINEERING CATALOG DIRECTORY page E-89. 


D. J. MURRAY MANUFACTURING CO. wisconsin 


MANUFACTURERS SINCE 1883 
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They Sell Themselves! 
(Continued from bottom of page 98) 


man and his wife work alongside the salesman, 
holding the tape measure, jotting down figures 
and pouring over brochures, they are less apt to 
be startled by the final estimate. They know it’s 
going to cost money. 

Now, with the preliminary measuring com- 
pleted, Fisher leaves his prospects, but he leaves 
them in “a building mood,” enthusiastic and eager 
for his final estimate and plans. 

The clincher comes next night, if possible, while 
enthusiasm still runs high. That’s when Fisher 
returns to present his estimate and plans. 

But during the intervening hours, perhaps far 
into the night, Fisher has been busy. First off, 
he returns to Hamm’s and lays out the kitchen 
on a drawing board. Above the board is a com- 
plete dimensional list of kitchen cabinets. Work- 
ing from this information, he carefully draws up 
the plans, a workmanlike set of drawings which 
he sends out for blue lining. A copy goes to 
Hamm’s subs—the electrician, linoleum man, plas- 
terer, painter and wallpaperer. Hamm’s subs, long 





used to working on short notice, must have their 
estimates in by the following evening. 

Unlike most remodeling estimators, Fisher and 
other salesmen at Hamm’s insist that plans be 
exactly to scale, with each appliance and addition 
numbered, and the numbers carried to a legend 
which accurately describes the unit by name and 
dimension and catalog number. The plan shows 
evidence of hours of work and often 10 hours 
are consumed drawing it, having it reproduced 
and accumulating the various estimates which 
go into the final cost figure. 

This data is compiled on an “estimate” 
blank, so laid out that should a sale be made 
on the spot, and most are, the “estimate” can 
be crossed out and replaced with the word, “or- 
der,” and signed immediately without further 
transfer of data to another blank. 

“This is important,” says Fisher, “because 
there’s no use emphasizing costs and the number 
of units involved. Anyway, the customer usually 
wants to sign the order, and if he’s able to sign 
it without further checking (as would be neces- 
sary if more blanks had to be filled out), he’s 

(Please turn to top of page 251) 








Questions & Answers 
(Continued from bottom of page 31) 


ent in air is dependent upon the 
temperatuw’e of the air and the tem- 
perature of surrounding surfaces. 

At any given temperature, when 
air becomes saturated with water 
vapor it reaches the dew point and 
precipitation occurs. Raising the 
temperature of the air enables it 
to hold a greater quantity of water 
vapor and, conversely, to lower the 
temperature of air will reduce the 
moisture-holding capacity to the 
saturation point. 

When this moisture-saturated air 
comes in contact with a colder sur- 
face, like that of a chilled furnace 
part, precipitation occurs. A warm- 
er metal surface would prevent 
precipitation, thus preventing ex- 
cessive formation of rust. 

The variables mentioned will ex- 
plain why several factors contrib- 
ute to the circumstances under 
which moisture or water vapor is 
deposited on furnace parts in sum- 
mer weather. The principal factors 
are: 

1. Temperature of air. 

2. Humidity. 

3. Temperature of furnace 

interior. 


4. Btus of heat emitted by gas 

pilot flame. 

5. Draft through furnace. 

A relatively cool furnace located 
in a damp basement, connected to 
a chimney with a good draft would 
draw a large volume of damp air 
through the furnace. Consequently, 
the condensation would be heavy. 
If a poor draft prevailed, less room 
air would pass through the furnace 
and there would be less moisture 
to cause rust. 

The deep basement in a two- 
story house will be more prone to 
excess moisture than the utility 
room of a ranch type home on an 
adjoining lot. For this reason, geo- 
graphic rules can not be readily 
established. 

With only slight humidity pres- 
ent in a furnace, a moderate gas 
pilot flame could conceivably keep 
the temperature abéve dew point 
and prevent saturation, hence for- 
mation of rust. 

If a high moisture content pre- 
vails throughout the furnace room, 
it might be more effective to in- 
stall a room de-humidifying unit 
than to raise the furnace to a tem- 
perature where moisture would not 
condense on its surfaces. 

Where moisture constantly exists 
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in a furnace room, it would be ad- 
visable to disconnect the furnace 
pipe from the chimney to reduce 
the circulation of air through the 
furnace. Opening the furnace doors 
permits the interior to rise to room 
temperature and reduce the ten- 
dency for moisture to deposit on 
interior parts. 

With the smoke pipe discon- 
nected, it would obviously be nec- 
essary to keep the pilot light off. 

Because of the day - to - day 
changes in relative humidity and 
because of varying temperature 
changes it would seem to be im- 
practical to make a general predic- 
tion on the relative merits of 
whether or not to depend on a 
gas pilot flame to prevent moisture 
in furnaces during summer months. 
As to the quantity of moisture pro- 
duced by a pilot flame, this can 
be calculated but it would only be 
slight. 

Part of the products of combus- 
tion would be carried by the flue 
or deposited in the chimney if other 
conditions were favorable. 

If heat must be introduced in the 
furnace for drying purposes, use 
of an electric lamp or small heater 
would eliminate added moisture 
from the pilot flame. 
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The new way to bring heating costs down ee 

INSTALL his m 

Ha 

JOHNSON Ducl-Fuet BURNERS | ““° 

a Fr prefa 

THAT OPERATE AUTOMATICALLY ci 

ON EITHER ore. 

Od€ on Gas / — 

4 corre 

mica 

In regions where low-cost gas is available part of the time but not available “Soove 

constantly, Johnson Dual-Fuel Burners are an ideal installation. They add 

enable the user to change from one fuel to the other whenever it is advan- spias 

tageous. If gas is available and cheaper ... he can burn gas. When gas is job. 

not available, or when oil is cheaper ... he can burn oil. And all in the Thi 

same burner. Just a flip of the switch makes the changeover. (For a little : 

extra cost, he may have an Automatic Changeover Switch which is con- are ii 

trolled by outdoor temperature or by gas pressure.) pate, 

These burners are available in Domestic, Commercial and Industrial sizes the F 

and types. All are completely automatic and equipped with the finest elec- finish 

tronic controls. They are engineered, tested and precision-built to give Bu 

lasting service and satisfaction. See them at your nearest Johnson dealer, both 

or write direct. “Nn 
ing s 
tell | 

S. T. JOHNSON CO. 
* the 
MODEL 53 METERING PUMP DUAL-FUEL BURNER 940 Arlington Ave., Oakland 8, Calif. es 
25 to 400 H.P. - a 
Church Road, Bridgeport, Pennsylvania a 











ALSO A COMPLETE LINE OF 
MALLEABLE AND STEEL PIPE HANGERS 


ees 


"X" BOILER LIQUID I 


Since 1916 the Industry’s out- 
standing product for repairing 
leaks in high and low pressure 
steam boilers and hot water 
heating systems. “X” is a col- 
loid, contains no harmful sol- 
ids. Its repair is lasting and 
certain because it is made from 
the outside in, through the 












TYPE “E" 






metal line of the boiler and will sy 

not break down due to expan- Qual 

sion or contraction. A 
%” Y%” 

TYPE “X" SPECIAL NUTS (else %” size) ‘ 


"“K" LABORATORIES, INC., 25 WEST 451m ST., NEW YORK 19, N.Y 














Makes Any Fire Door 


A “SAFETY VALVE"! 






KAINER | 
QUALITY 

















INLAND Safety Door Closer 

| For Gas and Oil Conversion 
BURNERS fe 

THE Standard of QUALITY Used by Thousands of Utility Companies 

and Contractors for Years 
for Over 30 Years! Replace the regular boiler or furnace door W 
There’s always less sellin hinge pins with the Inland Door Closer, file 
effort needed when you sell down the door catch and you have ag extra Th 

KAINER—the name that, for “Safety Valve” on the job. Gentle spring be 
over 30 years, has signified the tension allows door to swing open on slow yo 


best in heating specialties. New 
Folder on Governors sent upon 
request. 


Ask Your Jobber About 
The KAINER LINE! 


SE OE, Cscago 7. 11 





STREES 


yw C ‘ 
LINOTS 





or Wedge % ignition of burner and then 2 
olds door open when necessary. It’ 
fl to install with the NEW S$ RING 


amy IN 3/16”—1/4”"—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.10—$1.15—$1.20—$1.25 
See your jobber or write us. 


INLAND MFG. CO. 





Pat. #2,605,097 
1120 N. CICERO, CHICAGO 51, ILLINOIS 
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(Continued from center of page 249) 

happier. Also, he’s more likely to sign pronto, 
without further selling, and before he can change 
his mind. 

Hamm’s kitchen installations feature one-piece, 
custom-made Formica tops, which, because they’re 
prefabricated off the job and merely installed, 
must be accurately dimensioned. Sometimes 
Fisher will check back three or four times to make 
sure the Formica measurements are absolutely 
correct. One error means ruin of the entire For- 
mica topping. This custom-built feature, plus 
“cove” linoleum floor-to-wall joints and “cove” 
splashboard to sink top joints, adds style to the 
job. 

The preliminaries in Fisher’s sales technique 
are important. When husband and wife partici- 
pate, they’re aware at all times what’s going into 
the plan, so they seldom ask for changes in the 
finished plan or estimate. 

But the technique demands interviews with 
both husband and wife, together. 

“Never,” says Fisher, “do I waste time explain- 
ing something to a wife alone. When a prospect 
says, ‘you tell me and I'll tell my husband,’ I 
tell her I'll call back later when both are home 
and ready to listen. You and only you can do 
the selling.” 
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qvevla, 
BRass 
reentry /// 


SYMBOL OF TOP 
QUALITY PLUMBING 
AND HEATING 


SPECIALTIES 
Since 1923 





The KEENEY Automatic 
DUOVENT 


for Hot Water or Steam Radiation 


Why Pay Up To 50% More? 


These Valves have more finer features than 
you'd expect to find in more costly valves. 


NO FINER VENTS AT ANY PRICE! 


See your distributor now ... or write us 


THE KEENEY MANUFACTURING COMPANY 


NEWINGTON, CONNECTICUT 











EcRiNSe Sealy Stunet Coes. % 
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3 ways 


MODERNIZE 
ol burn installations. 


install NENTALARM 
Whistling Tank Signal Fill 


Here's the way to provide for 
modern, automatic oil delivery. 


ill fills 
ntees accurate, no-sp! 
pci night, whether customer is 


at home or away. 
“Just Fill While the Whistle Blows” 

















A variety of 
models for 
new and old tanks. 














Install 
SCULLY * GAUGE 


Underwriters’ Approved 
A modern convenience in every way. 
Big figures readable at first glance. 
Face adjustable to any angle. Built 
for accurate, service-free operation. 
Specify tank depth when ordering. 


“BUTTON-LIFT” 
INSTALLATION 
Lifting the button indi- 
cator draws a - 
close to main shaft for 
easy installation even in cee) 
partly filled’ tanks. 


Qe 





or install this combination... 


VENTALARM *GAUGE 


Underwriters’ Approved 
The famous whistling fill signal and 
easy reading gauge in one mod- 
ern unit. Goes on tank as integral 
part of vent pipe. 
Specify tank depth and opening 
when ordering. 
One item to install instead of 
three . . . with button-lift con- 
venience described above. 


Scully Products are manufactured under U.S. 
and foreign patents or patenis pending. 


See your regular Supply House. 


SCULLY SIGNAL COMPANY 
First Street, Cambridge 41, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 














| 
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‘ 
Nicholson Steam Traps’ 


LARGER ORIFICE 
SAVES 4 WAYS 


for This Firm 


A large mid-West plant recently was able to replace 
1%” mechanical traps with Nicholson 34” thermo- 
static traps. Because, with much larger valve orifice, 
Nicholson traps feature 2 to 6 times average drainage 
capacity. In addition to ‘‘excellent’’ heat transfer re- 
sults, they find the smaller traps cut these 4 costs: 
traps, installation, piping, and steam cost (radiation) . 
5 types: size 44” to 2”; press. to 250 Ibs. 


ENGINEERING 





BULL. 
853 






Type AU 





190 Oregon St., Wilkes-Barre, Pa. a 


URXNIcHOLSONTT 


TRAPS - VALVES: FLOATS 
Vpore THAN 
A RECOMMENDATION 
WHEN DEALERS say- 











“The most efficient gat burner 


I ever handled” 


Scott-Newcomb horizontal gun 
type gas burners can be adapt- 
ed to furnaces or boilers with 
equal efficiency. Burning ranges 
are from 65,000 to 350,000 
BTU. Gas and air are mixed 
at the end of compact blast 
tube, insuring perfect mixture. 






SNG-1 
* COMPACT DESIGN—RUGGED CONSTRUCTION 
SHIPPED ASSEMBLED 


* LOW COST INSTALLATION AND OPERATION 
SAFE—EFFICIENT 


* FLEXIBLE FLAME—HIGH CO, READINGS 
HIGH RADIANT TRANSFER 


* INTERCHANGEABLE WITH OIL BURNER— 
USES OIL BURNER BLAST TUBE 


Sle corye 


3704 Surcaren Avenue 
SLEVELAND 14. One 





Working Capital 
(Continued from bottom of page 101) 

capital must expand in order to handle the addi- 
tional volume of business. This is one reason why 
small businessmen frequently find that their 
greatest problems arise when business is boom- 
ing. The books of one contractor, who had 
started in a modest way a few years ago, were 
reviewed recently, and it was revealed that at 
the end of 1952 he had an annual volume of $75,- 
000. His current liabilities were $11,500 and 
he had only $950 in the bank. These are round 
figures. He was finding it hard to pay his bills 
because he had built up a sizable volume on a 
shoe-string. 

The ratio of working capital to fixed assets is 
another yardstick. The contractor must keep a 
relatively large portion of his total capital in- 
vested in fixed assets, such as land, buildings, 
working equipment, trucks and fixtures. If he 
rents, however, his fixed assets will be lower 
than if he owns the premises. The age of the fixed 
assets is another variance. The older they are, 
the more they have depreciated, and the lower 
their book value. 

Because of these variances, there is no definite 
ratio that can be recommended. In general, a 
ratio of 3 to 1, fixed assets to working capital, 


(Please turn to top of page 255) 






It Telescopes 
to Exact 
Wall Thickness 








WALI 
PEAT ER 


Uses waste wall space. Has 
low-level, downward heat de- 
livery. Individual room control. 
Easy to install, operate, regu- 
late. Quiet, odorless, no sweat- 
ing, no overheated walls. Safe, 
dependable. Safety Pilot and 


ENGINEERED Draft Diverter built in. 


FOR 





ALL GASES bad 
Both Single-Room and 
& Dual-Room models. 


WRITE FOR CATALOG - PRICES - NEAREST DISTRIBUTOR 
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THE OHIO FOUNDRY & MANUFACTURING CO. 
“Quality Heating Equipment Since 1846” 


STEUBENVILLE, OHIO 
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SOON BE TIME | 
To Order Up Heat! 


Nationally 


Renowned 
for Their 
Thorough 


Dependability 


Tri 


ee S 





COPPER TUBING 


Connection ee in 
Angle No. 213 
Globe No. 3037 








Boiler Tube Cleaners 
Wire Heater Brushes 


MASON-WORCESTER CO. 
WORCESTER.MASS. 











MARSH VALVE COMPANY 
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NOW'S the TIME 


To Order Up... 


MARSH 
VALVES 


All over the north country 
October Ist, marks the start 
of the heating season. Man- 
agers of building heating 
plants, home owners and 
lessees, all know the value 
of top-quality valves for 
room heat control. And 
MARSH VALVES are the 


choice of those who know 


IRON PIIPE 
the advantages of a long 
lasting, leak-proof and CONNECTION 


trouble-free valve. Specify saad a 
MARSH of Dunkirk, N.Y. 1137)"@lobe No. 237" 


for dependability. For Hot Water Heat . 


MANUF 




















Dunkirk, New York, U.S.A. 


© TESTED at OUR Fa 


oes ED by THoy; 


OF 
Ny MASTER PLUMBERS 


All GENUINE BARNES Pipe Cutters 
are shop tested under specific require- 

ments before shipment. A red tag on the 
cutter YOU get, certifies that it has been 
thoroughly approved and qualified to 
meet your fullest demands. Add to this 
the realization that thousands of Master 
Plumbers have used GENUINE BARNES 
Pipe Cutters for years. This serves to 
assure YOU that the BARNES with its 
3 thin hard tempered cutter wheels, is the 
best pipe cutter for YOU. 


The BARNES TOOL CO., Inc 
NEW HAVEN 6, CONN. 


(a2—_1 


Op yr 


S4 
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SINGLE UNIT—Fig. 302A 
10 Gal. Receiver for Single Units LOW WATER LINE 
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LOW PRESSURE SYSTEM Condensate Dumps 


Capacities 500 to 10,000 sq. ft. E.D.R. 


weil TVC PUMP 


LOW RETURN CONNECTION 
LOW SPEED, LONG LIFE 
CAST IRON RECEIVER 


DUPLEX UNIT—Fig. 3038 
15 Gal. Receiver for Single or Duplex Units 


Diameter 2514” 


Ht. of Return cbove floor 6%” ELECTRODE OR FLOAT SWITCH CONTROL igs. of Return cbove foor 7%," 





TVC SELECTION TABLE 
























































Unit Max. Sq. Discharge | G.P.M. From Cap. of HP. of Return 
Number | FY EDR. lee} Rodiction Pump Motor Inlet 
Olbs, | 25 | 1.0GPM) 1/4) 2” 


ge (soem ( a | 


| 
Pump Dia. of Height of 











Discharge | Receiver Unit See Bulletin 
ere ee oe eae TVC.300-€ for 
1 2) EA Full Specifications 
a ORE ob 







oe _LOGPM } 1/4 2” Sak Boo 
Se ee eee 
/ ~!~30 | 90Gem | 1/2 ae Ra ae pS ees ES ie 
} 2 i gs 12.0 GPM 1/2 * = 1 25\4"" _ Brn" 
5.0 15.0 GPM 3/4 a 1e a 2714" 








SPEED UP 
PIPE HANGING 


USE FOR 








| weil PUMP CO. i512 wontH FREMONT ST., CHICAGO 22 


HEATING & COOLING 


Year 'Round Comfort 




















WIRE HOOKS 

All coneee, rovsar| — a. 
and Steel Tempere ire Hang 
er Hooks. Made in 4”, 6”, 8” TUBING STRAPS 
= 10” Lengths; in y,” c 4” ‘ 

» 1%", 1%”, and 2” Sizes. 
Hooks are a on ‘or easy 
driving. 


Made of quality Copper, Copper 
Clad or Brass. Available in tube 
sizes %4, 34, Ya and 34”. 


ARBEST STRAPPING 


Copper On ts seen ing avail- 
able in 10 ft., bot ft., and 
100 ft. coils iy? iit by 16 oz. 
Also available in Steel and Copper 
Clad Steel in BG S Gages 20 to 14 
Ga. in widths from 

Comes in 10 ft. straight or coil 























FN CA6) Oo gti.) MERCOID DUAL SENSATHERR 


NO INTERNAL HEATER COILS 

NO CYCLE ADJUSTMENTS 

NO SPECIAL SETTINGS 

SIMPLY SET IT & FORGET IT 
Individual adjustments permit close 


regulation at any desired temperature 
on both the heating and cooling units. 





eS. Heating circuit closes.on a drop in temperature and cooling 


lengths and in 100 ft. coil dispen- circuit closes on a rise in temperature. The Mercoid Dual 

sing containers. or gant sn the desired temperature ee ge 

‘ et Al 14°F, plus or minus (for each setting) total differential 1°F. 

Mfrs. of far ey oe “‘techti Als Chembers Electrical capacity each circuit (low voltage) 9/10th amp. 
ve at 24 volts or less, 






G ~H Manufacturing Company Tava iaelhmaclidol ey talelt 
3047-49 Amber St. Phila. 94, Pa. 4901 BEL 


MONT AVE. CHICAGO 41, ILLINOIS, USA 
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(Continued from center of page 252) 
should be satisfactory if the contractor owns the 
premises and has taken off enough depreciation 
since acquiring the assets. If he rents, the ratio 
should be about 2 to 1. In dollars, this would be 
$2,000 in fixed assets to $1,000 in working capital. 

This ratio is a check on expansion also. If pros- 
pective expansion will result in an inadequate 
ratio of working capital to fixed assets, if the 
capital is too low proportionately, the contractor 
should consider the investment with care because 
expansion means more operating expense, and 
this may put too big a strain on his working capi- 
tal, particularly if business dips downward. 

In checking the books of many contractors, one 
accountant found recently that less than 50 per- 
cent of the surveyed carried a current liability 
for the income tax due Uncle Sam. When the 
tax falls due, these businessmen pay it out of 
their current cash. Often this payment depresses 
their working capital too low for safety. Unless 
the contractor writes into his books a current 
debt for the income tax due to date, his working 
capital will be higher on paper than it really is. 
Income tax is as much a current debt as payroll 
expense or the phone bills, and it should be ap- 
propriated on each profit and loss statement, then 
a current liability entered in the books. 


Take the Ice out of Price! 
, (Continued from bottom of page 89) 


customers. In this way, he gets the customer 
to think about comfort, not dollars. And the 
service of installation is also planted firmly in 
his mind. 

“Sales of plumbing and heating equipment are 
not completed until value exceeds price in the 
customer’s mind,” is the way an Albany, N. Y., 
contractor phrased his thinking on the subject 
of price. “We believe that price should be kept 
from the customer until he has a clear picture 
of the value. This makes price seem small when 
it is quoted.” 

Some contractors, on the other hand, feel that 
it is best to quote the price first and then build 
‘up value. This gives the customer a measuring 
stick for the value, they say, and it is easier for 
the customer to visualize the value he is buying. 

Still another contractor has found a debit-credit 
approach satisfactory to customers who have dif- 
ficulty evaluating the intangibles of comfort and 
convenience against hard cash. 

This customer simply lists as debit the amount 
paid by the customer for the unit, its installation 
and its upkeep. On the other side of the ledger, 
the contractor notes the approximate values to 
the owner. It’s no difficulty to show how within 


a short period of time a good piece of plumbing 
(Please turn to top of page 256) 
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REACH OUT » 
MORE SALES 


WITH 


Radian | 







) 






DH resinentia 
COMMERCIAL 
INDUSTRIAL 


Every PROFIT Reason Says—BUY RADIANT! 
Performance—Equal to the highest priced burners. 
Price — Meets competition every time .. . plus — 
Low Upkeep — Factory Guarantee . . . National 
Distribution . . . Protected Territories . . . Easy 
Installation . . . Minimum Servicing. 


A Complete Line 
from %—30 Gals. & 
Shell Head Models ~.. 
Yy—10 Gals. ——— 









THE RK q re 
OIL FIRED WINTER 
AIR CONDITIONER 


Precision Engineered for Economy 


in Price Operation 









SUPERIOR DESIGN — Tubular 
construction presents greater 
heating surface to flue gases 
than conventional furnaces . . . 


Available in 


jacket is substantial and well — — 
finished . . . high temperature Suenended Unit, 
combustion chamber . . . motor Hi Boy, 

driven blower unit and air Counterflow 


filters. 


FACTORY ASSEMBLED—Shipped 
complete with combustion cham- 
ber installed and jocket com- 
pletely assembled. 


WRITE FOR COMPLETE 
RADIANT LITERATURE. 
You'll sell— 

and profit more! 





(s 
~ 


OU BERNER 


RADIANT UTILITIES CORP. 


8809 18th Avenue, Brooklyn 14, N LY 





































Ree A 


INTERNAL MODEL 


New G-E sump pump 
switches for internal 
or external mounting 


Use these dependable liquid-level controls with either 
float-rods or displacement weights. External model 
(top, above) can be mounted on motor, or in remote 
location. Internal model (bottom, above) mounts inside 
motor casing. 


NO HOLDING SCREWS ... Snap-on cover (A) means 
no holding screws are needed. Cover protects switch 
from dirt, moisture, tampering . . . and has either at- 
tached mounting bracket or conduit adapter bushing. 


SNAP-ACTION SWITCHETTE . . . Totally enclosed and 
corrosion-proof, famous G-E snap-action switchette (B) 
with silver contacts assures long life. Z 


SIMPLE DESIGN assures reliable performance: sliding 
plunger (C) actuates flat spring, operating switchette. 
For full information, see your nearby G-E Apparatus 
Sales Office or Authorized Distributor. Section 740-8, 
General Electric Co., Schenectady 5, N. Y. 





THE APPLIANCE CONTROL DEPARTMENT 
of General Electric is devoted exclusively 
to developing and producing a complete line of 
controls for appliance manufacturers 





GENERAL ‘#) ELECTRIC 
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(Continued from bottom of page 255) 
or heating equipment pays for itself in more im- 
portant considerations than money. 

Regardless of when the price is quoted, there 
is a selling strategem that successful plumbing 
and heating contractors use to build up the value. 
They preface the price with a value building ad- 
jective. For instance, 

“This quick heating water heater is only .. . 

“This long lasting, convenient faucet is only . . .’ 

“A value building adjective used to preface 
the price will make value loom larger than price 
in the customer’s mind,” a Chicago contractor 
said. 

“The successful seller never dodges price ques- 
tions. Being cagey about price breeds suspicion 
in the customer’s mind. But the salesman can 
minimize price to help put the emphasis where 
it belongs — on quality and value.” 

Here are the three practical methods this con- 
tractor uses to play down price: 

1. “Only” as a preface to price makes the price 
seem smaller to the customer. This is used spar- 
ingly and sincerely for the greatest effect. 

2. He avoids saying “ninety-nine dollars and 
ninety-five cents,’ because it makes the price 
seem larger than when he says, “ninety-nine 
ninety-five.” The customer will fill in the dollars 
and cents of the quoted price, he believes, and 
the salesman should minimize the price by leav- 
ing the words out of his price quotation. 

3. One of his most successful techniques is 
quoting the monthly payment cost and not the 
full price. 

Americans buy most of their goods by the 
“painless” method, and he believes that pricing 
an item on monthly figures is the most realistic 
in terms of their budgeting. 

The price bugaboo is a tough one for many 
salesmen to handle. But three rulés are widely 
accepted in the trade—(1) don’t freeze out the 
customer with a “cold” price; (2) build up value 
over price; and (3) minimize the price. 


” 


, 


Use the Air Waves. 


(Continued from page 157) factories. An adequate 
and dependable supply of water under pressure 
is as vital to profitable farming as to profitable 
industry. 

“Since most farms must depend upon their own 
sources for water, it is just as important for a farm 
business to use the same precaution against water 
shortage as employed by the factory. Installation 
of duplicate ‘or standby pumping equipment is a 
step in the; right direction, but that precaution 
alone may place too much dependence upon a 
single source of water supply, such as a well. 
When, for some unforeseen reason a well fails to 


(Please turn to top of page 259) 
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The pure copper tank has been man- 


lusive 


ufactured by a special and exc 
Allcraft process and ndividually 
tested to 300 Ibs hydrostatic pres 


sure annot rust or deteriorate 
and there is r Dar warranty on = = 


the tank 








desirable feature known in DESIGNED TO RESIST HEAVY 





gas water 





n each 





i. ng pr pletely LOADS - 















AGA ap 

| / Fig. 265 (illustrated) designed with an anti-tilting tractor grate 
This type of floor drain should be specified where heavy loads 
are encountered, such as truck driveways, garages, bus terminals, 
etc. Over two decades Jay R. Smith has been manufacturing a 
complete line of drainage products for every purpose; — Chair Car 
riers for wall hung closets, sinks, lavatories, urinals; — Grease Inter 
ceptors with grease capacities from 8 lbs. to 1500 Ibs. 


nitro drain 
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HINDLEY MFG. CO. 


INDLEY’S 





Write for cata 
logue D-2, a val 
uable in‘ormation 
source. 










ALLCRAFT 


MANUFACTURING COMPANY, INC. 


27 Hayward St., Cambridge, Mass. 






PLUMBERS’ 
SPECIALTIES 






‘soap costs 


wee 
















pi RS DN cae aoe 
- Their economy and efficiency are 
* being utilized to excellent advan- 
tage today in industrial plants, 
schools, hospitals, hotels, airports, 
| service stations, public buildings, etc. 


THE IMPERIAL BRASS MFG. CO. 
| 1231 W. Harrison $t., Chicago, Illinois 


—a complete line of small indis- 
pensabie items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to use 
in emergencies—prerequisite in fin- 
ishing many a plumbing job. 

53 John St., Valley Falls, 



















RADIATOR 
HANGERS 


Write for 
details. 


770 Hampden Ave. 





HEALY-RUFF Company 


for ALL sizes 
and ALL makes 


Slim tube - Tube - Wall- 
Column Radiation. Style 
“C” for Tube and Wall 
Radiaters—Style ‘“‘R”’, 
14” from wall without 
baseboard adjustment— 
Style “‘H’’ as shown, 
2.” from wall with 
baseboard adjustment. 


FILTER 
and PURIFIER 


Chlorine 

Odors 

a Suspended Matter 
Discoloration 


The Diamond Filter and Purifier ac- 
tually removes objectionable subst 
and provides clear, sparkling, palatable 
fresh water. 

WRITE FOR CATALOG 






Widely used by Heat- 
ing Contractors for 
over 25 years. 








St. Paul 4, Minn, 
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DURING THE “ON” PERIOD t 8 t | k it 
O) Meat LOSS and SMOKe Wi \ | vieas 
ment, 
lL Sequence Draft Controls the ah 
base! be 
supply 
FUEL SAVINGS UP TO 30% ARE COMMON! ment | 
cause 
Why be content with only part of the savings possible through efficient draft regula- adequ 
tion. Time tested, patent protected Campbell Electric Draft Controls give your into ¢ 
customer a big extra margin of fuel economy and give you a big extra margin of ; ; 
profit over conventional equipment. tamily 
When the burner or stoker is ‘on,’ Campbell Controls operate barometrically, of live 
much like other draft controls. But the BIG DIFFERENCE comes at the point of 
peak heat when the burner shuts off. Then our larger check consui 
damper is electrically moved to a full-open position. This P 
DURING THE “OFF” PERIOD by-passes about 80% of the chimney pull, letting the stack of the: 
pull most of its air from the boiler room rather than from the fast ri 
heating plant. This by-pass traps thousands of BTU’s in 
the boiler or furnace that otherwise would be wasted up the an ade 
stack. “Cc 
Hundreds of installations over a 0 
10 year period in leading fac- lend h 
tories and institutions attest to 
its economy and safety. Write posed 
today for details. 
INQUIRIES FROM JOBBERS AND presel 
SALES pe tt a ARE have 
NEW RESIDENTIAL UNIT: plenty 
N the homeowner, too, can en- 
joy the extra fuel savings possible you g 
with Campbell Controls. All the er al ] 
economy and safety features of our 
SEQUENCE time-proven industrial and commer- systen 
OF OPERATION cial equipment are incorporated in 
5 the new residential unit. them. 
1. With fire “on” inner damper barometrically 
controls over five-draft. 2. Thermostat satisfied, Schen 
burner cuts off, and control motor opens larger t 
damper to check stack pull 80%. 3. Thermostat ULTHUN water 
calls for heat, control motor closes main by-pass se and I 
damper. Micro-switch prevents fifing until fully 
closed, gives complete safety at all times. 220 N. N. ADA ST. CHICAGO 7, ILLINOIS | ments 
A steel boiler is a lifetime investment ‘6 
“a ; ° ” 
+. Sel “the best in steel boiler heat XC 
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THE FITZGIBBONS BOWLER 





HIGH CAPACITY EFFICIENCY 


RADIATION, COM- IS THE UNDERCOVER STORY 
PACT CONVECTORS - 7 

FOR RESIDENTIAL, atey 1) \ /- 
COMMERCIAL, IN- 
DUSTRIAL INSTAL- 
LATIONS 


Tal 171 
KINGSTON PENNA 
WILKES BARRE PENNA. 














KEYSTONE 
PLASTIC FLOAT BALLS 


give long and satisfactory 


GUARANTEE LEAK-PROOF 


GAS LINES 


Test your gas line installations with a Beekman Gas 
Proving Pump and Beekman improved Mercury Col- 


4” x 5” standord service under all operating 
closet tank float. sa ‘ 
Precision molded of poly. Conditions... equal in every re- 
poh : lees bs — grt spect to the best copper floats. 
one yeor. 
ASK YOUR SUPPLIER OR WRITE FOR CIRCULAR 





: 95.000 1 
umn to insure a leak-proof job. Quick, simple, and CA Ok ce 


positive check against gas line leaks. 


MUTUAL MANUFACTURING CO. 
Dependable Testing Devices 


Oz 45-16 162ND ST. 
FLUSHING 58, N. Y. 


KEYSTONE BRASS WORKS - ERIE, PA 
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(Continued from bottom of page 256) 
yield its normal flow of water, the pumping equip- 
ment, however adequate, cannot compensate for 
the shortcomings of the well. 

“That being the case, what is an adequate water 
supply system for the average farm? No flat state- 
ment can be made in answer to that question be- 
cause what is adequate for one farm may be in- 
adequate for another. Many factors must be taken 
into consideration, such as the number in the 
family and the daily water requirements, number 
of live stock to be watered daily, number of water 
consuming appliances, and all other uses. Because 
of these variations from farm to farm, no hard and 
fast rule can be established for what constitutes 
an adequate water system. 

“Consult your local contractor. He will gladly 
lend his experience in properly planning your pro- 
posed water system or the improvement of your 
present one. Plan your water system so you can 
have plenty of water, plenty of pressure and 
plenty of outlets. This kind of planning will give 
you greatest comfort, pleasure and profit. Sev- 
eral books on planning and selecting a water 
system are available to help you if you ask for 
them. We suggest you write to this station, WGY 
Schenectady, and ask for helps on planning a 
water system that will provide plenty of water, 
and plenty of pressure, for all your require- 
ments.” 


PRIVILEGE 
j 


-.. witha 


boiler that 
has QUICK SALES PICKUP 


Profit-wise--it’s an exclusive privilege to 
handle DEWEY-SHEPARD BOILERS. For 
here is a mechanically improved boiler 
highly efficient and long-lasting—that has 
a broad, waiting market. And that means 
a broad sales potential where the pleasure 
(in profits) is all yours. 


Check these remarkable features: 

Retails at good competitive low price 
95,000 to 1,000,000 B.T.U. 

Quick heat pickup “Tube Within a 
Tube” construction 

Siphonic, swirling percolating action 
80% of fire box heat is absorbed by water 
20% less heat escape up chimney 
Consumes less fuel—requires less repair 
Collects no lime or scale 

Boiler Automatically Welded 

Oil Burner Underwriter Approved 
Built-in Coils Optional 


CODE CONSTRUCTED 


DEWEY-SHEPARD 


BOILER COMPANY, 


N. CAPITOL AVE INDIANAPOLIS 2, IND 
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‘America’s No. 1 space heater 





is made by Carrier 


This Carrier four-way Directed-flo Unit Heater is a sure 
seller to buyers everywhere! It delivers quick heat from 
higher ceilings, discharges vertically in 1, 2, 3 or 4 direc- 
tions. It is easy to install, simple to maintain and attrae- 
tively styled. There are 7 sizes from 82,000 to 500,000 
Btu’s, For use with steam or hot water. 





Carrier horizontal discharge Unit Heater (below, left) 





directs warmed air from heights of 15 to 18 feet. Heat- 
ing coil, one row deep with widely spaced fins, offers 
less air resistance, makes cleaning easier. There are 10 
sizes from 21,000 to 200,000 Btu’s. For use with steam 


or hot water. 





Carrier Gas-fired Unit Heater gives clean, economical heat 
(above, 





wherever gas is available. Propeller-fan type 
right) and duct type feature one-piece heat exchanger 
of Aluminized Steel. AGA approved for all types of 
gas. There are 8 sizes from 50,000 to 230,000 Btu’s. 


A few profitable opportunities to sell these Carrier de- 
signed and built units are still open. Write for information 
to Carrier Corporation, Syracuse, New York. 


| AIR CONDITIONING - REFRIGERATION - INDUSTRIAL HEATING 
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SITUATIONS WANTED 





SITUATIONS OPEN 


REPRESENTATIVES WANTED 





LIVE WIRE 


Sales executive with wholesale plumb- 
ing and heating house seeks new em- 
ployment. Address Key 941-D, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 





SITUATIONS OPEN 





PLUMBING SUPPLY SALESMEN WITH 

own following among plumbing and 
heating contractors and hardware stores 
for territories along Eastern Seaboard. 
Long established New York warehouse. 
Weekly drawing against commission 
plus bonus arrangement. Replies confi- 
dential. Full details first letter. Address 


Key 996-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois 

SPECIALTY 


MEN WANTED 
to sell LIFELONG toilet seats on 10% 


commission direct to plumbers and con- 
tractors. Protected and established ter- 
ritories now open in Pennsylvania, New 
Jersey, lowa, Kansas, Nebraska, Texas, 
New Mexico, Arizona and Colorado. 
Replies confidential. Write LIFELONG 
SEAT CO., 99 North New Jersey, In- 


dianapolis 4, Indiana. 


AVAILABLE WITH 

top companies for engineers, chem- 
ists, laboratory technicians, advertis- 
ing, editors, sales, office, administrative 
positions in hotels, hospitals and insti- 
tutions. Courteous, confidential service 
to both applicant and employer. Inquir- 
ies invited. SHAY EMPLOYMENT 
AGENCY, 30 West Washington, Chi- 
cago, 


POSITIONS NOW 


ESTABLISHED 


plumbing specialty house needs top 
grade salesmen for the following ter- 
ritories: 





1. Virginia and West Virginia 

2. North and South Carolina 

3. Western T and Mi pp 
4. Florida and Southern Alabama 


5. Indiana and Southern Illinois 
6. Texas 


Active accounts in many territories. 
Should have following with master 
plumbers and experience selling spe- 
cialties. Rubber goods, seats, brass 
goods, pottery, fittings, lead goods. Best 
lines available. High commission rate, 
drawing account, free insurance, etc. 
$10,000.00 yearly easy for right man. 
Complete new catalog. Many exclusive 
items. For details address Key 995-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 








EXPERIENCED MAN 


to head up Plumbing & Heating De- 
partment for medium size wholesale 
house. Inventory around 125,000. Must 
be able to figure Heat and Air Con- 
ditioning BTU. Make pencil layouts. 
Good salary and share in profits. Will 
sell part interest to right party. Busi- 
ness is located south side Virginia. Give 
full particulars about yourself in first 
letter and photograph will help. Ad- 
dress Key 989-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


SALESMEN: YOU CAN ADD TO YOUR 
income. Sell full line oil or gas floor 
furnaces and space heaters, also gus 
incinerators, to jobbers and dealers 
Write with all details. Address Key 
971-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


SALES MANAGER 


Experienced in sale of shower cabinets 
to the regular plumbing trade. Attrac- 
tive arrangement for qualified indivi- 
dual offered by established manufac- 


turer. 
HOMAK MFG. CO. 
453 W. 43rd 
Chicago, Ill. 





REPRESENTATIVES WANTED 





EXCLUSIVE PROTECTED TERRITO- 

ries open on nationally advertised 
Plumbers’ special packing to agents 
calling on plumbing supply houses. 
Unique demonstratipn sells 8 out of 10 
on first call. Excellént for opening new 
accounts and high volume repeat busi- 
ness. Address Key 722-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 


REPRESENTATIVES WANTED 
Chicago manufacturer of “SLIDE-O- 
NETTE” sliding door bathroom medi- 
cine cabinet has open territories to the 
plumbing supply jobber, electrical sup- 
ply jobber and hardware jobber. At- 
tractive commission. Protected terri- 
tory. In reply please state exact 
territory covered and class of trade 
regularly solicited. 


PREMIER-HALL 
MANUFACTURING CO. 


3955 W. Fullerton Avenue 
Chicago 47, Illinois 


MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive terri- 
tories open. Write full details in confi- 
dence, Box DE, 1999, 221 W. 41 St., New 
York, N. Y. 


| 


For Additional Classified Advertisements See Pages 262 





KENTUCKY, ALABAMA 

territories open. Nationally known 
tubular and cast brass manufacturer 
seeks representatives calling on whole- 
sale plumbing supply jobbers only. Ex- 
clusive protected territory of the entire 


VIRGINTAS, 


state open. State present line being 
handled. All correspondence held in 
strict confidence. Write JAMAICA 


BRASS MFG. CO., INC., 1209-17 DeKalb 
Ave., Brooklyn 21, New York. 





REPRESENTATIVES WANTED 


A manufacturer of copper sweat fittings 
desires representation in the following 
states: 

Northern New York State 

New Jersey 

Kentucky 

Illinois 

lowa 

Nebraska 
Address Key 100-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago, Illinois. 
SALES REPRESENTATIVES WANTED 

by manvufacturer of quality line of 

cast iron screwed pipe fittings, to cover 
western Pennsylvania, Ohio, Indiana 
and other midwestern areas. State ter- 


ritory covered and present lines car- 
ried. Address Key 882-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 


Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


Large eastern manufacturer going into 
copper tube business wants man to rep- 
resent them in Chicago district. Our 
own employees know of this ad. Ad- 
dress Key 994-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


AGGRESSIVE ESTABLISHED MANU- 

facturer of competitively priced qual- 
ity steel boilers and warm air furnaces 
needs aggressive salesminded represen- 
tatives. Many excellent territories open 
Submit full detail on territory covered, 


lines handled, etc. Address Key Yyi-L, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


LINES WANTED 








BE PREPARED ... 


to get needed volume from fertile New 
York, New Jersey and Connecticut de- 
spite effects of the tapering boom. 

IT PAYS 
to engage us as your representatives! 
Our 30 years of know-how will guide 
you to greater volume than you ever 
dreamed possible. Our Plumbing Sales 
Division especially seeks cast brass, 
sweat, drainage, or malleable fittings. 
Our Heating Division can successfully 
promote anything from a thermostat 
to a furnace. Warehouse facilities avail- 
able. Address Key 101-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 
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TETER: The Name 
You Should Know 

Is the 

+ oF 


c rafts: 


Quality and 
manship. 


that. 


See ae rRoD 


maximum 
against 
(Optional 


quirements, 





is supported 


RED BAND TANK: 


see BELT: } ficie nt. 
ow wattage bla 
at »ne-liv nd wre “e 

around He ating I le- 


ment ity 





INSULATION: Full 3 
thick blanket of gen 
uine ‘‘fiberglass 
sulation 


INLET DIFFUSER and 
DRAIN Acts as a cold 
water baffle. Prevents 
drop in water temp 
Bottom drain conven- 
iently located. 








Write Today for 
Full Details! 


| SP re 


HAVE YOU HEARD 


full details on 


WRITE FOR FREE LITERATURE 
uF 4H 
PLAVIIG 
ELMER E. MILLS CORPORATION 
2930 N. Ashland Ave. Chicago I3 























The No. 30 Gem, a competitive white 
seat, is molded with a new material 
(SILKONITE) consisting of cured wood 
fibres and synthetic resins under tons 
of pressure and heat forming a solid 
massive seat with no glue joints and 
no chance of splitting or warping. 











Also make a complete line of Mother 
of Pearl sheet covered seats. 
2) XO) D101 Ou HO) a 7.08 SO) -90 00 -\ 


P.O. Box 4737 
Los Angeles | 









(@elliielaalte| 





manufacturing 
sembly techniques and crafts- 
manship. Sizes range from 3 to 
83 gallon capacity 


ranging from standard upright 
tanks to table top dimensions, 
all specially designed for util- 
room convenience. 





= I eee es 
Left: TETER Bantam, 
ideal for small home 
capacity ranging from 
3 to 20 gallons 
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“9 want a Good, Rebabe HOT WATER HEATER” says a Prospective Bayer 


“- ion 


“THEN, YOU WANT A 


TETER 


HOT WATER HEATER,’ 
the ae replies. 


It’s as simple and honest as 
For the TETER Dealer 
knows that the TETER line 
not only covers all customer re- 
but it is one where 
the quality put into the product 
by 


the best of 
methods. as- 


. types 


TETER fe 


Right: The popular 

Table Top rype ranges 
from 20 to 30 gallon ca 
pacity 


Left: Illustrates the in 
between size vf 


Water He ater whic *h meets 
certain specific househol« 
needs, 





13901 
SOUTH 
INDIANA 
AVENUE 


CHICAGO 27 
ILLINOIS 





Sewer Cleaning Machine 


(Ue Rite 








‘ , / Sturdy 
FOUR POINTS ) Q ad Mobile 
OF 7 Portable 
SUPERIORITY 
Most Profitable 
Desirable 
Economical 


and Reliable! 


Very essential in 
your service depart- 
ment. Very profit- 
able equipment. A 
good money maker 
The new Clean-Rite 
was developed in 
many years in the 
sewer cleaning busi- 


sf --  G.M.CALL 
INTERCEPTORS 


Prevent Drain Problems! 


Eliminate Waste Stoppages! 
SPECIFY THEM TO YOUR CUSTOMERS 


—" 7 Yes—G. M. CALL Interceptor Waste Traps pay for 
themselves through their he aith one p y protecting 
A. ature Due to larger at val, tha G M CAL L 


prevents sewer ga ntaining Prevent 


ness and is designed 


Approved and ad 
mired by all profes 
— sewer clean 


to do a more thor- 
ough job at far less 
cost. 


GROVE MACHINE WORKS 


DEPT. D, P.0. BOX 136 BOWLING GREEN, OHIO 


before entering drai Prevents | f velry and 

valuable yhi un be retrieved by side clean-out plug 

G uarant <i to give stoppage-free plumbir ume ler norma 

iditior Made in all standard sizes, ¢ plated 

Pr ii hed Brass, Plain Polished Brass and i ugh Brass. 
New York Plumbers’ | Specialties ce oan 


Inc., exclusive distributor in 
pad York City and in 150-mile 
in Connecticut and New y 
York State. >. AND APPEALS A 

7 400 


C. & H. PLUMBING SPECIALTIES 
3148 Bruckner Blvd. © New York 61, 4. Y 


Apraoved BY 


+ | #OaR0 OF STANDARDS | + } 
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LINES WANTED 


LINES WANTED 





LINES WANTED 





MARKETING 
MANUFACTURING 


if you have products, designs, ideas 
that will fit into the plumbing, heating, 
hardware and mill supply field, we have 
an expert marketing organization regu- 
larly calling on over 3,000 jobbers in 
U. S. and Canada and foreign countries 
and now selling well over half of these 
—we are also in position and have our 
own facilities to manufacture many 
items. Address Key 999-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





TOPS IN REPRESENTATION WITH 
million-dollar good will among_le- 
gitimate wholesalers on Eastern Sea- 
board. Seeking only first class lines. 
Now working Maryland, District of Co- 
lumbia, Virginia. Immediate results. 
Meares Key 691-D, “DOMESTIC ENGI- 
RING,” 1801 Prairie Ave., Chicago 

ie Thlinols. 





ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


1836 Euclid Ave., 
Cleveland 15, Ohio 


Sete the plumbing _ 


MANUFACTURERS’ REPRESENTA- 

tive established in the _ state of 
Florida, calling on all plumbing and 
heating jobbers, desires a few more 
lines to promote. Located at St. Peters- 
burg, Florida. Address Key 942-D, ““DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Tllinois. 


FRANK MORRIS & CO. 


424 S. Cheyenne St. 
Tulsa, Oklahoma 


Selling jobbers throughout lowa, Ne- 
braska, Kansas, Oklahoma, Missouri, 


Arkansas, Colorado. 


ESTABLISHED MANUPACTURSE & 
representative since 946 covering 
Minnesota, North and South Dakota, 
northern Iowa and northwestern Wis- 
consin calling on all principal plumbing 
and heating wholesalers wants addi- 


tional lines. Can warehouse. Address 
Key 998-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 

BOSTON 
Manufacturers’ representatives with 


long experience selling to New England 
plumbing and heating supply jobbers, 
can give personal, aggressive repre- 
sentation to one more major non- 
conflicting line. 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





Address Key 969-D, 





TOP YOUR VOLUME 


by engaging our A-1 established and 
go-getting sales agency covering Illi- 
nois, Indiana and Wisconsin. key 
sentation as you like it. Address K 

988-D, “DOMESTIC ENGINEERING, . 
1801 Prairie Ave., Chicago 16, Illinois. 





SALES REPRESENTATIVES WITH 
years of experience and successful 
results selling to the plumbing and 
heating wholesalers and jobbers in New 
Jersey, eastern Pennsylvania and south 
to Washington seeking additional line 
for all or part of territory. pastes ss Ke 
981-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, eilinols 





California—Arizona—Nevada 
SAM HEXTER & ASSOCIATES 


9254 West Third St. 
Beverly Hills, Calif. 
Warehousing + ned Known Lines 


CAPABLE MANUFACTURERS’ REP- 
resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100-mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 810-D, 
“DOMESTIC ENGINEERING,” 1891 
Prairie Ave., Chicago 16, Illinois. 


MANUFACTURERS’ 
REPRESENTATIVE 
Wants additional plumbing line to sell 
plumbing supply wholesalers in the Chi- 
cago metropolitan area. Contact JACK 
BERGER, 6817 W. North Avenue, Oak 
Park, Illinois. 


LEADING FLORIDA MANUFACTUR- 
ers’ representative sales organiza- 
tion, now covering Florida only, desires 
few more lines. Years of experience 
plus leadership in sales records, lus 
reputation and results! Address ey 
919-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


NEW PRODUCT? 


It’s difficult to merchandise new items 
in competitive New York metropolitan 
area. BUT IT CAN BE DONE! For 30 
years we've been helping manufacturers 
introduce plumbing and heating items 
to wholesalers. Where others stop—we 
begin. If your faith in your product 
matches ours, we can get together. 
Write for our time-tested plan today. 
Address Key 102-E, “DOMESTIC 
ENGINEERING,” 1081 Prairie Ave., 
Chicago 16, Illinois. 








THE SCHUTZE SALES CO. 
1999 North Snelling Ave. 
St. Paul 8, Minn. 
Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 





Western Pennsylvania & West Virginia 


D. S. SCHWARTZEL 
254 N. 16th Ave., 
New Brighton, Pa. 
Representing the Manufacturers 
Plumbing, Heating & Supplies 





MANUFACTURERS’ REPRESENTA- 

tive with a good reputation and fol- 
lowing. Wants additional lines to sell 
Plumbing and heating wholesalers in 
the following territory: south Jersey, 
Philadelphia, eastern Pennsylvania, Bal- 
nee and Washington. Address Key 
946-D, “DOMESTIC BNGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5, 
California 
Lines for plum! » hardware and industrial 
. Perfect coverage in California 

and Arizona for past twenty years. 


SEASONED SALESMAN WITH 8 

years’ experience in the plumbing and 
heating field seeking additional lines of 
merit. Recently left leading boiler 
manufacturer to start business of own 
as manufacturers’ representative. Well 
acquainted with engineers, architects, 
contractors, and jobbers in Kansas and 
western Missouri area. Sales made 
through the jobber. Accustomed to an 
aggressive follow-through of sales op- 
portunities from inception of a building 
job to its final completion. Address 
Key, 986-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
[llinois. 


West Virginia & Virginia 
CLARKE SALES COMPANY 
Plumbing and Heating Fixtures and 
Supplies 


Representing the Manufacturers 
1210 Grant Street, Charleston, W. Va. 





DEL L. RAMEY & ASSOCIATES 
Manufacturer's Representatives 
4005 Wrightwood Road 
Austin, Texas 
Covering the Southwest 


For Additional Classified Advertisements See Pages 260 and 264 
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employees are enrolled 


in the Payroll Savings Plan 


ROBERT E. GROSS 


President, Lockheed Aircraft Corporation 


National Chairman, 1953 Aircraft 
Industry Payroll Savings Drive 


DOMESTIC ENGINEERING 


94.9% of Lockheed’s 50,000 


263 










“4 man’s personal economic security is the sum of his own diligent effort, a financially sound govern- 
ment and a systematic savings plan. He has the earnings and he has the government that can protect 
the individual. However, human nature being what it is, not everyone maintains a systematic plan of 
savings. So here is a plan designed to help the employee—the Payroll Savings Plan, whereby his 
company will regularly invest a part of his earnings (he specifies the amount) in United States Savings 
Bonds, America’s safest form of investment. We at Lockheed have endorsed and encouraged this plan 
because we know what it does to assure security — both individual and national.” 


Lockheed Aircraft Corporation recently conducted a person- 
to-person canvass that put a Payroll Savings Application 
Blank in the hands of every employee of Lockheed’s eleven 
plants in Southern California. At the conclusion of this one- 
week campaign, 36,419 of the 38,037 employees—95.7% — 
had signed up on the Payroll Savings Plan. Three of the 
eleven plants achieved 100% enrollment. 


Lockheed’s 95.7% in the Southern California plants is the 
highest employee participation of any company or group of 
this size this year. The previous national record in the avia- 
tion industry —92% — was set by Lockheed’s Georgia Division 
in April, 1953. Of Lockheed’s total payroll—50,000 men and 
women—94.9% are building “. . . security—both individual 
and national” by systematic investment in U.S. Savings Bonds. 


45,000 companies operate Payroll Savings Plans. In many 
of these companies employee participation ranges from 60% 
to 80%; in some, it is even higher. On the basis of Payroll 


Savings Records, it is safe to estimate that 60% or more of the 


personnel of a company will join the Payroll Savings Plan— 


—if the many personal benefits of the Payroll Savings 
Plan are properly presented to them by management. 


—if they are shown how their monthly investment in 
Savings Bonds contributes to national] stability by 
adding to our reservoir of future purchasing power 
—$35.5 billion—the cash value of outstanding Series 


E Bonds—the kind purchased by Payroll Savers. 


Your State Director, U.S. Treasury Department, is ready to 
help you build a 60%, 70% or 80% Payroll Savings Plan. 
He'll explain how easy it is to conduct a simple person-to- 
person canvass and will furnish all the printed matter. post- 
ers, etc. Phone, wire or write today to Savings Bond Division, 
U.S. Treasury Department, Suite 700, Washington Building, 
Washington, D.C. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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See Pages 260 and 262 





LINES WANTED 





M. L. QUEEN 
410 N. Poplar Street 


Dexter, Missouri 


Established with plumbing se in the states 
of Missouri, and 

Illinois, giving prompt coverage to manufac- 
turers represented. 





WOULD LIKE ONE OR TWO PLUMB- 
ing specialties for the states of Geor- 
gia, Florida and Sone Carolina. Selling 
to jobbers only. Address Key 993-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 





FOR SALE 





PLUMBING SHOP IN WEST TEXAS 

oil town of 3,500. Has 4 room, 1% 
bath living quarters attached. Masonry 
construction. 1951 General Motors % 
ton pickup. Owner crippled and forced 
to sell. Address Key 990-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 
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FOR SALE 





FOR SALE 





FOR SALE 


Well established manufacturers’ rep- 
resentative business with the finest ac- 
counts possible. Manufacturers will go 
along with the right man. Located in 
the heart of the Southwest in an area 
where the growth in population is truly 
amazing. Books open to anyone seri- 
ously interested. Must retire due to 
health. Address Key 948-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


WELL ESTABLISHED PLUMBING 


and heating service business in Pasa- 
dena, California. Complete shop includ- 
ing sheet metal equipment. Building 
50x65 with nice showroom; also fenced 
lot in rear. Low rent. Near center of 
large populated area, Five panel trucks 
and 1 pickup in fine condition. Owner 
wishes to retire. Address Key 897-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





BUSINESS FOR SALE: ESTABLISHED 

wholesale plumbing and heating sup- 
ply company with beautiful modern 
showroom located on busy highway. 
Selling due to illness. For further in- 
formation Address Key 952-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Tllinois, 





FOR SALE 





Large Jet Pump manufacturer is clos- 
ing out limited quantity of 15, 12, %, 
1, 114 HP models at extremely low 
prices. Address Key 992-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 


Ave., Chicago 16, Illinois. 


Fig. 201 to Fig. 216 


Extra heavy and standard weight fittings 
Made in 114, 11, and 2 inch sizes. 


Write for Complete Catalog 


Me WILMINGTON CASTING Co. 


WILMINGTON, 


OHIO 


sh? 
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JUTICA RADIATOR 


CORPORATION 


UTICA 2,NEW YORK 


BOILERS + RAD/ATORS 
ae Me) eee a OW 
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inside... 
or outside 


Xocleedls WNIVERSAL® 


oil tank gauge saves you money 
on ALL installations 


STOCK ONLY ONE GAUGE! It's weatherproof, . . ideal 
for both indoor and outdoor service, Newly improved 


construction provides long, trouble-free operation, 
Saves you money two ways: in reduced inventory, 
and in lower maintenance costs, 


ELIMINATE NUISANCE CALLS. New type plastic head is 
hermetically sealed... makes it absolutely leakproof, 
dustproof and shockproof. Pressure-tight, too. 


NO FUMES OR SEEPAGE. There are no holes in the 
ROCHESTER UNIVERSAL Oil Tank Gauge. A 
permanent magnet transmits float-arm action from 
tank to indicator. 

EASY-TO-READ ‘“‘DUAL-DIAL” saves time and effort in 
checking and filling tanks. 

EASY TO INSTALL and stocked by lead- 
ing wholesalers everywhere for all 
standard oil burner storage tanks, 
Underwriters’ approved. Rochester 


Manufacturing Co., Inc., 19 Rock- 
wood Street, Rochester 10, N. Y. 


P| ACCUMALT 


MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS GAUGES AMMETERS 
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Ghios A 
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Communist machine-gun fire dropped him in 
combat. But whole blood kept him alive, saw 
him through the hospital. He thanks you for 
his life, 





She'd been exposed to polio. A new serum, 
Gamma Globulin, made from blood, helped 
ward off the dread disease. She thanks you 
for her life. 





A tornado whipped suddenly across her home 
town. She was badly injured by falling debris. 
But a quick operation, several transfusions 
pulled her through. She thanks you for her life. 
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Each one of these people is alive today because some- 
one gave blood. 

If you've given blood before, you know how easy it is 
—how quick and painless. And you know what a 
wonderful feeling it is when you realize that what you've 
done may give another person his life. 


Now you are asked to give blood . . . again and again. 
And you can do it safely every 3 months. 


Because America’s need for blood has increased 
enormously—for our armed forces, for accident and 
disaster victims at home, for new disease-fighting serums. 


Many a life hangs in the balance! Will you help? 
Call your Red Cross, Armed Forces or Community 
Blood Donor Center today! 


BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 





If you can answer “yes” to most of them, you—and your company— 
are doing a needed job for the National Blood Program. 


HAVE YOU GIVEN YOUR EM- HAS YOUR MANAGEMENT EN- 
PLOYEES TIME OFF TO MAKE DORSED THE LOCAL BLOOD 
BLOOD DONATIONS? DONOR PROGRAM? 


September, 1953 


“Thiee grateful people say : 


” We're HERE ion 
because you wore THERE } 








HAS YOUR COMPANY GIVEN 
ANY RECOGNITION TO 
DONORS? 


C20 YOU HAVE A BLOOD 
DONOR HONOR ROLLIN YOUR 
COMPANY? 

O HAVE YOU ARRANGED TO HAVE 


A BLOODMOBILE MAKE REGU- 
LAR VISITS? 


Orc YOU INFORMED EM- 
PLOYEES OF YOURCOMPANY’S 
PLAN OF CO-OPERATION? 


OC) ite THIS INFORMATION 
GIVEN THROUGH PLANT BUL- 
LETIN OR HOUSE MAGAZINE? 


O HAVE YOU CONDUCTED A 
DONOR PLEDGE CAMPAIGN IN 
YOUR COMPANY? 


HAVE YOU SET UP A LIST OF 
VOLUNTEERS SO THAT EFFI- 
CIENT PLANS CAN BE MADE 


FOR SCHEDULING DONORS? 


Remember, as long as a single pint of blood may mean the difference 
between life and death for any American... the need for blood is urgent! 


NATIONAL BLOOD PROGRAM 





GIVE 
BLOOD 


.. give it again and again 
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Wheatland Steel Products Co. ..................05. 166 
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RWihnington Casting Co., The ....2.'66.08 ie eo HE 264 
Went 450 ci is8scies ee CO ES 246 
*Wolverine Tube Div., Calumet & Hecla Ine. ........ 201 
NE NN or a css hoc Ae ca bas tk doce eit ber zack 20 
Woodford Hydrant Co. ................. SNe fe! 227 
*Worcester Brush & Scraper Co., 

Div. of Mason-Worcester Co. ..................00- 253 
a NINE Sy clare wo 5 5 nrc ieuie o¥.05 250 
Ny AMEMINE MIDs <r ose s sos vento aisa kek Wis.s's 9-0 va bore 44 

Pema nas WEI FM oss do 5's hog ones bv co ous cae wener 65 


September, 1953 



























Septembe' 



































Price f 
line tz 
for eit! 
tal ins 


specific 











Complie 
Standarc 
Commoc 
ment of 





Youngstown Sheet & Tube Co., The 
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Price fuel oil and gaso- 
line tanks are furnished 
for either vertical or horizon- 

tal installation. Manufactured to Underwriters 
specifications and bear Underwriters labels. 











you can’t beat a 


\ DELCO WATER SYSTEM 
franchise 










Check any Delco Dealer and 
you'll discover he’s pocketing 
EXTRA cash every month with 
the line that’s built for profits 

. built for easier, faster sales 

. built trouble-free to elimi- 
nate excess service that can 
quickly eat up profits. 


General Motors Engineered to bring you years ahead de- 
sign features that guarantee capacity .. . assure positive 








COMMERCIAL STANDARD 


















delivery of every gallon promised or more. 


The Complete Line of Full-Rated Pumps boasting unu- 
sual flexibility. There’s a type and a capacity to handle 
every customer need with the least amount of stock. 


Competitive Pricing combined with finest quality, the ex- 
clusive result of General Motors famous production methods. 
It’s a double-barreled combination that can’t be beat. 





ow ies 
DELCO C-12 WELLMASTER DELCO CONVERTIBLE 
SHALLOW WELL PUMP JET PUMP 


Fully assembled with auto- Can be used in either deep or 
matic controls, ready to go. shallow well installations . . . 
Self-contained; 225 ‘ghp ca- can be converted from one to 
pacity — ideal for smail farm, the other later if water table 
suburban home, cottage, changes. No pulleys, belts, or 


summer camp, or use as_ wheels... only one moving 
booster for present system. part. 14, 4, % or 1 hp ca- 
12-gallon galvanized tank, pacities up to 1,620 ghp. 


hp Delco Rigidframe alba Depths of 120 feet. 


Choice New Franchises Available Now 


For facts and information about com- 








a 
” Complies with requirements for Commercial 
53 Standard CS-177-51 for metal Septic Tanks — 
50 Commodity Standards Division, U. §. Depart- 
= ment of Commerce. Write for details, 
19 





4 PRICE 


FIREPLACE HEATER & TANK div. 
PRICE NATIONAL CORPORATION 








plete Delco line, write or wire Dept. 
DEW, Delco Appliance Division of 
General Motors, Rochester 1, N.Y. 


na 


Manufacturers of famous Delco-Heat oil- and gas-fired burners, 
Conditionairs, boilers, and water heaters 













~ IC NGI) SERIN JI 11 I 
1 . 
’ 3 


qm Fs 


3 
¥ 


CAST BRASS 
FLOOR AND 
CEILING PLATES 


Write for Beaton & Cadwell 
Catalog Bulletin on Cast 
Brass Floor and Ceiling 
Plate Line Today 


o Easily cleaned without disturb- 
ing temperature or pressure re- 


lief. 


HINGED TYPE 
No. 3A 


e Easily taken apart for in- 


sizes— V4" to 4”. 
Sizes Ss”, a yi id ”, 
10”, 12” Furnished in No ; 
apection. 
» Available in male 1/2» 3/4” 
g 1” female drain 4 in ® 


cases. 


requirement > 

Jeading plumbers ant 8 
write for Beaton & Cadwell 
Cata' Bulletin OF complete 


te’ 
Safety Relief Valve Line. 


SOLID 
No. 3S 
Furnished with of without 
Set Screw. 
sizes V4” to »_-Similar to 
No. 3A but not Hinged. 


he i 
FSTABLISH 
ae C04 


The 
BEATON & CADWELL MFG. Me)... ASritain, C 
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